











There's sales magic 
in a hatne 


Every dealer knows that names sell 


goods. But why does the Webster name 





mean something extra on carbon 
papers and typewriter ribbons? 
It’s not just the steady, year-in and 


year-out national advertising to build 





consumer demand — although that 
helps a lot. 

It’s not just the attractive Webster 
packaging—although that helps, too. 

It comes down to the fundamental 
policies of the Webster Company—a 
fair deal for all dealers, including a 
fair and equal price policy... uniform 
quality which brings uniformly good 
results for all your customers . . . extra 
values like the special features of 
Micrometric Carbon paper which give 
you an extra hold on your customers. 

Yes, it’s things like these which 
give sales magic to the Webster name. 


For sure profits, be sure to feature the 





Webster line in your sales program. 


F.S. WEBSTER COMPANY 


13 Amherst Street, Cambridge 42, Mass. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, post 
office or express money or- 
ders, or in American postage 
stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 

{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 


{CONTRIBUTIONS are in- 
vited upon any topic of 
interest te this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as second-class 
matter, July 8, 1905, at the 
post office at Chicago, II1., 
under Act of March 3, 1879. 
{‘Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
(COPYRIGHT. Contents 
covered by copyright, 1946, 
by the Office Appliance 
Company. 
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rik ADVE SEN EI. 
These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 














customers. 
through the journal. 
A E K Plymouth Rubber Co..... ...225 
. Polychrome Corp. .... 203 
Acco Products, Inc. 95 Eaton Paper Corp. 193 Kahn, David, Ine. . 87 Post, The Frederick, Co...........108 
Ace Fastener Corp. 107 Engineering Mfg. Co. 216 Koh-I-Noor Pencil Co., Ine. 190 Pronto File Corp...... 112 
Acme Bulletin & Direty. Corp...218 Eraser Company -..202 Quality Park Envelope Co. 156 
Acme Staple Co. 221 Esterbrook Pen Co., The 115 L 
Adirondack Chair Co. .--216 Eureka Specialty Prtg. Co. 823i R 
Agency Paper Co. 220 Ever Ready Calendar Mfg. Co...212 Leopold Co. 154 
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Amer. Hair & Felt Co.............74 Fisher Mfg. Co., Inc. 16g Markwell Mfg. Co....................... 16 Roberts, Weldon, Rubber Co.....223 
American Map Co., Inc. 202 Fox, George E., & Company..214 Master-Craft Corp. Div. 8-W “ze Rochester Wire-O Binding, 
Amer. Photo Laboratories........ 226 ~=Frankel Carbon & Ribbon Co...179 nage So gene a sence eo Bows Se 
Amer, Writing Paper Corp.......201 — tga “een Mabe — ockwell-Barnes Co, ........... 
Ames Steals Co. ; : _ 85 G Metal Office Furniture Co.........157  Ross-Gould Company ...... 
Anderson-Hickey Co., Inc. 162 Galef, J. L.. & Son 221 ea tami em os Royal Metal Mfg. Co., The......228 
Ariston Duplicator Co. 211 General Fireproofing Co. 105 wiiciede . ast we “80 Royal Typewriter Co. ie a 
Art Metal Construction Co.....53 Ggneral Pencil Co. 94 ee oan. Des Co...... ae 
ali m9 6 “os idwest Naturlite Co. ..159 s 
Art Steel Sales Corp. '2, 73 Gibbons, Thomas H., & Co. 65 37 
Associated Stationers Supply Glob W. icke C : The..48, 49 Mimeograph, The ....... 37 wes 
—Siggecmaats : ios or, ar ee e > Mites © Velger, Jee. =e ert: bef eerd 5 a spied se 
. . x a ae eg - Monroe Calc. achine Co......... Security Ste ) . Corp....... 
en =~ : a aoe Graphic Duplicator Co. : 219 Moore’Pésh Pin Co. 219 Sengbusch Self Cl. Inkst’d Co...227 
Gregory Fount-O-Ink Co.........103  Multistamp Co., Inc., The........142 Service Products, Inc.................. 214 
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ga ce emote aa National Blank Book Co............111 Shipman. Ward Mfg. Co............ 90 
Bankers Box Co0................-.---125 Hall-Welter Co. ...226 National Desk. Co., Inc...........120 Sikes Co., Ime., The... 59 
Barkley, C. L., & Co..................163 Hanson, J. L., Co. 199  Neva-Clog Products, Inc........83 Sinclair & Valentine Co........... 218 
Bates Mfg. Co., The................... 71 Hanson Seale Co. 216 New England Woodworking Smead Mfg. Co., Inc., 
Beck Duplicator Corp., The.....186 Harding, Milo, Co. ee CO. -raennesseennsenesnsneennere wsensesnsasens 196 | Te eee 121, 122 
Bickett, L. M., Co.......................227| Harriman-Welts, Inc. .209 New Indiana Chair Co... lil Smith, L. C., & Corona Type- 
Blaisdell Pencil Co.....................189 Harter Corporation 141 Norta Distributing Co... 214 ee eee 41 
Bolens Products Co..................... 104 Herring-Hall-Marvin Safe Co... 78 Northern States Envelope Co...144 Speed-Key Mfg. Co. 
Boorum & Pease Co.....................117 Heyer Corporation, The 229 Speed-O-Print Corp. 
Bright Chair Co........................205 High Point Bndg. & Chair Co...114 o Speed Products Co.............-..---.---153 
Brewster Mfg. Co...................... 176 Hotchkiss Sales Co. ...204 : ‘- Spencer Rubber Products Co.....222 
Brown, Arthur, & Bro......... ...166 Hunt, C. Howard, Pen Co.....181 a Furnitare Wholesale Dis- - Staedtier, J. S., Iné...................178 
PNET ciniccbipumsinnessat : 185 s 5 
Browne-Morse oa a a ‘ Old Town Rib. & Car. Co....... 57 Standard Business Machs. Co...210 
ee en an & ae Co.. om Oxford Filing Supply Co. 158 ered vig 3 & —. Co..... ~ 
usiness ciency Aids.......... Imperial Desk Co. 146 Stationers Loose aectises 
Business Mach. Products Inc...110 nsonstel Mfg. Co. . 51 PQ Stein Bros. Mfg. Co.........-.......--- 79 
Imperial Methods Co. 177 Sterling Export & Import 
Indiana Desk Co. _..149 Packwood, G. H., Mfg. Co..... 91 OMNI. oat ot ncaieneiavaiigienisnnenenavans .200 
o Ink Specialties Co., Inmce.............215 Peerless Imperial Ce., Ine......... 51 a EE Et Rear ennrnee. 182 
= Int'l Bronze Tablet Co., Inc.....216 Peerless Steel Equip. Co.............224 a Re > eae 118 
Calculator Equip. Co. ; 186 Invineible Metal Furniture Co...165 Pemberton, L. N. Prtg. Co.....218 Stratford Pen Corp................... 169 
ee soma Corp............. a ; Pengad Mfg. Co................. ....221 Sturgis Posture Chair Co.........147 
ardine orp. - ; seonennee Gs : Phillips Process Co., Ine............. 193 
Cardmaster Co. ........... 220 Jasper Chair Co... ccc 174 Photo Materials Co.....................194 T 
Clarotype Co., The...........----...- 181 Jasper Desk Co., Thecccccc126 Pierce Co. The....cc..csce--csesse-------218 
Codo Mfg. Corp... 89 Jasper Office Furniture Co....... 183 aE Ty ie ec ee 220 Teehnygraph Co., The................ 198 
Cole Steel Equipment Co., Inc...184 
Collier-Keyworth Co. . 139 U 
Columbia Industries .... i 140 U : 
nderwood Corporation.............. 
























Back Cover 
Union Pencil Company................192 


Columbia Rib. & Car. Mfg. Co... 43 
Columbia Steel Equipment Co...127 


|i THE SERVICE BUREAU 









Commercial Controls Corp.......151 ck 
Commonwealth Publishing Co...218 of Office Appliances is maintained for the exclusive Un. Typewr. Rib. Mig. Co..169 
Compco Corp. .....-------------------------205 Hil use of subscribers and advertisers. In the execution Vv 
Consolidated Stamp Mfg. Co. ill] of its various commissions this bureau calls upon } 
Continental Ink Co........217 |IMf__ Practically every member of the staff. It answers by Van Dyke en 176 
Cook, The H. C., Co..... 201 | personal letters all inquiries upon matters germane to You i, GCompety..._.__ 317 
Cooke & Cobb Co., The......:....136 | the field, it furnishes special reports upon articles of Victor Adding Machine Co.....118 
Copy Papers, Inc. 124 office equipment, supplies names of manufacturers of Victor Safe & Equip. Co......... 134 
Copy Right Mfg. Corp...............135 Hi © any article wanted, puts man and job together, pre- 
ese ms tal - ie Hl pares advertising copy,-furnishes list of desirable wvyz 
can Saeed f. Co. toe | agents and dealers in nearly every country, aids for- Wabash Filiad fepplics, Inc.....148 
me Mien thelr Co... eign dealers in securing U. S. A. lines, and in many Wansco Paper Products Co., 
C-Thru Ruler Co. 164 other ways performs useful service, all without charge. ae Eee 
Subscribers in every land have made, and are making, Warshaw Mfg. Co.........................228 
good use of this bureau; manufacturers in every sec- Weber Costello Co..... covsseecsensnns BS 
D A . 2 wees, Ff, b.. W.4c...4. 8 
tion of the field have evidence of its proved value. | Weis Mfg. Co...99, 100, 101, 102 
Daco Card & Index Co. 220 Subscribers’ requests for catalogues to bring their files | Wells Office Furn. Co...............150 
Darnell Corp., Ltd. 197 up to date, or to replace the file in case of fire or il Werner’s Mfg. Co......................-..178 
Dawn Mfg. Corp. 226 other form of destruction, are broadcasted in a bulle- | Western Wholesale Stationers..197 
Dayton Steneil Works 219 tin which is mailed frequently to leading manufac- | Wilson Jones Co........................... 47 
Dick, A. B., Company 37 turers. HHH Wolber Duplicator & Sup. Co...191 
Dixon, Jos., Crucible Co...131, 132 Ht Wood Office Furn. Institute....162 
Domore Chair Co. 129 a Woodstock Typewriter Co...97, 216 
Doppelt, Charles, & Co. ....185 I, FS Wiis teae 223 
Downey, C. L., Co. 215 Yawman and Erbe Mfg. Co.....195 
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LASSIFICATIONS 





For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation. 


Accounting Systems 


Pemberton, L. N., Prtg. Co......... 218 
Accounting Systems Equipment 

Eureka Specialty Prtg. Co. stone 
Adding Machine Parts 

Ames Supply Co. oe ann ae 

Shipman-Ward Mfg. Co. 90 


Adding Machine Rolls & veneer 
Rockwell-Barnes Co oe as 
Adding Machines 
Allen Calculators, Inc.. when 84 
Monroe Calc. Machine Co................. 
Remington Rand, Inc. 
Smith, L. C. & Corona Type- 
ere .4 
Underwood Corporation........Back Cove 
Victor Adding Machine Co wae fk 
Adding Machines, Rebuilt & Used 
Calculator Equipment Corp. 186 
Shipman-Ward Mfg. Co...... ... 90 
Adhesives 
(See Inks. Adhesives, etc.) 
Albums 
Hanson, J. L., Co................ ..190 
Areh and Clip Board Files 
Globe-Wernicke Co., The 48, 49 
Pengad Mfg. Co.. el 








Rockwell-Barnes Co.. zoe — 

Service Products, Ine ....214 

Se PI MINE III Coos cash Ss soniahenctecnonn 98 

Yawman & Erbe Mfg. “Co. es 
Ash Trays and Stands 

Fair Furniture Co. ee ae 
Associations 


Wood Office Furniture Institute......162 


Atlases, Geographical 
Cram, George F., Co. 


Bank Supplies 
Mmengs CO Ta, Cenc alee 215 
Bankers Note Cases 
Art Steel Sales Corp.. 
General Fireproofing Co....... ....105 
Globe-Wernicke Co., The.............. 
Victor Safe & Equip. Co. 134 
Billing Machines 
Remington Rand, Ince........... ey 
Binders, Catalog and Periodical 
Acco Products, Inc. . 
Amberg File & Index Co... 
Master-Craft Corp. Div. S-W 
National Blank Book Co 
Sheppard, The C. E., Co.. 
Wilson Jones Co. : 
Binders, Permanent Storage 
Boorum & Pease Co.. se 
Master-Craft Corp. Div, “S-W. 
Sheppard, The C. E. 
Smead Mfg. Co......... 
Wilson Jones Co. . 
Blackboards 
Service Products, Inc..................:....00 214 
Weber Costello Co a 
Blank Books 
Boorum & Pease Co...............-. 
Eureka Specialty Prtg. Co. 
National Blank Book Co.. 
Rockwell-Barnes Co 
Wilson Jones Co. 


Blue Print Papers 
Post, The Frederick Co... ee 
Blue Print and Plan File Cabinets 
All-Steel-Equip. Co. . 
Anderson-Hickey Co. 
Art Metal Construction Co.. 
Art Steel Sales Corp........ 
Browne-Morse Co. wee 
Cole Steel Equipment Co., “Ine. 
Columbia Steel Equipment Co.. 
General Fireproofing ( 
Globe-Wernicke Co., Th 
Invincible Metal Furn. C 
Peerless Steel Equip. 
Pronto File Corp....... 
Shaw-Walker Co. 
Yawman and Erbe Mfg. 
Bond Boxes 
Art Steel Sales Corp..........0.......... 
General Fireproofing Co.. 
Globe-Wernicke Co., The. 
Book Cases 
All-Steel-Equip. Co. sant 
Art Metal Construction Co...... 
Browne-Morse Co. ..... iowsow 
General Fireproofing Co.. 
Globe-Wernicke Co., The 
Gunn Furniture Co.. 
Macey Company ......... ; ; 
Michigan Desk Co.. ; 
New England Woodworking Co. 
Peerless Steel Equip. Co. _ 






















Shaw-Walker Co. ake 

Wabash poe Supplies. Inc. 148 
Weis Mfg. ...99, 100, 101, 102 
Yawman cal “Erbe “Mtg. Co... 195 


Bookkeeping Machines 
Underwood Corporation 


Box Letter Files 


..Back Cover 


Amberg File & Index Co.. 206 
Art Steel Sales Corp....... 72, 73 
Cole Steel Equipment Co., Inc. 184 
Globe-Wernicke Co., The............48, 49 
Rockwell-Barnes Co. .. : 67 
Weis Mfg. Co............. 99, 100, 101, 102 
Brief & Zipper Cases 
Doppelt, Charles, & Co.............. 185 
Gibbons, Thos. H., & Co. see 65 
Master-Craft Corp. Div. S-W . 61 
Stationers Loose Leaf Co. 
Stein Bros. Mfg. Co. . ia 40 
Bulletin Boards 
Weber Costello Co............-.......-0-00--123 
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Business Forms 
Associated Stationers Supply Co.....106 


Calculating Devices 


Meilicke Systems, Tne. sacvssehusntihaae 

Shipman-Ward Mfg. Co... 90 

Victor Safe & Equip. Co. 134 
Caleulating Machines 

Allen Calculators, Ine. ... lena 

Monroe Calc. Machine Co......:........... 77 

Victor Adding Machine Co. 11k 


Calculating Machines, Used 
Calculator Equip. Corp. nung 
Shipman-Ward Mfg. Co.. . 90 
Calendar Pads and Stands 
Ever Ready Calendar Mfg. Co.......212 
Fox, George E., & Company............214 
Carbon Papers (See Ribbons and Carbons) 


Card Index Boxes and geen. 
All-Steel-Equip. Co... RO et 
Amberg File & Index Co. 
Art Metal Construction pena . 
Art Steel Sales Corp... OE |: 
Cole Steel Equipment Co., Inc.........184 








Columbia Steel Equip. Co. ................127 
DE EEE 172 
General Fireproofing Co..................... 105 
Globe-Wernicke Co., The.. ...-48, 49 
Guide System and Supply Co...........167 
Imperial Methods Co......... RE 
Invincible Metal Furn. Co. sesso OO 
Metal Office Furniture Co. as 
New England Woodworking Co.........196 
Peerless Steel Equip. Co........... ..224 
Pronto File Corp... , OTTERES. 
Rockwell-Barnes Co. . Jecneciiin a 
Security Steel eae Corp.. ----170 
Shaw-Walker Co. ctnaienaitoe 93 
Weis Mfg. Co. 99, 100, 101, 102 
Wells Office Furniture Co............. 150 
Yawman and Erbe Mfg. Co...............195 


Cash Boxes 
Art Steel Sales Corp........ = 
Cole Steel Equipment Co., “Ine 
General Fireproofing Co. a 
Werner’s Mfg. Co. 
Western Wholesale Stationers... 
Casters, Caster Bearkawn, Slides 
a SRR Sas ..197 
Celluloid Envelopes 
(See Envelopes, Celluloid) 


Chair Irons 








Bolens Products Co. : isin Gene 
Collier-Keyworth Co. sshitinsisindgieaae 
Chair Mats 
Bickett, L. M., Co 227 
Office Furniture Wholesale Dist.......185 
Service Products Co. ... ...-Q14 
Chairs, Folding 
Adirondack Chair Co. ................-.......215 
Farber, Louis H. iba otialeale 172 
Royal Metal Mfg. Co............... <span 
Chairs, Office 
Bright Chair Co. aiteentioanbad 205 
Cramer Posture Chair Co................. 75 
Domore Chair Co atiibes <didechcaeeeee 
Engineering Mfg. © 0... <ineniee 
General Fireproofing Co. 105 
Gunlocke, The W. H., Chair Co.......133 
Harter Corporation . oe 
High Point +, “ee & Chair Co. ....114 
Jasper Chair Co. .. 174 
Macey Company a i 
Metal Office oy be Co. ee 
Michigan Desk Co................. vnc 
New Indiana Chair Co. , ache 
Royal Metal Mfg. Co. ia «2.228 
Shaw-Walker Co. .............. socal 
Sikes Co., The . tne 
Sturgis Posture Chair Co..................147 
Wells Office Furniture Co. ....150 
Chairs (Posture) 
Bright Chair Co. ee senda 
Cramer Posture Chair Co... . 7 
Domore Chair Co... palais 129 
General Fireproofing Co... .105 
Gunlocke, The W. H., Chair Co 133 


Harter Corporation Pe 
High Point Bending & Chair Co.....114 
Jasper Chair Co. 174 
Metalstand Co. . 
Shaw-Walker Co. 

Sikes Co., The 

Sturgis Posture Chair Co. 
Wells Office Furniture Co........... 


Chairs, Tablet Arm 





Jasper Chair Co. . : : wo 74 

New Indiana Chair Co cmiee a 
Check Protectors & Writers 

Hall-Welter Co. . ° ..226 
Checks, Stamped Metal 

Dayton Stencil Works a 

Meyer & Wenthe, Inc : Rae 
Clip Boards 

(See Arch and Clip Board Files) 
Coin Bags, Trays, Wrappers 

Art Steel poe Corp....... coset hp 18 

Downey, C. L., & Co. Ce tS 
Coin Changers 

yalef, J. I, & Son......... 221 
Copyholders 

Acco Products, Inc............ ‘ 95 


Copy Right Mfg. Corp............. 
Dawn Mfg. Corp., The 





Rite-Line Sales Co., The........ 198 

Wells Office Furniture Co 150 
Costumers 

Fair Furniture Co. ............ 199 

Globe-Wernicke Co., The 48, 49 

Peerless Steel paulo. Co 24 





Shaw-Walker Co. ‘ 
Wells Office Funriture Co. ................150 
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Crayon, Blackboard 
Weber Costello Co. 123 
Crayons 
Dixon, Jos., Crucible Co 131, 132 
Cushions & Pads, Chair 
Bickett, L. M. Co. 227 
Brewster Mfg. Co. 176 
Fair Furniture Co. 199 
Fisher Mfg. Co., Inc 168 
Fox, George E., & Company 214 
Dating Stamps 
Bates Mfg. Co., The . 71 
Consolidated Stamp Mfg. Co., Inc.....116 
Meyer & Wenthe, Inc. 137 
Rivet-O Mfg. Co. . 220 
Stewart, R. A., & Co. 182 
Desk Bumpers 
Fox, George E., & Company 214 
Desk Lamps 
Dawn Mfg. Co... ; 26 
Midwest Naturlite Co.. 159 
Van Dyke Industries 175 
Desk Pads & Tops 
Aigner, G. J., Co. 82 
Fair Furniture Co. : 199 
Fox, George E., & Company... 214 
Office Furn. Whole. Distr. 185 
Wilson Jones Co.... . 47 
Desk Pen & Ink Sets 
Gregory Fount-O-Ink Co 103 
Sengbusch Self Cl. Inkst’d Co 227 
Sheaffer, W. A., Pen Co . 55 
Union Pencil Co... ..192 
Desk Trays 
Art Metal Construction Co. ne 53 
Art Steel Sales Corp. 72, 73 
Fox, George E., & Company i 214 
General Fireproofing Co. ............-......105 
Globe-Wernicke Co., The..............48, 49 
Imperial Methods _ IRESIREPA | 
Metalstand CO.  ................-s--s--s00 .. 96 
Peerless Steel Equip. ag eee ..224 
Service Products, Inc 214 
Shaw-Walker Co. .. 93 
Weis Mfg. Co. ....-...99, 100, 101, “102 
Yawman and Erbe Mfg. Co 195 
Desk Work Distributors eat 
Art Steel Sales Corp. 72, 73 
Fox, George E., & Company 214 
Globe-Wernicke Co., The..............48, 49 
Victor Safe & Equip. Co 134 
Wilson Jones Co.......... . 47 
Desks 
Alma Desk Co. .............-- a 
Art Metal Construction Co. ......... 53 
Art Steel Sales Cor pricscedg: Oe 
Browne-Morse Co. 180 
Columbia Steel Pauib. Co. 127 
Farber, Louis H....... 112 
General Fireproofing Co... , 105 
Globe-Wernicke Co., The 48, 49 
Gunn Furniture Co : 161 
Imperial Desk Co. 146 
Indiana Desk Co. ; 149 
Invincible Metal Furn. Co. 165 
Jasper Desk Co....... 126 
Jasper Office Furniture Co. 183 
Leopold Company, The.. 154 
Macey Company 187 
Metal Office Furniture Co. 157 
Michigan Desk Co......... 80 
Myrtle Desk Co. ...... .188 
National Desk Co., ‘Ine. ..120 
Peerless Steel Equip. Co 224 
Royal Metal Mfg. Co.. 228 
Security Steel Eaulpment Corp. 170 
Shaw-Walker Co. ... 93 
Victor Safe & Equip. Co. "184 
Wells Office Furniture Co. ..150 
Yawman and Erbe Mfg. Co 195 
Diaries (See Memo Books) 
Dictating Machines 
Standard Business Machines Co 210 
Dictating Machines, Used 
Shipman-Ward Mfg. Co 90 
Display Racks 
Pierce, The, Co................. 218 
Drafting Instruments & Equipment 
Brown, Arthur & Bro. ..... 
Cardinell Corp. 209 
Post, The Frederick, “Co. 108 
Duplicating Machines and Supplies 
Ariston Duplicator Co....... 211 
yyy 224 
Bainbridge, Kimpton “& Haupt........128 
Beck Duplicator Corp., The 186 
Cardmaster Co. ... ..220 
Columbia Rib, & Carb. Mfg. Co..... 48 
Copy Papers, Ine. ..... cds 
Dick, A. B., Comp. any . .. 37 
Frankel Carbon 4 Ribbon Co 179 
Graphie ee € Co. . .219 
Harding, wg ~y 226 
Heyer Corp., The ....... ..229 
Ink Speciaities Co, Ine 215 
Manifold Supplies Co. . 39 
Mimeograph, The ..... . 37 
Mittag & Volger, Inc. . 69 
Old Town Ribbon & Carbon Co. . 57 
Packwood, G. H., Mfg. Co . 91 
Pengad Mfg. Co. ... 221 
Polychrome Corp. .. 203 
Rex-O-Graph, Ine. ... . 98 
Shallcross Company, The 86 
Sinclair & Valentine Co. . 218 
Smith, L. C., & Corona Type- 
writer ; 41 


Speed-O-Print Corp. . 
Starkey 9g > Supply Co. 
Technygraph, 

Vietor Safe at Sein Co... eae 
Wolber Duplicator & Supply Co..191 


Duplicating Machines, Used 





Graphic Duplicator Co. 219 
Envelope Openers & Sealers 

Commercial Controls Corp....... ...........151 
Envelopes 


Cooke & Cobb Company... 
Globe-Wernicke Co., The.. 
Northern States Envelope Co... 
Quality Park Envelope Co. 
Smead Mfg. Co., Inc., The.. 
Wilson Jones Co. .... ahecinonale 


Envelopes, Celluloid 
Aigner, G. 4... CA ...-..~ cenit ae 
Hanson, J. L., Co... 
Markilo Co. ...... 
Moa Mfg. Company. 

Eras 
Blaisdell Pencil Co. . ' 
Dixon, Jos., Crucible Co... 
Eraser Company ................... 
Faber, Eberhard . wD A 
Koh-I-Noor Pencil Co., Ine............190 











Roberts, Weldon, Rubber Co.... ..223 
Erasers, Blackboard 

Weber Costello Co. 2.0000... 123 
Export Representatives 

Sterling Export & Import Corp. 200 
Eyelets & Eyelet Fasteners 

Re re 71 

maWeh-O Tie. GR in.cuccccsnciseaaains 220 
File Boxes, Fibre 

Bankers Box Co. a scuissietigieéale 

Barkley, C. L., & Co. cahsgeaiiescanaee 

Globe-Wernicke Co., The ...48, 49 

Guide System & Supply Co.__........167 






Oxford Filing Supply Co 
Pronto File Corp. 


Weis Mfg. Co............. 99, 

File Boxes, Metal 
Art Metal Construction Co................ 58 
Art Steel Sales Corp. AME Hy 
Cole Steel Equipment Co., Inc. 184 
Globe-Wernicke Co., The................48, 49 


Peerless Steel Equip. yee 
Pronto File Corp, ........ 
Rockwell-Barnes Co. 
Shaw-Walker Co. seaentl oan 
Victor Safe & Equ lip. Co. 13 
Weis Mfg. Co..........99, 100, 101, 102 
Filing Cabinets, Insulated 

Meilink Steel Safe Co... 

Shaw-Walker Co. ............... 
Victor Safe & Equip. Co, 


Filing Cabinets, Metal 
All-Steel-Equip. Co. ................ 
Anderson-Hickey Co. ...... 


Art Steel Sales Corp.... 
Browne-Morse Co. ...... 
Business Efficiency Aids 
Cole Steel Equipment Co., 
Columbia Steel Equip. Co... 
General Fireproofing Co. 
Globe-Wernicke Co., The 
Invincible Metal Furn. Co.. 
Macey Company .. 

Metal Office Furniture Co..... 
Peerless Steel Equip. Co... 















Security Steel Equipment Corp.. 
Shaw-Walker Co. .. 
Victor Safe & ton Co. ...134 
Weis Mfg. Co............... 99, 100, 101, fo 
Yawman and Erbe Mfg. Co............... 19 
Filing Cabinets, Wood 
Art Metal Construction Co 
Art Steel Sales Corp. a 
Bainbridge, Kimpton 
Browne-Morse Co. .. Niccuinh 
Business Efficiency Aids ... 
General Fireproofing Co. 
Globe-Wernicke Co., The... 
Imperial Methods Co... 
Indiana Desk Co. ..... 
Michigan Desk Co.............. 
New England ee Co... 
Peerless Steel Equip. Co......... 
Rockwell-Barnes Co. ...... 
Shaw-Walker Co. ................. 
Victor Safe & Equip. Co.. 134 
y Co. 99, 100, 101, en 
Wells Office Furniture Co....... .......-- 
Yawman and Erbe Mfg. Co............... 198 


Filing Supplies 
Acco Products, Ine. ........ 
Aigner, G. J., Co. ............. 
Amberg File & Index Co. 
Art a. Construction Co. 
Barkley, C fe Co... 
Browne-Morse Co. . 
Cooke & Cobb Co., The. 
Daco Card & Index Co.. 
General Fireproofing Co... 
Globe-Wernicke Co., The... 
Guide System & — Co. 
Imperial Methods Co. BS 
Metal Office Furniture Co. .... 
Northern States Envelope Co... 
Oxford Filing Supply Co. 
Pronto File Corp. 
Quality Park Envelope Co.. 
Rockwell-Barnes Co. ....... 






















Veet Mfg. Company....... ide 
(Continued on page 6) 








THE CLASSIFICATIONS 
(Continued from page 5) 


Victor Safe & Equip. Co. 
Wabash Filing Supplies, 
Warshaw Mfg. Co 
Weis Mfg. Co 99, 100, 
Yawman and Erbe Mfg. Co 
Finger Pads 
Speed Products Co 
Folders (See Filing Supplies) 
Fountain Pens, rs. 
Esterbrook Pen Co., The 
Eversharp, Incorporated 
Kahn, David, Ine. 
Sheaffer, W. A., Pen Co 
Stratford Pen Corp. 
Globes, Geographical 
Cram, The George F., Co 
Weber Costello Co 
Gummed Cloth Rings 
Graff, Geo. B., Co 
Warshaw Mfg. Co 
Honor Rolls 
Acme Bulletin & Directory Corp. 
Int'l Bronze Tablet Co., Inc. 
index Card Signals 
Cook, H. C., Co. 
Graff, Geo. B., Co. 
Victor Safe & Equip. Co 


Index Tabs 
Aigner, G. J., Co. 
Amberg File & Index Co. 
Barkley, C. L., & Co. 
Globe-Wernicke Co., 
Guide System & Supply Co. 
Markilo Co. .. 
Master-Craft C orp. S-W 
Shaw-Walker Co. 
Sheppard, The C. E., Co 
Speed Products Co. 
Veet Mfg. Company 
Victor Safe & Equip. Co. 

Inks (Writing), Adhesives, 
Continental Ink Co.. 
Harriman Welts, Inc. 


Inc 


101, 


Div 


Ete. 


Ink Specialties Co., The........ 
Rivet-O Mfg. Co. Fe 
Stewart, R. A., & Co 
Inkstands 
Sengbusch Self Cl. Inkst’d Co. 
Key Cases 
Columbia Industries 
Labels 


Eureka Specialty Prtg. Co.. 
Imperial Methods Co. ‘ 
Oxford tage | Supply Co. 


Smead Mfg. vB, 
Warshaw Site Go. ihng 
Weis Mfg. Co.. ....-.99, 100, 101, 

Ladders, Library, ‘Store & Vault 
Cotterman, I. D.. 

Leads for Mechanical Pencils 
Alexander Mfg. Company 
Autopoint Co. ...... 

Dixon, Jos., Crucible Co. 131, 
Eversharp, Incorporated 

Faber, Eberhard . ¥ 

Kahn, David, Ine 

Rite-Rite Mfg. Co. 

Sheaffer, W. A., Pen Co.. 

Leather Goods 
Canvas Products Corp. 

Doppelt, Charles, & Co. 
Gibbons, Thos. H., Co. . 
Stein Bros. Mfg. Co. 

Leather Upholstered Furniture 
Bright Chair Co. : 
Guniocke, The W. H., Chair Co. 


Jasper Chair Co... << 
New Indiana Chair Co 
Letter Trays (See Desk Trays) 
Library Equipment 
All-Steel-Eqiup. Co. 
Art Metal Construction Co. 
Art Steel Sales Corp. RR, 
General Fireproofing Co. 
Globe-Wernicke Co., 
Macey Company . 
Peerless Steel Equip. Co. > 
Security Steel Equipment Corp... i 
Shaw-Walker Co. ; 
Yawman and Erbe Mfg. Co. 


Lockers and Storage Cabinets 
All-Steel-Equip Co. 
Anderson-Hickey Co 
Art Metal Construction Co. 
Art Steel Sales Corp. 
Browne-Morse Co. 

General Fireproofing Co. ....... 
Globe-Wernicke Co., 
Invincible Metal Furniture Co. 
Macey Company 

New England Woodworking Co. 
Security Steel Equipment sins 
Shaw-Walker Co. . ae: RS 
Yawman and Erbe Mfg. Co. 


Loose Leaf Books & Systems 
Amberg File & Index Co. 
Boorum & Pease Co. 
Feldco Loose Leaf Co 
Master-Craft Corp. Div. 
National Blank Book Co. 
Sheppard, The C. E., Co 
Stationers Loose Leaf Co 
Wilson Jones Co.. 

Loose Leaf Metals and Devices 
Sheppard, The C. E., Co. 

Wilson Jones Co. . 

Loose Leaf Sheet es. Celluloid 
Aigner, G. J., ¢ 2 
Markilo Co. ... 

Wilson Jones Co.. 

Mail Bags, Canvas or Leather 
Canvas Products Corp 

Mail Distributors 
Globe-Wernicke Co., 
Victor Safe & Equip. Co 

Mailing Machines 
Commercial Controls Corp 

Map Tacks 
Graff, Geo. B., Co 
Moore Push Pin Co 


s-W. 


The . 48, 


23 
* 
15 
1 


Thea, 


The 48, 


The 48, 


SSo-a8e 


» 
“A 
29 
223 
102 


218 


49 
134 


217 


219 


Maps 
American Map Co., Inc. 
Cram., The George F., Co 
Weber Costello Co 
Matched Office Suites 
Art Metal Construction Co 
General Fireproofing Co 


Globe-Wernicke Co., The 48, 


Leopold Co. 
Royal Metal Mfg. Co 
Shaw-Walker Co. 
Memorandum Books 
Boorum & Pease Co. 
Gibbons, Thomas H., & Co 
Master-Craft Corp. Div. S-W 
National Blank Book Co 
Rockwell-Barnes Co 
Union Pencil Company 
Wilson Jones Co. 
Memorandum Devices 
Autopoint Co. .. 
Bates Mfg. Co., The 
Mending Tape 
Warshaw Mfg. Co. . 
Metal Badges, Checks, Tokens, Ete. 
Dayton Stencil Works 
Meyer & Wenthe, Inc 
Metered Mail Systems 
Commercial Controls Corp 
Moisteners 
Rivet-O Mfg. Co. 
Sengbusch Self cl. 
Numbering Machines 
Bates Mfg. Co., The . 
Roberts Numbering Mach. Co 
Office Partitions and Railings 
Globe-Wernicke Co., 
Pads, Figuring 
Boorum & Pease Co. 
National Blank Book Co 
Rockwell-Barnes Co. 
Wilson Jones Co. 
Paper 
Agency Paper Co. . 
Amer. Writing Paper Corp 
Eaton Paper Corp. 
Rockwell-Barnes Co 
Wansco Paper Products Co., Inc. 
Paper Clamps 
Acco Prosucts, 
Cook, Cc. 
Esterbrook Pen “Go. 
Graff, Geo. B., Co. 
Hunt, C. Howard, Pen Co 
Vail Manufacturing Co. 


Paper Clips 
Vail Manufacturing Co. 
Paper Fastening Machines 
Ace Fastener Corp. 
Acme Staple Co .. 
Bates Mfg. Co., The 
Hotchkiss Sales Co. 
Markwell Mfg. Co.. 
Neva-Clog Products, Inc. 
Speed Products Co. . 
Victor Safe & Equip. Co. 
Paste (See Inks, Adhesives, Etc.) 


Pencils, Mechanical 
Alexander Mfg. amen 
Autopoint Co. 
Kahn, David, Ine. 
Rite-Rite Mfg. Co. . 
Sheaffer, W. A., Pen Co 

Pencil Sharpeners 
Hunt, C. Howard Pen Co 

Pencils, Paper Wound 
Blaisdell Pencil Co. ... 

Pencils, Wood Cased Lead 
Blaisdell Pencil Co 
Dixon, Jos., Crucible Co 131, 
Faber, Eberhard ..... a 
General Pencil Co. 

Koh-I-Noor Pencil Co., Inc 
Staedtler, J. S., Inc 

Penholders 
Dixon, Jos., 

Pens, Steel 
Esterbrook Pen Co., The 
Hunt, C. Howard, Pen Co. 
Sengbusch Self Cl. Inkst'd Co 

Pins and Pin Containers 
Vail Manufacturing Co 

Platens, Typewriter, Etc. 

Ames Supply Co. 
Shipman-Ward Mfg. Co 

Postal Meters 
Commercial Controls Corp 

Postal Scales 
Commercial Controls Corp 
Hanson Scale Company 

Presentation Covers 
Amberg File & Index Co. 
Oxford Filing Supply Co 
Smead Mfg. Co. 

Price & Sign Markers 
Eureka Specialty Prtg. Co. 
Stewart, R. A., & Co 


Inkst'd Co 


aw 
The 


Crucible Co. 


Punches 
Acco Products, Ine. . 
Bates Mfg. Co., The 
Boorum & Pease Co. 


Globe-Wernicke Co., The 48, 


National Blank Book Co 
Wilson Jones Co. ..... 


Push Pins 
Moore Push Pin Co...... 


netens ~~ Saehons 
Allen & 
Amer. ta ly ‘Paper Mfg Co 
Ames Supply Co. ......... 
Beck Duplicator Corp., The 
Buckeye Rib. & Carbon Co 
Codo Mfg. Corp 
Columbia R. & C 
Copy Papers, Inc. 
Frankel Carb. & Rib. Co 
Little, A. P., Inc. 
Manifold Supplies Co. 
Mittag & Volger, Inc 
Old Town Rib. & Carb. Co 


Mfg Co 


The 48, 


Peerless egg Co 
Pengad Mfg. ¢ : 
Phillips p> aay Co. 

Regal Typewriter Co. 





Remington. Rand, Inc 92 
Royal Typewriter €o., Inc 45 
Shallcross Co., The 86 
Shipman-Ward Mfg. Co 90 
Storms, H. M., Co. 118 
" nderwood Corporation Back Cover 
1, S. Typewriter Ribbon —’ Co...189 
Webster F. 8. Co. 2 
Write, Inc. .... "223 
Rubber Bands 
Faber, Eberhard . 145 
Plymouth Rubber Co. 225 
Spencer Rubber Products Co. 222 
Rubber Stamps 
Meyer & Wenthe, Inc. 137 
Stewart, R. A., & Co. 182 
Rubber Type 
Stewart, R. A., & Co 182 
Rulers, Transparent 
C-Thru Ruler Co. 164 
Safes 
Art Metal Construction Co. 53 
General Fireproofing Co. 105 
Globe-Wernicke Co., The 48, 49 
Herring-Hall-Marvin Safe Co. 78 
Invincible Metal Furniture Co 165 
Macey Company 187 
Meilink Steel Safe Co. 143 
Remington Rand, Inc.. 92 
Security Steel Equipment Corp. 17 
Shaw-Walker Co. . 9 
Victor Safe & Equip. Co. 134 
Yawman and Erbe Mfg. Co 195 
Sand Urns 
Compco Corp. 205 
Gwashes ks 
Globe-W —— al The 48, 49 
Hanson, J. L., b 190 
Weis Mfg. Co. 99, 100, 101, 102 
Wilson Jones Co. 47 
Seals, Gummed 
Eureka Specity. Prtg. Co 221 
Secretary Desks 
Art Metal Construction Co. 53 
General Fireproofing Co. 105 
Globe-Wernicke Co., The 48, 49 
Peerless Steel Equip. Co................... 224 
Shaw-Walker Co. 93 
Wabash Filing Supplies, Inc 148 
Shelving 
All-Steel-Equip. Co. 138 
Art Metal Construction Co. 53 
Browne-Morse Co. 180 
General Fireproofing Co. 105 
Globe-Wernicke Co., The 48, 49 
Macey Company 187 
Security Steel Equipment Corp. 170 
Shaw-Walker Co. 93 
Signs, Changeable Letter 
Acme Bulletin & Dir. Corp. 218 
Sleeve Protectors 
Plastext Co. .. 220 
Slide Rules 
C-Thru Ruler Co. 164 
Engineering Mfg. Co. 216 
Post, The Frederick, Co. 108 
Stamp Affixers 
Commercial Controls Corp. 151 
Stamps, Duplicating 
Multistamp Co., Inc., The 142 
Stamp Pads 
Meyer & Wenthe, Inc. . cone 
Phillips Process Co. 193 
ED EE EI, «suck ctstisbadoseinconniens 220 
Rockwell-Barnes Co. 67 
Stewart, R. A., & Co. 182 
Stands for Office Machines 
All-Steel-Equip. Co. 138 
Anderson-Hickey Co. 152 
Art Steel Sales Corp 72, 73 
Fair Furniture Co. . .-..199 
General Fireproofing Co 105 
Globe-Wernicke Co., The 48, 49 
Harter Corporation 141 
Metalstand Co. 96 
Peerless Steel Equip. Co 224 
Shipman-Ward Mfg. Co. 90 
Sturgis Posture Chair Co 147 
Wells Office Furniture Co. 150 
Staple Extractors 
Ace Fastener Corp. ..... 107 
Schollhorn, William, Co. 160 
Staples and Stapling Machines 
Ace Fastener Corp. . 107 
Acme Staple Co. ..... 221 
Bates Mfg. Co., The .. 71 
Hotchkiss Sales Co. 204 
Markwell Mfg. Co. 76 
Neva-Clog Products, Inc. 83 
Speed Products Corp. 153 
Vail Manufacturing Co. 155 
Stencils, Brass 
Dayton Stencil Works 219 
Stenographers’ Note Books 
National Blank Book Co. 111 
Rockwell-Barnes Co. . 67 
Stools 
Engineering Mfg. Co. 216 
Harter Corporation : 141 
Wells Office Furniture Co. 150 
Storage and Transfer Cases 
All-Steel-Equip. Co. 138 
Amberg File & Index Co. 206 
Art Metal Construction Co. . 53 
Art Steel Sales Corp 72, 73 
Bankers Box Co. 125 
Barkley, ‘C. L., & Co. 163 
Browne-Morse Co. 180 
Cole Steel Equipment Co., Inc.. 184 
Columbia Steel Equip. Co. 127 
General Fireproofing Co. 105 
Globe-Wernicke Co., The 48, 49 
Guide System & Supply Co. 167 
Imperial Methods Co. 177 
Invincible Metal Furniture Co 165 
Metal Office Furniture Co. 157 
Peerless Steel Equip. Co. . 224 
Pronto File Corp. ............... 112 


OFFICE APPLIANCES, March, 





Rockwell-Barnes Co. ................ 





99, 
Yawman and Erbe Mfg. Co. 





195 
Store Fixtures and Equipment 
All-Steel-Equip. Co. 138 
Strong Boxes, Fire Protected 
Herring-Hall-Marvin Safe Co......... 78 
Meilink Steel — Co. ‘ 143 
_.. gS a Pee 173 
Western Wholesale Stationers ..........197 
Tables 
Art Metal Construction Co................. 53 
Browne-Morse Co. . siiceibssakekacctniae 
Engineering Mfg. Co. ........................ 216 
General Fireproofing Co. SS 
Globe-Wernicke Co., The .. 48, 49 
Peerless Steel Equip. Co. 224 
Security Steel Equipment Corp. 170 


Shaw-Walker Co. . pieionaial 93 


Victor Safe & Equip. Co. .. 134 
Wells Office Furniture Co.. 150 
Tabulating & Statistic Machines 
Remington Rand, Ine........................ 92 
Tax Record Books & Systems 
Commonwealth Publishing Co. ....... 218 
Telephone Accessories 
Bates Mfg. Co., The gute ae 
Reyam Plastic Products Co.. oer | 
Victor Safe & Equip. Co. ..-.134 


Telephone Stands 
Art Metal Construction Co......0......... 5 
Art Steel Sales Corp. “i a 
General Fireproofing Co. 
Globe-Wernicke Co., The... 
Peerless Steel Equip. Co.. 
Shaw-Walker Co. ... 
Yawman and Erbe Mfg. Co 


Thumb Tacks 
Graff, Geo. B., Co... 
Ticket Holders 
Aigner, G. J., Co. witeinct te 
Vail Manufacturing Co... 55 


Trimming Boards 





American Photo Laboratories............225 

Photo Materials Co... betetbidececiecn a 
Tying Bands & Devices 

Rochester Wire-O Binding, Inc.......219 


Type, Typewriter 


Ames Supply Co... bécbeainscnes a 
Shipman-Ward Mfg. ye © 
Typewriter Cleaning Material 
ee. ss & cements 
- pesbissaigebtatenatictensscbeeea 128 


Cardineii ‘Corp. - 
Clarotype Co. .............-... 
Harriman-Welts, Inc. ... 
Mittag & Volger, Inc.... 
Norta Distributing Co. 
Regal Typewriter Co.... 
Rivet-O Mfg. Co.. ceshemlies 
Shipman-Ward Mfg. Co 
Webster, F. S. Co........ 


Typewriter Cushion Keys 
Peerless Imperial Co. é 
Shipman-Ward Mfg. Co. 
Speed Key Mfg. Co.. 
Speed Products Co. 


Typewriter Gunes B ng and Bases 
Amer. Hair & F Co... 
Ames Supply os, ‘ 
Bickett, L. M., is 
Business Mach. Products, ‘Ine.......... 110 
Fox, George E., & aaah 2 
Peerless Imperial Co.. 
Shipman-Ward Mfg. Co... 


Typewriter Dip Eee = Machines 












Magnus Chemical Co.. 208 
Typewriter Parts and Tools 

Ames Supply Co. OORT ey | 

Shipman-Ward Mfg. WO te a 


Typewriter Tables 
(See Stands for Office Machines) 


Typewriters, Mfrs. of 
Remington Rand, Inc 
Royal Typewriter ae 
Smith, _& Corona Type- 
oan anti anton 
Underwood ‘Corporation. Ba 








Woodstock Typewriter Co...........$ oon 
Typewriters, Rebuilt and Used 
Regal Typewriter Co... ...210 


Shipman-Ward Mfg. ey 


Visible Systems Equipment 
Aigner, 0.. 
Art Metal Construction Co 
Boorum & Pease —" = 
Globe-Wernicke Co., 
Master-Craft Corp. Dive ‘'S-W... 
National Blank Book Co. 
Remington Rand, Inc... 
Ross-Gould Co. ....... ; é 
Shaw-Walker Co. .... iam 
Sheppard, The C. E., Co. 
Stationers Loose Leaf Co.. 
— Safe & Equip. Co. 

Wilson Jones Co 

Yawman and Erbe Mfg. Co. 


Wardrobe Racks 
New England Woodworking Co......... 


Waste Baskets 
Art Steel Sales Corp.. 72, 73 
a5 appt Kimpton & Haupt, 





eiotatdiattliesngnttesaalbstthianaccnaetclaih 128 
Cole. Steel Equipment Co., Inc 184 
Federal Fibre Corp........................-.+.- 214 
Fox, George E., & Company.. 214 


General Fireproofing Co....... 
Globe-Wernicke Co., The.. 
Peerless Steel Equip. Co... 
Shaw-Walker Co. 
Wholesale Stationery 





Associated Stationers Supply Co.......106 
—— = encensunui & a. iss 
A Se Sceaunee nee 
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iE WANTS AND LOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00. 


SITUATIONS WANTED 


STATIONERY-BUSINESS EQUIPMENT STORE MANAGER, Sales- 
manager, Buyer, Promoter wants trustworty connection. Warm southern 
states. Substantial salary warranted, bonus. Management that'll pay 
dividends. Confidential. Young, married, children. Lifetime opportunity 
desired. Box C-56, Office Apliances, Chicago 6. 








EXECUTIVES! Burdened with details? Trying to cut costs? Planning 
new departments? Having trouble finding right man? Here’s the assistant 
you need: Economics degree. Administrative, analytical, statistical experi- 
ence. Record of achievement positions requiring creative thinking, organ- 
izing ability, initiative, judgment. Accustomed to planning for new offices, 
activities. Specialist in business forms design, simplifying, systematizing, 
methods, procedures. Knows statistics, surveys, analysis, graphs, Can 
interpret, write reports. Not afraid of hard work, responsibility. Wel- 
comes challenge of difficult, unusual tasks. Mastery of details if required. 
Address C-61, care Office Appliances, Chicago 6. 





EXECUTIVE, STORE MANAGER—Twenty-five years’ experience in Office 
Furniture, Typewriters, Adding Machines, Office Equipment, and Supplies. 
Proven ability. Prefer the East. Reply C-60, care Office Appliances, Chi- 
cago 6. 





YOUNG MAN EXPERIENCED in Business desiring to represent office 
supplies manufacturer in Detroit and Michigan, write P. O. Box 3547, 
Detroit 3, Michigan. 








OFFICE MACHINE MECHANIC, 25 years’ experience, available at once. 
References. Address C-59, care Office Appliances, Chicago 6. 














SALESMEN WANTED 





AN OUTSTANDING, AGGRESSIVELY SALES MINDED MANUFAC- 
TURER of office furniture and office equipment is interested in securing 
top-notch sales representation for a few territories. Applicants must have 
successful background of selling in the field. Splendid opportunity with a 
fine future. Write full details. All information will be treated with confi- 
dence. Address P-191, care Office Appliances, Chicago 6. 





WANTED—EXPERIENCED STATIONERY AND OFFICE EQUIPMENT 
executive to promote, create and manage in a large, old established organ- 
ization. Salary $10,000 plus bonus. Complete information in first letter. 
eed held in strictest confidence. Address P-192, care Office Appliances, 
Chicago 6. 


SALES PROMOTION SERVICE 








STATIONERS—HAVE YOU STORE PROBLEMS? I can solve them for 
you. I build up established stationery businesses in one to three months, 
depending upon size of operation. I inerease store traffic and develop 
sales both inside and out. Excellent record with dealers from Pennsyl- 
vania to California. Immediate results have paid full cost of services. 
Enlarged profits maintained from continued use of program, Thoroughly 
conversant with modern procedure in printing, loose leaf, files and furni- 
ture, store arrangement, window display, buying, accounting—in short, all 
phases of commercial stationery business. Moderate fee. Address C-57, 
care Office Appliances, Chicago 6. 


MECHANICS AND REPAIRMEN WANTED 





TYPEWRITER REPAIRMAN WANTED. He should be especially good 
with Royals and Smiths. Good pay with chance to become shop foreman. 
Located in the north Missouri River Basin. Write P-197, care Office Appli- 
ances, Chicago 6. 











TYPEWRITER AND ADDING MACHINE MECHANIC—AlIl makes of ma- 
chines. Established 45 years. About sixty miles from Detroit, Michigan. 
Address P-196, care Office Appliances, Chicago 6. 





MECHANIC WANTED—Victor Adding Machines, Woodstock Typewriter. 
Man capable of taking charge of entire service shop. If you are the right 
man willing to work, we have a real proposition. Write M & M Sales Co., 
405 8th St., Des Moines, lowa. 








BOOKKEEPING MACHINE SERVICE MAN: Must be experienced on Bur- 
roughs Bookkeeping Machines and Moon Hopkins. Permanent position, 
good pay. All applications strictly confidential. Write P-195, care Office 
Appliances, Chicago 6. 











AAA-1 MANUFACTURER of most complete, fine quality line of hekto- 
graph and spirit duplicating materials, printed forms and supplies, inked 
ribbons, carbon papers, etc., has territory openings for steady, reliable 
type of salesmen who are workers. New exclusive products have created 
an unusual opportunity for able representatives. Permanent employment. 
Excellent earnings on commission basis with guaranteed drawing account 
and expenses paid. Full credit on all business in assigned territory. Old 
Town Ribbon & Carbon Co., Inc., 750 Pacific Street, Brooklyn 17, N. Y. 








WANTED FACTORY REPRESENTATIVE 
By nationally known mid-western manufacturer of office equipment and 
supplies. Excellent opportunity. Must have experience selling dealers; be 
able to conduct sales meetings; evaluate markets; open up new dealer- 
ships. The position is full time and permanent. Give complete back- 
ground and details of experience. Middlewest territory open. All letters 
shall be kept confidential. Write P-204, care Office Appliances, Chicago 6. 








SALES OPPORTUNITY: Opening for progressive county, bank and com- 
mercial printing and supply man. To travel 10 counties on West Coast. 
Excellent territory. Will be expected to earn $5,000 to $7,000 or more 
including expenses. Good drawing account against commission and ex- 
penses. Address P-190, care Office Appliances, Chicago 6. 











OFFICE SUPPLY SALESMEN — FULL OR PART-TIME, to handle line 
of Loose Leaf Equipment to consumers. Visible Record Books, Payroll 
Systems, Post Binders, Advertising and Catalog Covers. Liberal commis- 
sion. Old established eastern manufacturer. Box P-189, care Office Appli- 
ances, Chicago 6. 





YOUNG MAN FOR CITY SALES work, office supplies and printing, estab- 
lished territory, with firm doing $200,000 annually. Midwestern city, popu- 
lation approximately 150,000. Address P-199, care Office Appliances, Chi- 
cago 6 





EXPERIENCED COMMERCIAL STATIONERY MAN for inside work. 
Steady position with old, established firm in middle west. Good pay and 
opportunity for advancement. Give full details in your first letter. Box 
P-207 care Office Appliances, Chicago 6. 








SIDE LINE. Sells to book stores, stationers, etc. Easily carried, shown 
and sold. Good commission. Give territory covered. Address P-201, care 
Office Appliances, Chicago 6. 


SALESMEN—EXPERIENCED in selling adding machines, calculators, and 
bookkeeping machines, West coast dealer, excellent set up. Address P-193, 
care Office Appliances, Chicago 6. 








EXECUTIVES WANTED 


WANTED—SALES EXECUTIVE—Visible filing equipment to head up new 
visible department of national manufacturer. Must have had experience 
in visible equipment as District Mgr. or Asst. Gen’] Sales Manager at 
Home Office. Confidential. Box P-202, care Office Appliances, Chicago 6. 
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EXPERIENCED TYPEWRITER MECHANIC—Permanent position for right 
man. Excellent working conditions. Fine climate and good salary. Royal 
Dealers—Head Typewriter Company, 1001 Houston Street, Ft. Worth, 
Texas. 





WEST PALM BEACH, FLORIDA: Typewriter and Office Machine Mechanic. 
Excellent opportunity for good man. State experience and qualifications. 
Palm Beach Typewriter Company, West Palm Beach, Florida. 


ELLIOTT FISHER MECHANIC—Excellent pay; state experience. W. J. 
Crowley Company, 152 W. Wisconsin Ave., Milwaukee 3, Wisconsin. 











WANTED EXPERIENCED DICTAPHONE and EDIPHONE repairman. 
Young Office Equipment Co., 170 North LaSalle St., Chicago 1. 





TYPEWRITER AND ADDING MACHINE MECHANIC WANTED. Perma- 
nent. Address P-194, care Office Appliances, Chicago 6. 








REPRESENTATIVES AVAILABLE 








OFFICE FURNITURE MANUFACTURERS REPRESENTATIVE with long 
established following covering Middle Atlantic States (except N. Y. City 
Metropolitan area) selling to best Dealers is open for connection to re- 
place present Desk Line on which sales-distribution policy will be changed 
after years of successful representation. Your Line would replace this 
Desk Line in this man’s activities which he established in his territory 
and would be handled in connection with prominent Office Chair Line and 
Directors-Office Tables Line which he also has represented for years. This 
man’s long experience in constructive and co-ordinated sales work in the 
Industry makes him a valuable adjunct in a Manufacturer’s post-war, long 
range sales-distribution planning; he is of executive caliber and is ac- 
customed to good self earnings on commission basis. Address C-58, care 
Office Appliances, Chicago 6. 





SALESMAN WITH TWENTY YEARS’ EXPERIENCE in office furniture 
and stationery wants Chicago agency as exclusive sales representative. In 
a position to provide quick, efficient coverage of Chicago market. Will 
consider desks, chairs, files or a broad line of stationery items. Send 
particulars to C-62, care Office Appliances, Chicago 6. 











SALES EXECUTIVE with 20 years’ experience selling metal furniture and 
systems, offers high grade representation on straight commission to one 
or two manufacturers of furniture, filing or record keeping equipment, 
or specialties, in Wisconsin, Minnesota, Illinois and Indiana territory. 
Well acquainted with dealers. Address B-74, care Office Appliances, 
Chicago 6. 


REPRESENTATIVES AVAILABLE ABROAD 

BRAZIL 
RELIABLE SALES ORGANIZATION, wholesalers on General Office Sup- 
plies and Equipment, Drafting and Surveying Supplies, accepts representa- 
tion on commission basis or distribution on own account. Best references. 
Please write to Inter Comercial e Industrial Ltda.—Caixa Postal 52— 
Sao Paulo, Brazil. 
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REPRESENTATIVES WANTED 


MANUFACTURER OF ACCOUNTING DEVICE sold through stationers 
desires to hear from manufacturers’ representatives now calling on the 
trade who have capacity for one more line. Product is specialty, non- 
competitive with anything you may now be selling. Mention lines carried, 
territory and frequency of coverage. Replies in strict confidence. Address 
P-186, care Office Appliances, Chicago 6. 


SOMETHING NEW has been added in office paper-handling equipment 
made of aluminum. Exclusive territories open to aggressive representa- 
tives. Address P-200, care Office Appliances, Chicago 6. 


WANTED TO BUY RETAIL BUSINESS 


TWO OFFICE EQUIPMENT SALESMEN wish to purchase small Office 
Equipment Company in Southern California. Write, giving full details. 
Address P-198, care Office Appliances, Chicago 6. 


WANTED TO BUY-—Stationery or book store, or preferably college book 
store. Will consider any section of the United States. Partial to Colorado 
or California. More interested in future prospects than immediate past 
performance. Prefers to make deal effective in near future. Send par- 
ticulars to P-205, care Office Appliances, Chicago 6. 


WANTED TO BUY—STATIONERY STORE, preferably in Middle West. 
Interested in establishment in range from $12,000 to $22,000. Well con- 
nected at present but interested in making purchase if satisfactory deal 
can be arranged quickly. Address P-206, care Office Appliances, Chicago 
6, Til. 


RETAIL BUSINESS FOR SALE 


WILL SELL SUCCESSFUL office machine business located in city of 
450,000 specializing in sales and service, Typewriters, Adding Machines and 
Checkwriters. Shop completely equipped. $15,000. Address P-188, care 
Office Appliances, Chicago 6. 


FOR SALE—Successful, well established office supply and appliance busi- 
ness, in the beautiful Shenandoah valley of Virginia, in a city of 15,000 
enjoying tip-top reputation. Should easily pay for itself first year. Living 
conditions, climate, etc., ideal. Reason for sale, failure of proprietor’s 
health. Address P-203, care Office Appliances, Chicago 6. 


FOUNTAIN PEN REPAIRING 


WELTY’S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens. Pencils, 
etc. Repaired at standard prices but now require 90 to 150 days’ time. 
We especially feature “CONKLIN,” SWAN, WATERMAN, WAHL, 
PARKER, WELTY, SHEAFFER, MOORE, etc., but can repair all other 
makes. We feature Gold Pen Points and Repairing. Mail a'l makes to 
ONE place for better service. ASK ABOUT NEW WELTY PENS, $1.50 to 
$10.00 LIST. Welty Pen and Repair Co. (Est. 1904), 38 So. State St., 
Chicago 3. 


FOUNTAIN PEN REPAIRING—Largest and best equipped pen ship in 
Middle West gives TWO-DAY SERVICE on Fountain Pens and Mechanical 
Pencils. Authorized and recommended by Sheaffer, Parker, Eversharp, 
Waterman and other leading manufacturers. Factory prices. All work 
guaranteed. We pay return postage, furnish dealer repair envelopes. Price 
list and envelopes on request. Collins Pen Shop, 150-52 E. Fourth Street, 


) 


Cincinnati 2, Ohio. 


GUARANTEED FOUNTAIN PEN REPAIRING 


SAVE TIME AND MONEY BY SENDING ALL YOUR PEN AND PENCIL 
REPAIRS TO KENTUCKY PEN COMPANY. OVER _ 1,060,000 PENS 
HAVE BEEN REPAIRED BY OUR FACTORY TRAINED EXPERTS FOR 
DEALERS THROUGHOUT THE JU NTRY. FULLY AUTHORIZED BY 


( 

RS Waniion kan PARKER, 
ROMPT SERVICE. W 

DISCOUNTS AND FR 


SHEAFFER, 
ITE TODAY 
E REPAIR 


EAL 
LL LEADING MANUFACTURE 
EVERSHARP AND WATERMAN. R 
FOR PRICE LIST, DEALER E 
ENVELOPES. 


KENTUCKY PEN CO., INC., 316-A West Chestnut St., Louisville 2, Ky. 


ADDING MACHINE PARTS, TYPE, ETC. 


LARGE STOCKS of new and used Adding and Calculating Machine Parts 
available. Quotations furnished on specific parts upon request. I. A. Dehn, 
Jr., 1643 10ist Ave., Oakland, Calif. 


MFG. AND SELLING RIGHTS FOR SALE 


FOR SALE—Manufacturing and sales rights on filing system that offers 
big sales possibilities. Can be used as sole product of some concern 
organized to handle specialty line or can be complementaty to other types 
of filing equipment. Uses cabinets but does not compete with correspond- 
ence files or similar products. Has been sold in a limited way with good 
result. An unusual opportunity for someone equipped to cultivate a wait- 
ing market. Address P-187, care Office Appliances, Chicago 6 


REPAIRING AND OVERHAULING 


COMPTOMETERS REPAIRED, overhauled. Comptometer parts re poise d. 
Write, Chicago Adding Machine Service, 537 S. Dearborn St., Chicago 5, 
Ill. 





TRADE SCHOOLS 








TYPEWRITER REPAIRING—Original simplified Home Study Course. 
Students operating own repair shop. Weber Typewriter Mechanics School, 
Box 269, Osborn, Ohio. 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ees sang FISHER, Burroughs, Moon 1 Hopkins, Adding Calculating Ma- 
chines, Comptometers, Electromatic Typewriters, and Fanfold Machines, 
bought and sold. Chicago Office Appliance Co., 537 South Dearborn St. 
toom 306, Chicago 5. 


ELLIOTT-FISHER MACHINES, Adding Machines, Uakaiiviianene, Bur- 
roughs and Monroe Calculators, Typewriters and all office machines bought 
and sold. Teeter-Warsh Co., 849 N. 3d St., Milwaukee 3, Wis. 


BURROUGHS, MOON HOPKINS, Elliott-Fisher, Remington accounting 

machines and everything in the office machinery line. State model, 

serial number and we will quote highest cash prices. International 
7N.Y 


Office = Ine., 326 Broadway, New York 7, 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping Machines, 
Comptometers, all makes calculators bought and sold. Dorrell-Markel, 938 
S. llth, Minneapolis, Minn. 


BURROUGHS, MOON HOPKINS, ELLIOTT-FISHER. We buy, sell, repair, 
rebuild. Comprehensive service for dealers. Adding and Bookkeeping 
Machine Seryice Co., 1307 Grand, Kansas City 6, Missouri. 


QUANTITY of Monroe and Marchant Calculators, hand and _ electric, 
rough, complete. Inquiries solicited on all types of other machines. 
American Business Machines, 1385 Grand St., New York 13, N. Y 


ELLIOTT-FISHER machines, calculating machines, adcing machines—all 
office equipment, bought and sold. W. J. Crowley Company, 434 Caswell 
Bldg., Milwaukee 3, Wis. 


WANTED TO BUY Electric Woodstocks, Pica type, 11” carriage, motor 
in rear. Quote price and if AC or DC motors. Mason Typewriter Exchg., 
Almond, N. Y. 


WANTED—TYPEWRITERS, Adding Machines, Calculators from dealers 
or jobbers. Typewriter Parts Company, 407 ° ast Travis Street, San 
Antonio 5, Texas. 








DICTATAPHON ES—EDIPHONES—Foremost specialists in 
sales and purchases of dictating aon aa Write for catalog. 
Dictating Machine Co., 235 Fifth Ave., New York 3, N. Y. 


rebuilding, 
American 





DICTAPHONES, EDIPHONES—for 20 years, iniliassitibies for machines, 
supplies, Supertone cylinders, wholesale. Chicago Dictating Machine Co., 
28 South Wells St., Chicago 6. 





FOUR TALLEY ROLL 1302 BURROUGHS Bank Posting Machines com- 
pletely rebuilt. Automatic carriage return with four to six registers 
each. Fred Snyder & Co., 303 So. San Fernando Road, Burbank, Calif. 





BURROUGHS, MOON HOPKINS Billing and atone Machines, Comp- 
tometers, Calculators, etc. Bought & Sold. Dearborn Equipment Com- 
pany, 605 S. Dearborn, Chicago 5, Il. 


WANTED—MULTIGRAPH FOLDER, 2 or 3 fold, electric, automatic feed. 
Noiseless model if possible. Send full details. Mishek Company, Waseca, 
Minnesota. 








ACME (Insite) 8x5—14 and 23 drawer units, also 6x4 and 5x3 size. ‘diie 
tity of McCasky Production Panels. Commercial Card System Co., 135 
Grand St., New York 13, N. Y 


KARDEX, ACME, POSTINDEX, etc., visible filing equipment of all types 
bought and sold. We specialize in this field and offer full cooperation to 
dealers. Commercial Card System, 135 Grand St., New York 13, N. Y. 


KARDEX, ACME, all makes used visible filing aidan. Thousands of 
reconditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. S. 
Nathan, Inc., 548 Broadway, New York 2; Ne ¥. 


GUARANTEED REBUILTS, KARDEX, other visible systems, attractively 
refinished, thoroughly rebuilt for years of additional service, moderately 
priced. Used ryt also bought and Ss em Universal Office 
Equipment Co., 7-9 Waverly Place, New York Y. 


WANTED 
INTERNATIONAL Visible Factograph Cabinets, in 6 and 12 drawer 8x5 
size, complete with card holders. We are also interested in extra” Inter- 
national card holders in any quantity. Advise what you have available. 
E. H. Heineman, Box 552, St. Louis 1. Mo. 


VISIBLE EQUIPMENT bought, sold and exchanged. We specialize in 
rebuilt Kardex, Acme and International Visible Factograph cabinets,, as 
well as other makes. Write and tell us what Visible Equipment you 
need or have for sale. Special prices to Dealers. E. H. Heineman, 4 
North Eighth St., St. Louis 1, Mo. 


WANTED TO BUY Surplus equipment of all types. Ready buyer. Colum 
bia Trading Corp., 7 Waverly Place, New York 3, N. Y. 

MULTIGRAPH RIBBONS—and other wide inked ribbons remanufactured, 
also silk ribbons. New ribbons of all kinds in the reel. Dealer proposi- 
tion. Lewis, 413 West State, Milwaukee. 
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PATENTS 


Copies of patente shown here can be obtained 
from the missioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 


2,393,969. Display Device. Fford Burchell and 
Barbara Ivins, New York, N. Y., assignors to Burchell 
Holloway Corporation, New York, N. Y., a corporation 
1943, Serial No 





of New York. Application July 31, 

496,928. Granted February 5, 1946. ; 
2,394,139. Erasing Attachment for Typewriters. 

Charles R. Bennett, East Cleveland, Ohio. Applica- 

tion March 27, 1944, Serial No. 528,201. Granted 


February 5, 1946. J 
i Fountain Pen. Albert E. Dietz, Wash- 


2,394,235. 

ington, D . Application May 6, 1944, Sertal 
No. 534,435. Granted February 5, 1946. — t 
2,394,302. Envelope Sealing Machine. Elmer E 


Gray, Saugus, Mass. Application April 25, 1941, 


Serial No. 390,313. Granted February 5, 1946. 
2,394,377. Perforating Device. William J. Hamp- 


ton, South Euclid, Ohio, assignor to Addressograph- 
Multigraph Corporation, Cleveland, Ohio, a corpora- 
tion of Delaware. Application December 26, 1944, 
Serial No. 569,771. Granted February 5, 1946. 
Perforating Device. Carl J. Hueber, 
Euclid, and Donald A. Stark, Willoughby, Ohio, 
assignors to Addressograph-Multigraph Corporation, 

Cleveland, Ohio, a corporation of Delaware. Applica- 
tion March 9, 1944, Serial No. 525,712. Granted 
February 5, 1946. 

2,394,387. Pencil Sharpener. Jesse Atwater Jack- 
son, Pensacola, Fla. Application May 31, 1944, 
Serial No. 538,129. Granted February 5, 1946. 

2,394,507. Key Holder. Albert A. Zarowin, Brook- 
lyn, N. Y. Application May 24, 1944, Serial No. 
537,060. Granted February 5, 1946. 

2,394,553. Snap-Out Manifolding Unit. James 
Gordon Kerr, Washington. D. C Application Feb- 
ruary 1, 1945, Serial No. 575, Granted Feb- 
ruary 12, 1946. 

2,394,602. Computing and Billing Device. Howard 
G. Fishack, Summit, N. J.. Loren B. Miller, Kansas 
City, Mo., and John J. a New York, N. Y. 
Application January 21, 1942, Serial No. 427,576. 
Granted February 12, 1946. 

2,394,60 Perforating Apparatus. Eugene A. Ford, 
Scarsdale, N. Y., assignor to International Business 
Machines Corporation, New York, N. Y., a _ cor 
Application June 22, 1944, 





poration of New York. 


Serial No. 541,485. }ranted February 12, 1946. 
2,394,637. Accounting Machine. Kurt Rudolf 


Schneider, Endicott, N. Y., assignor toe a 
Business Machines Corporation, New York, 3 
corporation of New York. Application May 24, 1941, 
Serial No. 395,028. Granted February 12, 1946. 

2,394,733. Automatic Typewriter. Carlos Witten 
myer, Mount Clemens, Mich. Application March 3, 
1944, Serial No. 524,876. Granted February 12, 1946. 

2,394,855. Type Cleaner for Typewriting Machines. 
William L. Gould, Albany, N. Y. Application Sep- 
tember 12, 1944, Serial No. 553,739. Granted Feb- 
ruary 12, 1946. 

2,394,886. Coin Wrapping Machine. Jacob Bell 
Barron, Calgary, Alberta, Canada. Application Octo- 
ber 6, 1943, Serial No. 505,241. Granted February 
12, 1946. 

2,394,924. Electric Caleulating Machine. Hans P. 
Luhn, Armonk, N. » assignor to a 
Business Machines Corporation, New York, N. 
corporation of New York. Application March 30, 1943, 
Serial No. 481,075. Granted February 12, 1946 

2,394,925. Electrical Calculating Machine. Hans 
P. Luhn, Armonk, y assignor to on Ta ae 
Business Machines Corporation, New York, N. Y. 
corporation of New York. Application August 28, 1943, 
Serial—No. 500,325. Granted February 12, 1946. 

2,394,950. Typewriting Machine. Oscar J. Sund- 
strand, West Hartford, Conn., assignor to Underwood 
Corporation, New York, N. Y., a corporation of Dela- 
ware. Application July 10, 1943, Serial No. 4947436. 
Granted February 12, 1946. 

2,395,030. Inkwell. Clifford A. Barden, Oberlin, 
Ohio. Application June 8, 1944, Serial No. 539,291. 
Granted February 19, 1946. 

2,395,122. Display Device. John V. Horr, North 
Tarrytown, N. Y., assignor to Einson-Freeman (Co., 
Inc., Long Island City, N. Y., a corporation of Dela- 
ware. Application February 15, 1945, Serial No. 
578,106. Granted February 19, 1946. 

2,395,156. Fastening for Business Machines. Edwin 
C. Wick, Upper Darby, Pa. Application May 4, 1944, 
Serial No. 534,013. Granted February 19, 1946. 

2,395,197. Changeable Letter Sign. Benjamin 
Schlanger, New York, N. Y. Application January 10, 
1944, Serial No. 517,645. Granted February 19, 1946. 

2,395,609. Pocket Adding Machine. Wayne M. 
Andrews, New York, N. Y. Application December 2, 
1941, Serial No. 421,289. Granted February 26, 1946. 

2,395,618. Revolving Book Shelf. Roy Elvers, 
Application November 29, 1943. 
Serial No. 512,129. Granted February 26, 1946 
_ 2,395,749. Hanger fer Books. Andrew J. Miller, 
New Orleans, ae Application November 14, 1944, 
Serial No. 563,438. Granted February 26, 1946. 

2,395,760. Writing Outfit. Alfred SS Quan, 
Artesia, Calif. Application May 8 1944, Serial 
No. 534,589. Granted February 26, 1946. 

Electric Time Recorder. Albert J. 


Los Angeles, Calif. 


Findlay, Montreal, Quebec, Canada, assignor to John 
B. Frosst and Eliot S. Frosst, both of Montreal, 
Quebec, Canada. Application March 6, 1943, Serial 


No. 478,304. Granted February 26, 1946. 


REISSUES 


22,716. Sample Display Book. 
Winnetka, Ill., assignor to Sears, Roebuck and Co., 
ue Ill., a corporation of New York Original 

No. 2,258, 418, dated October 7, 1941, Serial No. 
315,335, January 24, 1940. Application for reissue 
June 17, 1943, Serial No. 491,249. Granted Feb- 
ruary 5, 1946. 
_ 22,717. Eraser for Mechanical Pencils. Mark E. 
Savoie, Cleveland, Ohio. Original No. 2,356,474, 
dated August 22, 1944, Serial No. 481,895, April 5, 
1943 Application for reissue March 2, 1945, Seria] 
No. 580,550. Granted February 5, 1946 


DESIGN PATENTS 


143,742. Design for a Smoking Stand. Onnie 
Mankki, Cleveland, Ohio, assignor to Smokador Manu- 
facturing Co., Inc., Bloomfield, N. J., a. corporation 


William CC. Macey, 
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of Delaware. Application July 20, 1945, Serial No. 
120,826. Granted February 5, 1946. 

143,761. Design for an Illuminated Ash Tray. 
Kenneth I, Schouten, North Hollywood, Calif. Appli- 
cation November 5, 1945, Serial No. 123,480. 
Granted February 5, 1946. 

143,789. Design for a Telephone Stand Unit. 
Richard G. Bell, Miami, Fla. Application June 7, 
1945, Serial No. 119,951. Granted February 12, 1946 

143,844. Design for a Portable Bask Lamp. Arthur 
L. Miller, Newton, Mass., assignor to Sylvania Elec- 
tric Products, Inc., Salem, Mass., a corporation of 


Massachusetts. Application February 11, 1944, Serial 
No. 112,544. Granted February 12, 1946. 
143,875. Design for a Duplicator. Joseph Palma, 


Chicago, Ill., assignor to Niagara Duplicator Co., a 


1946 


corporation of California. Application June 12, 1945, 
Serial No. 120,039. Granted February 12, 1946. 
143,876. Design for a Smoker’s Stand. William 
C. Panzer, Chicago, Ill. Application’ April 12, 1945, 
Serial No. 118,964. Granted February 12, 1946. 
143,892. Design for a Blueprint Drying Machine. 
Richard G. Beck, Adrian, Mich. Application October 
1, 1945, Serial No, 122,433. Granted February 19, 


1946 

143,917. Design for a Pencil Sharpener. Edward 
C. Hoffmann, St. Louis, Mo. Application October 22, 
1945, Serial No, 123,088. Granted February 19, 1946. 

143,980. Design for a Combined a and Card 
Cases. George Markus, New York, Y. Applica- 
tion December 29, 1944, Serial No. hr, 146. Granted 
February 26, 1946, 











BUSINESS OPPORTUNITIES 


Wanted Abroad 


Firm in Sweden Wants Additional American Business—T. Rosenberg of 
Rosendahl’s Fabriker A-B, Filipstad, Sweden, reports that his company 
has recently increased its facilities and therefore is in position to take up 
sales of more articles, such as office stationery supplies, mechanical pencils 
of all types, and medium- and low-priced fountain pens. Rosendahl’s 
Fabriker A-B is a leading Scandinavian company manufacturing inks, 
glues, carbon papers, typewriter ribbons and stencils, and acts as exclu- 
sive agents for writing sets from the Gregory Fount-0-Ink Company, 
Los Angeles, Calif., stapling machines from the Hotchkiss Sales Company, 
Norwalk, Conn., and other products of American manufacturers. Particu- 
lars about the Te ae may be secured from the Swedish Chamber of 
Commerce, New York, 








Services Offered for Exporting to Philippines—The Pacific Export Sales 
Company, manufacturers’ agents, Post Office Box 409, Chicago 90, IIL, 
offers export sales marketing service in the Philipine Islands for manu- 
facturers wanting wide sales coverage. The company reports development 
of a complete ‘‘on-the-spot’”’ foreign trade analysis of current reconstruc- 
tion conditions in the Islands and states readiness to assist a limited 
number of sound manufacturers with an aggressive promotional sales cam- 
paign to revive pre-war sales connections or to establish new dealer, job- 
ber, and distributor outlets. Some of the services offered include current 
Philippine market data, financing and credit reports, shipping documenta- 
tion, reports on packaging practices, data on governmental regulations, 
export licenses and permits. 


Singapore Firm Seeks Imports From United States—The Trade Promo- 
tion Company, No. 524-A, Geylang Road, Singapore, Straits Settlements, 
desires to import office stationery, furniture and supplies from American 
manufacturers and declares, ‘“‘Business should result to our mutual benefit 
if these manufacturers are agreeable to giving exclusive sales franchise to 
operate in all territories where we have very influential and long-estab- 
lished connections.””’ Manufacturers are asked to send all quotations, 
C.1.F., Singapore, by air mail, and to include latest catalogs with trade 
discounts and other information. 


Rotterdam Firm Seeks Re-establishment of Trade Connections—J. Tim- 
mermans’ Kantoozboekhandel, Atlantic House, Westplein 3, Rotterdam C, 
Holland, lost old premises by bombing during the war and in this de- 
struction trade catalogs were destroyed. The firm asks manufacturers 
and dealers of office equipment, furniture and supplies to send new trade 
literature assisting in the resumption of trade relations. Within ten days 
after the bombing a new shop was started up and the sale of stationery, 
typewriters and office furniture was continued under considerable handicap. 


Agencies Wanted by Orleans Company—Fred A. Orleans, president of 
the Orleans Company, Inc., 154 Nassau St.. New York 7, N. Y., has an- 
nounced his intentions of establishing an office appliance division and de- 
sires that manufacturers interested in export distribution communicate 
with him in regard to agencies. Author of an article, ‘“Market Potentials 
for Office Equipment in Latin America,”’ page 13, January issue of OFFICE 
APPLIANCES, Mr. Orleans maintains an office in Rio de Janeiro, Brazil, 
and has agency connections in most of the countries in the world. 


Equipment, Machines and Supply Lines Wanted for Buenos Aires— 
Vahram Horasan of Horasan & Sons Company, Istanbul, Turkey, has just 
completed a visit to the United States for the purpose of obtaining lines 
of office machines, equipment and supplies to distribute in Buenos Aires, 
Argentina. Horasan & Sons Company was established in 1867, specializing 
in the importation and distribution of papers, printing equipment and 
office equipment. Mr. Horasan is planning to establish a branch’ in 
Buenos Aires in the near future. Correspondence should be addressed to 
him at 241 Church Street, Room 1107, New York 13, } 


Copenhagen Firm Seeks Contacts With Manufacturers—Klinge & Lindt- 
ner, P.O. Box 63550, Ostergade 35, Copenhagen K, Denmark, desires con- 
tact with American firms specializing in manufacture of stationery and 
office articles such as pencils, stapling machines, perforators, fountain 
pens, erasers and pencil sharpeners. Prompt communications are desired, 
as the firm contemplates sending an official to the United States soon to 
visit these manufacturers. 


U. S. Imports Sought at Athens, Greece—Dino S. Saltiel, P. 0. Box 92, 
Athens, Greece, reports that the Greek government has begun to issue 
import licenses. He is interested in communicating with United States 
manufacturers regarding the importation of stationery and other paper 
items, typewriters, printing presses and other newspaper and printing 
machinery, and offset printing installations. Reconditioned printing ma- 
chinery would be welcomed. 


Stationery Lines Wanted in Tanganyika Territory—Husein Jiwan Janii, 
manufacturers’ representative and commission agent, P. 0. Box No. 150, 
Dar Es Salaam, Tanganyika Territory, is interested in securing lines of 
stationery. Catalogs and samples with quotations for wholesale business 
would be welcomed. 


Typewriters Sought in Copenhagen—Brink & Bundsen, Havynegade 47, 
P. 0. Box 85670, Copenhagen K., Denmark, desires communications with 
manufacturers of office machines, especially tvpewriters, for sale in Den- 
mark. The firm manufactures and sells a duplicator and repairs office 
machines, 


Agencies Wanted by Firm in Lisbon, Portugal Emaza!, Ltd., 37, Tra- 
vessa Do Cotovelo, Lisbon, Portugal, wishes to act as sole agents for 
manufacturers of carbon papers, fountain pens and typewriter ribbons not 
already represented in Portugal. The firm is interested in general office 
appliances and office novelties and in particular wants connections with a 
company manufacturing a non-erasing paper for checks and receipts. 


Canadian Seeks Agencies for U. S. Lines—C. L. Hazelton, 289 Keewatin 
Ave., Toronto, Ontario, is opening a sales agency in Toronto for office 
furniture and appliances, and desires to represent United States manu- 
facturers, either exclusively or otherwise. Twenty years of successful 
experience with the largest organizations of this kind in Canada is 
claimed. 


ae Offered by Portuguese Firm —A. A. Camillo, Av. 5 de 
Outubro, 63-5 Dt°., Lisbon, Portugal, seeks exclusive representation in 
Portugal for “American manufacturers of office supplies and equipment. In 
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addition, he offers to represent American firms in negotiating any business 
matters they desire in Portugal, such as buying, selling or collecting. 


Office Supplies Wanted by Firm in Paris—The Societe Accessories De 
Bureaux, 16 Boul. St. Denis, Paris, France, is interested in importing 
pencils in black and colors, spirit duplicators, carbon paper, typewriter 
ribbons and other types of office supplies. 


Trade Catalogs Wanted in Vancouver, B. C.—Murphy Stationery Com- 
pany, Ltd., 1040 Hamilton St., Vancouver, B. C., Canada, branching into 
the office machine field desires to receive illustrated catalogs and price 
lists for these items as well as commercial stationery lines which can be 
imported into Canada. 


Swiss Firm Searching for Pen and Pencil Lines—The firm of Richard 
S.A., whose main office is located at Morges, Switzerland, would like to 
hear from American manufacturers of pens, pencils and small specialties, 
mechanical or otherwise. The company operates modern stores in nine 
Swiss cities. It specializes in pens and pencils and naturally, being 
Swiss, in watches. Robert Richard, who came to the United States on a 
buying trip in February, stated that he was equipped to sell small office 
devices, including machines, but they must be of a specialty nature to 
fit into his scheme of merchandising. In addition to the stores he con- 
ducts a mail-order business which would account for much of the volume 
on any new line he might undertake to sell. 


Office Supplies and Stationery Wanted in Manila—The Insular Office 
Equipment Company, Inc., 724 Rizal Ave., Cor. Azcarraga, Manila, P. I., 
are interested in obtaining various lines of effice supplies and stationery 
for resale on a wholesale basis, excluding carbon paper, ribbons and type- 
writers. Manufacturers are asked by the Manila firm to write direct re- 

garding any items they are in a position to offer. 


Trade Catalogs, Agencies Sought by Firm in France—Germain Boyer of 
Le Bureau Economique 24, Rue LaGreze-Fossat, 24, Moissac, France, desires 
to receive trade catalogs and price lists from manufacturers of type- 
writers, calc alating, duplicating and other office machines, and metal oflice 
oe The firm would also consider sole agencies for France and her 
colonies. 


Uruguay syste Coming to United States—H. Stanley Bowles, of Linn 
& Cia, P. O. Box 1027, Montevideo, Uruguay, plans to arrive in New York 
March 18, His address will be in care of Studebaker Export Corporation, 
Cunard Building, 25 Broadway. His purpose is to visit with manufacturers 
of office appliances seeking representation in his country. Manufacturers 
are invited to address him at the Studebaker office. 


New Dealer Outlet in Alaska—Commercial Stationers is the name of a 
new business established at 614 Fourth Avenue, Anchorage, Alaska. The 
manager is H. R. Cole, who before establishing his own enterprise served 
five and a half years as a credit manager in the same city. Mr. Cole is 
in the United States calling upon manufacturers. He can give no advance 
mail address because his itinerary develops from day to day. Manufac- 
turers seeking representation in Alaska are requested to send letters and 
literature to Anchorage. It is Mr. Cole’s intention to cover all important 
cities in Alaska except those in the southern peninsula. 


Trade Catalogs, Agencies Wanted in Argentina— Cajas Y Tesoros Borges 
S. R. L., Buenos Aires, Argentina, a firm dealing in office appliances and 
office furniture, is seeking trade publications from American manufacturers 
and desires agencies for safes, steel furniture, office machines, office appli- 
ances, bookkeeping machines and systems. Imports of American-made 
products are wanted as soon as possible. Correspondence should be ad- 
dressed to Senor Ricardo M. Duwavran, Calle Centeno 3175, Buenos Aires, 
Argentina. 


Wanted at Home 


New Furniture and Machine Lines Sought.—Sam Rudner, proprietor of 
the National Typewriter & Office Equipment Company, 2414 Main St., Van- 
couver, B. C., Canada, and International Office Equipment Company, 
Mutual Life Building, Seattle, Wash., is interested in making connections 
with manufacturers of office equipment, furniture and machines. He has 
trained staffs of mechanics and salesmen in Canada and the United States, 
and is himself a skilled mechanic with a quarter-century of experience in 
the field, 18 years as a partner in the business of the National Typewriter 
Exchange, Montreal. Special interest has been expressed in wood and 
steel furniture, safes, photographic reproducing machines, coin changers, 
and intercommunicating equipment. 


New Firm Seeks Contacts with Manufacturers.—J. F. Dray, whose home 
address is 215 Bonnie Brae, Warren, Ohio, is making arrangements to 
open up a stationery and office equipment store before the first of May. 
He desires to hear from manufacturers of small stationery products, loose 
leaf, filing equipment and supplies, desks, chairs and office machines. Prior 
to several years service in the United States Navy, Mr. Dray was sales 
representative for International Business Machines Corporation. His store 
location will be announced later. His home address will serve in the 
meantime. 


New Jersey Man Seeks Representation—Joseph G. Fell, 164 State Street, 
Bloomfield, N. J., is seeking contacts with manufacturers wanting direct 
representation in New York City and New Jersey. He is particularly 
interested in handling filing cabinets, carbon papers, posting trays and 
other office utilities. Mr. Fell has been an accountant in both private 
and public practice, sold office machines for a number of years and now 
wants to handle his own business. 


Products Wanted for Expanding Los Angeles Firm—Taking a new loca- 
tion at 550 North Western Ave., Los Angeles, Calif., after March, the 
Mercury Printing Company will expand the office equipment department 
and display more office furniture. Contacts with manufacturers are 
wanted in order to secure an adequate supply of products needed. 


Trade Literature Wanted at Glen Falls, N. Y.—Contemplating opening a 
store soon for sale of stationery, office supplies, and office appliances, 
Mrs. Alia Cohen, 50 Grove Ave., Glen Falls, N. Y., would appreciate re- 
ceiving trade catalogs and other information concerning this merchandise. 


Expanding West Virginia Firm Seeks Trade Catalogs—The Summers 
Printing Company, Box 56, Hinton, West Va., has been handling a small 
line of office supplies, but is new interested in securing additional items 
and stock. Trade catalogs and price lists are wanted. 


Trade Catalogs, Price Lists Wanted at Holyoke, Mass.—Contemplating 
opening a store to sell office supplies, greeting cards, stationery and 
other associated items, principally catering to girl college students, 


OFFICE APPLIANCES, March, 1946 


1e€s8 


De 
Ling 
iter 


pm- 
nto 
rice 

be 


ard 

to 
ies, 
ine 
ing 
na 
tice 

to 
on- 
me 


lice 


ery 
pe- 
re- 


of 
res 
pe- 
ice 
1er 


nn 
rk 
on, 
ers 
ers 


es 


of 
n- 
Y; 
ns 
as 
S, 


in 


Joseph O. Hebert, Jr., 57 Franklin St., Holyoke, Mass., desires trade 
catalogs and wholesale price lists from manufacturers. The store would 
work in collaboration with a printing and bookbinding company estab 
lished in 1786. 


y 
Agencies Sought by New Brunswick, N. J., Firm—The American Type- 
writer & Adding Machine Company, 55 Easton Ave., New Brunswick, N. J., 
asks that manufacturers of office supplies and equipment write regarding 
products which might be handled by the New Jersey firm as an agency. 


Catalogs, Price Lists Wanted by Dallas, Tex., Firm—The new firm of 
Roy L. Shelby Company, Dallas, Tex., desires that manufacturers send 
catalogs and price lists to P. 0. Box 5662. The proprietors are now in the 
process of building up their catalog files. It is planned to sell all types of 
office supplies, steel and wood office furniture, files and filing supplies. 


Supplies Wanted by Expanding Clinton, N. C., Firm—James H. Sivert- 
sen, owner of the Sampson Publishing Company, Clinton, N. C., contem- 
plates expansion of his plant to include a more complete line of office 
supplies and equipment. He would appreciate hearing from manufacturers 
of hand staplers, punches, filing boards, clipboards, ledgers and ledger 
sheets, swivel chairs, typewriter tables, file cabinets and folders, adding 
machines, and typewriters. 


Trade Catalogs Sought by Firm Hit by Fire—The Daniels Company, 
Muskegon, Mich., destroyed by fire on February 22, suffered the loss of its 
catalog file. Manufacturers are requested to send catalogs, price lists and 
other trade information in order that the file of this commercial stationery 
and office supplies firm can be rebuilt as soon as possible. 





CORPORATION REPORTS AND 
FINANCIAL NOTES 








Addressograph-Multigraph Corporation, Cleveland, Ohio—The Addresso- 
graph-Multigraph Corporation and Canadian subsidiary, but excluding 
English subsidiaries, reports for six months to January 31 that net profit 
was $489,770. This is equal to 65 cents a share, against $458,164, or 
60 cents a share for corresponding period of the previous year. Report for 
the 12 months to January 31 shows net profit of $1,240,671, or $1.64 a 
share, against $1,138,607, or $1.51 a share for the preceding 12 months. 
(New York Times, March 1.) 





NEW TRADE LITERATURE | 





Acme Visible Records, Inc., 122 S. Michigan Ave., Chicago 3, Ill., has 
just published a new 9%6-page catalog price list in four colors. This is 
declared by the company to be their most complete catalog ever produced 
and contains descriptions, illustrations of record application, prices and 
other information for the trade. The new catalog will be sent promptly 
upon request to the Chicago address. 


National Blank Book Company, Holyoke, Mass., has just issued an at- 
tractively illustrated catalog for the complete National line of bound 
books, loose leaf, visible records and machine bookkeeping equipment. 
The catalog, printed in color, has been prepared to show the variety of 
National loose leaf binders available for all types of binding requirements. 
Complete specifications are listed in this trade literature, available upon 
request to National Blank Book Company. 
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HIGH PRODUCTION IS THE ONLY 
SOUND BASIS FOR HIGH WAGES 


The philosophy that wages should be maintained at a high level is 
inherently sound if we also accept the traditional American tenet of hav- 
ing high wages rest upon a secure foundation of high productivity, de- 
clares Henry H. Heimann, Executive Manager of the National Association 
of Credit Men, in his Monthly Business Review for February. 

The chief executive of the National Credit Men’s organization points out 
that it is impossible to use “ability to pay’’ as a standard. “The ability 
to produce has translated itself in various ways in evaluating the com- 
pensation for an employee’s work,’’ Mr. Heimann says. ‘‘Many factors 
enter into the final determination as to what is a fair wage. The con- 
trolling factor has always been the ability to produce. An _ incidental 
factor, just one of many, may be the ability to pay, but to assume it is 
a determining factor is ridiculous.’’ 

The artificial restrictions which lower production levels are one of the 
stumbling blocks in reaching an agreement between labor and manage- 
ment in the present controversy, Mr. Heimann declared. “If the restrie- 
tions artifically imposed by labor as to its measure of production were 
removed, we would be taking a long step towards reaching our objectives 
of a higher production with high wages and low unit cost. Under these 
circumstances the measure of a man’s ability to earn would rest firmly on 
his ability to produce. 

“It is almost a tragedy that the present industrial conflict comes at a 
time when we can least afford it. The inflationary forces are so strong 
that if the present conflict is not soundly adjusted to the point where 
harmony prevails, these inflationary forces will get out of control. When 
there is a plethora of money and a scarcity of goods, prices rise, black 
market operations ensue, and millions of our people suffer. The strongest 
weapon we could possibly have, and one sorely needed at this time to 
fight inflation, is a high production. If we could begin today to produce 
and produce, our inflationary fears would soon be in process of liquidation. 
The conclusion, therefore, is obvious: that one of the really serious prob- 
lems arising out of this labor-management conflict is the contribution it 
is making to inflation.’’ 

“History tells us that Nero fiddled while Rome burned,’ Mr. Heimann 
concludes in his argument. ‘Let us not fiddle while the greatest oppor- 
tunity ever presented to any people, anywhere, in the history of the 
world awaits our action. We ought to be courageous enough to face 
principles, to resolve our difficulties, and to pioneer the way for a world 
recovery. Management’s responsibility is to use every ingenuity and re- 
source to aid labor in production. Labor’s responsibility is to do a rea- 
sonable day’s work. Let us not overlook the fact that John Q. Public, 
the consumer, is really the person who has the greatest stake in this 
whole problem. If he is let down, and he decides to strike, then our 
economic system may go into a collapse and we shall make no contribution 
to a world peace.” 
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IN MARCH OF 1876, WHEN: 

Files of the American Stationer revealed that stationers were 
featuring circular playing cards, ... And Dennison & Company 
offered a fine line of wedding cake boxes. . . . Novel indeed 
was the offer by the Union Envelope & Paper Company of a 
bottle of perfume with each box of personal stationery. . . . 
In demand was a combination Liberty Bell paper weight and pin 


cushion. . . . H. T. Cushman, North Bennington, Vt., introduced 
a self-replenishing inkstand using dry ink, soluble in water. . . 


IN MARCH OF 1886, WHEN: 


Dr. Thomas A. Worrell invented a typewriting machine which 
was reported by the American Stationer (source of those 1886 
flashbacks) as being, to all intents and purposes, a web printing 
press. . . . Sanford's offered a universal mucilage bottle with a 
sponge top. . . . Stationers of Boston trod to work in knee-deep 
snow while their brethren in Augusta, Ga., shivered in unseason- 
able six-below weather. . The Cross Pen Company, Boston, 
Mass., offered an octogan-shaped pen that would not roll off 
the desk. Boorum & Pease placed 100-page blank books 
on the market... . 


IN MARCH OF 1896, WHEN: 


W. H. Hoskins, well-known Philadelphia stationer, added a 
line of bicycles. . . . Eberhard Faber introduced a clasp eraser, 
reported the American Stationer. . . . And the Samuel C. Tatum 
Company of Cincinnati, Ohio, introduced a new glass inkstand. 
... The A. B. Dick Company at Chicago reported an increased 
cemand for its Mimeograph, saying, “Its users are now counted 
by the hundred thousand, and there appears to.be no limit to 
its sale... . The Walker Manufacturing Compdny, 115 Dearborn 
St., Chicago, introduced a Peerless pencil pointer with chain 
drive. . 


IN MARCH OF 1906, WHEN: 


The OFFICE APPLIANCES told of Waterman featuring a pen 
with spoon feed and clip cap. Typewriter names in the 
news included the Sun and Densmore. . . . And the Hammond 
Visible Company was proud of a one-ton order delivered to the 
Chicago public schools. Attendance of a quarter million 
persons was expected at the second Nationdl Business show at 
Chicago’s Coliseum. . . . One of the displays was to be that of 
gas lamps for offices. . . . Typewriter companies of the nation 
were making approximately 500 machines daily... . 


IN MARCH OF 1916, WHEN: 


World War I dominated the news . . . But from England came 
the startling report of the final abolition of the old-fashioned 
quill pen in Government service. . . . The Shortwriter, most recent 
type of shorthand machine, appeared on the market. . . . Clinton 
L. Rossiter was named vice-president of the Underwood Type- 
writer Company. .. . S. D. Childs & Company feted its bowling 
team at a dinner in the Mystic Club of Chicago. Some old 
timers will recognize the bowlers’ names: H. C. Burbery, E. U. C. 
Beckford, H. E. Rice, H. E. DeCamp, Julius Biel, George Corbet, 
and Fred Lindberg. . . . Philadelphia was holding its first annual 
Philadelphia Business Show and Efficiency Exposition. . . 
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They all need your help: 
Your men in hospitals — your men 


overseas — your veterans! 
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Are You Qualified For Success? 





N ALMOST ALL LINES of trade, it appears, there 

are businessmen who accept mere effort as the 
gauge of their eligibility for success, without adequate 
reflection as to whether their effort is being directed 
in the proper channels and according to successful 
procedures. They know that they are not deficient in 
either interest or endeavor, yet they cannot achieve 
the same measure of success as some of their com- 
petitors. 

Success is not entirely a matter of location and capi- 
tal, although those two factors are fundamenal. The 
intangibles—mentality, personality and perspective— 
certainly have a great bearing upon success, too. Espe- 
cially in the retail sphere of business, personality de- 
fects can rob a prospector of success even when he is 
not congenitally stupid and starts with sufficient 
capital. 

Common sense and intellectual ability are the out- 
standing factors governing success in every phase of 
human activity, especially in these present times when 
conditions are changing so rapidly. They are absolutely 
essential to success in business. The truth of this 
statement is attested by a multitude of observations 
common to everyday life. 

Two farmers live side by side on adjoining farms. 
One succeeds, educates his children, and retires with 
a competence in due time. The other man fails; his 
children are poorly educated. He and they revolve 
hopelessly on the wheel of life. 

Two merchants have stores on opposite corners of 
the same street. One prospers and the other never 
tastes the fruit of real success. The first man pays 
promptly for everything that he buys and the other is 
always in debt. 

Two manufacturers making similar products under 
equally favorable conditions begin business at the same 
time. One grows great with the years while the other 
flounders and fails after exhausting his capital. 


Here are two stationers, one taking over an estab- 
lished and successful business, apparently with every 
advantage for further development. He fails after a 
few years, to the surprise of the entire business com- 
munity. The other fellow steps out from the manager- 
ship of a similar outlet, sets up business on his own 
account with three or four thousand dollars of cash 
capital and forges steadily ahead into an ever-expand- 
ing business. Who can explain such a thing, except on 
the fundamental principle that some men excel others 
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in natural endowments for success in certain fields? 

Why is it, then? The successful ones were known 
by their neighbors to possess sound judgment, to be 
always thrifty, to study their affairs intensely, to take 
action only after studying all the facts in a given situ- 
ation—in short, to be thoughtful, forward-looking, 
hard-working men who kept every faculty alert to 
learn and apply the right method at the right time. 

The unsuccessful ones, on the other hand, were gen- 
erally known to be indecisive, impulsive, tradition- 
ridden, careless and excessively speculative. Again, 
men who are known never to deny themselves physical 
leisure, but who are mentally alert, will often succeed 
where hard-working, but uneducated, men fail. Un- 
doubtedly, therefore, specific knowledge of one’s 
chosen business, together with aptitude and intuition 
for meeting the problems of commercial competition, is 
the fundamenal requirement for success in merchan- 
dising. The knowledge can be accumulated only by 
studious application to problems of business promotion 
and profit maintenance. 

The personal factor has so much to do with achiev- 
ing success—that is, the estate of a prosperous busi- 
ness as distinguished from mere solvency—that many 
manufacturers base their predictions with regard to 
the success of certain retailers more upon the retailers 
as individuals than upon the original capital status 
of their business. 


How One Manufacturer Selected Dealers 


Several years ago, one of the big manufacturers of 
a nationally-advertised appliance in the office equip- 
ment industry compiled a list of questions which he 
sent to a selected list of representative retailers in the 
trade in order to obtain information which would be of 
value to him in co-operative trade-promotion work 
among retailers. 

The first two questions in the list did not seem to 
be of dynamic import, yet they were freighted with 
significance so far as appraisal of the probable degree 
of responsive interest that might be expected from the 
retailers was concerned. 

The two questions were: “Do you like your business?” 
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and “Are you open to new ideas and suggestions for 
selling our goods?” For obvious reasons, any retail sta- 
tioner who would answer “No” to these preliminary in- 
quiries, which seems unbelievable, might as well ignore 
the remainder of the questions: 

Is your total percentage of expense less than 24 per 
cent of your sales? (Include proper salary for your- 
self; six per cent interest on your capital investment; 
rent, heat, light, depreciation, insurance and losses 
from bad debts and all other sources.) 

“Has national advertising (on other goods as well 
as ours) lessened sales resistance for you?” 

“Do you display our specialties while we are adver- 
tising in your state, and would you welcome a demon- 
stration in your store?” 

“Do you conduct your general business on the one- 
price-to-all plan with every item open-priced and 
plainly marked?” 

“Do you keep a record of sales by separate depart- 
ments as well as by classes of goods?” 

“Do you make easy and immediate adjustments of 
complaints when apparently well justified?” 

“Is there any time-wasting by your employees, either 
through their fault or because of faulty system in 
wors assignments in the store?” 

“Jo you make special efforts to sell long-profit items 
ay.di to be the first to interest likely prospects in new 
aypliances that run into considerable money?” 

“Have you some system for getting facts about your 
customers’ requirements that might help you to make 
more sales of your heavy-equipment lines?” 

“Do you practice, in co-operation with other station- 
ers, some dependable system for exchange of credit- 
experience information?” 

“Is your stock clean and bright at all times, and are 
your displays attractive and changed frequently?” 

“Do you make it a point to investigate new equip- 
ment that has technical features of construction or 
operation, and to instruct your salesmen thoroughly 
with regard to such merchandise?” 

“Do you advertise by newspapers, handbills, form 
letters, motion-picture slides or by any other meth- 
ods?” 

“Do you try to widen the Selling territory of your 
business, or have you been concentrating sales and 
service within a given trade area? If so, please tell 
the size of your present trade radius—distance from 
store and maximum distance for deliveries.” 

“Are your annual sales per salesman more than 
$15,000? $20,000? $25,000?” 

“Are the salaries of your sales personnel ‘scaled’ in 
accordance with each man’s annual total of sales?” 

“De you know not merely which men sell the most 
goods of all kinds, but which men ring up the largest 
number of plus-profit sales?” 

“What per cent of your transactions would you esti- 
mate are ‘suggested sales’—that is, goods not asked for 
until your salesmen suggested their use?” 

“Do you read regularly the dominant technical and 
trade periodical of your business, and at least some 
general business-efficiency literature?” 

“Are your salesmen kept instructed as to which are 
the most profitable lines and items for them to push?” 


Retailers’ Recordkeeping Important 
The scope of this manufacturer’s questionnaire 
shows clearly what is in the mind of the modern 
manufacturer when he seeks to appraise the business 
ability of a stationer with regard to giving special 
trade promotion to stimulate the stationer’s business— 
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shows the very basis, in fact, upon which the manufac- 
turer appraises the probable value of even attempting 
to give co-operation to a retailer. Certainly the an- 
swers to such a set of questions as that presented 
would be a fair gauge of a stationer’s qualifications for 
real financial success. 

Suppose that the stationer has no aversion to giving 
the information solicited, but has never tabulated the 
facts involved. It then becomes apparent that one of 
the first things that is interfering with the attainment 
of larger success for him is the fact that he is not con- 
ducting his operations by record-control—the modern 
method for charting the course of his business and the 
profits realized. 

And, by the way, if the stationer who Sells all man- 
ner of accounting, legal and business-record forms is 
not a good exponent of the application of definite 
record-control in business management, then who 
should be? 

An intricate maze of business records is not essen- 
tial. The surprising fact is that, in the majority of 
cases where a business consultant is called in to sys- 
tematize a retail business, the number of record books 
and files is usually decreased, rather than increased, 
and records that can be kept and interpreted more 
easily and more dependably are introduced. 

In this connection, despite the truth that selling is 
generally more vital than buying because the buying 
is done only as a prerequisite to selling, the fact re- 
mains that buying the right goods, in the right 
amounts and at the right time continues to be one of 
the retail stationer’s major responsibilities, especially 
if he would make his investment in merchandise pay 
him the biggest returns. 


Wise Buying a Difficult Task 


It is no cinch to buy the stock for a modern station- 
ery and office supply outlet. I know that if someone 
should give me the capital to open a stationery estab- 
lishment, I would certainly have to employ some ex- 
perienced stationery man to prescribe the necessary 
stock layout for me, if not, in fact, do the actual 
buying. 

The problem is quite different now than in “the good 
old days,” when it signified largely a battle of wits in 
price-haggling. The successful stationer of this day 
maintains purchase-order records that tell him which 
supplies and appliances can be depended upon to give 
him a quick turnover. He has learned that little-known 
brands, even though they promise a large profit- mar- 
gin, may not have brisk sale until after they have been 
initiated into user acceptance by large-scale adver- 
tising. A stationer would be shortsighted to be the 
last man in the trade to place in stock desirable new 
items as they come along, but his buying should be 
influenced somewhat at least by the pedigree of the 
manufacturer as an augury for sustained demand. 
When the manufacturer is well known, the new article 
soon will be known also—that’s the buying cue. 

Known goods keep the stationer’s stock dollars busy, 
and the rotated dollar brings far more profit in the 
course of a year than money that spends most of its 
time tied up in slow-moving stock. 

Without modern business records to give him the 
daily figures on every department of his store, it is 
practically impossible for a stationer to exercise ade- 
quate control over his buying and selling activities. 
With an adequate system of records, he doesn’t have 
to operate on guesses—he knows. He is able to regulate 


(Turn to page 74, please) 
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Want a Real Money-Maker? 


Push Visible Records 


By JAMES CLYDE PORTER 





VERY RETAILER in the office equipment and sup- 

ply field is looking for a real money-maker, one 
that not only pays off with a good profit at the begin- 
ning but that also has resale and repeat possibilities. 
Visible record systems offer just that combination and 
we have no less an authority than Larry J. Schubert, 
store manager for Office Engineers, South Bend, Ind., 
for that statement. When it is recalled that until late 
last year Mr. Schubert was manager of the visible rec- 
ords division of the Globe-Wernicke Co. of Cin- 
cinnati, Ohio, his statement becomes doubly valuable, 
because Mr. Schubert knows visible records from both 
the manufacturer’s and the retailer’s angle. 

The war has done much to bring visible record sys- 
tems to the fore, although they had already made their 
impact felt on the business world years before the 
Second World War got under way. But what happened 
during the past war was that business facts, quickly 
and easily available for instant use, became more and 
more essential. On the one hand, manufacturers and 
businessmen in general had steady need for such de- 
tails. On top of this the Government, continually tak- 
ing a greater and greater interest in business, de- 
manded facts that only a visible record system could 
economically furnish. So during the war visible record 
systems became more and more necessary for business 
in general. 

With the war behind us and with the post-war 
world already unrolling, it should be apparent to every 
businessman that two things are inevitable. One is 
that competition in this post-war world will be such 
that the business firm with the most records and data 
quickly and easily available will be in a preferred 
position when it comes to getting business. In the 
second place there is no indication that the Govern- 
ment intends to withdraw from any amount of its 
interest in the country’s business. This will mean that 
the Government will continue to demand facts, figures 
and more facts from businessmen. These can best be 
made easily available by means of visible record sys- 
tems. So from every angle it would seem that visible 
record systems offer a bonanza to the office equipment 
and supply dealer if he will pay a little heed to meth- 
ods of getting this business. 


There is a rather widespread belief in the trade that 
to sell visible record systems is a difficult job. Some 
even say a salesman must be an accountant to do the 
job properly. Such is so far from the truth that it is 
needless to go into details why such statements are 
false. True, selling visible record systems is a bit more 
of a task than getting an order for a dozen typewriter 
ribbons, but what salesman with the stuff a salesman 
should have is content with taking orders for type- 
writer ribbons by the dozen? 


Visible Offers Bigger Profits 


“Visible record systems are a most profitable line to 
sell,” says Mr. Schubert in discussing this proposition, 
“because in highly competitive times, which are what 
we are heading toward now, many of the lines handled 
by office equipment and supply firms are sold on a 
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competitive basis. In short, price gets the business in 
many of the lines handled. In the case of visible rec- 
ord systems, there are fewer manufacturers and the 
goods they produce is sold on a fair trade basis, which 
means that there are established prices at which the 
lines must be sold at retail. These established and 
maintained prices afford a legitimate profit to the 
retailer and a legitimate commission to the salesman. 
I know of no line that occupies such an enviable posi- 
tion as the visible record system line.” 


The sale of a visible record system to a customer 
naturally means a continued sale of signals, cards and 
other things, but the value of such a sale doesn’t stop 
there. Generally a visible record system will not be 
sold to a customer through the purchasing agent who 
makes other purchases. It will be necessary to see the 
office manager, or perhaps even a department man- 
ager. In many instances the purchasing agent will try 
to keep a supply salesman from seeing the higher-ups, 
but if the salesman is worthy of the name he will 
manage to see such higher-ups, sell them on a visible 
record system and so cultivate a business friend who 
can be most useful in future dealings. Thus the sale 
of a visible record system often leads to a considerable 
volume of big business that otherwise would not be 
obtainable. 

And still more valuable is the added prestige that a 
salesman gathers for himself when he sells a visible 
record system. While it does not take an accountant 
to sell visible record systems, it does take a little 
knowledge of a few things besides writing down an 
order. And the salesman who gets this little extra 
knowledge will soon find that his customers will look 
toward him for advice on what to do in the office, what 
to install and what to buy. This is valuable prestige 
for any salesman and is bound to lead to bigger busi- 
ness and better commissions, as well as bigger profits 
for his firm. 


Requisites of a Visible Record Salesman 


What must a salesman have to “click” in selling 
visible record systems? 

He must be a creative salesman, not just an order- 
taker. By a creative salesman is meant one who Sells 
service and not merchandise. Let’s see what Mr. Schu- 
bert has to say on what a salesman must do to Sell 
visible record systems successfully. 

“To sell visible record systems successfully,” says Mr. 
Schubert, “a salesman should have some knowledge of 
office routine and recordkeeping. In addition to this, 
he should get some knowledge of the particular busi- 
ness where he seeks to Sell a visible record system. 
Above all, he should have some knowledge of the par- 
ticular office where he hopes to make a sale. He should 
know how that office is run so that he can make a 
survey of the office and its records and lay before the 
proper executive a cut-and-dried, down-on-paper lay- 
out for a visible record system that will not only give 
that firm better records, more easily accessible, but 
at a lower cost than by the system in use. He should 
be able to draw up a little floor plan of the office, 








showing exactly where the system should be installed, 
with indications of space savings. Finally he should 
be prepared to show his prospect how a problem has 
been solved and money saved in solving it.” 


A Visible Sales Procedure That Works 


In getting visible record system business, Mr. Schu- 
bert has devised a carefully-worked-out procedure 
that leads right up to the order. Let’s see what he has 
to say about this: 

“In designing a visible record system,” says Mr. 
Schubert, “the one thing that must be foremost in the 
salesman’s mind is that every record system he in- 
stalls must solve a problem for his prospect. It must 
speed up the recordkeeping or give control over the 
operation of the prospect’s business. Efficient control 
systems save time and eliminate non-productive man- 
hours. 

“Many times a form used on other installations can 
be used effectively to solve problems for the prospect. 
The manufacturers of these systems have on file in 
their home offices many thousands of forms which 
have been accumulated over a period of years. Extra 
forms are run from each new form for this purpose. 
They are filed in the manufacturers’ offices by type 
of record, type of business, and also numerically. When 
a salesman is working on a prospect who has par- 
ticular requirements, a letter to the manufacturers of 
these systems asking for sample forms on similar jobs 
will bring much that the salesman can use. When 
doing this the salesman should be sure to give these 
data: 


1—Kind of business. 

2—Kind of record. 

3—Approximate number of records. 
4—Size of card needed. 


“In a number of cases a special form must be drawn 
up to solve the customer’s problem. To do this, the 
salesman should determine several things before ac- 
tually drawing up the sample. They are: 


1—Size of record—height, width and offset. 

2—Number of pages in record. 

3—Type of record—folded, tabbed, perforated, 
auxiliary, pocket-type, and so forth. 


4—Color and weight of stock on which form is 
to be printed. 

5—Information required on each side of the 
record. 


“Indexing and signaling of facts must be taken care 
of in the visible margin. By finding out what facts 
should be pointed out about particular records, the 
salesman can determine the information to be sig- 
naled. For example, in a stock record the maximum 
or minimum quantity could be signaled, on a personnel 
record the skill of an employee, on a credit record the 
condition of credit, and so on. In other words, these 
signaled facts either classify a record or point out 
some definite action is necessary. This part of the 
record is important. 

“Several types of signalling can be used—the offset; 
the temporary, such as removable metal or celluloid 
signals, or the permanent, those marked with colored 
pencil or rubber stamp. 

“The body of the record should consist of a space 
or series of spaces necessary to carry the information 
of the record. This is where the posting will be done. 
The more definite information printed in on the body 
of the record, the less the posting. This will speed up 
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A POST-WAR NEED—Larry J. Schubert, store manager for 

Office Engineers, South Bend, Ind., declares that visible record 

systems, such as used by the office worker in this picture, are 

needed for ready accessibility of facts in the tough post-war 

competition. Secondly, he asserts, these records are needed 
to provide the Government with wanted figures. 


the keeping of the records. Eliminate all writing or 
typing possible. 

“Drafting the record can easily be done if a small 
drawing board, T-square, triangle and scale are used. 
Best results for horizontal and vertical lines are ob- 
tained by the use of a 4H or 6H drawing pencil. The 
salesman should practice lettering so that the print- 
ing is uniform and legible. A 3H pencil is good for 
this purpose. Lettering at a natural writing angle is 
easy, and care should be taken to keep all letters and 
printing uniform. Use all upper case letters for best 
results. If the salesman feels that he cannot draw a 
legible and uniform sample record, a rough sketch sent 
to one of the manufacturers will almost always bring 
a sketch in return. In case this is done, however, the 
manufacturer should be given all necessary informa- 
tion that is to go on the form. 

“When the salesman submits his original form to 
his prospect, he may decide to include some additional 
information or eliminate some already in the form. 
If such is the case, submit a new redrawn sample. Be 
sure it meets with his approval before placing the 
order with the manufacturer. After plates are once 
made, considerable changes sometimes require new 
plates and additional cost.” 


Presenting the Record to the Prospect 


Not only does Mr. Schubert have a procedure for 
putting in form the record that a customer needs but 
he has a well-worked-out procedure for presenting it 
to the prospect, based on actual experience both work- 
ing with the manufacturer and with the retailer. 

“After the sample form is finished,’ continues Mr. 
Schubert, “submit a nicely made-up proposal. The 
first page of the proposal should be a letter on the 
salesman’s letterhead, thanking the prospect for the 
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opportunity of studying his problem and making rec- 
ommendations. Prepare this letter carefully. It will 
be the first thing the prospect will see. 

“A title page should follow the letter. On this title 
page should be shown the data on the problem being 
considered as well as data to further identify the sales- 
man with the proposal. Care should be taken in lay- 
ing out this page so that it reveals a lot of painstak- 
ing work on the part of the salesman. 

“The third page should be the frontispiece. It should 
tell about the manufacturer behind the visible record 
the salesman is recommending. 

“The fourth page should be a section on the method 
of keeping the record considered in the proposal. 
About. a third of the way down on this sheet show the 
“Present Method”—how the records are now being 
kept. Do not refer to actual persons in departments. 
This may bring ill will in case they are called in to 
express their opinions on the proposed plan. A clear 
explanation of existing conditions will save time on 
the part of the prospect if investigations are necessary 
on his part. 


Explanation of the Proposed System 


“The next section should cover the new system being 
proposed. The sample form (or forms) should be in- 
cluded in this section, together with an explanation of 
how it is to be used. Other facts which make up the 
system should be included so that the prospect will 
have a complete picture. Explain the routine from 
sources of the information to the final recording on 
the visible record. Explain carefully the use of the 
information on the visible record, stressing the im- 
portance of how the new record will control business. 

“The next part of the proposal should give an an- 
alysis of the time required to keep the new record. 
This will have to be an estimate based on past experi- 
ences. ‘Point out the advantages of the visible system. 

“The following page should contain an itemized list 
of the necessary forms and equipment and the cost 
of it. Delivery and installation information should be 
included along with the items. Analyze the invest- 
ment and show how it will pay for itself. 

“Next should come the summary. Show a compari- 
son of present and proposed systems. Show also the 
savings the prospect can realize by installing a visible 
record system. 

“Include with the proposal a floor plan so that the 
prospect will know how much space to provide for the 
installation. This is important. Sometimes by obser- 
vance, the salesman can suggest a new Office arrange- 
ment and provide space where it apparently did not 
seem available. 

“Next state the many advantages of the visible rec- 
ord system proposed. Many of these can be shown by 
illustrations from an old catalog. Always keep old 
catalogs on hand for this purpose. 

“With the proposal complete, the salesman asks for 
an appointment so that he can go over the facts it 
contains. After taking time to prepare the proposal, 
the salesman will want to make sure that the prospect 
fully understands all points. This also gives the sales- 
man a chance to make another call. 


Handling the Demonstration 


“There is only one remaining thing to do—stage 
the demonstration. After the prospect has received 
his proposal prepared as indicated, the salesman 
should be ready to demonstrate the product he has 
recommended for the prospect’s use. The manufac- 
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turers have available for demonstration use many 
sales helps. The salesman should practice his demon- 
stration, with the aid of his fellow salesmen, if nec- 
essary, until he is sure of himself and knows that he 
will be able to answer any question that the. prospect 
might ask. I have seen this formula work out count- 
less times and know it will work over and over again.” 

Just what visible record system business can mean 
to the supply retailer is best indicated from actual 
stories from Mr. Schubert’s file covering many years 
of experience in this field. 

There is the case of the aircraft company in Cali- 
fornia that was sold a stock record system. The orig- 
inal order amounted to several cabinets and the nec- 
essary quantity of forms on which the records were to 
be kept. Since that initial order 20 additional cabinets 
have been sold to the company to take care of ex- 
panding needs. And there is a continual demand for 
signals, forms and the like, all of which the original 
salesman got because he did a creative job of selling 
in the beginning. 

Often one job well done leads to another. A new 
manufacturing plant that was opened in the Midwest 
had a retailer’s salesman work up a visible record 
system for keeping track of production. When the 
system was delivered the purchasing agent for this 
firm was so pleased with it that he had the same 
salesman work up a visible record system for keeping 
track of his purchase records. 


Poor Records Can Be Expensive 


Another example of what visible records can do for 
a business was the case of the midwestern manufac- 
turer who ordered $110,000 worth of cutting tools only 
to learn after delivery that the firm had all that they 
needed already in stock. The additional and unneeded 
tools were sold at a loss of $10,000. This firm has since 
installed a visible record system in most of its depart- 
ments. This one experience showed them where it 
hurt most what a visible record system can do. 

From many studies it has been found that with the 
blind or non-visible system only 15 minutes of each 
hour are utilized in reference or posting and the other 
45 minutes are used for filing records. 


Operating Time—Blind or Non-Visible Systems: 





Finding and refiling 45 minutes 15% 
Posting to records 15 minutes 25% 
Total time spent 60 minutes 100% 


Operating Time—Visible Records: 


Finding record time 
4 of 45 minutes 


Posting to records 


114% minutes 183%4% 
15 minutes 25% 


2614 minutes 4334 % 





Total time spent 








Time saved 3334 minutes 56%4% 
60 minutes 100% 
Time required with blind 
system 60 minutes 100% 
Time required with visible 
system 2614 minutes 4334 % 
Time saved with visible 
system 3334 minutes 5614 % 


The saving in dollars and cents is even more in- 
teresting to the businessman and the retailer of 
visible systems. Assuming that the average pay of 


(Turn to page 128, please) 
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Revealing the neat merchandise arrangement and the 
installation of “slimline” fluorescent tubes to provide 
“punch light” which converts the store's first floor into 





INTERIOR OF AMERICAN SPORTING GOODS COMPANY STORE AT ST. LOUIS, MO. 


a vertical show window. Six-lamp, eight-foot eggcrate 
fixtures furred flush in the ceiling and spotlights con- 
centrate light heavily on the merchandise. 


20 Footcandle Minimums Make Lighting 


A Merchandising Tool 


By BERT MERRILL 





FFICE APPLIANCE dealers and stationers can 
find real interest in the world’s first major-scale 
installation of GE “slimline” fluorescent lighting in 
the American Sporting Goods Company store in St. 
Louis, Mo. This new store was completed in December. 
President Harold Siebens of this “Department Store 
for Sportsmen” has relied heavily on “punch lighting” 
to do an advertising and selling job for the many 
small and large items carried in stock. Mr. Siebens 
specified a minimum of 50 foot-candles over every 
merchandise display in the building, two-level opera- 
tion to give various amounts of brightness correspond- 
ing with outside conditions, long, slender fixtures to 
harmonize with store architecture, and, finally, a blaze 
of traffic-stopping light which is nevertheless soft, 
glareless and cool. 

All of these specifications were met in the ultimate 
lighting installation, which is easily adaptable-to office 
supply display and merchandising of all stationery 
store lines. Due to the fact that there have been very 
few previous “slimline” installations, the contractors 
had to design the fixtures on the job as they went 
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along, but were amazingly successful. This type of 
lamp was chosen for its long, slender lines, which fit 
the narrow building, for high output efficiency of 63 
lumens per watt (which meant fewer lamps, easier 
replacement and maintenance), and, finally, for ver- 
Satility. Slimline lamps of this kind may be operated 
at either half or full brilliance as desired, allowing 
the store to match the outside atmosphere without 
wasting current on bright sunny days. 

The first floor, as pictured, is designed to be a huge 
show window with light concentrated on all mer- 
chandise, so that fine details are readily visible from 
the street. Windows, incidentally, are equipped with 
electronic defrosters to guard against fogging up. 

“Punch lighting” begins immediately behind the 
windows. Here five six-lamp, eight-foot eggcrate slim- 
line fixtures, furred flush in the ceiling, are combined 
with 28 spotlight-type 300-watt reflector lamps to pro- 
duce 300 foot-candles in a plane 40 inches above the 
floor. Mounted in a single row, the spotlights eliminate 
all reflection in daylight, and produce a brilliant blaze 
of light at night for catching attention. When sur- 
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rounding buildings are dark, the contrast is startling. 

Twelve more six-lamp, eight-foot units, spaced in 
rows on eight-foot centers, provide 60 to 65 foot-can- 
dles all the way back over display cases and pyramids, 
almost 100 foot-candles near the front, where most 
small items are concentrated. To eliminate “dark 
spots” and dim visibility under the first floor mezza- 
nine, there are 16 slimline and standard fluorescent 
fixtures in the low ceiling, ranging from 24 inches to 
eight feet in length, with two to four lamps. These, 
spaced parallel to the low ceiling beams, provide 40 to 
45 foot-candles at close range over guns, shells and 
firearm accessories. Due to such close application of the 
light, most of these small items are readily recogniz- 
able from the front of the store. Above on the mez- 
zanine, where sport clothes, shoes and team uniforms 
are sold, 12 more slimline fluorescent fixtures—two 
to four lamp styles in various lengths—are spaced in 
four rows on seven-foot centers to likewise maintain 
45 to 50 foot-candles of light. 


Bright Lights in Wall Cases and Niches 


Like most stationery stores, the new building has 
many recessed wall cases and niches. Recognizing the 
fact that these are usually dark and poorly lighted, 
Mr. Siebens has specified at least 60 foot-candles in 
each of these departmentalized displays. This has 
been done in 46 such niches by use of small fluorescent 
fixtures from 24 inches to six feet in length, concealed 
under the canopy. Merchandise in the niches thus re- 
ceives equal attention with that on the floor. 

In addition to the ability of operating at two bright- 
ness levels, the first floor system has an automatic time 
clock built into the circuit. This permits any part or 
all of the first floor lighting to be left on until a pre- 
determined period at night. A master switch at the 
front door allows lights to be turned on or off regard- 
less of the clock setting. Present policy is to leave 
the entire first floor lighted until 
midnight. 
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PLENTY OF LIGHT—Another view of the first floor interior of 

the American Sporting Goods Co. store at St. Louis, Mo., 

where punch lighting focuses attention on merchandise in 
the recessed wall cases the same as that on the floor. 


ing it difficult for the office manager or shopper to 
find what he is looking for. Sporting goods and 
accessories are quite similar to office supplies in dis- 
play merchandising, and can profit from “engineered 
lighting” of this type in the same way. 
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Upper floors through the building 
are similarly lighted, including 25 
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slimline and standard fluorescent 
units on the second floor where 
canoes, boats, tents and other large 
items are shown (office furniture 
could similarly profit) and 24 more 
on the retail-wholesale third floor 
level. In the third and fourth floor 
general and executive office areas 
there are slimline fluorescent fix- 
tures spaced in rows on the ceiling 
to maintain at least 50 foot-candles 
over all, and 65 at desk-top levels. 
Germicidal 15-watt lamps are in- 
stalled in all lavatories. 

Total lighting load of the system 
is 49,521 watts, more than 17,000 
represented by the “punch lighting” 
on the first floor. Because the build- 








HE COULDN’T SIT STILL—It might 
have been destined that Edward Young 
Horder should be a tailor, as was his father, 
his grandfather, and great grandfather be- 
fore him; but this English-born lad, in the 
middle of a family of 16 children, couldn’t 
sit still. Instead, driving ambition carried 
that boy from the role of a carpenter’s ap- 
prentice at a shilling a week to the estab- 
lishment of that Chicago commercial sta- 
tionery institution, Horder’s, Inc. Even 
today, approaching the age of 85, E. Y. 
Horder is not content to sit still and bask 
in the memories of a full and self-made 
life. In 1943, he relinquished the reigns of 


ing is completely air conditioned the corporation’s presidency to his son, Harry, and became chairman 
and has a Precipitron electronic of the executive committee, but he is still active in the counseling 
dust-catcher filtering the air, act- ofan organization which had its inception in a small store on Wash- 
ual foot-candle output per running jngton St., which he opened in 1901 for the sale of papers, pencils 
foot of slimline lamp is much higher and erasers. This is the E. Y. Horder who was forced to leave school 


than quoted here. 


and labor long hours when but 11 years of age, but whose soul burned 


Such “punch lighting” and mini- with the love of reading and to whom education was a self-growing 
mum 50 foot-candle visibilitycan do process. This is the E. Y. Horder who crossed the ocean to the land 
a great deal for the average large of opportunity when 22 and who in 1884 at Chicago opened a little 
Stationery store. These invariably pews and periodical stand. And this is the man who built an out- 
are full of dark, gloomy spots, mak- standing, business with an original capital investment of $150. 
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Adding Machine Service Training 





T THE REQUEST of the Office of the Quarter- 
master General, a service training program was 
developed during the war by Victor Adding Machine 
Company for the training of GI’s assigned to the 
maintenance of adding machines. Because the train- 
ing has necessarily to be of a very brief speed-up 
type, every effort was made to condense the material 
and to eliminate everything not absolutely necessary. 
In planning the course it was felt that the conven- 
tional service manual commonly used for mechanical 
products was inadequate. It has been traditional that 
explanations be those of how units operate when 
in perfect condition. It is generally expained that 
the “thing-a-ma-jig” pushes the “do-jigger,’ which 
causes the “what-you-may-call-it” to operate the 
“whosis.” It remains for the user of the manual to 
determine just which “whosis” or “thing-a-ma-jig”’ is 
out of order when the product fails to function prop- 
erly. 

The approach is normally from the standpoint of a 
machine working properly, leaving it to the mechanic 
to determine just where the trouble lies. Often the 
diagnosis involves far more time in unnecessary tear- 
ing down and reassembling than do the actual repairs. 

The new program developed by Victor reverses that 
process. It begins with a “wrong” condition and tells 
how to correct it. Everything is planned to work from 
the trouble direct to its correction, with all unneces- 
sary intervening steps eliminated. 

A story commonly used by office machine repairmen 
runs to the effect that the lock on a vault door ina 
new bank had been jammed. The bank called a lock- 
smith whose office happened to be across the street, 
and within five minutes the locksmith had the door 
open. The next morning a bill for $100 was received 
by the banker, who promptly objected that the amount 
was excessive. He heatedly told the locksmith that he 
had been there for only five minutes, and certainly no 
man’s time was worth $1200.00 an hour. He told the 
locksmith to go on back and make out a new bill. 

The next morning the bank received a bill which 
read: 





Five minutes’ time opening vault door...$ 1.00 
For knowing how 99.00 
Total ...... $100.00 


Knowing How Is What Counts 


It has been true that on most repair jobs a very 
substantial amount of time has often been lost because 
of lack of “know-how.” The ability to diagnose im- 
mediately the source of trouble is invaluable to any 
man who repairs machines. 

With this condition fixed firmly in mind, the new 
Victor service manual and training program was 
evolved. The manual takes a wrong condition, e.g. 
mis-addition, motor trouble, printing difficulties, and 
so forth, and goes directly to the cause and its ad- 
justment. 

It has been quite adequately established by actual 
experience that after ten minutes’ explanation of the 
new manual, an average man who knows nothing 
about adding machines can adjust more than 50 per 
cent of the common troubles within a matter of rela- 
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By PAUL J. SCHUTT 


Formerly Director of 

Advertising and Sales Promotion, 
Victor Adding Machine Company, 
Chicago, Il. 


tively few minutes. To demonstrate, let us assume 
that you, the reader, are called upon to fix an adding 
machine. Chances are that you have had no previous 
experience on adding machines, and that they are 
completely unknown to you. 

Let’s assume that the complaint is “The machine 
is locked up.’ Observation indicates the handle is 
stuck in a position just about vertical. 

Your first step is obviously to check the manual’s 
table of contents. There you find reference to “Bul- 
letin 2—Timing Chart.” On looking at the chart (see 
Figure No. 1) it is readily seen that the handle is 
pointing just about straight up in Toggle Position 6. 

From the next page in the bulletin your reference 
to Toggle Position 6 tells you that the cause of your 
lockup is explained in Bulletin 17, Items 7 and 8. 

Bulletin 17 covers “Lockup in Keyboard Section.” 
Under the heading of “Causes” Item 7, appears, “Front 
main shaft cranks sprung on staking, or with loose or 
sheared pin.” Approximately 96 per cent of the time 
the trouble will be due to this cause, or that covered 
in Item 8. 


The Bulletin Covers Situation 


Assuming Item 7 to cover the cause, your diagnosis 
is now complete. But because the terms mean little 
to you, you are still pretty much in the dark. Looking 
further, under the heading “Adjustments,” Item 7, you 
read, “Front main shaft cranks No. 1-1331 (No. 
1-1331-1* on electric machine) sprung on staking, or 
with loose or sheared pin. Drive out loose or sheared 
pin from hub of crank and replace with new pin 
N. 99-1. See Bulletin 6, Item 23, Figure 2.” (Page 33). 
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FIGURE NO. 1—This illustration from Bulletin 2, timing 
chart of Victor Adding Machine Co. service manual, helps to 
correct the trouble when an adding machine is “locked up.” 
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FIGURE NO. 2—This illustration from Bulletin 6, item 23, of 
the Victor Adding Machine Co. service manual identifies 
the parts to aid trouble shooting. 


It will be noted that the photograph accompanying 
the explanation shows the part numbers clearly for 
the user’s ease in identifying the parts. 

The reference to Bulletin 6 guides you to complete 
information on how to disassemble the machine to a 
point where the suggested adjustments may be made. 


In putting the machine back together you would 
merely read up from Item 23, Bulletin 6, through 
Items 22, 21, and so forth, reassembling the machine 
by reversing the steps used for disassembly. 

To give another illustration of the manual’s use, 
suppose that on an electric machine the motor does 
not run. Bulletin No. 13, under Causes, lists (a) No 
current at outlet, (b) Cord plug defective, (c) Exten- 
sion cord defective, (d) Governor rings dirty, (e) Gov- 
ernor brushes dirty, worn or sticking in brush holders, 
(f) Governor contact springs or points defective, (g) 
Commutator dirty, (h) Commutator brushes dirty, 
worn or sticking in brush holders, (i) Armature burned 
out or shorted out, (j) Fields burned out or shorted 
out and (k) Motor contact springs cracked or broken; 
points dirty or burned. 


Here’s Correct Procedure 


If your examination indicated that the first three 
suggested causes were not responsible, you would 
check “Cause D—Governor rings dirty.” The adjust- 
ment reads: “Remove Governor Part No. 3240. See 
Bulletin 4, Item 12.” There, accompanied by a clear 
picture, you are told to “Remove the governor by 
taking out two set screws and pull the governor disc 
from the shaft, being careful not to lose or damage 
the governor brushes and attached springs, which fall 
out of brush holders when governor is removed from 
armature shaft.” The bulletin goes further to explain 
that dirt and carbon are removed by using a pencil 
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eraser. A caution is added that ink erasers, sandpaper, 
emery cloth or other abrasives should not be used. 
Reassembly is again accomplished by following the 
steps outlined in the bulletin, reversing the steps taken 
in disassembly. 

Similar explanations are given for. other adjust- 
ments. In the table of contents the following subjects 
are listed: 


Bulletin No. 

1. Preface 
Table of Contents 
List of Illustrations 

2. The Victor 5-Line Machine; How It Works 
Machine Operation Timing Chart 

3. ‘Disassembly of Handle Drive Section 

4. Disassembly of Motor Drive Section 

5. Disassembly of Accumulator Section 

6. Disassembly of Keyboard Section 

7. Disassembly of Printer Section 

8. Disassembly of Carriage and Case 

9. Wrong Addition Due to Control Mechanism 

10. Wrong Addition Due to Accumulator Section 

11. Wrong Addition Due to Keyboard Section 

12. Wrong Addition Due to Printer Section 

13. Motor Troubles 

14. Lockup in Handle Drive Section 

15. Lockup in Control Mechanism 

16. Lockup in Accumulator Section 

17. Lockup in Keyboard Section 

18. Lockup in Printer Section 

19. Poor Printing: Wrong Figures 

20. Poor Printing: Light Print 

21. Poor Printing: No Print 

22. Ribbon Feeding Improperly 

23. Paper Feeding Improperly 

24. Inspection 

25. Check Points 

26. Lubrication 


In each case the explanation is of a step-by-step 
procedure, accompanied by adequate pictures, and 
listing cautions to be observed. 


Bulletin Covers Most Troubles 


Very careful analysis of over 6,000 service tickets 
made before writing the manual indicated that 96.4 
per cent of the service troubles could be covered by 
the material contained in 26 bulletins. The remain- 
ing 3.6 per cent were items which occurred only once 
or twice in 6,000 times. These items are not covered 
in the manual, because the likelihood of their occur- 
ring is so remote as to preclude the necessity. To 
cover all of them would involve a manual of perhaps 
ten times the size of the one now in use. It would 
be further complicated by the fact that, being so 
voluminous, its use would be rendered more difficult. 


The large numbers of men who have been trained 
through the use of this new method and manual 
have adequately established its success. In former 
years, training on machines of this type required any- 
where from six months to a year. While it is true that 
a man whose entire life is to be devoted to this type 
of work will still want to spend more time in training 
on that specific machine than one whose adding ma- 
chine repairs are a less infrequent occurrence, it is 
also true that the number of full-time adding machine 
repair men is relatively limited. Most men spend part 
of their time on typewriters or other office machines 
and cannot afford the long training necessary under 
the old methods. 
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Let’s Sell Our Business to Future 


Office Supply Dealers! 


By ERNEST W. FAIR 





AR’S END HAS BROUGHT many glad tidings to 

the nation’s office equipment and supply dealers. 
Among these is the diminishing problem of the short- 
age of help. 

The end of the war industries and the return to 
civilian life of the millions of men from the armed 
services has brought job-seekers galore to the em- 
ployment market, and it is today only a trickle com- 
pared to the flood that will be flowing in months to 
come. 

But conditions are far from the position where one 
must grab at any job one can find. The result is that 
the office equipment business is already suffering in 
comparison with other fields paying higher wages. 
This means that the available labor supply for the 
office equipment field is not going to be nearly as 
plentiful as it could be for many months to come. 

While many an industry has gone all-out to sell em- 
ployable workers on the advantages of working in that 
industry, the office equipment business has not. 

“T never realized how badly we have slipped up on 
that,” a veteran dealer told the writer the other day. 
“Oh, sure, I can get plenty of help. But it’s the wrong 
kind of help. The kind of people I want don’t seem to 
be interested in the office equipment field. Yet, it’s 
one of the finest businesses a young fellow could get 
into ... trouble is that no one has told them about 
it. Most of us seem to be so afraid we’ll start up com- 
petition by telling what a good business it is. I for 
one think that is all wrong!” 

Many others declare to the same opinion. They 
point out that the office supply business has much to 
sell itself upon as a desirable field, not only in which 
to work but wherein to strive toward future self- 
independence. But telling each other the story won’t 
get the job done. 

This writer has, during the last 60 days, interviewed 
more than a score of office equipment dealers through- 
out the East and Southwest. A great many dealers 
had not given the matter much thought, but acquired 
“lighted” countenances when it was discussed. On the 
other hand, a great many have. They have not only 
discussed how the problem should be tackled but have 
listed the outstanding advantages the office equipment 
field has to offer. 


How to Sell the Job Prospect 


First, the “how”... and here are the suggestions 
these men have made, ideas they are going to put into 
practice themselves during the next few months. 

(1) Local or regional associations can advertise di- 
rectly to the returning veteran, ex-war worker and 
school graduate, seeking to secure the highest possible 
caliber of intelligent individual by forcefully pointing 
out the many ways in which the office equipment field 
holds a future for them. 

(2) The individual dealer can do this on his own. 

(3) The individual dealer can do it by going out of 
his way to contact the men he knows, by bringing 
home these factors in personal interviews. 

(4) Letters can be sent to discharged service men 
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to reach them immediately after they have registered 
with their selective service boards. Either the local 
boards or the WMC offices will in all cases be glad to 
co-operate. 

One of these four avenues of approach offers every 
reader of these pages a method of telling his story. 

What is the story? Here, in the paragraphs to fol- 
low, is a condensed list of the “reasons why” selling 
office equipment offers a man as great an opportunity 
as he can find elsewhere. The list has been compiled 
from the suggestions offered by the dealers inter- 
viewed. 


Not a Highly Specialized Field 


You do not have to possess a college education to 
“make good” in the business. True, the more educa- 
tion one has the easier it will be to go into business 
for oneself and make good when the plunge has been 
made. But the fact remains that the office supply 
business can be learned “on-the-job” .. . it does not 
require expensive training or long study. 

There are many retail institutions in every com- 
munity that it could do without if it had to; the office 
supply business is not one of these. Figures show the 
mortality rate among soundly-established office supply 
stores was lower during the last depression than in 
most other lines. 


Heavy Capitalization Unnecessary 


This is a factor of the utmost importance in obtain- 
ing the more desirable type of employee. The great 
majority of these young men go to work with the idea 
of some day owning a business of the type they are 
working in. Unfortunately, the percentage of those 
who carry the idea through to actual ownership is very 
low. But that does not alter the fact that they are 
hard-working, intelligent employees of great value to 
any office supply firm, even if they do succeed and 
leave us to launch a venture of their own. Experienced 
office supply dealers have told us that even if they 
knew such an individual planned to start a store 
across the street from them, their desirability as an 
efficient and intelligent employee would readily offset 
that risk. 


The Office Supply Business is a Friendly Business 


Believe it or not, most of us will admit down deep 
in our hearts that one of the reasons why we like the 
office supply business is that it is “a friendly business.” 
If we enjoy the company of our fellow humans, if we 
enjoy their respect and like to do business in an un- 
hurried atmosphere devoid of high-pressure, then no 
other business offers any man a more desirable means 
of making a livelihood. 

In every community in the land there are men in 
the office supply business who are leaders in that com- 
munity, and today the industry can point with pride 
to the number who have made enviable records as 
leaders in civic, charitable, community and political 
affairs. In those communities where such men have 
made outstanding records, the examples of their 
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achievement could well highlight such a campaign as 
ours. Nearly all of us secretly dream of being respected 
and honored in our future years. Here we have a most 
forceful point upon which to sell the future office sup- 
ply man on the advantages of entering our field for 
his career. 

A great part of the group we seek to reach is not 
charitable to the idea of working under dangerous and 
unsanitary conditions. Tell the story of fewer acci- 
dents and less sickness .. . of pleasant surroundings 

. of a decent atmosphere... it is well worth the 
telling. 


It’s a Vocation That Pays Better 


Yes, it does; and with a few figures and a little fact- 
citing you can prove it. Take comparable wage scales 
paid in your own town with higher paying jobs... 
compare costs of getting to work at a distant plant, 
of high-priced meals, of union dues, of special work 
clothing, of cleaning bills, of doctor or hospital or 
medical bills, and similar factors. Sell them on the 
idea that “it’s not the amount you get in your pay 
check, but how much you have left over when all of 
the bills are paid that counts.” Check up on the num- 
ber of people working for office supply firms in your 
community, who have worked at those positions for a 
number of years and who own their own homes. The 
results will surprise many a reader of these pages. 

Come what may there will always be office supply 
stores and people working in them. That cannot be 
said for many lines of business which today offer 
seemingly better opportunities for its employees. To- 
morrow may leave them stranded “out in the cold.” 

In many lines of business the employee must work 


at top speed every moment he is on the job. Few 
office supply stores operate at such a pace; their 
“rushes” come at scattered hours during the day with 
the net result that a greater part of the work is done 
in a leisurely manner which does not eventually make 
a physical wreck of the employee. Sell future office 
supply men on the idea that this field is not a lazy 
man’s business, but that on the other hand more 
employees of office supply stores grow old gracefully 
and comfortably than in most other lines of business. 


Getting a Business Education on the Job 


For the ambitious young man this is a powerful 
selling point. In the office supply business he can learn 
more about every phase of business operation than he 
can in most other lines of business where his training 
will be only sparse and upon one particular subject. 
In the modern office supply store he can learn Selling, 
display work, bookkeeping, merchandising, advertising, 
general business operation and general business pro- 
cedure, all at one and the same time. How many other 
lines of business can offer these advantages? 


There are several outstanding reasons why today’s 
ambitious young man should give most thoughtful at- 
tention to a future in the office supply business— 
selling pointers we have to put to work in securing for 
ourselves the better type of employees who will not 
only make more dollars for us as employees, at the 
same time adding to the prestige of our trade by being 
a part of it. But they have to be told the story! 

It is a simple, straightforward job of driving home to 
the men we want in our business the reasons why they 
should look first to the office supply business for their 
futures! 


“Open Accounts” Should Have 


Solid Foundations 


By NICHOLAS VESTAL 





PEN ACCOUNT transactions represent, normally, 

a large percentage of the total volume of Amer- 
ican business, and most stationers and equipment 
dealers have a certain number of constant accounts of 
this type. 

While it is probably a fact that, owing to the greater 
number of the average office appliance and equipment 
dealer’s accounts being with firms and business houses, 
bad-debt losses are infrequent, such losses do dilute the 
anticipated profits of some stationery outlets. This 
condition is caused chiefly by carelessness in the ac- 
ceptance of credit business, failure to keep informed 
on changes in the financial status of large buyers, or 
an inefficient system in the handling of such accounts. 

Speaking on the general subject “Credits” before a 
convention of his trade association, J. Edward Stiltz, 
chairman of the association’s committee on corre- 
spondence and collections, said: “No sale has been 
completed—no profit is a reality—until the account 
has been collected. It is necessary for the seller to 
look ahead and to determine, in so far as it is humanly 
practicable to do so, whether the customer who asks 
for considerable credit indulgence will be able to meet 
the payment at maturity. If he doesn’t meet the in- 
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debtedness at maturity, then the transaction isn’t a 
sale; it’s a mistake.” 

It is plain, therefore, that one of the stationer’s 
most important duties to himself is to sift his credit 
risks carefully, grading each risk on its merits. Yet 
this might conceivably mean allowing a measure of 
credit to some customer who, at face-value appraisal, 
really does not seem to be so good. 

Any man experienced in retail merchandising knows 
this better than anyone else, perhaps. Some “slow- 
pay” customers manage to keep their credit records 
fairly clean in certain stores, yet don’t stem to give a 
rap how they stand in others. The stationer must 
learn to discriminate in this particular as well as in 
other aspects of the problem of eligibility for unse- 
cured credit accommodation. If his store is the one 
to which payment will surely be made, all well and 
good. If some other merchant is favored with the 
prompt checks and he has to do the waiting—not so 
well and good. 


Constant Vigilance Essential 


Before the war boom, the flood tide of credit was 
running high, and it will probably recur to a certain | 
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extent now. The ‘stationer should, therefore, have a 
sound policy in handling such business, for it is one 
of his most important managerial responsibilities. 


It is unfortunate that every sale can’t be made on 
a cash basis, but such a Utopian condition is hard to 
bring about; indeed, in most places, it would be im- 
possible. Constant vigilance is necessary, and it is 
necessary to cultivate such an attitude toward cus- 
tomers that they will hesitate to solicit the privilege 
of credit accommodation unless they are prepared to 
offer the stationer some convincing evidence, not only 
of ability to pay, but of reputation for always paying 
in accordance with the terms agreed upon. 


A banker’s attitude wouldn’t be the proper procedure 
in every case, of course, but on the other hand I have 
known stationers who were so “easy” that they actu- 
ally invited bad-debt hazards. 


The word gets around that such fellows are ex- 
tremely diffident when it comes to using the two- 
letter word of negation, “No,” and very often such 
“generous” souls in the trade find themselves doing a 
top-heavy credit business, the anticipated profits from 
about 50 per cent of which are constantly “frozen.” 


Don’t Be Too Generous 


“Generous Credit” is destructive business. The sta- 
tioner who lets the bars down too low and then finds 
that he has been “stung” has no one to blame but 
himself, for certainly mercantile experience all through 
the years has been replete with warnings. 


Out in an Oregon city a few years ago, five retail 
credit customers filed bankruptcy proceedings with 
total liabilities of nearly $14,000 and not a dollar of 
assets. Who extended credit to these men, and why? 
The answer is, “retailers who decided they would ‘take 
a chance’,” probably for no other reason than that 
they knew the customers were in the comparatively 
poor-but-honest category—plain philanthropy, in 
other words—not business. 


One of these credit accounts was with a sawmill 
laborer who had incurred liabilities that would have 
taken his entire earnings for four years to liquidate— 
a total of $4,867 in charge accounts! 

Another charge account with which some luckless 
retailers took a chance had credit and time-payment 
debts amounting to nearly $1,500, though the cus- 
tomer’s yearly salary did not exceed $1,200. 

An automobile salesman found himself in debt to 
the tune of nearly $3,000, a sum approximately equal 
to his salary for 15 months. When he contracted the 
indebtedness, he made representations about “regular 
commissions, additional to salary.” 


Let Competitor Have “Bad Risks” 


I know that many retailers feel that they will be 
feeding customers to some competitor if they are too 
strict on credits, but if, upon thorough investigaion 
from every available source, the prospective customer 
looks “shaky,” the only sensible policy is to let the 
other fellow have him as a contribution to his profit- 
less “volume at any cost.” 

When credit is granted, even to an individual or firm 
of certified eligibility, there should be a definite and 
emphatic understanding that the account is to be 
paid promptly and in full when it becomes due. There 
should be also a set policy with regard to monthly 
statements. They should be mailed promptly, and 
there should be a follow-up system to engage the at- 
tention of any delinquents who are not living up to the 
terms of their credit agreement. It has been learned 
that letters are not nearly so effective in some lines 
of retail business as courteous, but plain, talk over the 
telephone. Anyway, there should be a system, and 
every competent merchant who expects money in ex- 
change for goods supplied on open account has a 
system and adheres to it. 
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There is an important angle to this matter of credit 
that concerns even those good customers who never 
have solicited credit accommodation. It certainly is 
an unfair trade practice to charge a cash customer 
$100 for a bill of goods, and then charge a slow-ac- 
count customer the same price, while letting him take 
30 to 90 days to pay the bill. 

Considering only the interest factor, the stationer 
who does this is really giving the slow account the 
better deal. He is giving the slow-paying buyer the 
same merchandise plus $1.50 or more of money-lending 
service when the customer pays three months after 
due date; $3.00 or more of free loan service at six 
months; and $6.00 or more of free banking service in 
those insufferable cases when it takes a merchant a 
year to recover his money. 

Nor is it fair to prompt-paying credit customers to 
allow slow accounts to indulge two months extra time 
to pay, yet charge the same prices to prompt as well 
as to indifferent payers. 


Slow Collection Unfair to Cash Buyer 


In reality, a merchant is unfair to an open-account 
customer when he permits him to take his own sweet 
time and become in arrears. He is unfair to any cus- 
tomer when he allows that customer to keep on charg- 
ing purchases after he has failed to pay his account 
at the end of the current credit period, usually 30 days. 

Such a lax system encourages the slow payer to be- 
come a chronic delinquent as well as to overbuy. It 
causes him to buy more goods than he can pay for. 
Such a happy-go-lucky customer is thus lead into a 
financial jam,.eventually becoming involved so deeply 
that he is forced into bankruptcy, causing loss to all 
his creditors. 


The failure of an open-account buyer to pay one 
merchant may very well be a sign of increasing de- 
linquency with other merchants—a valuable danger 
signal when it can be seen in time. Such a customer 
may soon become so involved in debt that no bank or 
loan agency would undertake to refinance his business. 

It is really performing a constructive service for 
the poor-pay buyer when the stationer refuses em- 
phatically to permit the pyramiding of the account 
by continuance of credit when such a customer has 
already defaulted in payment of his account for the 
regular credit period. There should be a definite dollar 
limit for credit on every open account, except those of 
top-notch financial rating. 


Strict regulation of credits helps everyone. It en- 
ables the stationer to protect his own credit reputa- 
tion as well as his legitimate profit. It means more 
fairness to cash customers, as well as to the stationer’s 
Grade-A, prompt-paying, open-account customers. In 
addition, it also means contributing something to the 
soundness of the retail trade-structure of the com- 
munity as a whole—indeed, it helps the best economic 
interests of the entire country. 

Any oculist will tell you that red is hard on the eyes. 
Try to keep it out of the pages of your accounting 
books. 





ENJOY YOUR WORK 


Learn to enjoy your work, for it looks like 
many of us will have to keep working for a 
long time. You'll never enjoy true happi- 
ness without enjoying your job, which is a 
vital part of your life. 
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Now a Dealer Can Have Top-Notch 


Employees 


(First of a series of three articles ) 





PROVIDING CONTINUOUS EFFICIENCY 


O OBTAIN maximum production and minimum 

operating costs, office appliance dealers must not 
only raise employee efficiency to a high level, but must 
maintain it there. Techniques for doing this are many 
and varied. Chief means of maintaining efficiency, 
however, include provision in a personnel program for 
adequate evaluation of employees, continuation train- 
ing, work incentives, and various other items. 

Following are suggestions for keeping employees at a 
maximum efficiency level at all times: 

1. Create a system of employee evaluation which 
will enable you to determine whether each individual 
is doing the high-standard work expected of him. 
This system, viewed in the final analysis, must be 
based on the quantity and quality of work turned out 
by the individual. Thus, the means of evaluation 
should vary with the individual and the specific job. 

2. Just because your personnel has been trained to 
a high degree in their work, don’t think for a minute 
you can stop and let things ride. Training in business 
today must be a continuous thing. Thus, continuation 
training must be practiced if maximum efficiency is to 
be maintained. Employees tend to forget what they 
have learned. New developments are constantly occur- 
ring which should be incorporated in the employee’s 
fund of knowledge. Changes occur which must be 
brought to the employee’s notice. In any continuation 
training program, use the method which best does the 
job you are trying to do. When providing continua- 
tion training, keep in mind the individual you are in- 
structing, the job he is performing, and the informa- 
tion you are attempting to put across to him. 


Pay Should Be Based on Results 


3. An excellent means of maintaining high effi- 
ciency is to provide high incentive for that high effi- 
ciency. In short, the way to make a man efficient is 
to pay him for it. Obviously, it is cheap economy to 
pay a man half again as much as the average em- 
ployee if he accomplishes two or three times the work 
of the average. Yet many employers, expecting maxi- 
mum efficiency, pay all individuals—good, bad, and 
indifferent—the same wage for the same job. 

Your incentive system may well be based on the 
employee evaluation program discussed above. In 
other words, employees will be paid for the amount 
of work they do—all factors considered—rather than 
for the type of job done. Periodic revisions of incen- 
tive payment scales must be made in order to allow 
for changes in efficiency, improvements, and so forth. 
Moreover, employees must thoroughly’ understand 
upon what bases they are rated. For only in this way 
can they strive for greater efficiency and improved 
work methods. 

4. Keep morale at high tide by letting employees 
know you appreciate and are aware of their high 
quality efforts. In short, get yourself a reputation as 
being an office appliance dealer who is looking for 
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By LESLIE LINCOLN 


top-notch workers and who is willing to pay for them 
when he finds them. In this way, the first-class mem- 
bers of the labor market will beat a path to your door. 
Quality of selection will be increased, and competition 
for jobs in your establishment will remain hot. Thus 
you will be able to choose the cream of the crop to 
work for you, and those you do employ will like you 
So well they will do their utmost to stay. 


Labor Turnover Expensive 


5. Avoid labor turnover where possible. Discharging 
an employee and hiring a new one brings increased 
costs through comparative inefficiency, and cost of 
selection and training. Moreover, in skilled and semi- 
skilled jobs, old workers know a thousand and one 
things about the business which a new employee can 
gain only through experience. Thus, once again we 
have loss of efficiency through labor turnover. 

Try as you will to prevent it, you will have some 
labor turnover. In this connection, of course, always 
select and train with the idea of maintaining high 
standards of efficiency at all times. Yet, in spite of 
all care used in personnel placement, individuals who 
for one reason or another are not first-class will creep 
into the organization. (By scientific selection and 
placement all we can do is to keep their number at a 
minimum.) Here the answer is either transfer or 
discharge. In either case, act and act quickly. Do not 
waste time and money with a square peg in a round 
hole. If you think the misfit might be used profitably 
in another position, try him out, giving what training 
is necessary. But if a worker turns out obviously unfit, 
then discharge him at once and hire a suitable sub- 
stitute. Don’t—if you would have top-notch workers— 
be afraid to part with an inefficient worker merely be- 
cause you have spent time and money on his selection 
and training. Inefficient workers are constant leaks in 
your profit barrel. Get rid of them! 

6. Do not permit yourself the luxury of “assuming” 
you have the most efficient organization, or the best 
selection and training program, of any office appliance 
dealer in your area. Make sure of yourself by scouting 
around a little. By personal observation do what your 
can towards comparing employee efficiency in your 
organization with that in various competing organiza- 
tions. If your employees compare favorably, keep on 
as you are, striving constantly to improve. But if they 
do not compare favorably—and be honest with your- 
self — then analyze the situation, attempt to learn 
where the competition has bested you, and make re- 
visions in your own setup to suit. 

7. Finally, never forget that efficiency begins at the 
top. If you would have efficient employees, set an ex- 
ample for them yourself. Keep your own morale high 
—and don’t be old man gloom. Your attitude will be 
reflected in those who work for you. 
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Color and Design in Office Furniture 





ROM THE BEGINNING 

of man’s. association 
with his fellow men, his 
personal equipment has 
been as much a part of his 
personality as his physical 
being. Kings of old lived in 
splendor so as to impress 
their subjects with their 
greatness and power. Today 
it is much the same, except 
that education, culture, 
business training and ex- 
perience have set up a new 
that are predicated on the 
standard of values—values 
that are predicated on the 
trend of the times. 

Offices, for example, reflect what we feel and what 
we hope our business contacts feel, which is the high 
quality and tastefully designed arrangement that we 
offer and sell to our customers. No other item in an 
office reflects our real personality more than the equip- 
ment it contains. 

We are judged largely by our appearance and are 
thus classified as successful or unsuccessful by those 
with whom we come in contact. We are proud of our 
surroundings, and the lack of justifiable pride creates 
a complex that retards our ambition and kills initia- 


tive. 





MR. ROCKWELL 


Color’s Place in the Office 


For many years, leading manufacturers have recog- 
nized the necessity for doing something about the color 
used on office furniture to obtain better results. The 
main thought behind the change in color and design 
was comfort, the lessening of eyestrain, the elimination 
of reflection and glare. 

Science, research and modern machinery have 
brought into the economic and social world of today 
new colors which contribute to better living, both at 
work and at play. For years, color was the exclusive 
possession of the artist, but now science and industry 
have adopted it for social and economic use. 

Through the adoption of color in furnishing the 
modern office, man’s workroom has been taken out of 
the commonplace and put on a plane with the environ- 
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ment of his home. And what could be more logical— 
for it is a fact that many businessmen spend at least 
50 per cent of their waking hours at their desks? Is it 
not reasonable to assume, then, that the greatest pro- 
ductive effort and creative thought will result from 
working in bright, attractive and stimulating atmos- 
phere? An office will be more pleasant and the occu- 
pants more efficient if desks, files, chairs, rugs and 
drapes are in perfect color harmony. 

To appreciate fully the evolution of the modern 
office from a drab, dreary workroom to the pleasant 
colorful office of today, it is necessary to go back 30 
years to the time when wood was used almost exclu- 
sively for office equipment. This wood was usually fin- 
ished in dark golden oak, rich in appearance, durable, 
and of a color dark enough to cover the inherent de- 
fects in the wood itself. At this time, architects, office 
methods men and certain manufacturers began to 
realize that dark absorbed considerable light, result- 
ing in dark offices and a high ratio of inefficient work. 
The experience gained by the layout and installation of 
several sizeable offices in a new light finish oak proved 
conclusively that in the lighter offices the employees 
did better work. Light absorption, they discovered, is 
directly correlated to efficiency. Then, too, there was 
a decided improvement in the appearance of the office. 
This discovery forced the entire wood desk, chair and 
filing cabinet business to change immediately to this 
light oak finish. 
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Color in the modern office is the result of and con- 
tingent upon the use of steel equipment. At first, steel 
manufacturers frankly tried to imitate the graining 
of wood. Equipment became available in all the stand- 
ard wood finishes of oak, walnut, birch and mahog- 
any. This simulation of grained finishes did little to 
advance the cause of steel. It was only when the man- 
ufacturer discovered that steel lent itself to the appli- 
cation of a flat finish that real success was met. Pos- 
sibly because it was an easy color to hold, as well as 
being a good covering agent for spot welds and de- 
fects, olive green became the standard flat finish. For 
years, olive green files, desks, chairs, and tables trans- 
formed offices throughout the country into more work- 
able places. Then came colors lighter than olive green. 

During the last few years, steel office furniture man- 
ufacturers have done much experimenting with flat 
finishes and color. Almost all colors have been used. 
Shortly before Pearl Harbor, a three-story office build- 
ing was completely furnished with steel equipment in 
dark blue. Events proved, however, that the lighter 
colors are not only more popular but absorb one-third 
less light than olive green. Try to imagine what a 
modern office of today would look like if it were 
equipped with dark golden oak furniture. This step 
into the past would undoubtedly evoke a chorus of 
protests from the employees. Conversely, try to imag- 
ine a sizeable work office in olive green being re- 
equipped in the new neutral gray. 


Trend is Toward Neutral Gray 


Neutra-tone gray finish, which no doubt you have 
all seen, was not discovered by accident but is the re- 
sult of three years of study by our research engineers. 
Laboratory analysis showed that gray was an excellent 
color to reduce light absorption, but in the lighter 
tones appeared cold and uninviting, and increased the 
amount of glare. Further exhaustive experiments were 
made, resulting in the discovery of a gray tone 
that has reduced light absorption 30 per cent, is easy 
on the eyes and less distorting to the sense of sight. 

One of the nation’s foremost color authorities states 
that the neutra-tone gray finish is, in his estimation, 
a truly warm, harmonizing gray, and adds his en- 
dorsement to that of a leading illumination expert 
who pronounced neutra-tone gray to be a scientifi- 
cally correct finish, having a minimum of glare and 
light absorption. 


Getting Exact Shade Is Difficult 


I have gone into this detail to point out the diffi- 
culties of getting a proper shade or tone. Gray is not 
a primary color but a combination of white and some 
other color. There are warm grays, cold grays, steel 
grays, dull grays, bright grays and an endless variety 
of the shades of gray. The proper shade is a warm, 
harmonious color which will be neutral and blend 
with contrasting colors of office decoration. 


The trend is definitely towards a neutral shade. 
Dark, sombre shades in offices are a thing of the past. 
The public has become color-conscious and is accepting 
the lighter tones in offices. 


To say that color is being accepted by the consumer 
is putting it mildly. The neutra-tone gray finish is 
being enthusiastically accepted and I am going to read 
a letter received from one of our dealers in 1941 which 
is typical of many letters we have received. This dealer 
moved into a new store and here's the story: 

“As you are aware, we finished all of our store 
equipment in gray for the new location, and this, 
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together with the finishing of one entire floor in 
gray for one of our good customers who has in use 
about 200 files with card record desks, is using a 
tremendous quantity of lacquer. 

“We have not sold an olive green, walnut or ma- 
hogany job since the new gray was introduced and 
we find that every job calls for several files, coun- 
ters and other items, such as safes, card files and 
steel equipment to be refinished in tfe room where 
they use your new line of desks.” 

This particular dealer, incidentally, ordered over 75 
gallons of gray lacquer from us to do these refinishing 
jobs. 


Furniture Design Also Important 


No less important than color in the present-day 
office is the design of the equipment. This should be 
modern to conform to the office interior, but func- 
tional in design—not bizarre or modernistic. The de- 
sign of the equipment should be such as will give the 
greatest working comfort, absence from accident haz- 
ards, such as sharp corners, and so on. Modern de- 
sign should be rational—not radical. Properly designed 
office equipment will increase the efficiency of the office 
and reduce bodily and mental fatigue to a minimum. 

For many years, little thought and consideration was 
given to the comfort and consideration of the office 
worker. Perhaps offices were considered more of a 
liability than an asset; by many, the office was con- 
Sidered a necessary evil. The study of lighting, air 
conditioning, soundproofing and convenience in ar- 
rangement of offices led to the study of color and 
design in office furniture and equipment. 


An Expert’s Opinion 


I will take the liberty of quoting the opinion of one 
of the best known designers, Paul MacAlister, taken 
from the magazine called The Interior Decorator, 
January, 1940, issue: 

“To see a golden oak roll top desk being wheeled 
into Rockefeller Center is as incongruous as a pot- 
bellied stove in the Yankee Clipper. 

“In the last few years, the re-education of the 
public executive has been rapid. Because of the 
strain of modern business, the absolute necessity 
of keeping on the qui vive for eight hours per day, 
the modern office is actually a more important part 
of a man’s life than his home. His business sur- 
roundings must be controlled to his immediate 
needs of efficiency and comfort without any dis- 
tracting influences. 

“For the executive, the office must be stimulating 
and adaptable to his needs, super-efficient for 
rapid-fire conferences, comfortable to allow for 
informal, friendly business transactions. 

“The health factor is a definite consideration. 
Lighting should insure maximum efficiency. Today 
and tomorrow, to the visiting client, the first and 
lasting mental impression should be, ‘Here is an 
office where the wheels turn smoothly, a place of 
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action for men of ideals’. 


Color and Design in Dealer Future 


May I say to the dealers who are present at this 
meeting that your future in office equipment lies in 
color and design. It is not difficult to collect sufficient 
information to do a good job. A brief study of color 
harmony will enable an alert salesman to equip an 
office that will be restful, comfortable and inviting. 
A wide market is open to one and the results will be 
profitable. 
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Two Display Rooms for Model Offices 


Get Business 


By WILLIAM H. MORRISON 





URNITURE RETAILERS discovered a long time ago 

that spaces set apart as rooms, in which furniture 
for a single room could be displayed as it would be 
used, did an excellent job in selling furniture. Office 
equipment dealers, strangely, have been slow to apply 
the same technique to office furniture. The Office Sup- 
ply & Equipment Company of South Bend, Ind., how- 
ever has been using this idea for some time with excel- 
lent sales results. The birth of the display room offices 
(there are two of them), is most interesting because 
they are a sort of by-product of a nuisance. 

The Office Supply & Equipment Company, unlike 
almost every other office supply firm in the country, is 
located in the basement of a store building on the 
principal business street of South Bend. The main 
floor is a book store with absolutely no connection 
with the office supply firm. Entrance to the office sup- 
ply firm’s location is by means of a stairway leading 
to the basement from the center of the book firm’s 
main floor location. 

The basement extends under the sidewalk and that 
section under the sidewalk was literally a nuisance. 
It was partly separated from the main basement sec- 
tion and apparently had no value whatsoever. But 
more than that, in wet weather, there was a seepage 
of water that made this under-the-sidewalk section a 
mess. In cold weather it was cold and tended to make 
the front portion of the basement chilly. Several 
building contractors and others were called in and 
asked to suggest a remedy for the condition. But no- 
body seemed to know what to do. Finally M. C. Bair 
and H. E. Myers, owners of the business, went into a 
huddle to find a solution for their problem. They not 
only solved the problem, but produced two display 
offices that pays a dividend 52 weeks every year. 


How the Space Was Made Usable 


Messrs. Bair and Myers went to work with tar roof- 
ing paper, ventilating pipe and a few other things, and 
finally sealed off that under-the-sidewalk section so 
that even in the wettest weather there is no seepage 
of water. Ventilating pipe was installed so that the 
cold proposition was beaten. As this job drew to a 
finish it dawned on the owners of the business that 
here was a space that had real value as office display 
rooms. So the space was split in two, one portion a 
trifle larger than the other and each section made 
ready as a model office. A double window was installed 
in each section, with indirect lights put in on the out- 
side to stimulate sunshine. Rugs were laid in each sec- 
tion and office desks, chairs and filing cabinets, as well 
as all sorts of accessories, were put in place. These two 
model display offices are doing excellent work in office 
furniture, equipment and accessories. 

One of the display rooms is devoted to steel, while 
the other is done in wood. In the wood section, oak 
and walnut office furniture displays are installed al- 
ternately. At frequent intervals these displays are 
completely changed so that the entire appearance of 
each display office is entirely altered. 

From a selling angle these two display offices have 
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been a boon. So few people seem to have any imag- 
ination, which makes it difficult for them to picture in 
their mind how a certain desk and chair will look 
when it is removed from the group display and in- 
Stalled in an office. But when a customer goes into 
one of these display offices he doesn’t have to have 
any imagination to see how the desk and chair will 
look in an office. Since each of these display offices is 
sufficiently large to display several desks and chairs, 
together with other office equipment, it is possible to 
show a customer one section of one of the display 
rooms and give him an excellent idea of what a single 
unit looks like in an office. In cases where a customer 
likes a desk, for instance, but doesn’t care for the chair 
displayed with it, it is an easy matter to roll that chair 
away, replace it with another and show the customer 
just what the effect will be. The same can be done 
with desk lamps. One lamp after another can be put 
on a desk, connected and lighted so that the customer 
can sit at the desk and actually see which lamp he 
prefers. 

Besides materially boosting the sale of office furni- 
ture and equipment, these display offices have greatly 
increased the sale of accessories such as desk blotters, 





DISPLAY OFFICE—One of the two model office display rooms 
set up by the Office Supply & Equipment Co., South Bend, 
Ind., in basement space that formerly was not used. The idea 
now pays dividends in increased office furniture sales. 
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SPACE THAT SELLS—Another of the special office display 
rooms used by the Office Supply & Equipment Co., South 
Bend, Ind., to help the buyer visualize exactly how a com- 
plete display of new furniture might look in his own office. 


envelope openers, inkstands and the like because each 
desk is displayed complete with every possible acces- 
sory that might be used on a desk. Very often a cus- 
tomer in buying a desk will be taken with the appear- 
ance of the unit as displayed and will buy the whole 
unit, accessories and all. That means a much larger 
sale with no increase in sales effort. Again, in case a 
red desk set is used in the display and red doesn’t 
seem to hit the customer right, it is an easy matter to 
take that set off and substitute a green one or an en- 
tirely different sort. 


Special Displays Set Up for Approval 


Valuable as all of this is, however, it is only part of 
the story of what the displays have done. In the 
South Bend area—and this firm serves a territory of 
some 35 to 50 miles radius around South Bend—there 
are many big manufacturing firms who buy office fur- 
niture and equipment in a big way when they buy. An 
entire office will be refurnished at a time—nice busi- 
ness. The display rooms here do another duty. The 
purchasing agent for one of the big manufacturing 
plants in the South Bend area will phone into the 
Office Supply & Equipment Company and tell the firm 
that he is interested in an all-steel office or, perhaps, 
a matched oak office. When a call like that comes in, 
one of these display offices is entirely cleaned out and 
the type of furniture and equipment desired by this 
purchasing agent installed. The display room is fixed 
up exactly like an office in steel, in oak, or whatever 
preference was indicated. When it is installed and 
the display is ready to be shown, the purchasing agent 
is called on the phone and told to drop around. In the 
display office he sees exactly what his choice will look 
like when assembled. In practically every instance the 
Sale is made right then and there for everything. Very 
often extra accessories have been added to the display 
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and these will frequently be purchased along with the 
things asked for by the purchasing agent. In cases 
where an entire office furnishing is not desired, as, for 
instance, a desk, chair and waste basket, one side of 
one of the display rooms can be quickly cleaned out 
and the selected unit displayed there, giving the cus- 
tomer a visual idea of how the selected unit will look 
in an office. 


Color Harmony an Important Factor 


Harmonization is one thing aimed at and achieved 
in these display offices, and this brings to mind another 
idea used by this enterprising firm in getting business. 
Offices that have been recently outfitted are naturally 
fitted with a single color scheme in mind. Everything 
harmonizes. But such offices are relatively few and 
far between. By far the rank and file of offices do not 
present a harmonized appearance. This condition has 
given birth to a department in this firm’s business 
where office furniture and equipment is brought in 
from an office and completely overhauled, repainted, 
reupholstered, oiled, replated and refinished. Filing 
cabinets, for instance, will be taken down, repainted, 
the handles and such replated, the entire cabinet oiled 
(something that is rarely done) and the unit reassem- 
bled. Desks that are of various colors will be brought 
into the shop of this firm and all given the same color 
to match filing cabinets. Worn upholstery on an office 
chair will be removed and new harmonizing covering 
put on. The upholstery work, painting and minor re- 
pairs are all done in the firm’s own shop. Replating is 
sent out to a plating shop in South Bend as the most 
economical way to handle this work. The painting is 
all done by spray gun—dquick, most satisfactory and 
best in every way. This reconditioning is charged for 
by the piece, the price being governed, of course, by 
the amount of work. 


The reconditioning department has been a profitable 
venture in itself, but quite apart from that it has pro- 
duced business as a by-product. Very often a firm will 
decide to modernize and harmonize its offices by re- 
conditioning the furniture and equipment it has in- 
stead of buying all new. But often in such offices there 
will be items that cannot be reconditioned or that 
are not worth reconditioning. In such instances the 
customer will modernize and harmonize the offices by 
having furniture and equipment reconditioned in so 
far as possible, buying necessary new units to har- 
monize with the reconditioned. Thus the Office Supply 
& Equipment Company gets not only a reconditioning 
job but also makes a worthwhile sale of furniture and 
equipment. 


The Firm’s Selling Philosophy 


The selling philosophy of this firm is just as inter- 
esting as are the display offices and the recondition- 
ing department. 

“In this firm the idea isn’t to try to sell a customer 
something, but rather to serve him if we can,” says 
Mr. Bair in discussing the selling philosophy of his 
firm. “After all, the customer is a human being like 
I am and deserves to be so treated. For instance, we 
believe here in always telling the whole truth about 
what we have to sell. During the tough war days when 
makeshift merchandise was all that was available, we 
advised a customer looking for a file to wait if he 
didn’t need it right away. The best we had to offer, 
which was the best on the market at the time, actu- 
ally wasn’t very good and certainly wasn’t worth the 
price we had to ask for it. We even go farther than 
that. If a customer wants something that we have, 
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but not in the make that he prefers, we will send him 
to one of our competitors when we know the competi- 
tor carries that line. Personally I would much rather 
make a friend of a customer than to get a big order 
from him on conditions that might impair his friend- 
ship for the firm later. In this business we serve first 
and by serving we get our business.” 

And that definitely is true. Not long ago the firm 
bid on about $700 worth of goods in this line. Their 
bid was the low bid and so the firm was notified to 
that effect. When the purchasing agent was called 
on regarding the deal, he dropped the remark that he 
sure wished this firm had such and such a line be- 
cause he had that exclusively in his office up to then 
and like it. 

“All right,” said Mr. Bair, “go ahead and buy the line 
you like best.” 

“But your bid was the low bid,” replied the pur- 
chasing agent. 

“All right,” smiled Mr. Bair. “I’ll withdraw my bid.” 

And that is exactly what the firm did—withdrew its 
bid so that the purchasing agent could get the line of 





goods be really wanted. Foolish business, some might 
say, but they would be wrong. Within a month that 
same purchasing agent brought into this firm purchas- 
ing orders for supplies on which the firm made over 
ten times what they would have made on the $700 
order that they unselfishly dropped. Incidents such as 
this, happening frequently, vindicate the sales phil- 
osophy of this firm that business doesn’t consist of 
selling, but rather of serving, and that if you serve 
you'll make money. 

“In selling,” concluded Mr. Bair in a closing idea on 
his sales philosophy, “try to be your own competitor. 
For instance, if a customer asks for office chairs show 
him three chairs, a cheaper one, a medium-priced one 
and the best one you have in stock. Tell him the facts 
about each, the plain unvarnished truth with no spe- 
cial emphasis on any one and certainly not on the one 
you’d like to sell. Give the customer credit for having 
some intelligence. If you give him the facts about the 
merchandise he’ll select, all by himself, the one that 
satisfies him and, being satisfied, he will always be 
your friend.” 








Sidelights of Business” 





BANK OF ENGLAND 
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THIS TYPE OF 
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SAID TO HAVE 
ORIGINATED AT 
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IN BUSINESS 
OFFICES FOR 
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OFFICE FURNITURE 
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FIRST CALCULATING 
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USED FOR THOUSANDS OF 
YEARS FOR FIGURING. 
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DICTATED TO THOSE WHO 
COULD. THE CLERKS IN 
EGYPT SAT ON FLOOR 
WITH LEGS CROSSED. 





MOST MERCHANTS IN EGYPT AND 
OTHER ANCIENT COUNTRIES 
COULD NOT WRITE,SO THEY 
















53 KINDS OF OAK.... THERE ARE 
53 KINDS OF OAK TREES IN THE UNITED 







ITY FOR OFFICE DESKS AND 
CHAIRS. OAK AND WALNUT- 
ARE THE MOST POPULAR WOODS 
USED IN OFFICE FURNITURE. 
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Business Builders 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE .. . COUR- 
AGE .. . CO-OPERATION 


OU have a FRIEND; I have a 

FRIEND — an extraordinary 
true-blue FRIEND in the office 
equipment fraternity, namely one 
Charles P. Garvin. You noticed, 
no doubt, that we said “have,” not 
“had,” because purposely we so 
spoke before this OFFICE APPLI- 
ANCES “mike,” this March program 
release of 1946. For the energetic 
spirit of Charlie Garvin goes 
marching forward. He liked to 
sign his inspirational editorials in 
The National Stationer as Charles 
Potomac Garvin ...and as 
a fitting tribute to this go- 
getter we would like you to re- 
gard him in memory by rethink- 
ing of him constantly as CHARLES 
PACEMAKER GARVIN. By this 
method we can do him a real 
honor by carrying on our respec- 
tive parts of the office-outfitting 
industry with dispatch and in- 
creasing effectiveness. General 
Manager Garvin, master BETTER- 
BUSINESS-SHOWMAN that he 
was, will ever live with us and 
bequeath to us the challenge that 
the office equipment show must 
go ON! Therefore it is up to each 
of us to keep right on with our 
appointed tasks. 


* * * 


Jumping forth cheerily from 
this month’s mailbag was a 
marked copy of Globe-Wernicke’s 
“Profit Pointers.’ Highlighted 
were picturized peacetime 
products — present, or coming 
soon, .. . a decidedly interesting 
first installment of an account of 
the actual history of The Globe- 
Wernicke Co.,... and a new de- 
pertmental feature, “A Product 
Clinic.” 

Other features included a seven- 
stanza poetic gem from the pen 
of Earl Scott of Bauman Office 
Equipment Company of Wichita, 
Kans. This ode, entitled, “Song of 
the Successful Secretary” was 
most intriguing. To give you a 
sample of its PERTNESS, permit 
us to broadcast the second and 


sixth stanza groupings. Here they 


are, the first time on the office- 
outfitting air:— 


“Yes, I have a system that’s all 
my own, 

And it can’t be explained and it 
can’t be shown. 

I file by number, I file by letter, 

I file by ways that are ten times 
better. 

I file by subject, I file by date. 

I file by city, I file by state. 

I shun the trite, and I scorn con- 
ventions, 

My filing system has four dimen- 
sions. 


I’ve got our catalog mailing list 

Filed under “Hannegan”—get the 
gist? 

Our financial reports, for my own 
good reasons, 

Instead of by months, I’ve ar- 
ranged by seasons. 

I’ve put Mrs. Duffy’s damage suit 

In a folder entitled “Big Dispute.” 

And for anything I consider 
extraneous 

I've three whole drawers labeled 

“Miscellaneous.” 

. and there are many, many 
more captivating “POINTERS.” 
One in particular that we would 
like to commend to your attention 
is the article, ‘‘LISTEN’’ by 
Howard L. Pfau, general sales 
manager. He sums up the theme 
with 39 cryptic words of seasoned- 
suggestion: “We will gain much if 
we develop the ability to listen— 
not absent-mindedly, waiting im- 
patiently to get in our say—but 
thoughtfully, intelligently, and 
with the sincere purpose of learn- 
ing to do our job and serve our 
customers better.” 

* * *~ 

To all those interested office 
outfitters, manufacturers, and 
their representatives listening in, 
who would like a concise tabu- 
lated resume of the answer to our 
query in the January “Business 
Builders” on times, duration, and 
current live subjects for sales 
meetings, we will send a report. 
Ask for Business Builder Report 
No. 46.1 and, in full exchange for 
same, send in a Business Builder 
idea of your own you would like 
to share with OFFICE APPLIANCES’ 
audience of world-wide scope. Ad- 
dress the co-ordinator of this 
page, Care of: Shaw & Borden Co., 
Box 2153, Spokane 2, Washington. 


* * * 


Keep tuned in to the following 
few moments from Sell: 

*Elevator operators, telephone 
girls, delivery clerks, cashiers, 
wrappers, porters—ALL ARE 
SALESMEN for their stores. Would 
that they realized it more. 

*The time to go after business 
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hard is when others think it isn’t 
worth while. 

*A mind full of constructive 
thoughts has no room left for 


gloom. 
” + a7 


From a regular correspondent 
in the central part of our good 
old U.S. A. came a long letter en- 
closing among other appreciated 
items a copy of a current release 
of “The Office Economist” of The 
Art Metal Construction Company. 

At this time we will select one 
of the blue-penciled features: 


FOR A FULL LIFE 


Do more than touch—feel; 

Do more than look—observe; 

Do more than read—absorb; 

Do more than think—ponder; 

Do more than hear—listen; 

Do more than listen—under- 

stand; 

Do more than talk—say some- 

thing. 

May we add that every article, 
every illustration, every commer- 
cial in this excellent publication, 
edited by Charles W. Simpson, 
truly did say something. For ex- 
ample, super-features like these, 
“Brightness Ratio in Office Light- 
ing,” “Stenographer Selector,” 
“Blueprints that Move,” “Dictation 
is a Two-Way Affair,” “Is Your 
Reception Room a Bottleneck?,” 
plus regular departmental fea- 
tures such as “Corridor Com- 
ments,” all achieved their respec- 
tive bits to make this quarterly 
issue truly factually great in 
IDEAS. 

And for a Terse-Trailer which 
we know you'll want to clip we 
quote this dozen-line reminder. 


PUT OR TAKE 


Some fellows stay right in the rut, 
While others head the throng. 
All men may be born equal, but 
They don’t stay that way long. 
There is many a man, with a gal- 
lant air, 
Goes galloping to the fray; 
But the valuable man is the man 
who’s there 
When the smoke has cleared 
away. 
Some “don’t get nuthin’ out of 
life,” 
But when their whines begin, 
We often can remind them that 
They don’t put nothin’ in. 


Office-efficiently yours, 
RALPH B. ORTEL 


ab, 38, 38, 3B 
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EDITORIAL 





Charlie Garvin—An Appreciation 


@@ A UNIQUE PERSONALITY, charged with 
a ceaseless urge to serve, Charlie Garvin made 
a deep impression on the commercial stationery 
and office supply industry. When he took over 
as secretary and general manager of the Na- 
tional Stationers Association in 1928, he was 
widely known in the industry because of his 
activities in NSA affairs and his work as travel- 
ing representative and later sales manager of the 
F. S.Webster Company. Unlike many who settled 
in Washington, D. C., he went without political 
connections or aspirations. He established NSA 
headquarters in the nation’s capital simply as 
an association man. Before long, however, his 
personality, his knowledge, his special aptitudes 
and skills earned him a high place in the regard 
of Washingtonians. Perhaps the finest compli- 
ment paid him, and the surest indication of the 
esteem in which his fellow citizens held him, 
occurred in November, 1940, when he was chosen 
to exemplify the “giving” inhabitant of Wash- 
ington in the Community Chest Fund drive. His 
picture was anonymously used in newspaper 
and other advertising. 

A robust, fearless fighter for what he believed 
to be right, Charlie Garvin never “pulled his 
punches.” His personality fitted no stereotyped 
pattern. Founded on solid, staple principles of 
worth, it was truly unique. 

Trade associations executives in other indus- 
tries, officials of international service organiza- 
tions, governmental department heads and other 
fact seekers recognized his abilities and sought 
his counsel. A user of plain language, his very 
simplicity of words often sheared through the 
confusion surrounding a problem. 


The impressive growth of NSA during Charlie’s 
years as general manager is striking evidence 
of his capacity and ability. Yet his achieve- 
ments as an executive officer cannot be measured 
entirely by the growth of the association. True 
judgment is not based on what we win or lose, 
but on “how we played the game,” how truly we 
contributed service. His handling of the organ- 
ization’s affairs from year to year won the ad- 
miration of all who knew him. It is a special 
privilege to express appreciation of his work, 
which has been a benefit to all in the industry. 
Today, as a result of his leadership, NSA is 
recognized as a fact-findng body second to none 
and is known as an essential and logical unit of 
service in the commercial activities of the coun- 
try. 
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The following, taken from one of Charlie’s 
many compositions in verse form, is indicative 
of his character: 

“Give him a lift when the goin’s rough, 

Help him when he’s not strong enough, 

Show him your best before he goes 

And you won’t need to weep when the book is 
closed.” 

Charlie lifted, helped, gave. His choice spirit 
has gone, but he will linger long in memory as 
a contributing citizen and good friend. 


em 





Sometimes a retailer insures his life, his store, his merchan- 
dise, his credits, and then fails to insure the very lifeblood of 
his business—his sales. Advertising, competently executed, is 
the best kind of sales insurance——Henri, Hurst & McDonald, 
Inc. 


—_—-— of] ——— 


Help Travelers Get Hotel Rooms 
@@ SALESMEN representing manufacturers 
are back on the road again. That’s good news 
for stationers because it means that the time for 
deliveries of merchandise is getting closer. BUT 
—travelers are finding it more and more difficult 
to get hotel reservations. 

Dealers, you can help in this situation by con- 
tacting managers of your local hotels to urge 
that special consideration be given to travelers 
whose visits are of importance to you and all 
businesses in your city. Do it now! 





A successful man is one who has tried, not cried; who has 
worked, not dodged; who has shouldered responsibility, not 
evaded it; who has gotten under the burden instead of standing 
off, looking on and giving advice.—Elbert Hubbard. 


ne 


War Is Never Over for Red Cross 


#@ IN THE ANNUAL fund-raising campaign 
of the American Red Cross, starting this month, 
the public is reminded that “war is never over 
for the Red Cross.” The aftermath of world 
conflict has left many grievously wounded, in 
both spirit and body, whose care will be a spe- 
cial burden on Red Cross workers. It leaves con- 
ditions under which substantial numbers of 
American troops must serve in occupation duty 
overseas, and to these the Red Cross canteens 
and entertainers and the counsel of sympathetic 
Red Cross representatives will render service 
which can not be purchased at the PX. At home, 
the Red Cross is concerned with the problems 
of the veteran. Spanning the oceans, the Red 
Cross has the job of helping wives of service- 
men married overseas to reach this country. 

All of these duties are additional to the normal 
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demand for service on the home front, such as 
the combating of epidemics and the constant 
struggle to raise standards of public health be- 


sides being ready to move in wherever and now. 
This is an appeal for all of us, for the Red 


whenever disaster strikes. 


For these demands, a budget of $160,000,000 
has been set up for the fiscal year ending June 


THERE 


HERE AND 


30, 1947. Of this amount, $60,000,000 is provided 
through oversubscriptions in previous war cam- 
paigns. The other $100,000,000 must be raised 


Cross is no respecter of race, color or creed. It 
will be as effective as we, by our support, make it. 





FRANK B. TOWNE RETIRES 
AFTER SERVING 58 YEARS 
AS NATIONAL'S TREASURER 
Since January 16, 1888, Frank B. 
Towne has served as treasurer of 





FRANK B. TOWNE 


National Blank Book Company, 
Holyoke, Mass. Because of ill health, 
he resigned on January 16 of this 
year, exactly 58 years from the day 
when he was first appointed to that 
office. 

Mr. Towne was given a unanimous 
vote of thanks in appreciation of his 
fine service by the board of direc- 
tors. It is fitting that on the same 
day, the directors promoted his son, 
Richard P.. Towne, from the post of 
assistant treasurer to the treasurer- 


ship. 








AT GRANDPOP’S STORE—tittle three- 
year-old Rhys H. Llewellyn III, 
known as “Chip” to his friends, in- 
spects an assortment of valentines in 
the store of his grandfather, R. H. 
Llewellyn Ce., Manchester, N. H. On 
the right, Miss Ruth Linehan also 
shops for a valentine and waiting to 
help out if necessary is Miss Mary 
Tsaroukas of the store personnel. The 
Llewellyn firm features office equip- 
ment, systems and stationery lines. 


WEARS FRESH FLOWER 
DAILY FOR 41 YEARS! 


A recent cartoon release by Rob- 
ert Ripley, famed for chronicling 
the unusual, carried a caricature of 
Howard Goulding, Omaha, Neb.., 
stationer, and this notation, “Has 
worn a fresh flower in his button 
hole every day for 41 years!" 

Mr. Goulding is a partner in the 
Omaha Stationery Company, Inc., 
with Rudy Johnson and Ted Leckner. 





JOSEPH W. PRITCHARD IS RE- 
NAMED BANK DIRECTOR 
Joseph W. Pritchard, president 
of the Wells Office Furniture Com- 
pany, Chicago, was recently re- 
elected director of the South Shore 
National Bank of Chicago. 








TRIPLE SPEED—Introducing three at- 
tractive reasons why Associated Sta- 
tioners Supply Co., and Horders, Inc., 
Chicago, advertising schedules are on 
time. The three are associated with 
C. B. Horr, advertising and promotion 
manager of both companies. Left to 
right: Misses Sophia Skuba, copy- 
writer; Alaire Dubbels, mailing list, 
and Helen Dedovich, secretary. 





POPE PIUS XII IS FIRST PONTIFF 
TO MAKE USE OF TYPEWRITER 


The recent series of consistories 
held in Rome for elevation of a 
number of prelates to. the rank of 
cardinal served to call attention 
to the fact that Pope Pius XII is 
the first pontiff to use a typewriter. 

A moderately fast and accurate 
typist, according to press dis- 
patches, the white-robed Pope Pius 
XI| was photographed using a white 
portable of Italian manufacture. 
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SOUTH OF THE BORDER—Ready to 
“take the bull by the horns,” whether 
it’s vacationing, selling records or 
dairying, are Harry B. Plankinton 
(left) and Paul M. LeBeuf. The two, 
shown at Juarez, Mexico, while on an 


* Arizona trip, between them represent 


25 years of district managership of the 
Washington, D. C., office of Acme Vis- 
ible Records, Inc., Chicago. Harry was 
Paul's predecessor in that position and 
the latter is now operating Arrowhead 
Farm, Herndon, Va. Much impressed 
with Arizona as a last frontier and a 
place of opportunity, Mr. LeBeuf was 
negotiating for a section of watered 
land in order to establish a dairy 
plant and say good-by to Virginia. 








FOUR HORSEMEN OF NEWTON — 
A quartet of veteran businessmen of 
Newton, Kans., known as the “Four 
Horsemen,” includes Phil M. Anderson 
(upper right), 68-year-old book and 
stationery storeman and president of 
the Kansas Book Dealers Association. 
The four have operated their busi- 
nesses on Main St., for more than 50 
years. With Mr. Anderson are James 
Nicholson, 77 (lower left), electrical; 
C. Lehman, 77 (lower right), hardware; 
Bill Smith (upper left), drugs. 
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Underwood Observes Golden Jubilee 





HE UNDERWOOD CORPORATION, through the 

office of its president, L. C. Stowell, is distributing 
a fiftieth anniversary booklet as a memento of its 
Golden Jubilee year. 

The corporation dates its founding to the spring of 
1895 when the first Underwood typewriter, with revo- 
lutionary visible writing features, was introduced to 
the business world. In deference to a world at war, 
the Underwood Corporation did not wish early last 
year to emphasize observance of its golden anniver- 
Sary. However, since the capitulation of Japan, the 
corporation has prepared its Jubilee booklet. 

Milestones of Underwood progress are sketched in 
the publication, which is replete with illustrations. In 
its pages are revealed the growth of the Underwood 
Corporation and the important pioneering companies 
which helped to make it one of today’s leading busi- 
ness machine manufacturers and distributors. The 
first Underwood typewriter was offered to the world 
in 1895 and by the year 1945 over six million such 
machines had been manufactured and sold. 

Within the booklet acknowledgment is made to the 
many “old-timers” who have worked with Underwood 
for 40 or more years. Alluding to this recognition, Mr. 
Stowell said, “It is due, in a large measure, to the 
loyalty and craftsmanship of men and women such as 
these, and the inventors and businessmen who devoted 
themselves to serve the world of business, that Under- 
wood can celebrate its fiftieth anniversary.” 

The Underwood Corporation, which was formerly 
the Underwood Elliott Fisher Company, claims to be 
the world’s largest manufacturer of typewriters, and 
its works in Hartford, Bridgeport, and New Hartford, 
Conn., produces adding and accounting machines as 
well as all styles of typewriters. A factory in Burling- 
ton, N. J., manufactures carbon papers, ribbons and 
other office supplies. Its sales and service divisions 
have been built into a world-wide organization to 
distribute and service its products. 


Wagner Produced Forerunner 


The forerunner of today’s Underwood was designed 
by Franz X. Wagner, who for many years was an out- 
standing typewriter designer and is credited with the 
Caligraph typewriter of early years. He worked on his 
new and radically-improved machine between 1893 
and 1895. During 1894, W. F. Helmond, who today is 
a member of the Underwood staff at the general re- 
search laboratory in Hartford, Conn., worked with Mr. 
Wagner, selecting the different sizes and qualities of 
steel most suitable for this new machine. 

The model thus developed was shown to John T. 
Underwood, who was a manufacturer of carbon papers, 
inks and typewriter ribbons. Mr. Underwood saw how 
the new machine—with front stroke visible writing 
features—would bring light into the gloom of type- 
writing. 

Organization of the Wagner Typewriter Company 
came on March 29, 1895, and at first their typewriters 
were manufactured by Lambert & Edgar, who were to 
produce 500 machines. Facilities being limited, new 
space was acquired on Hudson Street, New York, N. Y,, 
not far from 14th Street. Later, the company name 
was changed to the Underwood Typewriter Company, 
with offices at 241 Broadway, New York. 

The sales force of the early Underwood days capital- 
ized on the visible writing feature, declaring that 
typists could see “everything from ‘Dear Sir’ to ‘Yours 
truly!’” As the demand for the new machines grew, 
the manufacturing plant was moved from New York 
to Bayonne, N. J., and in 1901 was transferred to Hart- 
ford, Conn. It was at Hartford where the plant ex- 
panded from 103,360 square feet of floor space and a 
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yearly production of 12,671 standard typewriters to a 
factory covering 23 acres and numbering its produc- 
tion in the hundreds of thousands. 

As the typewriter business grew, Underwood utilized 
other components of the present organization. These 
included the Fisher Typewriter Company of Athens, 
Tenn., organized in 1894 in a cotton mill, and the 
Elliott & Hatch Book Typewriter Company of Brook- 
lyn, N. Y., organized in 1896. 


Developed Flat Platen Principle 


The inventions blossoming in these two companies 
paralleled in the development of a revolutionary idea. 
Although separated by over 1,000 miles, these inventors 
had produced a machine using the flat platen prin- 
ciple. It was a very unusual idea because, up to that 
time, commercial typewriters had been developed using 
the cylinder form of platen. It was also inevitable 
that in a few years these two companies would join. 

In 1902, Elliott & Hatch, who had moved their plant 
from Brooklyn, N. Y., to Harrisburg, Pa., bought the 
Fisher Company (which had in the meantime moved 
from Athens, Tenn. to Cleveland, Ohio) and trans- 
ferred its tools, patents and skilled craftsmen to Har- 
risburg. Shortly thereafter, John Smith, who had as- 
sisted R. J. Fisher in building the first model of the 
Fisher book typewriter, perfected an adding mechan- 
ism in connection with the machine. This was the first 
typewriter adder, the forerunner of many important 
contributions to the accounting machine field, such as 
automatic addition, subtraction, cross-addition to se- 
cure totals of columns and grand totals of all columns 
as well as remainders by subtraction. 

Under the direction and leadership of such out- 
standing men as Grant B. Schley, J. Donald Cameron, 
G. F. Watt, L. J. Julihn, H. A. Foothorap, and the engi- 
neers and craftsmen in Harrisburg, the Elliott Fisher 
Company began a program of developing many new 
accounting and writing implements. 

In 1914, the Elliott Fisher “T” model machine was 
finally perfected for the commercial market by H. A. 
Foothorap, designer and production chief for this rev- 
olutionary accounting machine. It marked the ful- 
fillment of 12 long years in testing and building. 


Philip Wagoner Named President 


Growth was continuous and with the election in 1918 
of Philip D. Wagoner as president and general man- 
ager, the company climbed to an outstanding position 
in the business machine industry. The progress of the 
Underwood Typewriter Company and the Elliott- 
Fisher Company then paralleled as the decades passed. 

That is how two great organizations were built while 
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other units of today’s Underwood Corporation were 
experiencing their growing pains. 

Two brothers of inventive mind, Oscar and David 
Sundstrand, started experimenting in 1908 with a new 
idea which they had in regard to ten-key adding ma- 
chines. They worked on the theory that the machines 
of their day were both cumbersome and complicated 
and they wanted to reduce the extent of mechanism. 

The two inventors went to work in a tiny workshop 
in Rockford, Ill—the Rockford Milling Company. By 
1914 they were ready to put their first machine on the 
market and in that year no more than 15 machines 
were made by hand and sold. The demand grew be- 
yond the capacity of their tiny workship. A larger 
factory was secured in Rockford; in 1923 the company 
name was changed to that of the Sundstrand Adding 
Machine Company and again in 1926 to the Sunstrand 
Corporation. 

The business was purchased in 1926 by the Elliott 
Fisher Company. 


Joined Interests in 1927 


It was in December of 1927 that the Underwood 
Typewriter Company and the Elliott-Fisher Company 
joined their interests to form the Underwood Elliott 
Fisher Company and on December 29 of that year 
Philip D. Wagoner, who was president and general 
manager of the Elliott-Fisher Company, was elected 
to the same offices in the new organization. John T. 
Underwood, who had pioneered his typewriter business 
to a world-girdling organization, continued for a short 
time as chairman of the board and remained a director 
until his death in July of 1937. 

Thus the typewriter, accounting and adding machine 
industry grew and prospered, but carbon papers, type- 
writer ribbons and other supplies were needed to keep 
the pace of the business machine industry. 

As far back as 1899, Samuel A. Neidich, inventor of 
the Neidich Process, had interested himself in the 
business and it was he who, after much study, decided 
to mechanize, as much as possible, the manufacture of 
carbon paper and ribbons. The development of ma- 
chinery for these purposes took almost seven years. 

When this machinery was perfected, the Neidich 
Process was announced as the first able to coat carbon 
continuously from the roll by machinery, the first to 
cut and edge typewriter ribbons in one operation from 
piece goods, and the first to make bichrome typewriter 
ribbons in one operation from half-inch rolls of cloth. 
In 1929, the Neidich Process Company became the Neid- 
ich Division of the Underwood Elliott Fisher Company. 


Other Significant Milestones 


In the years following, the developing Underwood 
organization marked these significant dates: 

1. During 1933 the manufacture of the Elliott Fisher 
and Sundstrand products, previously carried on in 
separate works at Harrisburg, Pa., and Rockford, IIl., 
was consolidated in the company’s works at Bridge- 
port, Conn. 

2. In 1936 the Underwood Elliott Fisher Company 
formally dedicated its general research laboratory in 
Hartford, Conn. 

3. The Underwood maintenance service plan was 
developed to provide sales and service facilities in more 
than 400 cities in the United States and in principal 
cities throughout the world. 


Underwood Aided War Effort 


4. The Underwood facilities were turned into war 
production after Pearl Harbor and entry of the United 
States into World War II—producing one million car- 
bine barrels in the first 15 months of production. Other 
vital war items included rate-of-climb indicators for 
the U. S. Air Forces, bomb fuses, anti-tank compon- 
ents, automatic gun charger and wiring devices. 

5. On March 22, 1945, the stockholders voted to 
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change the name of the company to that of the Under- 
wood Corporation as a name easier to remember and 
one which, through usage, had become generally 
known. 

Such is the story of the Underwood Corporation in- 
cluding in its chapters a saga of development from 
small workshops, of inventive genius harnessed and 
financially backed, and the linking of associated com- 
panies into one strong organization. 

— 2 —___— 


SCHILLER & SCHMIDT TO NEW LOCATION 

Schiller & Schmidt, Chicago stationers who will 
observe their twentieth year in business on March 19, 
are marking the occasion with a change in location 
from 309 W. Jackson Blvd., to 205 W. Washington St. 
At the new location, this long-established firm will 
have almost double the present floor space and will 
find it possible to carry a larger stock for the trade. 

Located at 309 W. Jackson Blvd. for the past 12 
years, Schiller & Schmidt have been in the Jackson 
Blvd. area for 18 of their 20 years of business tenure. 

At 205 West Washington St., general stationery and 
suplies will be handled as before and the lines will 
be augmented as fast as possible. 

Alexander Schiller is president of the firm, Edward 
Rybak is manager, and Ben Quakenbush and Jack 
F. Hruby are salesmen. 

Returning January 11 after 45 months with the 
Army Air Forces, 16 of which were spent in the Pacific, 
Manager Rybak is happy to again be associated with 
the stationery business. He requests that manufac- 
turers send him their latest catalogs in order that he 
may keep abreast of any new developments in lines 
and prices during the period of his absence. 

a 


CUSHMAN & DENNISON MAKES APPOINTMENT 

Cushman & Dennison Manufacturing Company, New 
York, N. Y., announces the appointment of Robert E. 
Wright, who will handle sales promotion of their prod- 
ucts known as Cado marking device and colors, includ- 
ing the specialty office supply devices. 

Mr. Wright has had a wide experience in the color 
marking identification fields. Formerly, he was sales 
manager of Floquil Products, Inc., and was instru- 
mental in establishing their products nationally. For 
the past 20 years he has been in an allied industry 
as sales engineer for the American Marietta Company, 
T. J. Ronan Company, and Oakite Products, Inc. 


0 9 





HIGGINS HONORED—tTracy Higgins (right), president of 
Higgins Ink Co., Inc., Brooklyn, N. Y., receives the Golden 
Anniversary Certificate for the brand names “Higgins Amer- 
ican India Ink” and “Higgins American Drawing Inks” in 
token of 66 years of outstanding service to the public. Pre- 
sentation was made by Donald B. Douglas, vice-president 
of the Quaker Oats Co., at a recent dinner of the Brand Name 
Research Foundation, Inc., at the Hotel Astor in New York, N.Y. 
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ART STEEL OFFERS NEW TYPE DESK TRAY 

Art Steel Sales Corporation, 300 East 145th St., New 
York 51, N. Y., are offering the modern Asco Mold- 
master Rotarian desk tray of phenolic plastic finish 





ASCO MOLDMASTER ROTARIAN TRAY 


in walnut color. The top tray rotates and swivels to 
make all papers instantly accessible. This top tray can 
also be removed to carry papers. 

Rotarian trays accommodate both letter and legal 
size papers and are fitted with rubber and plastic 
bumpers to prevent marring any surface. Sets of two 
trays complete with post and bracket are individually 
packaged in a carton and master cartons hold six such 
complete sets. Llustrated literature and prices are 
available upon request. 

———————-7—=- 2 —_—_- 
NEW TIME SAVER FILE IS INTRODUCED 

Business Efficiency Aids, P. O. Box 258-A, Skokie, 
Ill., is introducing the new Time Saver file of all steel 





BUSINESS EFFICIENCY AIDS’ NEW FILE 


furniture construction for immediate shipment. 

This is a two-drawer file with the top opening com- 
pletely. It is of desk height, 30% inches, and is made 
of olive green finish. Features include guide rod, posi- 
tive compressor, attractive metal handles and pulls, 
and large 14-inch casters. The list price is $36.25. 


36 


MARR OFFERS NEW STENCIL PRINTING PRESS 

The Marr Duplicator Company, Inc., established in 
1921 by James Marr, still president of the company, 
celebrated its twenty-fifth year of progress with the 
introduction of a new Marr Stencil Printing Press, the 
Model E. It is one in a series of four new stencil dupli- 
cators which have been prepared for public sale. 

The Model E is the first stencil duplicator to use a 
commercial printer’s type of automatic feed and paper 
conveyor as standard, built-in equipment. It is said 
to bring to the office “professional accuracy” in feed- 
ing all kinds of paper or card stock at extremely high 
speed. = 

Designing the Model E began in May, 1941, under 
the supervision of D. J. Martin. During the war years, 





MARR STENCIL PRINTING PRESS 


19 hand-made models were field tested in actual pro- 
duction work by selected users. 

The following are chief features and specifications: 

Sheet sizes 3 x 5 to 9 x 15 inches can be fed in the 
automatic feed, which handles light-weight papers or 
card stock accurately and permits post cards to be 
inserted either the wide or the long way. The 500- 
sheet capacity paper magazine can be continuously 
loaded, even while the machine is feeding, and has dial 
control for print centering. 

Commercial accuracy at peak speed is declared to 
be possible in the printing registration through roller 
bite register stop for top alignment, adjustable mar- 
gins while machine is feeding, print straightener for 
squaring miscut stencils and diagonal conveyor to 
align side margins. The enclosed cylinder of one-piece 
cast aluminum has deep well ink fountain of one- 
pound capacity and outside lever control is provided 
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America 1s calling for 
Mimeograph duplicators 


and vetting them! 


The Mimeograph 90, one of the 
models now in production. 


It is hand operated, popular priced. 
Ideal for short runs. 


Simple and easy to use. 


COPYRIGHT, A. B. DICK COMPANY 
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Once again, a complete line of Mimeograph* du- 
plicators is available, and deliveries are being made 
at a rapidly increasing rate. 

These all-purpose Mimeograph duplicators are 
the advanced design required for the exacting paper 
work of the Army and Navy and they are built to 
the same specifications. 

Now, as before the war, there are plenty of solid, 
common-sense reasons why the Mimeograph dupli- 
cator is the Number One choice of American busi- 
nesses and institutions. 


...It produces copies you’re proud of... crisp, 
clean, black on white. 


... Copies produced on a Mimeograph duplicator 
from a Mimeograph stencil sheet and ink do not 
smudge or fade even with the hardest handling. 


... It works fast . . . copies by the tens or thousands 
at speeds up to 150 per minute. 


...Its action is so simple and so certain that a 
fourteen-year-old can operate it successfully after a 
few hours’ training. (Free instruction is provided 
by all A. B. Dick branches and distributors.) 


When you’ve bought the Mimeograph duplicator 
you’ve bought a machine that has been honestly 
built, precisely engineered to give you many years 
of dependably excellent service. A. B. Dick Com- 
pany’s nationwide service organization backs up 
this promise. 


A. B. Dick Company, Chicago 


Mimeograph duplicator f 


*MIMEOGRAPH is the trade-mark of A, B. Dick Company, Chicago, registered in the U. S. Pat. Off. 
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A. B. DICK COMPANY, Dept. OA-346, 720 W. Jackson Bivd., Chicago 6 : 
ia Please send me further information on the Mimeograph duplicators e 
now available. - 

| would like a demonstration. a 
NAME... ssonisenbnnsindastaancvencesaseestinencundusisasabenimnitmsiiininpiedaunigaiis ana an ° 
COMPANY (or institution) sinhdbaniah = 
MUNIN... ee pee 
rt A... STARE cos . 
@eeeeceoeoeoeoeoeoeoeeeeeeeeeeeeeeeeeeeeeee2002086886 











for the automatic inking. The sheet drive is designed 
to eliminate wear at the stencil top. 

Visible dial counter, automatic platen release, ad- 
justable paper strippers, safety hand crank and rotat- 
ing button bar are listed among the conveniences. 

With a speed range of from 65 to 165 prints per 
minute, the machine is equipped with variable speed 
drive, one-sixth horsepower motor mounted in rubber 
and electronic clutch for hand cranking without motor 
drag. The construction includes ball or needle roller 
main bearings, Oilite secondary bearings, cast iron side 
frames, sound-proofed cabinet, and all parts either 
enameled or plated to prevent corrosion. 

The Marr Duplicator Company, Inc., produces a 
complete line of American Vellam stencils, inks and 
kindred duplicator supplies, as well as some photo- 
graphic equipment. The home office is in New York, 
N. Y., and branch offices are located in Chicago and 
San Francisco, Calif. 

eB 


HERRING-HALL-MARVIN OFFERS NEW FILE 


A rotary record file has been introduced by Herring- 
Hall-Marvin Safe Company, Hamilton, Ohio, offering 





HERRING-HALL-MARVIN ROTARY FILE 


2,000-card capacity and easy transfer of present cards 
to the new system. 

Full visibility at the touch of a finger is claimed by 
the manufacturers, who point out the cards need not 
be punched, inasmuch as they are held in position at 
any angle of the wheel by the special design. 

Three models are made for the three standard card 
sizes: 3 x 5, 4 x 6, and 5 x 8 inches. 

Oe 
UNIVERSAL SLIDE RULE IN PLASTIC 

A ten-inch universal slide rule is now ready for pro- 
duction in plastic by the Frederick Post Company, 3650 
N. Avondale, Chicago, Ill. Plas-Ten is the trade name 
of the instrument, which has razor sharp, easy-to-read 
graduations. Adding to the attractiveness of the snow- 
white plastic rule is a genuine heavy leather case. 
Only a limited number of the Plas-Ten rules are now 
available but the company anticipates increasing pro- 
duction. 

———— 


SHANK OFFERS NEW DIARIES, ALBUMS 


New products offered to the trade by Shank Leather 
Goods Company, 230 5th Ave., New York 1, N. Y., in- 
clude diaries and autograph albums with zipper clos- 
ings. 

The five-year diary, No. 3206, has genuine saddle 
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finish leather in chestnut, red and blue colors, listing 
at $28.80 per dozen. No. 3207, the autograph album, is 


& 





NEW PRODUCTS OFFERED BY SHANK 


also of the saddle finish leather, same colors as the 
diary, and utilizes multicolored pages. The list price 
is $24 per dozen. 

So 0 

UNIPECO FEATURES NEW WRITING SET 
A Double Decker writing set has just been introduced 

by Union Pencil Company, Inc., 385 Broadway, New 
York, N. Y. Included are a self-filling fountain pen 
with genuine gold-plated, iridium-tipped point and a 
mechanical lead pencil decking a handy, unbreakable 
memo pad. The product is attractively designed and is 
available in walnut and assorted colors. 

a ee 


TYPULATOR ATTACHMENT PLACED ON MARKET 


A new typewriter attachment, the Typulator, was 
recently placed on the market by the Typulator Sales 
Company, P. O. Box 252, Dayton 1, Ohio. This type- 
writer line indicator, which is easily attached to the 
typewriter platen, tells the typist how many lines are 
left to the bottom of the paper, thereby preventing 
incorrect centering, typing too low on the page, uneven 
bottom margins, crooked lines and crowded signatures 
on letters, declare the manufacturers. 

A special feature on the Typulator is its red warning 
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TYPULATOR TYPEWRITER ATTACHMENT 


band, which automatically warns the typist of the 
approach to the bottom of the sheet. 

The Typulator is designed to retail for $1.00 and is 
manufactured in various models to fit all widely-used 
standard and portable typewriters. 

———ea PO 


AMBERG OFFERS NEW STEEL FILE CADDY 


The Amberg File & Index Company, Kankakee, II1., 
has just placed on the market a new all-steel File 
Caddy which the company declares will be welcomed 
by everyone who does paper work, including executives, 
secretaries, accountants, doctors and teachers. 

The deskside Caddy, which is equipped with casters, 
is declared to be suitable for sorting papers and for 
filing correspondence, invoices, and shipping tickets. 
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THERE'S A BETTER WAY TO 
cer FLAT carson paper 
Sa 
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PANAMA-BEAVER 
EVR-FLAT 


cls is a perfect sheet that lies flat without benefit of 
© steam-roller. Scientifically prepared by experts to 
eliminate the nuisance of curling. Makes clear, beautiful 
copies (up to 10,000 per box). Our special basic stock, 
exclusive ink and processing make this at once the finest 
and the most ECONOMICAL carbon paper for all hands! 


clZ 3 Weights whe Tt ae 





PANAMA - BEAVER : 
SUPER-ULTIMO 


are nationally known and preferred because of their quality 
and stamina. Produced by masters of the art who follow the 
bench craftsman's ideals, they give you more for your money. 
A ribbon for every office purpose, unbeatable for sharp clean 
write and ability to take heaps of punishment! 


PANAMA-BEAVER 


CARBON PAPERS, HECTOGRAPH, INKED RIBBONS 
Manufactured by 





MANIFOLD SUPPLIES COMPANY 


Coast-to-Coast Distribution 
i: oe  -e e . BROGeeeem t7,. WN: Y. 
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Of letter size, 1344 inches wide, 18 inches deep and 
27 inches high, the product is furnished in olive green 
enamel. Twenty-five fibre folders with steel tops 








FILE CADDY PRODUCED BY AMBERG 


swing from and slide along two side rails. The folders 
do not touch bottom or depend upon each other for 
support. The tabs are of celluloid, and alphabetical 
inserts are furnished or titles can be typed and in- 
serted. 


FO 2 —— 


PIKE OFFERS NEW MOISTENER PRODUCT 
E. W. Pike & Company, Dept. Al0, Elizabeth, N. Y., 
has amnounced the introduction of Glaswik, a new 
scientific moistener in which the spun-glass wick 





GLASWIKE SCIENTIFIC MOISTENER 


draws water from the well and capillary action spreads 
the water evenly and effectively throughout the wick. 
The product is declared to be ideal for all office work- 
ers, cashiers, printers, binders, and librarians. The 
moistener is compactly encased in a clear flint jar 
with water level always visible. 


——~—>-e—_—_—— 


NEW LINE OF PRES-A-PLY LABELS OFFERED 

Dennison Manufacturing Company, Framingham, 
Mass., has announced the launching of its new line of 
PRES-a-ply labels. The manufacturers state that 
these labels stick, without moistening, to hard-to-label 
surfaces, such as plastic, metal, glass, rubber, china, 
lacquer, paint, polished wood, or any clean, smooth, 
non-porous surface. Gentle finger pressure is used to 
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fasten them in place and they may be peeled off 
quickly with the thumbnail. 

It is claimed by Dennison that these labels are ideal 
for price and inventory marking of furniture, jewelry, 
gift merchandise, cutlery, glassware, china and many 
other articles. Artists, draftsmen and layout men may 
use the new labels instead of thumb tacks or tape for 
fastening work on drawing boards. 

The labels, in dispenser packages, are now available 
in three shapes and 16 sizes. They are packaged in 
single rolls and in multiple width sheets for conveni- 





NEW LINE OF PRES-A-PLY LABELS 


ence in typing. Dennison is also offering PRES-a-ply 
air mail labels in dispenser packages. Like plain 
PRES-a-ply labels, the air mail labels require no mois- 
tening. 


> o—__——_ 

STURGIS OFFERS NEW RECEPTION CHAIRS 

The Sturgis Posture Chair Company, Sturgis, Mich., 
has announced the addition of two reception (side) 
chairs ot their 1200 executive chair line. These are 
the No. 1225 arm chair (accompanying illustration) 
and No. 1275 without arms. 

The construction is all-steel, with all joints welded 





STURGIS NEW RECEPTION CHAIR 


and smoothly finished. The seat pan is steel and the 
chairs have form-fitting padded back rest. Backs and 
seats are filled with rubberized curled hair. These and 
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Copyright 1946, L C SMITH &°CORONA TYPEWRITERS INC SYRACUSE 1 N Y 


---Which typewriter? 











ce BOSS and the customer see only 
the finished letter, note its legibility 
and neatness. But the secretary appraises 
her typewriter by the amount of work 
she must turn out, and the time and 


effort required. 





On the strength of performance alone, 


thousands of secretaries are eagerly await- 


ing new Smith-Coronas. They’re on the Smith-Corona 


way, as fa Ww n k m...a 
y» st as we can make the . Makers also of 


fast as we can get them into your hands. Smith-Corona Portables 
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other Sturgis chairs are now on display in dealers’ Better Packages, Inc., Shelton, Conn., manufacturers 


show rooms and deliveries are being made. of gummed sealing tape machines. 
—__—+—2 This new style package sealer for tacky tapes is 
SPEED PRODUCTS INTRODUCES KOVERLOX being made available, for the present, in two basic 


models. “Big Inch,” the larger of the two, takes stand- 
ard 2592-inch rolls of cellulose or paper tape on a three- 
inch core. It can be preset to dispense lengths of 34, 
1, 14%, and 1% inches. Little Inch, smaller but similar 
in design, takes standard 1296-inch rolls on a one- 
inch core, and can be preset to dispense strips 34, 1 
and 1% inches. A flexible steel spool allows for the 
slight variations in core sizes of the different makes 
of tape. 


A new product for the office appliance field has 
just been introduced by the Speed Products Company 
of 37-18 Northern Blvd., Long Island City, N. Y., in 





PEND. ~ 4 
—=— J 





NEW KOVERLOX COMPRESSION FASTENER 


the form of a Koverlox file fastener. The manufac- 
turers declare that only three simple steps are required 
to attach and lock this Koverlox compressor and but 
one step to unlock and remove it. The accompanying 
illustration shows the manner of operation and the 
principle of the mechanism. 

——_e—= > —_____- 





BAINBRIDGE DISTRIBUTES HOLD-THE-PHONE oe 
Hold-The-Phone, a new neoprene-treated felt device 

manufactured by Hold-The-Phone, Inc., 1318 Balfour BETTER PACKAGES, INC., TAPE DISPENSER 

Rd., Grosse Pointe 30, Mich., is now being distributed The manufacturers claim that the dispensers are 


easy and convenient to operate both from a sitting 
or standing position. 
—_———0— Pe 
WELLS OFFERS NEW TYPEWRITER TABLE 

Wells Office Furniture Company, 725 S. LaSalle St., 
Chicago 5, Ill., is offering a deluxe typewriter table to 
the trade. This table is No. 3818-S with dimensions of 
18 x 1414 inches, 27 inches high. It features a five-ply 
figured walnut-veneered top; two nine-inch drop 





HANDY HOLD-THE-PHONE DEVICE 


nationally by Bainbridge, New York 8, N. Y. The de- 
vice, permitting the freedom of both hands for writing 
and paper handling while a telephone is being used, 
retails for $.50. It does not interfere with the use of 
the phone and can be attached or detached instantly, 





epee sae Seas. WELLS’ NEW DELUXE TYPEWRITER TABLE 
viitaretiapeie iets = 
OFFER NEW DISPENSERS FOR TACKY TAPE leaves with automatic drop arms (full piano hinge), 


A dispenser for pressure sensitive tape that can be and flared tubular legs for stability. The five-ply top, 
preset to feed measured strips has been introduced by it is claimed, will prevent warping. This table is 
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Maybe YOU'RE In the Same Boat! 


So FAR AS “GOING PLACES” IS CONCERNED, an inefficient ribbon and 
carbon sales set-up is just as slow as a waterlogged boat. Tough part of it is, 
you may not know what it’s costing you, and probably you “have everything” 


that it takes to double and even treble your ribbon and carbon business. 


THE SALES YOU NEVER MAKE, are made by somebody else. You may be 
losing out because of: price competition; the “specialty” attractions of 
rivals; lack of systematized sales follow-through; “green” help; and time- 


taking daily sales routine. 


Columbia’s easy, practical Dealer Co-operation Plan simply: 


§ Utilizes your ability; § Uncovers and works your sales opportunities; 
§ Licks price competition with logic and value; § Gives you the proper 
merchandise to sell by means of “big-business”’ methods that have built 
sales-gratifying ribbon and carbon departments for hundreds of dealers. 


Write for details NOW! 
COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 


Main Office & Factory: Glen Cove, L. I., N. Y. 
New York Sales & Export: 58-64 West 40th St. © Midwest Sales: Kansas City, Mo., Dwight Bldg. 
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shipped set up, one to a carton, thus avoiding assembly 
trouble. List price is $17.00. 
Additional information may be secured by writing 
the Wells Office Furniture Company. 
————o—9 


C-THRU OFFERS NEW FRENCH CURVES 
The C-Thru Ruler Company, Hartford, Conn., has 
introduced a new line of French curves with improved 
features. One change that the manufacturers believe 
will be welcomed by artists and draftsmen is the addi- 











C-THRU’S NEW FRENCH CURVE 


tion of bevels on all working surfaces. As shown in 
the accompanying illustration, this permits the draw- 
ing of ink lines without worry over ink smudges. 

Other features of these French curves include 
sturdier, water-clear plastic manufacture and the 
rigidity provided by the .105-inch thick non-inflam- 
mable material. 

C-Thru French curves come in sets of eight and 
four and are available for immediate delivery. 


AGAIN AVAILABLE 


RESUME CIVILIAN AUTO-TYPIST PRODUCTION 
American Automatic Typewriter Company, 612 N. 
Carpenter St., Chicago 22, Ill., has announced that 
Auto-Typist is again in civilian production. The pneu- 
matic mechanism devised for the automatic typing of 
letters from a perforated record roll went to war as 
the activating mechanism for flight-training repro- 














AUTO-TYPIST AGAIN AVAILABLE TO TRADE 


ductions of airplane instrument panels. Now, three 
models are again available for the automatic typing 
of civilian letters. A capacity of from 300 to 600 letters 


a4 


a.day is claimed—each letter fully and completely 
typed, and all produced by one typist operating three 
or four Auto-Typists. Additional information may be 
secured from the company. 

—-——o 4 - __——_ 


CARTER NOISELESS STAMP PADS AVAILABLE 


The Carter’s Ink Company, Cambridge, Mass., has 
announced resumption of production on noiseless 
stamp pads made with the pump-action construction. 
These pads, listed at $12 a dozen, are numbers 1024 
purple, 1025 green, 1026 blue, 1027 red, 1028 black and 
1029 assorted. 

I 


COMMERCIAL CONTROLS OPENS NEW OFFICES 

The opening of two new branch offices and a number 
of new assignments of salesmen have been announced 
recently by Commercial Controls Corporation, Roches- 
ter, N. Y. The management is following a steady ex- 
pansion program that includes the strengthening of 
existing sales forces and the creation of new sales 
units. 

The greater industrial area of Baltimore, Md., and 
the territory surrounding is now served by a Commer- 
cial Controls branch office with C. F. Frank, long asso- 
ciated with the company at Pittsburgh, Pa., as the 
branch manager. The Baltimore territory, formerly 
covered from Washington, D. C., includes most of the 
states of Maryland and Delaware and several counties 
in Virginia and northeastern West Virginia. 

Another new branch office is at Atlanta, Ga., where 
Alton P. Gainer, branch manager at Washington, D. 
C., since 1943, has been assigned. He has sold office 
machines for more than 20 years. 

Administration of the Washington branch has been 
placed under E. J. deMonchaux, whose headquarters as 
director of commercial research have been in that city 
for the past two years. The office is now located at 
1129 Vermont Ave., N.W., Zone 5. 

Franklin V. Brook has been appointed to the sales 
force in the New York, N. Y. office, working under the 
direction of Walter Logan, branch manager. 

H. R. Russell, vice-president and general sales man- 
ager for Commercial Controls Corporation, has an- 
nounced the addition of four more salesmen to the 
field organization. Assigned to the San Francisco ter- 
ritory under Frank G. MaclIlroy are William F. Drath 
and Lt. Hubert A. Maguire. Mr. Drath is a native of 
Chicago and had employment in that city until he 
enlisted in the U. S. Army in 1941. Lt. Maguire for 
five years prior to his enlistment in the U. S. Army 
was engaged in selling display advertising for publi- 
cations in California and Oregon. 

Capt. William M. Soreck, who has been on terminal 
leave from the Army Air Forces, has become a member 
of the sales organization in the New York, N. Y. office. 

Welcomed for preliminary training at the Commer- 
cial Controls general office recently was Lt. Richard F. 
Ahlheim, who joined the Army Air Forces from the 
University of Michigan in 1942. 


——————_—e—=> —___ 


NAME REM-RAND DIVISION SALES MANAGER 


Maj. A. C. (Al) Barioni, AAF, has been named gen- 
eral sales manager of the Remtico Supplies and Line- 
a-Time division of Remington Rand, Inc., it was re- 
cently announced by I. Lee Miller, general manager 
of the division. 

The association of Major Barioni with the Remtico 
Supplies division in Bridgeport, Conn., began in 1928 
when he joined the sales force. Duty overseas with 
the Army Air Forces was followed by important admin- 
istrative duties at Army Air Forces headquarters in 
Washington. He was given his new assignment upon 
return to civilian life. 

As general sales manager, Major Barioni will direct 
Remtico Supplies division sales program for typewriter 
and office machine inked ribbons, carbon paper prod- 
ucts, and Line-a-Time copyholders. 
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This was the day on which the first of 

e ROYAL Portable’s new postwar advertising 
appeared in LIFE Magazine—over 4,500,000 
copies of it! 














3 Wouldn’t it be a good idea to paste the re- 

e print of the first ROYAL Portable ad in your 
window—just to remind these folks that YOU 
are their ROYAL Portable dealer? 
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ROYAL PORTABLE 


THE standard typewriter in portable size 








So... lots of people in your town know by 
now that ROYAL Portables are back—and 
chances are they’re looking high and low for 
them! But do they know you’re the man 
to see? 





P. S. We know that ROYAL Portables are 
still as scarce as hen’s teeth. But that’s the 
way all good things are today. However, we’re 
doing everything we can to increase ROYAL 
Portable production, so please be patient! 
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Theodore Fiske Peirce, president, and Harry P. Ryan, 
vice-president in charge of sales, Pacific Desk Com- 
pany, Los Angeles, were in Chicago during the week 
of February 4, affording the publisher of this journal 
a delightful luncheon period at the Chicago Athletic 
Club. Mr. Peirce travels extensively for his own busi- 
ness and for Optimists International of which he is 
past president. He is interested particularly in the 
program of that organization for development of the 
youth of the country. He had been to the Chicago 
and Grand Rapids furniture markets as part of a 
journey which included many other cities. Mr. Ryan 
spent most of his time with manufacturers of better 
graJe furniture suitable for executive office installa- 


tions. 


Boyd Henderson, Dallas, Tex., visited with the office 
of this journal by telephone on February 5. Formerly 
a Chicago resident when calling upon dealers in the 
Middle West for Art Metal Construction Company, 
he had stopped in the city after calling upon friends 
among the filing equipment manufacturers in various 
centers between Chicago and New York. Transferring 
to Los Angeles a few years ago as Art Metal repre- 
sentative in that area, he found it necessary to move 
to Texas because of the illness of his wife. He was 
considering plans to establish himself as a manufac- 
turers’ representative. 


E. A. Blanchard of W. J. Gage & Company, Ltd., 
Toronto, afforded the publisher of this journal a de- 
lightful visit on the afternoon of February 7. Secre- 
tary-treasurer of the Blanchard Stationery Company 
before the war, he resigned, enlisted in the RCAF and 
saw five and a half years of active service, attaining 
the rank of wing commander. He was awarded the 
coveted MBE, which makes him a Member of the Order 
of the British Empire. Shortly after his return to 
Canada, Wing Commander Blanchard entered into 
negotiations with Gage’s and was appointed manager 
of the company’s western division, with headquarters 
in Winnipeg. The firm of W. J. Gage & Company, 
Ltd., is a well-known wholesale and manufacturing 
stationer handling office and school supplies and 
papeteries, its operations extending throughout the 


dominion. 


C. F. Mixter of Sioux Falls Book & Stationery Com- 
pany, Sioux Falls, D. Dak., dropped in at OrricE APPLI- 
ANCES’ headquarters for a brief visit February 12. It 
will be recalled by many that after long association 
with Eau Claire Book & Stationery Company, Eau 
Claire, Wis., he moved to Sioux Falls shortly after 
serving as governor of the NSA Seventh District. 
Mr. Mixter was on a buying trip, which included a 
convention in New York and some time at the 
Wholesale Stationers Association meeting in Chicago, 
calling upon manufacturers in several cities in be- 
tween. He has ideas in mind which will enable his 
company to meet more completely the requirements 
of South Dakota business. 


Maxwell C. Vaught, Grand Rapids, Mich., lieutenant 
colonel, U. S. Army Air Forces, dropped in at O.A. 
headquarters on February 15 for a brief visit. He had 
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returned from several years overseas, including activ- 
ities in England, Italy, Czechoslovakia and elsewhere. 
As an interesting side line he mentioned that he was 
the first American officer in Prague since Charles 
Lindbergh was there, and that the natives were thrilled 
to see the insignia of the United States on his uniform. 
Prior to the war Max, as his friends know him, had 
earned an excellent reputation as sales manager for 
Gunn Furniture Company. Always he was aggressive 
and primed with good ideas. He participated in some 
NSA programs. On terminal leave, he had been to 
Washington and to several industrial centers prior to 
his return to the industry. 


J. M. “Jay” Parrott, of Waterloo Office Supply Com- 
pany, Waterloo, Iowa, registered in the Guest Book on 
February 18. After several strenuous years with the 
United States military forces he is back in the business 
in which he had his early training and finds it much 
to his liking. Jay was on one of his rather frequent 
trips to Chicago to buy merchandise. He reports an 
excellent volume of business notwithstanding short- 
ages of many necessary supplies. 


H. K. Ullman, manager of the school and church 
department of the Commercial Furniture Company, 
Washington, D. C., called February 20. In Chicago for 
the purpose of buying merchandise for the commer- 
cial stationery and office furniture department of his 
firm as well as for his own division, Mr. Ullman re- 
ported having met with success in his mission. He 
arrived in Chicago on February 19 and expected to 
entrain for Washington on Washington’s Birthday. 


Harry Tehan of Higgins Ink Company, registered 
with the publisher of this journal in person and by 
telephone on February 20 and 21. He had come to 
Chicago to attend the Wholesale Stationers Associa- 
tion convention and stayed for the annual convention 
and trade show of the National School Service In- 
stitute. He found time before leaving Chicago to call 
upon C. H. Everly, vice-president of the Office Appli- 
ance Company, who is recuperating from injuries sus- 
tained in an automobile accident last January. 


E. J. LeBlane of the Office Equipment Company, 
Louisville; Ky., registered at O.A. headquarters by 
telephone on February 21. He and William Kelly, 
president of the company, were in attendance at the 
school equipment convention held February 20 to 22, 
an annual affair which Mr. LeBlanc never misses. 
Both celebrated Washington’s Birthday by attending 
a meeting of the Great Lakes Travelers Club. 


Sam Rudner, National Typewriter Company, Van- 
couver, B. C., Canada, was a visitor on February 21. 
Headed for the East, he stopped in Chicago for a few 
days while on the fourth buying trip he has made 
in the last year and a half. On each occasion he has 
been successful in obtaining enough merchandise to 
keep his businesses in Vancouver and Seattle, Wash., 
developing. Mr. Rudner’s confidence in the future is 
indicated by his plans to expand his enterprises sub- 
stantially in the next few months. 


Vv. A. Hanson of Brown & Saenger, Sioux Falls, S. 
Dak., paid his first visit to OrricE APPLIANCES on Feb- 
ruary 21. The trip was his first absence from Sioux 
Falls, and therefore from his business, since the NSA 
convention in Chicago in 1944. Like the busman on 
holiday, he found time to contact manufacturers and 
dealers engaged in the production and distribution 
of articles for office use. Mr. Hanson is past-governor 
of District 7, NSA. 


J. F. Dray of 215 Bonnie Brae, Warren, Ohio, was a 
visitor at the office of this journal on February 21. 
He revealed plans to open a stationery and office 

(Turn to page 136, please) 
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THEY GO 


/. G/W Precision-Built Steel 
Filing Cabinets 


yo 
<=. 2. G/W SAFEGUARD 
Filing System 


No lastallation is T00 SMALL or 700 LARGE 
for Easy Combination Sales 


Whether it’s one cabinet or a hundred, G/W Steel Filing Cabinets 
and Safeguard Filing System deliver top value every time. Complete 
satisfaction for your customer . . . easy sales, more repeats, steady 
profits for you. 








G/W Precision-Built 
Steel Filing Cabinets 
Plenty of eye-appeal for 
ready customer accep- 
tance. Smooth, easy 
operation (even when 
filled to capacity), and 
lasting, dependable serv- 
ice, for customer satis- 
faction. You can show 
them with pride, sell 
them with confidence. 


G/W Packaged SAFE- 
GUARD Filing Outfits 
Designed for immediate 
installation in any letter 
size file of 1, 2, 3, or 4 
drawers. Contains every- 
thing needed for quick, 
accurate filing. Nothing 
for salesman to figure or 
assemble. For larger in- 
stallations consult 
G /W’sSystems Division. 





TRAVERS RR SE 





. e 
Free Selling Ada. —ciscwtars, enclosures, counter displays, radio commercials, and 


other selling aids are supplied FREE. Write today for full information. The Globe-Wernicke Co., 
Norwood, Cincinnati 12, Ohio. ‘‘Headquarters for Modern Office Engineering.” 


Globe -Wernicke 222" 


FILING EQUIPMENT AND SYSTEMS Stationers’ Supplies 
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They BOUGHT Them Together 


This installation of G/W Steel 
Files and Safeguard Filing was 
made just before the war for a 
well-known manufacturer of 
crankshafts. It has repaid the 
original investment many times. 











Y 175 AMAZING 
HOW EASY FILING 
ANO FINOING 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office. 600 W. Jackson Blvd., Chicago, and the staff at 

the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Park Ave., New 

York, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
4 St. Bride Street, London, E.C. 4. 


London, February 1, 1946. 

The Typewriter and Allied Trades Federation, Lon- 
don branch, carried out an annual custom at Christ- 
mas time by meeting for a luncheon at the Holborn 
Restaurant in London on December 21, 1945. A number 
of ladies joined their husbands for the occasion. Even 
during flying bombs and rockets, members never failed 
to convene for the festive occasion. While these 
lunches have always given full expression to the 
Christmas spirit, the one last December surpassed 
those of the war years and showed signs of getting 
back to the festivities which were a feature of pre-war 
times. The tables were tastefully decorated and, al- 
though conforming to austerity standards, the very 
good lunch featured Yuletide poultry. The luncheon 
was followed by orchestra selections and a first-class 
cabaret show of which the master of ceremonies was 
R. R. Day of Standard Office Supplies Company. 

Among the well-known guests present was A. Pate- 
man, the president of the Typewriter and Allied 
Trades Federation of Great Britain and Ireland. 

All present contributed toward making this a happy 
and memorable occasion. The spirit of cheerfulness 
and good will was in evidence and the esteem which 
the typewriter men displayed towards their fellow 
members augurs well for the future of the trade in 
Britain. All fervently hope that before long ample 
supplies of typewriters will be available for all dealers 
and that they will, in turn, play their part in helping 
to restore the prosperity of Britain which means so 
much to the world in general. 


Pioneers of the Office Appliance Industry 


E. B. P. Jackson of Kenrick & Jefferson, Ltd., made 
his last appearance at an OATA meeting as a member 
of the office appliance industry when he retired from 
business on January 31. The president of the OATA, 
J. A. Cumming of Gestetner, Ltd., took advantage of 
the occasion by proposing that Mr. Jackson be made 
an honorary member of the OATA, such recognition 
being conferred only on past chairmen when they 
retire from active work in the industry. The proposal 
was unanimously accepted. 

Pioneer status in the office appliance industry is 
held by Mr. Jackson, who was the founder, in 1907, 
of the association styled “The Association of Business 


50 


Organizers” and its honorary secretary for the first 
seven years. This organization was the forerunner of 
the OATA and was the first association in the world 
to consolidate the interests of the office appliance 
industries. At that time, the manufacturers in both 
the United States and Canada ridiculed the idea of 
forming such an Association among themselves. The 
French, Dutch and German equivalents of it were not 
founded until after World War I and the early exhibi- 
tions of the OATA. This grand old man of the industry 
is a founder member of the OATA, served as a member 
of the Council for the first ten years of its existence 
and as chairman in 1928. His son, the late Pilot Officer 
Vincent E. Jackson, was the first secretary of the 
OATA. 

On February 1, 1896, there sallied forth a dapper 
little man, E. B. P. Jackson, wearing impressive top 
hat and a frock coat with the correct amount of 
shepherd’s plaid trousers exposed beneath it, to spread 
the news in London that he was officially the sole 
and exclusive representative in that great city for 
Kenrick & Jefferson of West Bromwich. On January 
30, 1946, Mr. and Mrs. Jackson were the guests of 
honor at a luncheon party given by the directors of 
Kenrick & Jefferson. 

Edward Jefferson presided and had the assistance 
of Wynn Kenrick, Jeff Cottrell and R. A. Gifford. The 
guests consisted of the members of Mr. Jackson’s 
London staff, together with those members from the 
provincial offices who had, in the earlier days, been 
associated with him. 

The proceedings were opened by the presentation 
of a bouquet to Mrs. Jackson by Mrs. Edwards, nee 
Miss Bole. After the luncheon and the toast to His 
Majesty, the King, had been duly disposed of, Mr. 
Edward proposed the toast to E. B. P. Jackson, stating 
that the occasion of the party was to honor one who, 
for 50 years, had done yeoman’s service to Kenrick & 
Jefferson and who was now laying down the sword 
and retiring. Mr. Jackson, it was pointed out, had 
become affiliated with the company at its inception and 
had been a force that none could ignore ever since. 
From nothing, he had built up a business in London 
and the home counties, the size and importance of 
which the present company bears full evidence. 

(Turn to page 124, please) 
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PEERLESS TUCHTYPE KEYS 


Tene is a new thing in industry today. It is called 
Labor Relations and means fostering a spirit of 
friendliness between labor and management. 

In the interest of keeping office personnel happy, 
shrewd employers are buying PEERLESS TUCHTYPE 
KEYS for all their typists and secretaries. Because 
PEERLESS TUCHTYPE KEYS lighten the labor of 
turning out correspondence, save wear and tear 
on nerves, fingertips and fingernails. A broken 
fingernail (vanity being what it is) can easily ruin 
a girl's morale for days! 

PEERLESS TUCHTYPE KEYS prevent fingernail 
breaking. 

All of this spells a brisk business and highly 
satisfactory profits for you. 

We are signing progressive Dealers in cities and 
towns all over America. Write today for full infor- 
mation including prices. 


Veterans—going into Business? 


There is no surer way of starting 
off with profits than by under- 
taking the sale of PEERLESS 
RUBBER TYPEWRITER KEYS 
and PEERLESS - IMPERIAL 
ribbons and carbons for 
every type of business 
machine. Write fully 
about your plans. An 
alliance with us is your 
assurance of success. 


GENERAL OFFICE AND FACTORY: 
28 PEERLESS PLACE, NEWARK 5, N. J. 
NEW YORK OFFICE, 7: 321 BROADWAY 


THE KEY MEN OF AMERICA Monvfacturers with the dealers’ viewpoint 
DETROIT 18, 37 Linden St., River Rouge, Mich. © CHICAGO 2, 179 W. Washingotn St. 
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NSA THIRD DISTRICT HOLDS FIRST 
PEACETIME REGIONAL MEETING 


Record Attendance—Standardization of Lines— 

When Do We Get Merchandise?—V eterans’ Train- 

ing—Salesmen’s Compensation—W. H. Patterson 
Elected New District Governor 


HE SURF ROOM of the Ambassador Hotel in Atlan- 

tic City, N. J., was the scene of the three-day 
peacetime conference of the NSA Third District held 
on February 14, 15, 16. One of the largest assemblages 
ever to attend a Third Region meeting met promptly 
on Thursday morning, February 14. 

Governor C. V. Sinisgalli, R. P. Andrews Paper Com- 
pany, Washington, D. C., in opening the meeting de- 
clared, “We are met here today as a part of the Na- 
tional Stationers Association, a trade organization 
which is recognized as one of the most successful in 
existence. With sound and secure financial resources, 
with a vital program of activity, and with services of 
value to all of our membership, we look ahead with 
confidence, determined that our continued growth and 
progress shall stand as a living memorial to Charles 
P. Garvin. 

“On Monday, February 4, in the year of 1946, death, 
as it comes to all men, came to Charles P. Garvin, 
secretary and general manager of the National Sta- 
tioners Association. 

“More than twoscore years before, a youth found 
in the stationery industry an inviting challenge for 
budding ambition well supported by unbounded energy 
and a fine mind. For him, that challenge never 


diminished but continued to grow throughout the 
years, always matching the development of his un- 
usual capacity for service. 

“When the trade association of his industry came 
into troubled days and asked him to serve as its pilot, 
in the capacity of secretary and general manager, it 
is recalled by men who are still with us that his 
answer was, “Why, that is a job that would just suit 
me!” No prophecy could have been more true. For 
18 years he constantly demonstrated that it was a job 
which suited him and that he suited the job. Soon 
after his firm hand took the wheel, the Association 
began to move ahead while his keen eye pierced the 
future to successfully steer away from the whirlpool of 
insolvency and the jagged rocks of special privilege. 


“He Was a Great American” 


“Charles P. Garvin will live in many memories as a 
great American. Without the aid of a formal educa- 
tion he acquired wisdom and culture. He gained the 
love and respect of many who had received all of the 
advantages which accrue from inherited wealth and 
position. He became one of the great men of his day 
and gloried in his achievement, not from a sense of 
self-importance, but because the American concepts of 
freedom and liberty made possible his life’s high at- 
tainment in spite of its humble beginning. With all 
his power and strength he fought the foes of liberty 
because he understood the blessings of liberty and 
freedom of opportunity to an extent equalled by few 
other men. His capacity for friendship was a match 
for his physical and mental stature. His hosts of 
friends were ever willing to help him with the tasks 
that he undertook. Invariably they were accomplished. 

“Together we mourn a leader and a friend. What 
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Profit 
Logie lee Banish the ‘hide and seek” system 


Cay with Art Metal's “Big Three” 


equipment 
dealers 











Org businesses need refurnishing—new §ORDS, WABASH FILING SUPPLIES. 
ones want to begin with streamlined eff- | Address Agency Division, Art Metal Con- 


ciency—and you are the one to help them! _ struction Company, Jamestown, New York. 





Write today for information on agency fran- Pa 


chise for each of the “Big Three” — ART BUSINESS WEEK and AMERICAN BUSINESS 


As Mr. Expediter, Doctor of Offices, you’re earning 


METAL STEEL OFFICE EQUIPMENT, praise from business men all over the country — for 
uncovering and clearing up office confusion with Art 
POSTINDEX VISIBLE INDEX REC- 


Metal Products. 
1888 1946 
- ta & 
i «& Jamestown 
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better words can we use to appraise his life’s service 
than, ‘Well done, thou good and faithful servant.’” 

The assemblage stood for a moment in silent prayer 
in reverence and respect to the memory of a loved 
and departed friend. 

Immediately following, the invocation was rendered 
by the Rev. Charles E. McCoy of the Church of the 
Epiphany of Atlantic City, N. J. 

Al Skean of the convention bureau of Atlantic City, 
N. J., gave a brief address of welcome. He recalled his 
former contacts with Charles P. Garvin, and expressed 
his regrets at his recent death. He informed his lis- 
teners that Atlantic City has been a military post, 
hospital post, and a GI furlough station during the 
war, and told of the difficulties of reconditioning the 
hotel. In closing, he extended the help of its entire 
staff and all its facilities to make their stay a pleasant 
one. 
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1. Mrs. Shirley Saulich, NSA; J. Kip Edwards, manufacturers’ repre- 
sentative; Ben Wachtel, Parker Pen Co. 

2. Seated: H. B. Van Dorn, Joseph Dixon Crucible Co., vice-president 
manufacturers’ division, NSA; George C. Holt. W. A. Sheaffer Pen 
Co., vice-chairman manufacturers’ division, NSA. Standing: Charles 
V. Sinisgalli, R. P. Andrews Paper Co., Washington, D. C., gov- 
eet, Seneet No. 3, NSA; Harvey P. Rockwell, Yawman and Erbe 

ig. Co. 

3. Standing: Ray Fritz, Fulton Specialty Co.; S. S. Rosendorf, Southern 
Stam Stationery Co., Richmond, Va.; H. C. Hooks, Moore Push- 
Pin Co.; Frank R. Curtiss, Frank R. Curtiss Co. Front: Frank H. 
Palmer, Eaton Paper Corp.; Tom Stagg, Hoskins, Inc., Philadelphia. 

. Harry R. Sheppard, Pittsburgh Stationery Co., Pittsburgh; James 
Miller, Wosco, Inc., ~~ em Pa., president Western Pennsyl- 
vania Stationers Assn.; W. H. Patterson, Johnstown Office rs sad 
_ Johnstown, Pa.; W. J. Vogel. Sengbush Self-Closing Inkstan 

°. 

5. W. T. Woodhouse, Woodhouse Stationery Co.. Washington, D. C.; 
Mrs. Woodhouse; Mrs. Reynell; Charles E. Reynell. Oxford Filing 
Supply Co. 

6. W. E Cravens and Ward Taylor, Walcott-Taylor Co., Inc., Wash- 

ington, D. C.; Earl Prentzel, manufacturers’ agent. 

. American Lead Pencil Co. group. Mark Kenna, Lee C. Paddock, 
E. L. Rosenberry, Len Hehner. 


on 


“J 
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E. Russell Ashley, Ashley-McCormick Company, 
Bridgeton, N. J., was the first speaker, using as his 
topic, “What would it mean to me if we had no na- 
tional or local association?” 

Years ago, he said, competitors were afraid to get 
together, afraid of giving away some information. To- 
day that fear is gone, he said, and manufacturers and 
dealers are glad to exchange experiences for the com- 
mon good of all in the Association. It is Mr. Ashley’s 
belief that the NSA has helped not only dealers, but 
manufacturers and traveling men as well. He ad- 
vocated that dealers get acquainted with the Station- 
ers Board of Trade, declaring that many dealers have 
profited by their counsel. In closing, he cited the fol- 
lowing proverb, “Help thy brother’s boat across, and 
lo, thine own has reached the shore.” 

Governor Sinisgalli called for expressions from the 

(Turn to page 103, please) 
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8. Ed Conlon, Rockwell-Barnes Co.; R. D. Latsch, Latsch Bros., Lin- 
coln, Nebr., president, NSA; Less Crowl, Blade Printing & Paper 
Co., Toledo, Ohio, vice-president, NSA. 

9. Charles W. Lukens, Yeo & Lukens, Philadelphia, Pa., president of 
Philadelphia Stationers Assn.; Joe Snitzer, Automatic Printing Corp., 
Philadelphia; William G. Hintz, Jr.,William G. Hintz Co., Reading, 
Pa.; Tom Stagg. Hoskins, Inc., Philadelphia. 

10. R. B. Jonas, Oxford Filing a Nad Co.; Harry Cox, Thomas H. Cox 
& Sons, Newark, N. J.: W. P. Reinhardt. A. Pomerantz & Co., 
Philadelphia; Charles E. Reynell, Oxford Filing Supply Co. 

1l. Eaton Paper Corp. group. Frank H. Palmer, Mrs. Morris, Mrs. 
Palmer, L. G. Morris. 

12. M. H. Jackson, Joseph Dixon Crucible Co.; W. B. Mallorey, Mal- 
lorey Office Supply Co., Washington, D. C.; Al Williams, Stationers 
Guild; John Boschen, Joseph Dixon Crucible Co.; Arthur Peterson. 
Oxford Filing Supply Co. 

13. Charles V. Sinisgalli, R. P. Andrews Paper Co., Washington, D. C., 
overnor, NSA District No. 3; Rose Cushman, NSA; R. D. Latsch, 
atsch Bros., Lincoln, Neb., president, NSA; George C. Holt, W. A. 

Sheaffer Pen Co., vice-chairman, manufacturers’ division, NSA. 

14. Penn-Mar-Va officers, not including secretary and treasurer. Jack 
Emhardt, Columbia Steel Equipment, Inc.; Jerry Savage, The 
Carter’s Ink Co.; Earl Prentzel, manufacturers’ agent. 

15. A scene from Penn-Mar-Va “Hoedown” party. 
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FI RST IN OFFICE USE! 
LASTS AS LONG AS THE PAPER IT’S ON! 
ALWAYS POURS WITHOUT SPLASH OR 











SPATTER! 


Permanent SKRIP is the office 
writing fluid without an equal. Ex- 
clusive Flow Control pour out elimi- 
nates danger of spillage—encourages 
everyone to ‘help himself''— save 
time. Secret SKRIP formula assures 
bright legibility for the life of the 
paper. And SKRIP is pure—no acids 
—no sediment — needs no solvents 
to prevent gumming and clogging. 

Try an economy size bottle of 
permanent SKRIP—you'll find it flows 
faster — dries quicker — makes all 
pens write better — gets more work 
done — BETTER! 


W. A. Sheaffer Pen Co., Fort Madison, la. 





SHEAFFER'S 
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WHOLESALERS MEET IN CHICAGO 
FOR THIRTIETH ANNUAL 
CONVENTION 





Salesmen’s League Launched—Lawson Long 
Chosen President—Product Displays 
Extensive 





At the Edgewater Beach Hotel, Chicago, the thirtieth 
annual convention of the Wholesale Stationers Asso- 
ciation of U. S. A. and Canada got under way on Sun- 
day afternoon, February 10, and continued through 
Monday and Tuesday, February 11 and 12, A full-time 
registration of 350 was augmented by at least 150 part- 
time delegates, making attendance reach a high point 
in the association’s annals. 

The first official activity of the convention, aside 
from registering delegates, was a reception and tea for 
the president and his fellow officers on Sunday after- 
noon from 3:00 to 5:30. Music and entertainment were 
provided by Margaret Conrad and her string trio. At 
6:30 in the evening the annual meeting of the board 
of control was held in the Sheridan Room. 

Under the chairmanship of President M. A. Gold- 
stein, Rochester Stationery Company, Rochester, N. Y., 
the opening business session was called to order a little 
after ten o’clock Monday morning. In his address as 
president of the association Mr. Goldstein emphasized 
the conference theme, “Applying New Techniques to 
Old Fundamentals.” 

Other addresses of the morning were as follows: 

“The Industry’s Prospects in Canada for 1946,” by 
Lt. Col. J. H. Chipman, Brown Brothers, Ltd., Toronto, 
Canada. 

“The Association Year,” annual report of General 
Manager H. C. Whittemore, Wholesale Stationers Asso- 
ciation. (Mr. Whittemore also presented his report as 
treasurer.) 

“The Problems of Surplus Property,” by Paul S. Fiske, 
chief, Paper and Office Supplies Section, Consumer 





Seated at the main table (left to right) are Herbert Held, 
Blackwell-Wielandy Co., St. Louis, Mo., first vice-president- 
elect; Harry Yager, David Kahn, Inc., third vice-president- 
elect: Mrs. J. H. Chipman, Toronto, Canada; Max A. Gold- 
stein, Rochester Stationery Co., Rochester, N. Y., immediate 
past president; R. A. Maish, Dennison Manufacturing Co., 
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Goods Division, Office Surplus Property, Reconstruction 

Finance Corporation, Washington, D. C. 
“Standardized Sales Units,” by Denton H. Sparks, 

president, A. C. McClurg & Company, Chicago. 


McLain Speaks at Luncheon 


Harold O. McLain, president, The Railway Ice Com- 
pany, Chicago, a dynamic speaker much in demand, 
was the guest of honor at the luncheon. With unusual 
skill he presented the subject, “The City of Man.” 

The afternoon session was devoted to a panel pres- 
entation by two wholesalers and two manufacturers, 
each speaking as though in the other’s category. J. M. 
Brown, Carpenter Paper Company, Omaha, Nebr., and 
Leo Wurtzburger, Acme Paper Company, Memphis, 
Tenn., gave ten-minute addresses on the topic, “If I 
Were a Manufacturer.” J. C. Musser, president, Eber- 
hard Faber Pencil Company, and Tracy Higgins, presi- 
dent, Higgins Ink Company, spoke on the subject, “If 
I Were a Wholesaler.” Following each dissertation was 
an interesting discussion from the floor. 

All of Monday evening was left open for visitation 
of manufacturers’ displays. 

The idea of conducting a “School Goods Promotion 
Week” was discussed on Tuesday morning under the 
leadership of Mr. Whittemore. A number of sug- 
gestions were made for and against, but the consensus 
of opinion was that more definite planning would be 
necessary before any action could be taken. 

Most of Tuesday morning was given over to a sales 
forum conducted by the following: Max Goldstein, 
Rochester Stationery Company, Rochester, N. Y.; L. M. 
Brown, Eberhard Faber Pencil Company; Robert Gem- 
mel, Binney & Smith Company; and David Manley, 
Modern Retailing. Each address featured “Successful 
Selling,” a brochure outlining a program for organiz- 
ing the Wholesaler Salesmen’s League. The idea re- 
ceived approval and Mr. Whittemore was given author- 
ity to go ahead with the work of bringing the League 
into being. 

Before adjourning for lunch, a new board of control 


> 


(Photo by Oscar & Associates) 
SPEAKERS’ TABLE AT ANNUAL BANQUET OF WHOLESALE STATIONERS ASSOCIATION 


toastmaster; Mrs. M. A. Goldstein; Lawson Long, Practical 
Drawing Co., Dallas, Tex., president-elect; Mrs. H. C. Whitte- 
more; J. H. Chipman, Brown Brothers, Ltd., Toronto, Canada, 
second vice-president-elect; H. C. Whittemore, secretary- 
treasurer. In the foreground at left is the Stanley Wessel & Co. 
group and at right is the Everhard Faber Pencil Co., table. 
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AN OLD TOWN 
EXCLUSIVE* FRANCHISE 
PUTS YOU IN THE 
»DRIVER’S SEAT! 


In your territory only one firm profits by an OLD TOWN 
EXCLUSIVE FRANCHISE — YOURS! 






. You and you alone profit from the fast turnover and repeat 

A. business OLD TOWN products produce. 

- You and you alone secure expert merchandising advice from 

y, OLD TOWN counsellors, answers to individual technical 

ul problems from OLD TOWN engineers, promotion and 

4 presentation help from OLD TOWN field men. 

7 You and you alone reap the benefits of the most dynamic, 

1e profitable, comprehensive plan of its kind — the OLD TOWN 
EXCLUSIVE FRANCHISE! 

ol OLD TOWN is an unchallenged leader in ribbons and 


carbons for every use PLUS Spirit Duplicating Carbons, 
Gelatin Rolls, Master Units, Copy Paper, Dupliforms, Dupli- 
cating Fluids, Stencil Duplicator Inks. 
Write for full information while choice territories are still 
available. 


*An Old Town Exclusive Franchise Means: 


PROTECTION: You are the only Old Town dealer in your 
area. All orders go through YOU. 
PRODUCTS: A more complete line, 
simplified, grade-marked and 
trade-marked. 

PROMOTION: Hard-hitting dealer 
helps. Local selling aids. Consistent 
magazine advertising. 

PROFITS: Priced right to give you 
liberal margin of profit. Quicker 
turnover of compact stock. 





















“ RIBBON & CARBON CO. Inc. 
“a Foremost makers of Ribbons and Carbons for Every Use 

Y- 750 PACIFIC STREET, BROOKLYN 17, NEW YORK, N. Y. 
" Sales and Service Everywhere 


° 


We do not own or operate any branch offices. Old Town products are distributed 
6 CF only through the best stationers and office supply dealers in every locality. 





WHOLESALE STATIONERS ASSOCIATION BANQUET, EDGEWATER BEACH HOTEL, CHICAGO, FEBRUARY 12, 1946 


was elected and officers for the coming year installed. 
The new officers are as follows: 

Lawson Long, Practical Drawing Company, Dallas, 
Tex., president; Herbert Held, Blackwell-Wielandy 
Company, St. Louis, Mo., first vice-president; J. H. 
Chipman, Brown Brothers, Ltd., Toronto, Canada, sec- 
ond vice-president; Harry Yager, David Kahn, Inc., 
North Bergen, N. J., third vice-president; S. Rubin, 
Schranz & Bieber Company, New York, N. Y., fourth 
vice-president; H. C. Whittemore, New York, N. Y., 
secretsry-treasurer. 

Under the toastmastership of Andy Maish, Dennison 
Manufacturing Company, the annual banquet was held 
in a ballroom on Tuesday evening. More than 500 were 
present to enjoy the festivities and give enthusiastic 
approval when Harry Yager presented a silver service 
to Mr. and Mrs. Max Goldstein as an expression of ap- 
preciation for Mr. Goldstein’s long and conspicuous 
service to the association. An excellent floor show and 


WHOLESALERS — A couple of table shots at the Whole- 
salers Stationers Association convention taken by a commer- 
cial photographer. In lower picture is an A. W. Faber, Inc., 
group, plus Mr. and Mrs. Harry Short of Columbian Art Works. 
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awarding of door prizes concluded the evening. 
All the private rooms on the third, fourth and fifth 
floors of the north section of the hotel were reserved 


for product displays. 


Eighty manufacturers partici- 


pated in this “Customers’ Club,” as follows: 


New York, N.Y. 
New York, N.Y. 
Kanka- 


Agency Paper Co., 
Almac Plastics, Inc., 
Amberg File & Index Co., 
kee, 
American 
Til. 
The American 
dusky, Ohio. 
American Lead 
ken, N. J. 
American Stationery Products Co., 
Chicago, lil. 
Arreo Playing 
Ill. 
Art Publishing Co., 
Automatic Pencil 
Chicago, Ill. 
Binney & Smith Co., New 
N. Y. 


Colortype Co., Chicago, 


Crayon Co., San- 


Pencil Co., Hobo- 


Card Co., Chicago, 
Chicago, Ill. 
Sharpener Co., 


York, 


a Pencil Co., Philadelphia, 


Continental Mfg. Co., Inc.,. New 
York, N. 
}-Thru MR Co., Hartford, Conn. 

Geskoen, & De nnison Co., New 
York, f 

Dennison Mfg. Co., Framingham, 

ass. 

Joseph Dixon Crucible Co., 
City, 

Eagle Pencil Co., New York, N. Y. 

Eberhard Faber Pencil Co., Brook- 
lyn, N. Y. 

Ellingsworth Mfg. Co. Chicago, Ill. 

Embree Mfg. Co., Elizabeth, n.d 

Esterbrook Pen Co., Camden, N. J. 

Ever Ready Calendar Mfg. Co., 
Jersey City, N. J. 

Eversharp, Inc., Chicago, IIl. 

A. W. Faber, Inc., Newark, N. J. 

Feldco Loose Leaf Corp., Chicago, 


Jersey 


New York, 


Ill. 
we Products, Inc., 
z. 


Fulton Specialty Co., Elizabeth, 
N. 


Gala Giftwraps 2 Specialties Co., 
New York, N. 

General Pencil e., Jersey City, 
N 

Glue- F ast 
York, N. 

Gracious Greetings, New York, N.Y. 

Hassenfeld Brothers, Inc., Paw- 
tucket, R. I. 

Higgins Ink Co., Brooklyn, N. Y. 

C. — Hunt Pen Co., Camden, 


Equipment Co., New 
Z. 


Industrial pee Corp., New Bruns- 
wick, N. 

Internationa Plastic Corp., Morris- 
town, N. 

Josephson ste Ce. Ne Bsc 2s 

David Kahn, Ine., North Bergen, 
N. J. 
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J. L. May Co., 


Joseph M. Katz & Co., Pittsburgh, 
Pa 


Koh- I Noor Pencil Co., Bloomsbury, 

N. 

Gloucester, Mass. 
Minneapolis, Minn. 
New York, N. Y. 

A. G. Mayer, New York, N. Y. 
Modern Retailing, New York, N. Y. 
Bert M. Morris Co., Los Angeles, 

Calif. 

Mystic Novelty 
field, Mass. 
New York Central 

York, N.Y. 

Noe gy re Ticket Co., 

York, N. Y. 

Novelart Mite. Co., New York, N.Y. 
Osborn Paper Co., Marion, Ind. 
Parker Pen Co., Janesville, Wis. 
Park Square Mfg. Co., St. Paul, 

Minn. 

Pelouze Mfg. Co., Chicago, IIl. 
Plymouth Rubbe r Co., Canton, 

Mass. 

Puritan 5g | Co. York, 

New York, s 
Rainbow Sibbans & Fabrics, Inc., 

New York, N. Y. 

Ray-O-Vac Co., Madison, Wis. 
Reliance Pencil Corp., Mount Ver- 

non, N. Y. 
toaring Spring Blank 

Roaring Spring, Pa. 
tobinson Re minders, 

Mass. 

Russell 

York, 
Sanford Ink Co., Chicago, Ill. 

The Wm. Schollhorn Co., New 

Haven, Conn. 

The Serolite Co., New York, N. Y. 

W. A. Sheaffer Pen Co., Fort Mad- 
ison, Iowa. 

Speed Products Co., 

City, N. Y. 
Stratford Pen Co., New York, N.Y. 
Monroe Strauss, New York, N. Y. 
Syracuse Ornamental Co., Syracuse, 

ae # 


Le aces s, Inc., 
Manette Co., 


Mills, Inc., Wake- 
System, New 


Inc., New 


of New 


Book Co., 
Westfield, 


Playing Card Co., New 


Long Island 


United Le ather Goods Co., Brook- 
lyn, 

U. 8. Playing Card Co., 
Ohio. 

The Wallace Pencil Co., St. 
+10, 

Stanley Wessel & Co., 

Wholesale Stationery Distributors 
of Canada, Toronto, Canada. 

Wilson Sporting Goods Co., Chi- 
cago, Ill. 

Wire-O Binding Co. of 
Chicago, Il. 

Zephyr American Corp., 
Bit. 


Cincinnati, 
Louis, 


Chicago, Ill. 


Chicago, 


New York, 
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SIKES means BUSINESS CHAIRS 


... and No. X77-3 


the SIKES REST-FLO CHAIR 


means “ALL-DAY 
Working Comfort” 
for Those Executives 
Fortunate Enough to 


Get Them! . 4 am 


fth 
ved 
ici- 


urgh, 
bury, 


ass. 


nton, 
York, 
Inc., 
Ver- 
Co., 


field, 








New 
New 
ev SIKES REPRESENTATIVES 
Mad- 
awe ‘ Metropolitan New York, Northern New Jersey South 
and New England R. T. MALONE, Route 1, Box 596, 
N.Y. F.J. BLOEMPOT, | Park Ave., New York,N. Y. Dallas 8, Texas 
eae Virginia, W. Virginia, North Carolina and Pacific Coast 
. or = ra gga ROSS R. WEST, 115 Front St 
rook- WALTER H. GERWIG, P. O. Box 976 SE ee ae ory 1 
— Parkersburg, W. Va. a fe ere 
iis Middle West All Other Territories 
q . H. WRIGHT JOHNSTON, 1716 Merchandise The SIKES Company, Inc., 20 Churchill St. 
> IH. Mart, Chicago, III. Buffalo, N. Y. 
utors 
* Chi- , 
’ 
cago, 
York, 
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FIRST DISTRICT NSA HOLDS ITS 
FIRST POST-WAR-CONVENTION 


Good Attendance Recorded—Bernard Willander 
Nominated Governor 


The first post-war convention of District No. 1 of the 
National Stationers Association was held on Wednes- 
day, February 27, at the Hotel Kimball in Springfield, 
Mass., with Governor S. Ford Chidsey, Bradley & Sco- 
ville Company, New Haven, Conn., presiding. 

In opening the convention, Governor Chidsey de- 
clared that he did not know of any group of men who 
respond so readily to a request for help as those in 
this industry. “If one man is away, there is always 
another to step in and take his place. In regard to 
speakers, it does not make any difference how busy 
they are, they are always ready to drop everything, 
show up and help to put over a good meeting.” He 
declared that the measure of any industry is the 


caliber of the men in it, and in that respect our mem- 
bership is really remarkable. 

He then announced a nominating committee, con- 
sisting of Courtney J. Worth, Esterbrook Pen Com- 
pany, president of the New England Travelers Club; 
Courtney F. Bird, M. T, Bird & Co., Boston, Mass., 
president of Boston Stationers Association; and Garry 
Dell, Burt & Dell, Hartford, Conn., president of the 
Connecticut Valley Stationers Association. 


Tribute to Late Charlie Garvin 

Governor Chidsey then said: “Gentlemen, at this 
time it is my duty to remind you that on Monday, 
February 4, we lost our general manager, Charles P. 
Garvin. Charlie was one of us. He dearly loved to 
come back to New England. Almost a year ago, I at- 
tended the Boston party with him. He spent the next 
week-end with Paul Cheney down on the Cape, and 
in a letter a short time later he said, “I haven’t been 
up there for some years and I swear it looks better 
than ever. I had some wonderful lobster and some 
T-bone steaks.’ He seldom missed one of our annuals. 
Under him the National Stationers Association has 
grown from a small, nearly-bankrupt trade association 
to one of the soundest and most respected. Presidents 


FAMILIAR FACES SEEN AT NSA’s DISTRICT NO. 1 CONVENTION, SPRINGFIELD, MASS., FEB. 27 


. J. T. Wilson, Jr., and Harry Lynn, Esterbrook Pen Co.; John J. Rein- 
ecke, Wood Oifice Furniture Institute; Frank R. Curtiss, Frank R. 
Curtiss Co. 

. S. Ford Chidsey, Bradley and Scoville, Inc.. New Haven, Conn.; 
F. H. Caswell, F. S. Webster Co.:; Geo. C. Holt, W. A. Sheaffer 
Pen Co., vice-chairman Manufacturer's Division, NSA. 

. Tom Stonhouse, W. A. Sheaffer Pen Co.; Guy W. Hart, 
Crucible Co. 

- Jim Johnson, ag es ee a Corp.: B. Mathews, Harter 
Chair Co.; Kelse E. Kelsey Co., Hartford, Conn.; 
Hal G. Tough. ae ree Equipment Co. 

. Ted Hargen, Yawman and Erbe Mfg. Co.: H. S. Sanders Stationers 
and Publishers Board of Trade; Harvey R. Rockwell, Yawman and 
Erbe Mfg. 

. Thure ell Adkins Printing Co., New Britain, Conn.; D. F. 
McQuesten, McQuesten’s, Lawrence, Mass.; W. A. Egan, Johnson's 
Book Store, Springfield, Mass.; W. J. Driscoll, The Carter’s Ink Co.; 
A. F. Rebhan. Beake and Rebhan, Boston, Mass. 

. Percy R. Jacobs, John R. Rembert Co.. New Haven, Conn.; Cal 
Cameron, Oxford Filing Supply Co.; D. D. Macdonald, Bradley and 
Scoville Inc., New Haven, Seen, 

. F. H. Caswell, F. S. Webster Co.; Otis R. Prior, Mutual Stationers 
Supply Corp.; James T. Towhill. James T. Towhill Co., Boston, 
Mass.; Arthur C. Shearman, Boorum and Pease Co. 

. W. K. Downing. Globe-Wernicke Co.; Percy R. Jacobs, John R. 
Rembert Co., New .-Haven, Conn.; Arthur R. Frey and Malcolm 
Derry, Globe-Wernicke Co. 


Jos. Dixon 
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10. Harry Ferry, National Blank Book Co.; Horton R. Frisbie, Roberts 
Office Supply Co., Portland, Me.; James Gribbin, Portland, Me.; 
Claude W. Allen, General Fireproofing Co. 

ll. Ben Willander, Thos. Groom and Co., Boston, Mass., nominated 
Governor Dist. No. 1, NSA.; E. H. Knapp, Victor Safe and Equip- 
ment Co.; A. F. Rebhan, Blake and Rebhan, Boston, Mass.; Court- 
ney F. Bird, M. T. Bird and Co., Boston, Mass.; president Boston 
Stationers Association. 

. B. H. Knust, Burt and Dell, Hartford, Conn.; W. S. Bleech, Gustave 
Fischer Co., Hartford, Conn.; Jos. Tofani, Standard Office Supply 
Co., Hartford, Conn.; E. A. MacKinnon, Hartford, Conn.; Chic Burt, 
Burt & Dell, Hartford, Conn. 

. M. L. Donaldson, The Carter’s Ink Co.; S. H. Challenger, Frank H. 
Fargo Co., Bridgeport. Conn.; Chas. Cc. Conklin, Chas. C. Conklin 
Office Supply Co., Springfield, Conn., new president of Connecticut 
Valley Stationers Association; Nat Blish, Reyburn Manufacturing Co. 

. Fred Bowes, Eagle Pencil Co.; Arthur L. King. Ward's, Boston, 
Mass.; Jim Curran, Eagle Pencil Co.: John F. Kennedy, Trussell 
Manufacturing Co.; L. S. Fisher, Plimpton’s, Hartford, Conn. 

. Lee Paddock, American Lead Pencil Co.; Harold Graves and 
Frank Valleau, Wilson Jones Co.; Gilbert Mulford, Kilbourn Bros., 
New Haven, Conn. 

. Court J. (Pop) Worth, Esterbrook Pen Co.; John O. Bonnie, E. C. 
Freeman Co., Providence, R. I.; H. B. Van Dorn, Jos. Dixon Crucible 
Co.; Elmer W. Pape and Bill Pape, Adkins Printing Co., New 
Britain, Conn.; prone E. Dell, Burt and Dell, Hartford, Conn. 

. E. E. (Ned) Ba Chas. W. Lipman, Geo. B. Graff Co.; Leo Burt, 
Burt and Dell, Hartiord, Conn.; Harry Tehan, Higgins Ink Co. 
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Side-Track Competition — Build a Permanent 


Demand for Quality Loose-Leaf By Featuring 


MASTER-CRAFT KcLomazec-Jype Binders 











It's easy, today, to establish a lasting, profitable 
business on the better grades of merchandise — 
such as these streamlined MASTER-CRAFT 
Automatic Binders. 


















Your customers will appreciate the handsome, book-like appearance of 
this binder, with no exposed metal or protruding posts to mar furniture 
or take extra filing space. Show them the quick-as-a-flash operation of 
changing sheets and point out the advantages of the ingenious sheet- 
holding bars and posts inside binder that keep sheet body in perfect 
alignment — bound in as securely as pages in a book. 










Show your customers, too, how the covers lie FLAT when open, providing 
a firm, level writing surface with no rock, no roll, no writing up and 
down hill. 


By selling MASTER-CRAFT Automatic Binders and MASTER-CRAFT 
“Sight-Saver’” Ruled Forms, you give your customers the equipment to 
produce fast, accurate bookkeeping work with minimum lost motion or 
Sheet Body... eye strain. You also assure yourself of your customers’ repeat business 
on ruled forms. 


MASTER-CRAFT Automatic Kalamazoo-Type Binders are available in 
light and heavy duty models, each adjus able for a wide variation in sheet 
body thickness. And deliveries are being made promptly. 








A Touch of the 
Finger Instantly 









Releases Entire 
















Master-Craft Corporation 










Division of The Shaw-Walker Co. 
KALAMAZOO, MICHIGAN 





came and went but the Association under his direction 
continued to grow in size and importance. For 18 
years he successfully steered the Association through 
good times and bad. The monthly magazine, his desk 
sheets, his Flashes and his personal appearances were 
eagerly awaited by members of the trade and the few 
outsiders that could get on the mailing list. The Cen- 
turies of Progress exhibits that he ran in connection 
with the National Convention were worth far more 
than it cost any manufacturer or dealer to attend. 
Charlie could talk to any group in its own language. 
It didn’t make any difference whether it was a coun- 
try-wide gathering in Washington or a small local 
association. We have seen him come up to Hartford 
and at noon hold the Rotary Club spellbound. Even 
old Governor Cross would sit on the edge of his chair 
with his hand cupped to his ear so as not to miss a 
word about what was going on in Washington. Then 
in the afternoon he would talk to us about the more 
serious angles of our own business, only to turn around 
in the evening and give us a side-splitting half hour 
of fun and nonsense—the very thing we needed to 
finish off the day. 

“He had planned to be with us today. He had his 
reservations made when he had his last attack. We 
miss his friendship, his wisdom, his good fellowship, 
As we meet here today we can resolve to carry on the 
good work he has been doing. He has left us an asso- 
ciation that is sound in finances and in program; an 
association that is of great value to all its classes of 
membership. May we carry on in the determination 
that our continued growth and progress shall stand as 
a tribute to Charles P. Garvin. He was our leader and 
our friend. We miss him. 

“Gentlemen, may we stand for a moment of silent 
tribute to our general manager. Amen.” 

At this, the assemblage stood for a moment in silent 
tribute to his memory. 


Hear “Modern Stationer” Editor 


The first speaker on the program was David Manley, 
editor of Modern Stationer, who spoke on “Store Mod- 
ernization”, showing lantern slides to illustrate his 
talk. Beginning with pictures of simple counter layout, 
ne went on to show modern arrangements of store in- 
teriors, making comparisons and pointing out the 
many advantages to be gained by rearrangement of 
both counters and shelves. Mr. Manley’s efforts were 
directed toward encouraging stationery dealers to mod- 
ernize their stores so as to put them on a plane with 
other stores in their neighborhood, He pointed out the 
advisability of bringing items of merchandise in as 
close a contact with the customers as possible, which 
often prompts the sale of additional items, thereby 
increasing the dealer’s sales. In discussing store fronts, 
he showed a number of pictures of stationery stores 
which have been modernized, pointing out such fea- 
tures as the lobby display, the spider-web display 
window arrangement and others. 

The next speaker was John J. Reinecke, executive 
secretary of the Wood Office Furniture Institute, who 
commented informatively on “Wood and Wood Sub- 
stitutes.” 

The next speaker was Harvey P. Rockwell, vice- 
president, Yawman and Erbe Manufacturing Company, 
whose topics was “Color and Design in Office Furni- 
ture.” (Mr. Rockwell’s address is presented as a fea- 
ture article on another page.) 

Howard S. Sanders, executive secretary, Stationers 
& Publishers Board of Trade, the next speaker, ad- 
vised that the “no risk” period is over. He declared 
that during wartime almost any one can make money, 
that salesmen become mere order-takers. But those 
conditions are bound to change. He warned sales- 
men that from now on they must learn to sell again. 
There will be a greater need for good management 
than ever before, he advised dealers, declaring that 
they will have more with which to contend and, there- 
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fore, more attention must be paid to details. Advising 
business men to get down to constructive thinking, he 
likened money to an individual, saying if you had a 
man who was not producing you would do something 
about him. The same applies to money, he advised. 
Money invested in business and money invested in 
merchandise laying on shelves is just as much of a 
responsibility as money invested in an employee. 
“Money talks. If you have cash in the bank you won’t 
need to worry a lot. Keep liquid and keep your busi- 
ness on a sound footing,” was his advice. In urging 
dealers to keep good records, he advised the use of past 
records as a guide for the future. He answered a num- 
ber of questions from the floor to the satisfaction of all. 


George C. Holt Addresses Meeting 


The next speaker was George C. Holt, general sales 
manager, W. A, Sheaffer Pen Company, who spoke on 
the work of the manufacturing division. 

Arthur L. King, vice-president, Ward’s, Stationers, 
Boston, Mass., talked on “From the Retail Angle.” He 
declared that he would rather be on the receiving end 
but felt that dealers, too, should contribute their ex- 
periences and problems and how they solved them. 
“We retailers find adventure and romance in the retail 
stationery business,” he said, “and if anyone thinks we 
lead a humdrum existence, he is mistaken.” 

In reviewing the growth of the stationery business, 
he gave as an example his own business. The store was 
established after the Civil War and for the first 
40 years some office supplies were sold, but during that 
period social stationery predominated. 

Then, at the turn of the century in 1900, he stated, 
the stationery business underwent a complete change. 
At that time a number of new inventions for the 
speeding up of office work made their appearance in 
the market. Mr. King displayed a chart showing some 
of the new inventions that revolutionized the business, 
in the chronological order of their appearance, First 
to appear was the typewriter, followed by the adding 
machine, stencil duplicator, loose leaf binder, vertical 
filing cabinet, fountain pen and other products. The 
introduction of these inventions did speed up office 
routine and they also standardized the size of business 
papers, he pointed out. They did more than that—they 
made store modernization and the training of sales 
people necessary. The retail merchant realized that he 
should make his store a place where people like to 
trade; he aspired to make his store the best in town. 

In 1900, the speaker explained, typewriter companies 
established agencies and sent out their salesmen, thus 
giving birth to specialty selling. Dealers realized they 
must go outside to get business, which introduced 
outside selling. At this point, Mr. King discussed the 
merits of both general line selling and specialty selling, 
setting forth the merits of both. In regard to the gen- 
eral line salesman, he advised, “Don’t fail to recognize 
his value for, in addition to selling merchandise, he 
also sells that great intangible, ‘service,’ and in doing 
so creates a tie between himself and his customer. He 
knows his customers well because he sees them 50 
times a year and they will buy anything he can enthu- 
siastically endorse. But having too many things to sell 
and being only human, he cannot do full justice to 
them all. 

“On the other hand, the specialty salesman, having 
only a few articles, can concentrate all his efforts on 
those articles and in most cases do a better job of 
selling. He is supervised by a department manager 
who studies each specialty salesman’s performance, 
prepares charts for his guidance, goes out into the field 
with him, plans advertising helps and does everything 
possible to assist in the sale of those few products,” 

Declaring that in his belief salesmen should bring 
in more than one-item orders, he cited an example of 
how a salesman could boost his sales. Desk calendars 
and diaries are best for remembrance gifts because 

(Turn to page 175, please) 
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How Much Should a 


Stationery Store Advertise ? 





By Walter H. Miller 


Vice President 
Otto Ulbrich & Co., Buffalo, New York 


This is the fourth of a series of articles on’ various. aspects of mer- 
chandising and selling, presented by Eversharp, Inc., as a service to 
stationers. Opinions expressed in these articles are those of the 
authors, and do mot necessarily reflect policies and opinions of 
Eversharp, Inc. 


BOUT 12 years ago, we ran this little ad in Buffalo 
newspapers. And except for two of the war years, 
we've been running it ever since. The Pen Doctor ads 
offered a nine-point check-up service for 50¢—with new 
parts extra where they were necessary. 

We accepted repair business from dealers all over 
western and northern New York and parts of Pennsyl- 
vania and Ohio. And about a year ago we resumed the 
Pen Doctor ads in virtually the same form as they were 
12 years ago. And I might add that we have been 
swamped! 

So far as we know, we were one of the first dealers to 
set up a complete pen service, and advertise it! In our 
Pen Doctor Department most repairs are made while 
the customer waits. People appreciate that kind of ser- 
vice .. . and come to Ulbrich’s to get it. 

For building large volume in fountain pens . . . there’s 
nothing like a good, well advertised repair service. It 
pays for itself many times over in actual repairs. But 


more than that. .. it booms new-pen business. 


Our Present Comprehensive 


1 dvertising Campaign 
Encouraged by the excellent response to these Pen 
Doctor ads, we began to broaden our advertising. We 


tied the Pen Doctor in with window displays, and ap- 
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propriately decorated the pen repair department to tie 
in with the doctor theme. 

We secured the services of a local Buffalo advertising 
agency, and began a comprehensive campaign in news- 
papers, radio, outdoor, and direct-by-mail. 

We have several excellently-timed spot announce- 
ments on the CBS station in Buffalo, and for several 
years, we have had a regular quarter-hour weekly pro- 
gram on the local ABC station, on Saturday afternoons. 

Now that merchandise is gradually becoming avail- 
able again, we intend to broaden our whole advertising 
operation still further. 

But on the day I write this, we are running a news- 
paper ad on Eversharp pencils . . . and expect to use a 
lot more of space for Eversharp and other leading na- 
tionally advertised merchandise in the coming months. 

Most stationery stores advertise on a very limited 
scale at best. But we have found that a relatively large 
advertising campaign pays ... and pays well. Our pres- 
ent size (3 stores) and dollar volume would be impos- 


sible without our comprehensive advertising campaign. 


Our original Pen Doctor ad, as it first ran 12 years ago. 
We're still running it regularly today . . 
off more than ever. 


. and it’s paying 
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NATIONAL SERVICE INSTITUTE ANNUAL MEETING AT PALMER HOUSE, CHICAGO, FEBRUARY 21 


NSSI HOLDS ANNUAL MEETING IN CHICAGO 

“The New Era Merchandising” was the theme for 
the twenty-ninth annual meeting of the National 
School Service Institute held on February 19-22 at 
the Palmer House in Chicago. 

H. F. Martin, Bardeen’s, Inc., Syracuse, N. Y., as 
president of the NSSI, presided at the meetings and 
delivered his convention address at the Wednesday 
forenoon session. This same program, which followed 
set-up day and exhibit visitation day, featured an 
address, “New Era Selling” by Lionel B. Moses, national 
director of the trade extension department, the Amer- 
ican Weekly magazine; and a symposium, “The Rebirth 
of Selling,” of which A. Boyd Campbell, Mississippi 
School Supply Company, was the moderator. 


For the symposium, Mr. Campbell was assisted by 
Ward Glasby, Churchill Manufacturing Company; C. V. 
Griggs, Griggs Equipment Company; L. J. Hollister, 
American Seating Company; F. V. Hutchinson, North- 
ern School Supply Company; Clarence McGuire, 
Hoover Brothers; D. J. O’Connor, Acme Shear Com- 
pany; M. B. O’Donnell, Bacon & Vincent Company; 
and H. F. Robinson, American Seating Company. 


“Expanding Markets” was the theme of the Thurs- 
day session at which Irving Pearson, president of the 
NASTAE, presented greetings and John Moninger, as- 
sistant to the president of the American Meat Insti- 
tute, spoke on “American Industry Discovers the 
Public.” “The Past Was But a Prelude” was the topic 
for a talk by L. E. Parmenter, executive manager 
of the NSSI. E. M. Hale, first vice-president, spoke on 
“Where We Are.” 


The annual dinner was held in the Red Lacquer 
Room of the Palmer House on Thursday evening. 


“Management” was the topic for the Friday session. 
Addresses were given by a number of men in the NSSI 
and William P. Laughlin, consulting psychologist of 
Rohrer, Hibler & Replogle, spoke on “Personnel Eval- 
uation.” 

I 
TRIPLE OCCASION FOR KRIL-OFFICE PARTY 


Kril-Office Products, Chicago, had three reasons for 
holding an enjoyable party February 18 at the Chi- 
cagoan Hotel. The occasion marked the third anni- 
versary of the opening of Kril-Office Products, now 
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well established in a new home. Secondly, founding 
of the Kril-Office Products Social Club, a project 
under discussion for some time, was accomplished at 
this dinner. A third reason for the party was to 
express bon voyage to Mr. and Mrs. L. I. Kriloff, who 
ieft March 1 for a vacation of several weeks in Florida. 

Mrs. L. I. Kriloff welcomed those attending the din- 
ner and assured them of her wholehearted support as 
chairman of the social club. Jimmy Lynch, district 
manager of Brown-Morse Company and considered 
one of the Kril-Office family, was a speaker for the 
triple occasion party. 

ee 
JAMES VREELAND HOLDS ROYTYPE MEETINGS 


James Vreeland, sales manager of Roytype division, 
Royal Typewriter Company, Inc., recently flew to 
Omaha, Nebr., and Dallas, Tex., to conduct sales meet- 
ings designed to help dealers move merchandise. 

The Omaha meeting was attended by Mr. Vreeland, 
L. C. Hult, assistant sales manager, western division; 
M. E. Bailey, manager, Kansas City, Mo.; W. G. Wag- 
ner, manager, Sioux City, Iowa; R. A. Locke, Roytype 
supervisor; L. G. Lunardi, manager, Davenport, Iowa; 
T. W. Kayser, Roytype manager, St. Louis, Mo.; O. A. 
Kelly, Roytype sales, and F. W. Diers, manager, Cedar 
Rapids, Iowa; M. C. Devitt, manager, Des Moines, Iowa, 
and his Roytype salesman, O. O. Butler; W. Wiese, 
Roytype salesman, Sioux City, Iowa; R. D. Portwood, 
Roytype salesman, Davenport, Iowa; and Manager 
Paul Barth of Omaha and his two Roytype salesmen, 
H. Millegan and R. M. Swenson. 

Mr. Hult opened the meeting by stating that Roytype 
had become an all-important cog in Royal’s merchan- 
dising operations. He then informed those present as 
to just what part they were to play in the rapidly- 
expanding Roytype division. 

The afternoon session was devoted to a graphic dis- 
play by Supervisor Locke in which he showed man- 
agers and salesmen how to secure Roytype dealers and 
told of the importance of having topnotch dealer out- 
lets in all parts of their territories. 

On the second morning Mr. Vreeland held an in- 
structive session on the proper method of merchan- 
dising all Roytype products. 

The Omaha program was repeated at Dallas, Tex., 
and was attended by L. E. White, manager, Dallas; E. | 
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DISPLAYS AT THE ATLANTA, CHICAGO, DALLAS, NEW YORK AND OTHER GIFT SHOWS 


THOMAS EL GIBBONS & CO. 
Manufacturers of uo 7G Le: Lather fae 


509 S. FRANKLIN STREET CHICAGO - 7 = ILLINOIS 











JASPER CHAIR CO. OFFICIALS, SALESMEN CONVENE 


Checking new designs, discussing sales ter- 
ritory and the office chair business in gen- 
eral, this Jasper Chair Co. group met at 
Jasper, Ind., recently. Left to right, those in 
the picture are: Front row—George A. Litch- 
field, sales manager and assigned to the 
central territory; Fred Deutsch, southwestern 
territory; James S. Fowls, southern territory; 
and Roland J. Freeman, eastern territory. 


Ree eS | wget 
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Rapidly expanding to handle increasing demand 
from industrial organizations for VISIrecord equip- 
ment, Visible Index Corp. recently held a refresher 
training course for distributors and managers at com- 
pany headquarters, 535 Fifth Ave., New York, N. Y. 
Simultaneously, daily courses for new staff members 
were held at the offices. It was announced that the 
ViSIrecord organization in Canada will be doubled 
in the immediate future. Shown attending the train- 
ing course are, left to right: Standing—cC. P. Herrick, 


Rear—R. A. Browne, western territory; Harry 
Stroud, bookkeeper; S. H. MacDonald, west- 
ern territory; Arthur A. Barth, secretary and 
manager; Lester Brown, attending the meet- 
ing because of the illness of his father, W. H. 
Brown, Chicago and middlewestern territory: 
Louis T. Koerner, Jasper president and gen- 
eral manager; and Lester Wuenn, designer. 
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VISIBLE INDEX CORPORATION REFRESHER TRAINING COURSE AT NEW YORK 


Ottawa, Canada; F. R. Maunsell and Edward Cutler, 
Montpelier, Vt.; Herbert Weston, president of Visible 
Index Corp., R. H. Holzinger, New York sales mana- 
ger; C. S. Douglas, Rochester, N. Y.; S. S. Mattison, 
Newark, N. J.; and Comdr. Jackson Bogue, RCN, Mont- 
real, Canada. Seated—T. V. Herlihy, New York; A. B. 
Carter and B. Ferris, Schenectady, N. Y.; William B. 
Hill, Jr., and C. C. Raber, New York; M. W. Blanchard, 
Toronto, Canada; and C. H. Ray. Worcester, Mass. 





H. Plogster, manager, Houston, Tex.; Garlan Davis, 
manager, San Antonio, Tex.; W. J. Creger, manager, 
New Orleans, La.; managers Froming of Oklahoma 
City and Conatser, Tulsa, Okla., and Supervisor Lee- 
per, Roytype division. Western Sales Manager, A. W. 
Barlow made a surprise visit. 

Mr. Vreeland reported that all branches represented 
at the two meetings now have full crews of Roytype 
salesmen and that he looks forward to a healthy in- 
crease in sales as a result of reinforced manpower. 


——————— 


HOLD OFFICE EQUIPMENT DINNER CLUB MEET 
The regular monthly meeting of the Office Equip- 
ment Dinner Club was held on Monday evening, 
February 4, at the Advertising Club, New York, N. Y. 
President Seymour Nathan, Charles S. Nathan, Inc., 
New York, in opening the meeting introduced the 
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following guests: John F. Emhardt, Columbia Steel 
Equipment Company, Philadelphia, Pa.; Raymond 
Blau, Max Blau & Sons, Newark, N. J.; Joe Wiener, 
David Kramer, Inc., New York; Ross Levine, Con- 
tinental Office Furniture Company, New York; George 
Driver, Driver Desk Company, New York; and Frank 
Whitehead, Manhattan Desk Company, New York. The 
latter was recently released from the U. S. Army. Mr. 
Nathan then asked the members to submit their sug- 
gestions for topics to be discussed at future meetings. 
In speaking on behalf of the coming Red Cross drive, 
he urged the group to support this drive in the same 
fine generous manner as they have in the past. 

John F. Emhardt, Columbia Steel Equipment Com- 
pany, told of conditions in the steel office equipment 
industry and expressed the hope that there would 
be an early settlement of the steel strike so that the 

(Turn to page 198, please) 
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FEATURING SIDE-FILING...GREATEST IMPROVEMENT IN 50 YEARS 


Steel Rock-A-Files! The only truly modern filing Steel Rock-A-File cabinets are finished in lustrous 
cabinets. More than twenty basic advantages gray with handles of satin aluminum. 
over drawer type files. Rock-A-File’s exclusive Write or wire for complete details. 


and revolutionary sidewise opening provides 


casien, more ffcicat flingin less than rwo-hiras MUA AALS LULA 


Specialists to the Stationer Since 1903 
~35 EAST WACKER DRIVE + CHICAGO 1, ILLINOIS 


the space occupied by old style files. 
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REPORTS OF IMPORTANT EVENTS AND ACCOUNTS OF NOTEWORTHY 


ACTIVITIES OF THE MONTH 


IN EVERY DIVISION OF THE 


INDUSTRY 





RETURNING VET NAMED SALES MANAGER 

Returning home after serving three years in the 
Navy, Lorin Wilson had a pleasant surprise when he 
reported to the Milo Harding Company, Los Angeles, 
Calif., for resumption of his old position on the sales 
force. Instead, he learned that he had been appointed 
as Pacific Coast sales manager. 

In his new post Mr. Wilson has a sales organization 
under him throughout the Pacific Coast states for the 
sale of duplicating machines, inks, supplies and sten- 
cils to major industrial and commercial organizations. 

George. Palmer, member of the Milo Harding Com- 
pany sales staff before entering the Army, has resumed 
his pre-war position with the organization. 

Jack Crowley, formerly with Remington Rand, Inc., 
has joined the Milo Harding sales staff. 


oon 


EBERHARD FABER APPOINTS LOUIS M. BROWN 

In line with extensive plans for expansion, the Eber- 
hard Faber Pencil Company, Brooklyn, N. Y., recently 
appointed Louis M. Brown to the newly-created post 
of general sales manager. Mr. Brown has been af- 
filiated with the company in a sales capacity since 











LOUIS M. BROWN 


1923, at which time he was Canadian representative. 
He later became advertising manager, assistant sales 
manager and in 1938 sales manager. 

The company also announced the following staff to 
collaborate with Mr. Brown: A. P. Danos to assist in 
the directing of the sales of lead pencils and erasers 
to all trade outlets in this country, E. Heavey to direct 
all foreign sales, John Horne to head sales in the edu- 
cational and Government contract fields and N. L. 
Pearce to supervise the sale of all fourtain pens and 
mechanical pencils. 

The midwest territory will be headed by A. C. Van 
Horne, who assumes district management responsi- 
bilities with headquarters at Chicago. All advertising 
and sales promotion activities, both domestic and 
export, will be under the direction of F. H. Eichhorn. 
Within the scope of Mr. Brown’s supervisory planning 
will come the marketing of all Eberhard Faber prod- 
ucts, including the new ball pen. 
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LT. COL. GUNLOCKE HEADS CHAIR COMPANY 

Lt. Col. Howard W. Gunlocke has been honorably 
discharged from the Army after more than four years 
of service. Elected president of the W. H. Gunlocke 





LT. COL. GUNLOCKE 


Chair Company, Wayland, N. Y., he is resuming an 
active personal interest in the affairs of that company. 

The official entered the Army in February of 1942 as 
a first lieutenant. During the succeeding three years 
he advanced rapidly through the ranks of captain and 
major to lieutenant colonel. He went overseas in 
February of 1944 and spent some 22 months in the 
American Military Government. 

9 

ELECT OFFICERS OF THE SIKES COMPANY, INC. 

The Sikes Company, Inc., furniture manufacturers, 
located at 20 Churchill St., Buffalo, N. Y., has elected 
Robert A. Craig as vice-president and treasurer and 
H. W. Koehn, Jr., as vice-president in charge of sales. 

Mr. Craig has been associated with the Sikes Com- 
pany, Inc., since 1919, coming to Buffalo when all of 
the Sikes interests were consolidated there in 1933. 
Mr. Koehn has been in sales work with the company 
continuously since leaving Princeton University as a 
member of the class of 1930. 








EAC UGE BS, PLEASE 


In caption accompanying a picture of annual dinner 
of New York Office Appliance Manufacturers, appear- 
ing on page 66 of the January issue, Edward A. 
Maloney, Moore Business Forms, Inc., was incorrectly 
referred to as Edward A. Mahoney. This mistake is 
sincerely regretted. 

ee 

We are informed that an article appearing in the 
February issue telling of H. E. “Ed” Cooper joining the 
Associated Stationers, Inc., Oakland, Calif., was in- 
correct in regard to Mr. Cooper purchasing an interest 
in the firm. The former traveler is joining this firm as 
manager of purchases and sales, but has not become a 
part owner. This error in reporting is regretted. 
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FINE CARBON PAPERS & 











DONT GUESS/ 


DONT GAMBLE/ 


You don’t have to guess about the new M & V 
5-Point Sales Plan! It has been planned, tested and 
proven over the past three years to help alert dis- 
tributors cash in on post-war buying power. 

There's no gambling either! Here's a sure-fire way 
to build more sales and more profits for your busi- 
ness. It’s a “tested” plan to help you obtain new 
customers, and also more business from old customers. 


Better send for full details about this easy way 
to more profits. It’s a bang-up sales promotional 
plan* that has been tried and proven successful in 
practical operation. 

Write today for complete information about this 
M & V 5-Point Plan that enables you to profit from 
the experience of other successful carbon paper and 
ribbon distributors. There's no obligation on your part. 


* Specialized plans will be prepared to meet local conditions. 


MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 
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NATIONAL BLANK BOOK ELECTS OFFICERS 
Directors of the National Blank Book Company, 
Holyoke, Mass., at a meeting on January 16, received the 





JOSEPH M. TOWNE EDWARD S. TOWNE 


resignation of Edward S. Towne, president since 1917, 
and his nomination of a brother, Joseph M. Towne. 
The resignation, given because of ill health,, was ac- 
cepted and Joseph M. Towne was named as the new 
president, succeeding to that office after having been 
vice-president since 1917, in charge of manufacturing 
operations. Edward S. Towne was then elected vice- 
president and was given a unanimous vote of apprecia- 
tion for his long years of service. 

Upon the retirement of Frank B. Towne, treasurer, 
with the remarkable record of 58 consecutive years in 
that office, his son and assistant-treasurer, Richard P. 
Towne, was elected treasurer. Controller Alton B. 
Hughes is the new assistant treasurer. 

Herbert S. Towne, vice-president of Van Strum & 
Towne, Inc., New York, who has been in the service for 
several years and who is now in charge of the Chicago 
office of that firm, was re-elected to the board of direc- 
tors. The other directors are Charles F. Robbins, presi- 


dent of the A. G. Spalding Bros., Inc.; John C. Baker, 
president of Ohio University; Joseph M. Towne, Rich- 
ard P. Towne, Edward S. Towne, Richard M. Weiser, 




















RICHARD P. TOWNE ALTON B. HUGHES 


superintendent; Paul Buckwalter, sales manager; and 
Clifford S. Lyon, secretary. 


oe 


J. O. POPPLE RETIRES FROM ZAISERS, INC. 

J. O. Popple recently announced his retirement from 
the management of Zaisers, Inc., stationers and office 
outfitters of Des Moines, Iowa. C. C. Holley, president 
of Zaisers, Inc., stated that Mr. Popple had disposed 
of his interest in the company and had resigned as 
its secretary. 

Mr. Popple had been manager of the store for the 
past 22 years. He expects to take an extended vaca- 
tion, after which announcement will be made of his 
plans for the future. 

Ralph N. Stutsman, with Zaisers, Inc., for 25 years 
and who has been sales manager since 1936, has as- 
sumed general management of the company. He is 
well known in the office equipment field in Iowa. 








NEW SOUTHWESTERN STATIONERY STORE AT JOPLIN 

Ralph Kettler is manager of the business 
and Fred Pfaff is store manager and buyer. 
Both are veterans of World War II with wide 
backgrounds of experience in the business. 


The Southwestern Stationery & Bank Sup- 
ply recently opened this new store at 625 
Main St., Joplin, Mo., one of the four op- 
erated by that firm. The others are at Ponca 
City and Lawton, Okla., and Amarillo, Tex. 
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MONEY-SAVING -oceLerd. 
THAT SPEED OFFICE WORK! 





We're pretty much reconverted now, and every man and every machine in the Bates factory is 
working full time to catch up with the unprecedented demand for Bates products. We can’t get back 
to normal all at once and there will still be some delays, but we can see that the corner has 


been turned. We can promise one thing that no effort for speed is going to, in any way, 


| Bates 
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compromise the Bates reputation for quality products. 


quality products 


The Bates Mfg. Co., Orange N. J. * N.Y. Office, 30 Vesey St. 
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pent Stel Sales Corporation 


300 EAST 145TH STREET ° NEW YORK 51, N.Y. 
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Boosting 
KIL-KLATTER 
coast... this is one 
of a series of 
advertisements 
appearing every 
month tn leading 
office equipment 
magazines 





Free Display Cards to Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 






RETAILS 
FOR 


$100 














{ Dealers: attach this coupon to your itbeed) — 
AMERICAN HAIR & FELT COMPANY 
Dept. 6B-3, Merchandise Mart, Chicago $4, II. 


( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. Our check for $6.00 is enclosed. 


or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. i 
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ARE YOU QUALIFIED FOR SUCCESS? 
(Continued from page 14) 


| his buying according to his sales, thereby maintaining 
| the most profitable rate of constant stock-turn. 
A perennially live subject of trade discussion is 
| “What constitutes a proper profit?” The ideas of 
| many retailers on this subject are astoundingly hazy. 
It is often discussed at trade association gatherings 
and in business bulletins from Government bureaus, 
but when the exposition of the question is not too gen- 
eral, it is often too highbrow, defeating its usefulness. 


Must Know Overhead Costs 


Probably owing to inertia in the matter of record- 
keeping, there is often a startling lack of detailed 
knowledge about overhead costs. The general weakness 
is that of overlooking some items or, less frequently, 
inflating certain items of expense. Except in the case 
of that rara avis who likes to do business “just to keep 
the wheel turning,’ no sane businessman will do busi- 
ness at a loss if he knows it. The easiest and surest 
way to cure the “price-cutter,” for example, is by 
educating him as to the costs of production or selling, 
as the situation might be, and by giving him a correct 
understanding of what constitutes real net profits in 
business. 

If one had spoken to our forefathers about “over- 
head charges,” they would have thought of nothing 
| but thunder and lighting. To the ordinary business- 
| man today, the words may sound just as terrible, but 

the meaning is different. 

Like charity, the words ‘‘overhead charges” are much 
abused and represent a multitude of misunderstand- 
| ings. To so-called “Big Business,” they often provide 
a camouflage by which excessive profits are, to super- 
ficial thinkers, effectively disguised, while to the un- 
successful retailer in all lines they loom up like an 
avenging Nemesis. 

There is no space for a discourse on “overhead 
charges” in an article of this length, for a book can 
be written on the subject, but it may be Said in brief 
that they represent the cost of doing business. If, 
from the total expenditures for a year, are deducted 
the sums actually expended for merchandise, the re- 
mainder will, approximately at least, represent the 
overhead charges for the year. Every dollar that is 
judiciously conserved from these overhead charges 
transfers itself automatically to the profit account. 

Many reasons are being ascribed continually for 
failure or indifferent success in retailing, any one of 
which can start the downward trend. A top-heavy 
rental for a receding location value is certain to put a 
business in the financial quagmire. No amount of 
knowledge of the business can correct this condition 
without severance of the burden as soon as feasible. 
Another profit adulterant from which some outlets 
suffer is that of too many employees for the average 
weekly volume, which means not enough return either 
in ability or effort for the payroll expended. 

This problem, however, as may be said also of ad- 
vertising experiments that do not show definite re- 
turns within reasonable time, is something that is 
readily subject to corrective control by the Sensible 
stationer. Better salesmen, rather than a reduced pay- 
roll, is usually the solution of the problem. 





Other Profit-Devouring Elements 


| Other obstacles to profitable existence that may be 
| outlined are: too many stores of a kind for a small 
trade-drawing radius or inadequate population; hand- 
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CREATORS OF AIR FLOW COMFORT 
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MODEL 2451 





1205 CHARLOTTE STREET © KANSAS CITY 6, MO. 


CHAIR COMPANY 


SECRETARIAL, GENERAL OFFICE & FACTORY CHAIRS 
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will continue to bring you all that 
is latest and best in the field of 
stapling machines. 


MARKWELL MFG. CO. 
200 HUDSON ST., NEW YORK 13, W. ¥. 
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ing out only what customers call for without thought 
of stimulating additional purchases; overstocking (in 
the days when that was possible!); selling unadver- 
tised articles on which no permanent business can be 
built these days; losses caused by obsolescence of cer- 
tain specialties and appliances as a result of new 
inventions; reckless credit-granting and lethargic col- 
lection procedures; insufficient advertising, display and 
general sales promotion effort; failure to cement cus- 
tomer’s good will in strongly competitive localities; 
casual bookkeeping and lack of record-control to tell 
exactly where the business stands at all times, and— 
quite worth reflection—always selling the cheaper 
goods to customers who can well afford better mer- 
chandise and would gladly spend more for their re- 
quirements if properly educated to the superior quality 
supplies and equipment. 

The stationer who permits these errors and derelic- 
tions in his place of business should certainly examine 
himself with regard to his qualifications for success. 


The “I Will” Credo 


The famous “I WILL” credo, attributed years ago to 
Marshall Field, certainly applies to stationery mer- 
chandising success. Here it is: 

“TI WILL put myself mentally on the other side of 
the sales counter, and will handle the customer just 
as I would want to be treated if I were the customer.” 

“TI WILL make every effort to make my service to the 
community as complete as possible.” 

“I WILL watch my costs closely. The world makes 
way for the merchant who knows where he is going. I 
can effect economies, avoid undue extravagances, and 
still give the public good service if I maintain an up- 
to-date system of cost, profit and sales records.” 

“TI WILL watch my credit with manufacturers, 
wholesalers and jobbers because I realize that the 
credit which I use in my business is my most priceless 
possession. I may never need to use it to its limit, 
but I will guard it zealously just the same.” 

“IT WILL make every effort to keep my salesroom in- 
viting to the public. That means keeping it as clean 
as humanly possible, as cheery and attractive as hum- 
anly possible, and keeping my sales staff the kind of 
men with whom folks will like to do business.” 

“I WILL keep an open mind for new merchandise, 
new processes and new inventions pertaining to my 
field and will never condemn them without consider- 
ing them carefully. The world moves, and unless I 
move with it in a way that will improve the quality 
and the appearance of my service to the public, I will 
be left behind.” 

“I WILL never try to fool anybody into believing 
that I am offering him super-quality at a low price, 
because the retailer who tries to do that will find that, 
in the end, he has fooled nobody but himself.” 

“I WILL make my window frontage do something 
more than merely bring light into the store. It will 
bring business in, too. If some folks’ faces are their 
fortunes, and my windows are the face of my store, 
I am going to make them pay me cash.” 

“I WILL advertise intelligently, gauging my expen- 
ditures by the traceable results. The public must know 
me if I am to obtain the business that belongs to me. 
I will make my name a badge of responsibility for the 
complete satisfaction of those who buy my wares.” 

“TI WILL use more real salesmanship throughout my 
store. I will take time and pains to talk and explain 
things to my customers. This will require a little more 
time, to be sure, but the practice will more than pay 
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Monrce _ 
Adding-Caleulator 
LA-6-200-C 
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Monroe is the world’s standard Adding-Calculator. Its 
leadership was established a third of a century ago when 
the first Monroe Adding-Calculator revolutionized busi- 
ness figuring. Today, hundreds of thousands of Monroes 
are performing arithmetical miracles in offices, stores, 
banks and factories everywhere. 
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. The same engineering excellence and precision in 
re, 


manufacture responsible for this universal acceptance 
are found in Monroe Accounting and Monroe Listing 
Machines. Their modern design and unique operating 
ow | advantages blaze new trails in making today’s accounting 


>n- 
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ne. procedures simpler, faster, more fool-proof. 

ihe J Let a representative from our nearest Branch explain Monroe advantages . . . features . . . low cost 
of upkeep .. . how a nation-wide system of Monroe-owned branches assures continuity of service. 

my | ? 

ain | Monroe Calculating Machine Company, Inc., Orange, New Jersey 

ore ’ 


Sales, Installation and Maintenance service available in all principal cities. . 
ay ASS Ko LL TS: ERE RR 
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THE NEW HERRING-HALL-MARVIN 


ROTARY RECORD — 


2,000 CARDS CAPACITY 
—and all you need to do is transfer your 
present cards to this more convenient system. 


USE YOUR PRESENT CARDS 


You can use the very cheapest cards. No punch- 
ing is required. Exclusive design holds any 
cards in position at any angle on the wheel. 


FULL VISIBILITY AT TOUCH OF FINGER 


Any card—any section of cards— immedi- 
ately available to operator with effortless ease. 


LIGHTNING-FAST REFERENCE WORK 


Ease of operation and 100% visibility auto- 
matically eliminate fumbling for cards. Creates 
new standards of reference efficiency. 


WHEEL IS SELF-BRAKING 


The wheel design is years ahead of any other 
similar file. No brake, no ratchet, nothing to 
cause trouble. 


3 FILE SIZES AVAILABLE 
Three models for the three standard card 
sizes: 3x5, 4x6, 5x8. 


COMPACT—PORTABLE—SMARTLY STYLED 
Will glorify any office. Takes up minimum of 
desk space. Easily carried from one desk or 
one office to another. More convenient than 
any other filing system thus far devised. 


Write, wire or phone for complete information--NOW! 














General Offices 


HERRING-HALL-MARVIN SAFE CO. "siiieisio 


St. Louis, Atlente, Houston, "Pulledebeie, 
Los Angeles, Detroit, Pittsburgh 
OTHER AGENCIES ALL OVER THE WORLD 


Manufacturers of Bank Vault Equipment - Bank. Counters - Tellers’ Buses and 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes 








BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT 
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Stebco will gear to production of luggage designed to match Stebco brief 


cases—just as soon as Stebco quality materials are availcble in quantity. Think what this means: new 
promotional punch for your advertising, new selling hooks for your salesmen. The prestige of the Stebco name on 


brief cases is a nation-wide introduction to assure the success of 


STEBCO LUGGAGE TO MATCH STEBCO BRIEF CASES 


SINCE 1918 





STEIN BROS. MFG. CO. + 4242 WEST FILLMORE + CHICAGO 24, ILLINOIS 
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| QUALITY is ‘eireGviseds with a 
: SPEED- O-PRINT $ 


| You'ar are Ne at of quality if you choose 

Speed-O-Print duplicators and duplicating 

supplies. And that’s because they conform to 

the rigid specifications that quality stands for 
.. the faithful and relentless adherence 

to this threesome: topnotch materials, 
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workmanship and design. Performance 
tells... quality is as unmistakably 
Speed-O-Print as the will and ability — 
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to progressively serve. 





i SPEED-0-PRINT CORPORATION ~~ 
x 161 E. GRAND AVE., CHICAGO 11, ILL. “core 
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| for itself in the extra service I will provide, and in 














Tubular Edge Insertable 


| better satisfied customers.” 


“I WILL respect the business of retailing—the great- 
est agency of day-to-day human supply in all this 
world. Respect, like charity, begins at home. If I don’t 


| respect and believe in my business myself, I have no 


right to expect others to respect my business and to 
have confidence in me.” 

Certainly the stationer, as a purveyor to the require- 
ments of every business and professional man in his 


| community, has ample cause to be proud of maintain- 
| ing a modern stationery outlet. And the measure of 
| his justified pride is his demonstrable qualification for 


developing and expanding constantly a sound and suc- 
cessful establishment. 
et 


NEWS NOTES FROM THE MARITIME PROVINCES 





William McNulty, Correspondent 





Baldwin-Marshall, Ltd., has become established in 
a ground-floor location in St. John, N. B., for the 
sale of typewriters, adding machines, duplicators, and 
so forth. Royal typewriters are handled. The show- 
room is in the midst of the St. John office, financial, 


| legal, and insurance area. Almost next door is located 


INDEX TABBING 





eee It’s the 
‘7, Original 








‘New Colorful Package 


| the showrooms of D. Gestetner, Ltd., producers and 


distributors of duplicators. 
a +. 


Miss Frances E. Williams of St. John, N. B., and 


* 


| William C. Kitchen of Halifax, N. S., formerly of Grand 


Falls, N. B., were recently married in St. John. The 
bridgegroom is on the staff of Seaman-Cross, Ltd., 
Halifax, dealers in office appliances, and was recently 
discharged from the RCAF, in which he had been a 
flying officer. He is a nephew of Capt. P. B. Cross, 
of the Canadian Navy, and Seaman-Cross. 

* * * 


New L. C. Smith typewriters have recently arrived 


| at the showroom of the Soulis Typewriter Company, 
| Halifax, N. S., 
| telegraph, telephone or write for pamphlets and a 
| demonstration by a Soulis representative. 


and those interested are asked to 


* * * 


The London Rubber Stamp Company, which is lo- 


| cated not at either London, England, or London, Ont., 


AICO-GRIP is 


but in Halifax, N. S., and offers office supplies in 


| general, as well as stamps and stencils, has found 
| it an advantage to be situated in Halifax. The firm 


| submitted a bid of $573 for supplies to the city. It was 


the strongest tabbing available. Heavier 
gauge cellulose . . . will not crack or 
warp. 


More convenient to use and apply. 


More durable in action. 


Individually wrapped in cellophane. 


The original tubular edge tabbing, making 
it possible to insert titles quickly and 
easily. 


AICO-GRIP TABBING 
LOOSE LEAF INDEXES 


Aico Products sold only through stationers. 
DESK PADS 
CELLULOSE SPECIALTIES 


ii PROTECTIVE HOLDERS 


: oe 
Y. peCguer 
503 S. JEFFERSON ST., CHICAGO 7, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 
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| disclosed that the lowest bidder was a Montreal firm, 
| whose price was $503. 


However, the city council 
finance committee voted to accept the local firm’s 


| figure just because it is located in Halifax. 


a 


TO VOTE UPON EVERSHARP MERGER PLAN 

A proposal to merge Eversharp, Inc., Chicago, with 
the Magazine Repeating Razor Company, Bridgeport, 
Conn., will be placed before stockholders of the com- 
panies at separate meetings about the middle of 
March, the razor company announced February 11. 
Both boards of directors have approved the proposal. 

The plan provides for a three-for-two split of Ever- 
sharp’s common stock and the exchange of three 
shares of this stock for each two of Magazine com- 
mon. Preferred stock of the latter would be called up 


_at par plus accrued dividends. 


ee 


PALLEY BROTHERS, INC., CHANGES NAME 

Announcement has been made by Palley Brothers, 
Inc., 69 Mechanic St., Worcester 8, Mass., of a change 
in name to Office Supply & Equipment Corporation. 
This is done to eliminate name confusion resulting 
after recent incorporation. The Worcester firm deals 
in office equipment and office supplies and is operated 
by Abraham and Samuel Palley. 
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Wake up 


those old NEVA-CLOG customers by putting in 
a new fresh stock of genuine NEVA-CLOG | 
STAPLES. 
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Put these in your window, out on display on 








your counter. It’s “reminder merchandise.” 






There are thousands of machines temporarily 
IDLE because the owners just FORGOT to get 
Genuine NEVA-CLOG STAPLES when in YOUR 


and store. 
and 
The 
utd 


7 GENUINE NEVACLOG STAPLES 
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because— 


ived 
“4 For over twenty years they have been properly 
da made for the job intended. They fit—they are 


chisel pointed (not ground) for easy penetra- 
Rg tion of material. 
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The strip is of firmer construction (reduces 


breakage). 


They give constant and continued Stapling 





satisfaction and sustain the guarantee on 


NEVA-CL -l 
' ecm) wie or NEVA-CLOG MACHINES. 
vith Made to fit S-100 Machine—100 to a 


ort strip—lM per box—1l0M per carton. 


a | NEVA-CLOG STAPLING PLIERS 
i “The Machine of a Thousand Uses” 


—NEVA-CLOG STAPLES 
to “Fasten Things Together” 





NEVA-CLOG DJ-340 STAPLES 
nge These NEVA-CLOG Staples are espe- 


ion. ially made for use in J-30, J-60 ma- e 
‘ing iia, Melts wii prcsiont Sebadoh NEYVA<LOG PRODUCTS, Inc. 


eals precision. 5M per box BRIDGEPORT, CONN. 
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R.C.Allen Business Machines 


ALLEN CALCULATORS, INCORPORATED 


678 FRONT AVE., N. W. GRAND RAPIDS 4, MICHIGAN 


Makers of World Renowned Business Machines 


The only company which offers the Independent Dealer a full line of 
ADDING MACHINES * CALCULATORS * BOOKKEEPING MACHINES * CASH REGISTERS 











THREE BECOME EQUAL PARTNERS IN BURT & DELL 

Leo Burt, Garry Dell and Chick Burt now have equal 
partnershp in the firm of Burt & Dell, 320 Pearl St., 
Hartford 3, Conn., as of March 1, according to a recent 
announcement. 




















LEO BURT CHICK BURT 


This stationery and office firm was formerly known 
as Burt & Company and, previous to the fall of 1940, 
was established as Buht & Jeffer, Inc. 

The three partners are well and favorably known to 




















GARRY DELL 


the trade and, with the revamping of their display 
room and the completion and planning of other im- 
provements, expect steady expansion of a company 
which has long served as exclusive agents in Hartford, 





BURT & DELL REVAMPED DISPLAY ROOM 


Conn., for many leading manufacturers in the office 
equipment industry. 

Garry E. Dell, who had represented the Southworth 
Company in the Middle West, with headquarters in 
Chicago, resigned from that company in October of 
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THE TYPE ERASER 


Here’s a new idea that is radically different in the typewriter 
field, the Type Eraser that fits into the end of a platen knob 
where it is always at your finger tips. The eraser it cttached 
to the-end of a Nylon string and is automatically returned by 
means of a strong tempered steel spring concealed within the 
knob. Guaranteed against imperfections in material and work- 
manship. Installation is very simple. Remove the regular knob 
and replace it with the Type Eraser knob. When ordering, just 
specify the make of machine on which it is to be used. 





To Use—Place thumb against near side. This will force the far 
side of the eraser out, enabling you to firmly grasp it with your 
fingers. 





Pull Eraser straight out and lift directly over platen to erasing 
position. Hold eraser vertically and erase with up and down 
motion. 





To return the eraser, lift hand straight up and release. It will 
automatically return to its position. When the eraser is worn 
out, remove from the button and replace with a new one. Re- 
placement erasers are available from the dealer. 


Time is money. Therefore, save money by saving time in hunt- 
ing for lost erasers. It pays for itself in a short period of time. 


Retail Price $2.50 Each 
Discount to Dealers 


Ames Supply Company 


564 W. Randolph St., Chicago 6 











37 Murray St. 583 Market St. 
New York 7 AGENCIES San Francisco 
1913 Commerce St.,j] PRINCIPAL CITIES 11 Prior St., 
Dalias 1 Atlanta 3 
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SHALLCROSS 


STENCILS 


Introducing ... 
A NEW 


eye-appealing package for SHALLCROSS DOUBLE- 
COAT STENCILS—as modern and progressive as 


the product it contains. 

















The winning combination—a package designed for 
selling—a product designed for customer satisfac- 
tion. Long-fibered imported tissue coated with 
TWO special solutions gives SHALLCROSS 
DOUBLECOAT STENCILS extra strength, extra 
durability PLUS extra smoothness for artwork that 
means quality duplicating ALWAYS. 


PRICE LIST AND SAMPLES 
ON REQUEST 


The SHALLCROSS COMPANY 


M anufacturers of 


Inks-Ribbon,s-Stencils-Papers 


FORTY EIGHTM and GRAVS FERRY ROAD 


ad oe Oe OF a Ol ad oO Pe od 
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1941 to join Burt & Company. In years previous he had 
covered the New England territory for F. S. Webster 


| Company and Acco Products, Inc. 


sitensictatsielglldllinilii aie 
GRAND OPENING HELD BY ST. PAUL FIRM 

The grand opening of their new store at 54 E. Fourth 
St., St. Paul, Minn., was held by McClain & Hedman 
Company on February 14 and 15. The proprietors were 
greeted by a host of friends and congratulations were 
expressed by the many flowers from busines$.andper- 
sonal friends, reports Merrill D. Hasty, Northwest 
Travelers Club correspondent. 

The store is truly inviting, says Mr. Hasty. He points 
out that the main floor is divided by a long eye-level 
island and to the left is the stationery department 
with spacious showcases, center aisle open display 
and an emergency hidden stock room. To the rear of 
this department is the general office. Here, the fluores- 
cent fixtures are built indirect, so as to eliminate all 
shadows. The ceiling is acoustically treated. 

To the right of the main store is located the furni- 
ture department, where executive suites may be 
assembled. To the rear is the open display of filing 
department items and systems, with an emergency 
stock. In the center of the furniture department, a 


| stairway leads to a second floor which accommodates 


a private office overlooking the main store, and a dis- 
play room for general office furniture and desk acces- 
sories. 

The remodeling was done during times of materials 
shortages since October 1, 1945, and what has been ac- 
complished is a tribute to the plans of Sterley Jerue 
and his staff. 

Greeting their many friends at the opening were 
members of the sales staff of McClain & Hedman Com- 
pany—L. M. Hedman, R. S. Jerue, Al J. Borsheim, R. 
Bladorn, J. Gormican, H. J. Magne, C. A. Pfeiffer, A. W. 
Peterson, L. A. Savard, G. R. Schroeder, and P. H. 
Smith. 

The Northwest Travelers were on hand, escorting 
many prospective customers and friends. In the group 
were L. M. Ackert, Eaton Paper Corporation; R. N. 
Thomas, B. L. Marble Chair Company; James O’Brien, 
Parker Pen Company; Charlie Malody and Al Skibbe, 
Associated Stationers Supply Company; Brewster 
Towne and Ray Hammond, National Blank Book Com- 


| pany; Roy C. Clarke, F. S. Webster Company; Marion 
| V. Follin, B. L. Marble Chair Company; Fred C. Schae- 


fer, Sanford Ink Company; R. W. McGowan and James 
Shields, Shaw-Walker Company; W. E. Smith, Ace 
Fastener Corporation; Al Nordstrom, Smead Manu- 
facturing Company; Arnold Berglund, Joseph Dixon 
Crucible Company; and Merrill D. Hasty, Sengbusch 


Self-Closing Inkstand Company. 
et 9 


DANIELS COMPANY STORE DESTROYED BY FIRE 

A disastrous fire that started in a department store 
in Muskegon February 22 burned out eight stores, in- 
cluding that of The Daniels Company, one of the lead- 
ing commercial stationery concerns in western Mich- 
igan. E. A. “Bill” Nichols, who was in Chicago on a 
buying mission for the company, reported that the 
store was a total loss but fully covered by insurance. 

The plan is to rebuild quickly in the same location. 
In the meantime orders will be filled as quickly as 


| possible from the quarters of an affiliated concern, 


Nichols Paper & Supply Company, located at 82 Apple 
Avenue in Muskegon. The usual drop-in type of store 
business will be delayed until the new building is 
erected. Due to the emergency, manufacturers have 
co-operated by making quick deliveries of scarce mer- 
chandise. The co-operation of manufacturers, Mr. 
Nichols states, is matched by that of Muskegon busi- 
nessmen who have helped in many ways to ease the 
difficulties occasioned by the fire. 

The company’s records came through the fire un- 
touched. The catalog file was destroyed. Manufac- 
turers are requested to send catalogs, price lists, or 
whatever information they may have to offer. 
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America’s Largest Fountam Pen Manufacturer — 


Celebrates Its 


This year we celebrate our fiftieth anniversary. 





It is a milestone we could not have reached 
without the help of many loyal friends. ‘Together we have 
seen, down the years, numerous pen developments, many 
of which were pioneered by this company—today America’s 


largest manufacturer of fountain pens. 


Ss = _ 


___WEAREVER 


FOUNTAIN PENS - MECHANICAL PENCILS - REFILL LEADS 





D#VID KAHN, INC., NORTH BERGEN, NEW JERSEY 
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Ewing Galloway 


United States Steel 





installed loose-leaf equipment 


E CAN'T tell you where the street car company got its 

one-horsepower “hayburners” . . . but we well remember 
where the mighty, just-born infant U. S. Steel Corporation got 
those “new-fangled” loose-leaf ledgers in 1901. Because that 
biggest single loose-leaf order on record was a powerful boost 
to our year-old company. 

That was almost a half-century ago . . . and today The C. E. 
Sheppard Company is still making good loose-leaf equipment. 
And while we admit that the age of an organization is no guar- 
antee of anything, we submit that a long record of successful 
accomplishment is. Through the years of peace and wars, 
booms and depressions, this company continuously pioneered in 
the development of loose-leaf aids to business, with many 


famous “firsts” and steady enlargement of line and services . . . 
and with never an instant’s lowering of our high standards. 

This may be why today buyers of loose-leaf equipment all 
over the world have come to recognize that the trade-mark 
“Cesco” on a loose-leaf item is as dependable an assurance of 
satisfaction as it is possible to obtain. And why that trade 
mark is also an assurance that in manufacture and merchandis- 
ing, in helpfulness and inventiveness, and above all in quality 
and reliability, The C. E. Sheppard Company remains among 
the leaders in the loose-leaf field. If the new No. 46 Cesco 
Catalog is not in your loose-leaf department, send for a copy 


today. 


THE C. E. SHEPPARD CU. 


Executive Offices and Factory: 44-07 TWENTY-FIRST STREET, LONG ISLAND CITY 1, 


ee 
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DUPLICATING 








529 South Franklin St., Chicago 7 270 Lafayette St., New York 12 
Factory: Coraopolis, Pa. 
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| 7 Valuable Typewriter | 


! 


FREE 


— Shipman-Ward | 
co Services sy 


ae The Ship-Ward News 
(The Dealers Friend ) | 


Parts and Supplies Catalogs 


ga 0.P.A. Ceiling Prices on — 


Typewriters 


mae 0.P.A. Ceiling Prices on — 
Other Office Machines _ 


ae Ages and Trade In Al- 


lowances of Standard Machines 





Not necessary for an office | 
machine dealer to be a cus- | 


tomer to get above FREE SER- 
VICES. If not on our mailing 


list, write us. 





SHIPMAN-WARD MFG. CO. 
325 N. Wells St. Chicago 10, Ill. 
Opposite Merchandise Mart 


The Dealers Supply House 
Since 1892 





GLEN FORBES CLIMBED UP THE HARD WAY 

Being on the spot and willing to give help when 
needed has been the keynote of the life and career of 
Glen Forbes, now the president of Mittag & Volger, 
Inc., Park Ridge, N. J. 

As a boy he accepted a job, paying 50c a day, to help 
Frank O. Mittag, Sr., rebuild the fire-destroyed factory 
of the pioneer manufacturers of typewriter ribbons and 
carbon papers. His eagerness to learn the other fel- 
low’s job as well as his own made him a capable en- 
gineer when only 16. 

Year by year, Glen Forbes diligently studied prac- 
tical chemistry, ink formulae, fine paper making, im- 





GLEN FORBES IN LABORATORY 


ported wax and other elements of the highly special- 
ized business. In the span from October 12, 1897, 
when he had his first job, until April 20, 1920, he 
worked up to the postion of assistant superintendent 
of the plant. 

In August, 1930, he was given the additional title of 
vice-president and superintendent, and nine years later 
was elected president of Mittag & Volger, succeeding 
Frank O. Mittag, Jr., who retired from active service 
with the company. 

Mr. Forbes’ long experience has proven invaluable to 
his company, for it inspired the keen foresight that 
anticipated the difficulties brought on by World War 
II. He encouraged Mittag & Volger not only to build 
two additions to the plant for more efficient produc- 
tion, but to purchase and store large quantities of es- 
sential raw material as a protection against possible 
future shortages. The shock of Pearl Harbor, there- 
fore, found the company well prepared for a normal 
production, even during wartime. 

Even now, with peace here and the strain eased, 
Mr. Forbes is still busy at work in the plant and lab- 
oratory. He gives personal supervision when and 
where required, and feels that management and labor 
would find working together far easier if the employer 
would always meet his employees on the common 
ground of mutually-shared knowledge and experience. 


———q7— 

KIRKPATRICK NAMED DITTO SALES CHIEF 

K. M. Henderson, vice-president of Ditto, Inc., Chi- 
cago, has announced the appointment of R. J. Kirk- 
patrick, Jr., as general sales manager. He succeeds 
J. J. Williams, retired. Mr. Kirkpatrick started with 
Ditto 17 years ago as a salesman and later served 
successively as branch manager for Ditto in Memphis, 
Tenn., Kansas City, Mo., Atlanta, Ga., and Philadel- 
phia, Pa. In 1944, he was appointed field sales man- 


ager and on February 1, general sales manager. 
CO ——— 


GRENVILLE DAVIS COMPANY TO NEW QUARTERS 

The Grenville Davis Company recently moved to 
new and more convenient quarters in the National 
Bank of the Republic Building, 134 S. LaSalle St., Chi- 
cago 3, Ill. The change became effective on February 
15. The company serves as manufacturers’ representa- 
tive, Mr. Davis traveling a radius of approximately 500 
miles from Chicago. 
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TRADEMARK REG. U. S. PAT. OFF. 





When you purchase any Pax Product 
you also purchase the experience and 
ability of Pax Technicians acquired 
through 20 years of exhaustive re- 
search and development. 











i H. 
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There’s plenty of profit and an un- 
limited repeat market for remarkable 
new Pax Hecto Ink Cleansing Cream. 
Pax Hecto Ink Cleansing Cream 
cleans hands faster, easier and safer, 
no matter what the stain or smudge 
might be. Hecto, Ditto, Mimeograph 
and other duplicator inks, carbon 
paper, typewriter ribbon, stamp pad 
ink — even Multilith Intensifier — are 
erased in a moment by this smooth, 
creamy, quick-acting, skin-protecting 
hand stain remover. 


HECTO INK CLEANSING CREAM 


(Contains Lanolin) 


QUICK TURNOVER-— it’s easy to sell 
MORE PROFITS — it’s a long-margin item 
REPEAT SALES— once used, no office will do witho 












The lanolin in Pax Hecto Ink Clean 

ing Cream is good for the skin— 
keeps hands youthful, softer 
more beautiful. Every office wo 
will want a jar for their own use, 


All your office, factory, store or i= 
stitution customers need, will buy, 
and continue to order Pax Hecto Ink 
Cleansing Cream once they have 
tried it. Prove its performance ang 
quality in your own office without 
cost. Ask for a generous 
sample jar. 


Watt the Coupon Today | 
YOU GET ALL THESE ADVANTAGES: 


PROTECTS MANICURES— Will not dull or smear the highest lustre nail polish. 
EASILY REMOVED— Simply rinse with clear water. Pax suds profusely —no 


soap necessary. 


WON'T SPOT CLOTHING— Even when mixed with the ink it removes! 
PLEASANT AROMA— Leaves no “after-use’’ odor on the skin. 
KIND TO THE SKIN— Does not chap or redden the hands—lanolin leaves. 


them soft and lovely. 


EASY TO USE— Spreads easily like a fine cold cream. 


<j ECONOMICAL— Certainly! No deterioration — always stays like new. 


ST. LOUIS 10, MO. 
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There’s a truly Personal Touch on the New Remington! It 
insures smoother typing—invites fingers to fly over the key- 
board as though winged. This Personal Touch, instantly 
changeable to the preference of the typist, combines with a 
smoother, swifter action...a faster, more sensitive feel to 
result in a uniform, swift flow of work—a new high in typing 
beauty—that’s the pride of every operator . . . of every execu- 
tive. This Personal Touch, this swifter, more sensitive action 
are among the latest triumphs of Remington Rand research 
and engineering. These, and the many other features 
incorporated in the New Remington typewriter, are the 
reasons for that famous fact: “More Remingtons have | 
been bought than any other make”. See how much better | 
the New Remington really is . . . discover the sensitiveness 
of the new Personal Touch for yourself. Phone your 
nearby Remington Rand office or representative today, 





guinglon 


THE FIRST NAME IN TYPEWRITERS won BUY AND HOLD VICTORY BONDS 


This ad appearing during March in Saturday Evening Post, Time, U. S. News, and Newsweek. 
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Your Desk 


SHAW-WALKER’S 


New Low Desk a 


The very first time you sit down at this desk you'll be amazed at 
the difference this 29-inch height makes. It isn’t a slight difference. 
It’s an enormous difference! You will sail through your business 


day, alert, and at ease . . . turning out more work than ever before. 








Created by Shaw-Walker and first introduced in 1938, the 
29-inch natural working height was nationalized as standard in 
1941.—The New Low Desk, is only one of the 8000 office necessities 


in the enormous Shaw-Walker franchise. 


NEW LOW DESK, ISLAND BASE MODEL 


“Built Like a 
Skyscraper” 








GHAW-WALKER 


MUSKEGON, MICHIGAN NEW LOW DESK, LUXURY MODEL 
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LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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WINDOW DISPLAYS BOOST M. & V. SALES 


rf P 
Tull ™ ” Attractive window displays of Mittag & Volger, Inc, 
e products have boomed sales for the Rowley Company 
7 at New Orleans, La., and E,. R. Conner & Company at 

Fort Worth, Tex. 
In New Orleans, the Rowley Company is utilizing 


+ the M. & V. five-point sales plan, namely the use of: 
Is what makes 1. Newspaper and radio advertising. 


? 2. Direct mail advertising. 


3. Retail store window and interior store displays. 
CARBO-WELD PENCILS 


Always the outstanding 
economical pencil buy. 


















SEMI-HEX Office Pencil 
SEMI-HEX Thin Colored Insoluble 
KIMBERLY Drawing Pencil 
KIMBERLY Thin Colored Indelible 
KIMBERLY Hectograph Multi-Copy 
WET PROOF Outdoor Pencil 


























TO SELL MORE CARBON PAPER—Top picture is Rowle 

Co.’s Mittag & Volger Curl-Less carbon paper window di 

play at New Orleans, La., and bottom picture shows an 

tractive display of Mittag & Volger products in show windoy 
of E. R. Conner & Co., Fort Worth, Tex. 


4. The company publication, “The M. & V. Analyst, 
5. Direct sales contact, with the prospects cover 

| by the distributors’ local sales force. 
E. R. Conner & Company in Fort Worth have foun 
automobile selling methods successful in building 
| office equipment business. Attractive window displajl 
| of M. & V. products are used to get new customel 
| and increase store sales. 
In addition to these displays, ‘‘Conner’s Office Boy, 
a monthly house publication, is distributed by thi 
| company to inform its customers and prospects abot 
the latest ideas in office equipment. Helpful aids ar 
offered to buyers and executives, F 


a ee 

NAME REM-RAND CHICAGO OFFICE ASSISTANT) 
A. J. (Augie) Weitzel has been appointed assista 
typewriter branch manager of Remington Rand, In@ 
te be ad “te 3 yg nif. se Chicago office. He entered the Army Air Forces as} 

: , iy second lieutenant and served in China and Ind 

until October, 1945, during which time he rose § 

fe n p id Pr Cl Ompany the rank of major. Previous to his entrance into t& 
Army, Mr. Weitzel had served in various responsib 

o) JERSEY CITY 6, N. J. branch and home office assignments, the last befol 
| entering the service being as district manager of 

Youngstown, Ohio, office. 
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CONFIDENCE 


@ The child relies on its father. With equal confidence business 
relies on Acco. There is no substitute for such confidence, in a man 
or in a product. 

That is why ACCO takes such pride in its name and reputation. 
The knowledge that Acco steel fasteners, for instance, are recognized 
as “tops” and that Business would rather have them than any other 
represents something on which all of us can build. 

Paper fastening is a basic operation in all businesses—and the 
name “ACCO” on your paper fasteners is your promise to your cus- 


tomers that you sell the best—that they can buy from you with con- 


fidence. 






PRODUCTS, Ine. 
39th Avenue and 24th Street 
LONG ISLAND CITY, N. Y. 
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METALSTAND (C0. ccauire: xe WYLAM METAL PRODUCTS CO. 


The combined manufacturing facilities of these two Plants is your 
assurance of PROMPT DELIVERIES 


METAL TYPEWRITER STANDS...A STAND FOR EVERY USE 









List F.O.B. List F.0.B. 
Phila. Pa. Phila. Pa. 
Top Size Top Size 
14” x 17%" 14” x 17%" 
Leaves, 9°'x 14" Height: 26” 
STYLE 450 When fully opened STYLE 250 
you have a table 
35'/."" x 14" 


Fits every office need—for typewriters, adding machines, files 
and ledgers. Steel 'U" angle construction, fully rivetted and 
built to stand abuse. Shipped set-up, ready for use. Top is 
five-ply veneer. Finished in Green or Walnut. 


A stand that affords plenty of working space. Top and leaves are 
five-ply veneer. Frames and legs are made of heavy gauge furniture 
steel. Large easy rolling casters. Finished in Green or Walnut. 


Shipped set-up. 


$8 








List F.O.B. List F.O.B. 

Phila. Pa. Phila. Pa. 

Top Size Top Size 

14” x 174" 17” x 24” 

Height: 26” Height: 26" STYLE 1250 





STYLE 550 
Leaf: 12”. x 14” 


Just the stand for adding machines, kardex cabinets, book- 
Slide leaf pulls out either to left or right—provides extra top space. keeping machines, multigraphs, registers, etc. 
Steel "U" angle construction—easy rolling swivel casters. Shipped This stand is large enough to hold typewriter, note-book, 


set-up, ready for use. Top and leaf are five-ply veneer. Finish letter tray. Shipped set-up, ready for use. Top is five-ply 
Green or Walnut. veneer. Finished in Green or Walnut. 





Write for Circular showing complete line of STANDS and STOOLS 


METALSTAND CO. 


MANUFACTURERS OF STANDS AND STOOLS 
1615 to 1625 MELON STREET : PHILADELPHIA 30, PA. 
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WOODSTOCK 


TYPEWRigwee 





WOODSTOCK TYPEWRITER COMPANY 
WOODSTOCK ILLINOIS 
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DUPLICATING AND SYSTEMS WORK 
— GET CLEARER COPIES FASTER 
WITH THE 


REX-O- 
FLUID TYPE DUPLICATOR AND 
SPECIAL SUPPLIES 


Now you can replace outworn inefficient office 
duplicating equipment with the fast, easy-to-oper- 
ate and accurate REX-O-graph Fluid Type Dupli- 
cator. Used in combination with special REX-O- 
graph Supplies — Carbon Paper, Spirit Master 
Paper, Duplicator Fluids, Correction Pencils and 
plates, Backing sheets. You get clearer, more brill- 
REX-O- 


grtaph’s 100% Roller Moistener assures superior 


iant copies of any duplicating work. 


results without fuss or muss. 





Illustrated — REX-O-graph Model FM 
with Quick-Change Master Guide. 


There is a REX-O-graph dealer near you. He can promise 
fast delivery to take care of your needs now. See him, or 
write for his name. We'll send you illustrated literature 


REX-O-9724, Inc. 


3729 N. PALMER ST., MILWAUKEE 12, WIS. 


Fluid Duplicators and Supplies for Superior Results 


 s 


WATCH PRESENTED ROYAL’S BUFFALO MANAGER 

In recognition of 25 years of outstanding service 
with the Royal Typewriter Company, Inc., Chester M. 
Pillow, Buffalo, N. Y., branch manager, has been 



































CHESTER M. PILLOW 


awarded a gold watch. The presentation was made by 
Allan A. Ryan, chairman of the board of directors, 
on behalf of E. C. Faustman, Royal president, at an 
informal ceremony in the New York executive offices 
last Friday morning. 

Mr. Pillow, who began his work for Royal as a sales- 
man in Buffalo 25 years ago, has managed the Royal 
office in that city for the past 20 years. 

_——t—= eo 
W. V. SNYDER TAKES OVER AMBERG LINE 

The Amberg File & Index Corfipany, Kankakee, IIL, 
after operating a direct sales office in Newark, N. J., 
for many years, has transferred its Newark interests 











WILLIAM V. SNYDER 


to William V. Snyder, a former Amberg salesman who 
had been with the Kankakee company for more than 
ten years. 

The W. V. Snyder Company at 965 Broad St., Newark, 
will sell the Amberg line of Amfile office supplies, 
catalog covers and catalog index sheets, as well as 
filing cabinets, desks and chairs—everything for com- 
plete office furnishings and filing installations. 

a me 


MARVIN D. SWAIN APPOINTED BRANCH HEAD 


J. M. Hackney, general sales manager of the portable 
typewriter division of Remington Rand, Inc., recently 
announced the appointment of Marvin D. Swain as 
branch manager of the portable division in the Detroit, 
Mich., territory. Offices for this new post are located 
at 220 Bagley Ave., in Detroit. 

Mr. Swain was associated with Remington Rand for 
nine years prior to his entrance into the Navy in 1942. 
He first represented the Detroit office of the American 
Writing Machines Stores of Remington Rand, Inc., in 
1933, later becoming manager of that branch store. 
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Thus our nation has grown. Nourished by roots of right methods and 
principles it has progressed from a tiny seed to its present majesty. 
Pen: For over a half-century #2 has endured and grown through wars and 
peace, good times and bad. That is why reliable stationers and office 
k, P ; — 
mile suppliers throughout the land speak so highly of #2. They know that 
pe a fe products have proven themselves down through the years. 
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Cant Ge Beat in Their Class ... . 














= Sa ee 
... and Here’s Why! 


@® MADE OF TOUGH, EXTRA HEAVY FIBRE BOARD 
take abuse. . . will not break down @ SMOOTH TOP 
and LOWER SURFACES — slide easily when they are stacked 
» METAL STITCHED~— No messy, unreliable gummed tape 
to fuss with @ PERMANENTLY AFFIXED COVER 
it’s part of the case and a flick of the wrist locks it tight. 


These are just a few of the outstanding features your cus- 
tomers will note when contrasted with other low priced cases 


22 Sizes to Meet Your Customer’s Needs 


ne 














e 
MONROE CLE ° MICHIGAN 
| ATER 


New YorK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
BOSTON 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 
Omaha & Oklahoma City 1 Fort Worth 1 Houston 2 Kansas City 
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NSA THIRD DISTRICT MEETING 
(Continued from page 54) 


floor on “What the Association Means to Me”. H. B. 
VanDorn, Joseph Dixon Crucible Company, was moved 
to remark that the reason for the success of the Asso- 
ciation is that “the boys are right in there pitching.” 


From a manufacturer’s standpoint, he likes to attend | 


the meetings to meet his competitors and customers 
and keep informed. 

William Craven, Wolcott-Taylor Company, Washing- 
ton, D. C., stated that from a dealer’s standpoint he 
likes to get together and get acquainted. He has found 
that one’s competitor is not as bad as often thought, 
but is really a fine fellow. 

Governor Sinisgalli declared that he has been very, 
very happy in being connected with the Association 
and very proud to have been a member for many 
years. 

Thursday, February 14, P.M. Session 


The Thursday afternoon session got under way with 
with H. B. VanDorn, Joseph Dixon Crucible Company, 
as acting chairman. He told of his trip across the 
country two years ago attending meetings, saying he 
had a grand time with Charles P. Garvin, and several 
others on that grand trip, including George C. Holt, 
W. A. Sheaffer Pen Company, vice-chairman, manu- 
facturers’ division of NSA. He then introduced Mr. 
Holt as the next speaker. 

Mr. Holt chose as his topic, “Conditions in Our In- 
dustry and Business World of America’. To help see 
the picture as it is today, he asserted, we must bear in 
mind that the retail business is very rosy, there is 
more money in banks, less inventory and buying is 
more freely done. Dealers are experimenting with 
their businesses and are finding they are successful in 
changing their methods. 

In telling of the manufacturer’s side of the picture 
he pointed out that they have increased their plants, 
machinery and employees, and are faced with high 
taxes, the problem of holding their help and many 
other conditions. It is his belief that retailers will see 
more competition than ever before during this post- 
war period and manufacturers will use their great 
resources to make and dispose of their products. Ad- 
vertising and selling programs will be stepped up to 
get retailers to stock advertised brands to satisfy con- 
sumer demand. In his opinion, dealers will not be 
able to stock all brands nor could a good many afford 
to. 

The answer to the dealer’s problem, as he sees it, is 
that the dealer must have a good selling organization 
and must watch and control his buying. If the dealer 
carries fewer lines and has a greater selling organi- 
zation, he will have a quicker turnover and better 
profits. People buy a product for the service that prod- 
uct gives, and therefore look to their dealer for advice. 
One of the biggest advantages a dealer has is being 
known in his community where his advice is respected. 
Dealers are dealing with people of above average in- 
telligence and must be particular when selling them 
articles, in order to hold their respect and patronage. 
He stressed the importance of the training of dealers’ 
sales forces in the psychology of human reactions. On 
the fountain pen situation, Mr. Holt saw no reason for 
a fountain pen shortage for the latter part of this 
year. In 1945, he said, there were more fountain pens 
made than ever before, and allotments are being 
spread throughout the country. In his opinion, the 
supply of pens will catch up with the demand sooner 
than anyone thinks and the stationery dealer will 
again take his place as an important outlet. 


Nominating Committee Appointed 


Governor Sinisgalli appointed the following nomi- 
nating committee: Thomas Stagg, Hoskins, Inc., Phila- 
delphia, chairman; “Dan” Smith, Smith Printing 
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INSTANT ACTION 





THEY SELL 
THEY PLEASE 
THEY REPEAT 


Fount-O-Ink is a full 
line. They are suited to 
every writing need and 
every human prefer- 





ence. They open doors 
to new business and 
build volume through 





customer satisfaction. 





GREGORY FOUNT-0-INK CO. 


3501-11 EAGLE ROCK BOULEVARD 
LOS ANGELES 41, CALIFORNIA 
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BOTH JOBS Demand 


Precision Engineering 


BOLENS CONCENTRATES ON DESIGNING AND 
BUILDING SMOOTH-FUNCTIONING ACTION CON- 
TROLS FOR GOOD OFFICE CHAIRS 


Leading manufacturers of executive and office chairs 
use the dependable Bolens Chair Action Control that 
adds so much to the comfort, ease of movement, and 
safety of any revolving and tilting chair. Make sure 
that the makes of office chairs you carry are equipped 
with Bolens Action Controls — it means easier selling, 


and insures customer good-will. 


‘BOLENS PRODUCTS C0., 


Division Automatic Products Co. 


216 Park Street © Port Washington, Wis. 


Dependable Chair Iron Controls 
for All Office Seating. 
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| Company, Williamsport, Pa.; 


and John Link, Lucas 
Brothers, Baltimore, Md. 

George C. Wheeler, OFFICE APPLIANCES, the next 
speaker, whose topic was “When Do We Get Merchan- 
dise?”, declared that as a member of the trade press 
he was interested in the welfare of both the manu- 
facturer and the dealer, and their problems. Because 
there is no available surplus of goods today, a dis- 


| cussion of merchandise becomes a discussion of pro- 


| duction, he said. 


In normal times a manufacturer 
merely had to buy more materials and work overtime 
to catch up to his back orders. Today, complications 


| of production are further confused by a factor neces- 
| Sitated by war, and now a highly controversial factor, 
| namely rigid price control. 


Economists are today lined up in two separate 
groups, he pointed out. One holds that prices must be 
held rigid until there is an abundance of consumer 
goods; the other that price control must be main- 
tained but must be flefixflible enough to give relief, 
when necessary, to stimulate production. Each group 
maintains its course is better calculated to avert in- 


| flation. 


| fairly well when there was rigid wage control. 


Mr. Wheeler stated that he does not believe that 
many people would favor removing all price controls 
after the economy of the country has so long been 
geared to rigid price control, something which worked 

“But 
the lid was taken off wage control,” he said, “there- 
fore price control must be treated in a like manner 
to produce an economic balance. Higher prices are the 
result, for if wages increase the cost of materials must 
increase. Therefore the ultimate cost to the consumer 
will be greater. Calculations of profits based on oper- 
ating costs of the past few years will prove erroneous 
for the future. Everywhere I have turned to find the 
answer to ‘When do we get merchandise’, I find the 
same answer, ‘When rigid price control is made flexible 
enough to permit all factors in the cost of goods to 
come into balance once again.’” 


Need Even Flow of Materials 


Mr. Wheeler reminded his audience that manufac- 
turers in our field are fabricators who fashion raw and 
semi-finished materials into the finished article. He 
pointed out that they are dependent upon an even 
flow of materials at all times, and when even one small 
part of the product is missing, the merchandise can- 
not be made. He went on to analyze some of the 
factors involved in the difficulties of obtaining these 
materials, covering such basic materials as wood, used 
for office furniture, paper, and even plastics. He listed 
other basic materials such as steel, brass, aluminum, 
leather, fabrics and paper. Taking them one by one 
in order to give a comprehensive picture of the con- 
ditions prevailing in each field, he expressed the hope 
that something would be done to correct the situation 
of rigid price control, which is a major factor in the 
scarcity of products. “Where are those post-war devel- 
opments our manufacturers have promised for so 
long?”, he asked. Their plans were predicated on their 
suppliers’ promises, and these promises, in turn, were 
based on their suppliers and right down the line— 
delay after delay. In closing, he said we are all part 
of the distribution scheme. “Dealers, salesmen, and 
manufacturers all have a real job ahead, which is to 
work with our heads together in the closest kind of 
co-operation to find a way out.” 

Chairman VanDorn called for an expression of opin- 
ion by manufacturers. Harold Graves, Wilson Jones 
Co., remarked that prices in his industry had been 
raised and that they had suffered no lack of mate- 
rials in the month of January. In fact, he said, that 
was the largest production and billing month in the 
history of their business. He declared that the busi- 
ness was done on bread and butter items and closed 
by saying business is good in the loose leaf industry. 

H. B. Van Dorn remarked that the whole world 
looks to America to supply their needs. “We must be 
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LIFT YOUR OFFICE TO A HIGHER PLANE 
with 


G-F METAL DESK 
Series 1600 


° he famous G-F Metal Desk—Series 1600— most 

widely used office desk in pre-war America—is 
back again to serve the post-war business world. This 
is the desk on which thousands of offices have standard- 
ized. It is designed for greatest efficiency, with inter- 
changeable, space-saving drawers, four-leg construc- 
tion and smooth, resilient velvoleum writing surface. 
It is built of welded heavy-gauge steel for maximum 


service. It is splinter-proof and waterproof, resists fire, 





wear and abuse. No wonder upkeep is so low and 
service life so long. Available NOW at G-F Dealers 
and Branch Offices. Write for the G-F desk catalog. 











THE GENERAL FIREPROOFING CO. 


YOUNGSTOWN 1, OHIO 





\BINETS 


This advertisement is being run in leading office magazines 
to help G-F dealers sell G-F metal business furniture. 
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TO FASTER TURNOVER...LARGER VOLUME...BIGGER PROFITS 


@ Centralized Buying Service with distinct economic 


advantages to qualified Retail Stationers. 


@ Access to the largest and most complete stock of 


Commercial Stationery lines available anywhere. 
@ First call on dependable new products. 


@ Assistance with purchasing and selling problems, 


based on 30 years of experience. 


@ Prompt, accurate, and efficient handling of orders. 


@ Fast shipment from the heart of the nation’s air, 


rail, and motor transportation facilities. 


@ Long-established policy of confining sales to 


qualified Retail Commercial Stationers. 


Originators 
Fenn Ie 
WORLD-WIDE 


Business Forms 


HERE’S 














WRITE FOR FULL DETAILS 
regarding the specific advantages of our 
Centralized Buying Service. 


TO TRADE MANUFACTURERS 
You are invited to consult us regarding our 
warehouse facilities and complete trade cov- 


erage by experienced salesmen. 





ASSOCIATED STATIONERS 
SUPPLY CO. 


WHOLESALERS AND DISTRIBUTORS FOR MANUFACTURERS 


229 SO. JEFFERSON STREET, CHICAGO 64, ILL. 


——S ae 
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**PLAS-TEN” 


PLASTIC TEN INCH 
SLIDE RULE 
1452 PL. 





Price Includes 


LEATHER CASE 


and 
Instruction Book 








XS 

\ 
Out of the plastic world arrives the 
full development of fine precision 
and smooth operation. Plas-Ten, 
the warp resistent plastic ten-inch 
slide rule with fully metal bound 
indicator is destined to become the 
slide rule of slide rules. 


DRAFTING AND REPRODUCTION MATERIALS 





\ 


A COMPLETE LINE OF 


THE 


a Oe On Ge Os fe OO 


N. AVONDALE AVE CHICAGO 18, iLL 
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careful that we do not ship too great a portion of our 
products out of the country,” he asserted. “However, 
eventually all manufacturers will be busy if enough 
enough merchandise can be made to take care of the 
demands of both home and abroad. 


“Let’s Look at the Record” 


H. A. Cox, Thomas H. Cox and Sons, Newark, N. J., 
who is a staunch believer in history repeating itself, 
chose as his topic, “Let’s Look at the Record.” In mak- 
ing comparisons, he took the period preceding World 
War I, the period during the war and the period fol- 
lowing that war. In taking his audience step by step 
through those periods, he discussed failures, showing 
their gradual decrease before the war, the very small 
number during the war and the gradual increase dur- 


| ing the post-war period. 


Mr. Cox urged dealers to look back over their rec- 


-ords and to prepare themselves for the slack. In ad- 


vising that they can brace themselves he recom- 
mended a close study of their records as their best 
help. The task will not be easy because of smaller 
financial reserves during good years, a situation grow- 
ing out of high taxation. He told of strikes and labor 
unrest following World War I, all of which was re- 
peated after World War II. In again warning dealers 
to be on guard, he urged them to give serious thought 
to the matter of looking at past records. He urged 
them to control their inventories and not have too 
much money tied up in inventories and suggested that 
they be sure to deposit the right percentage of money 
in the bank. In closing, he suggested a motto for the 


trade, “Work! Work! and More Work!” 


Charles Lukens, Yeo & Lukens Company, Philadel- 
phia, then presented his topic, “Salesmen’s Compensa- 
tion,” He said, “The inside man is the salesman of the 
future, so he should be encouraged. In former years 
dealers did not share their profits with salesmen. To- 
day, however, the picture is different, as most dealers 
report paying inside salesmen a salary plus a com- 
mission or bonus. In studying all plants the conclu- 
sion can be reached that the most equitable plan is 
to pay each salesman a salary and bonus based on 


_ | the entire gross inside sales. The bonus or commis- 


sion should be determined by the total gross sales 
and divided among all inside men in proportion to 
their salary, not according to the individual sales. A 
plan of this type will improve teamwork and increase 
interest in building up gross sales and encourage the 
co-operation of all concerned.” 

In discussing proper compensation of outside sales- 
men, he cited several plans—paying commissions on 
amounts paid in on sales, the quota basis, salaries with 
a bonus once a year, and that of paying a percentage 
of the gross profit. 

“To keep a salesman satisfied and happy in his work 
you must pay him in proportion to his production. In 
paying an outside salesman, consideration should be 
given to work that he does inside, which is in propor- 
tion to the amount of sales made, for the higher the 
total sales the less time will the salesman have to 
contribute to inside work,” said Mr. Lukens. 

In answer to the question of how you can be sure 
you have a good man, he recommended that aptitude 
tests would do a great deal toward screening out the 
man who makes a good first impression and has noth- 
ing with which to follow through. His closing words 
were, “Pay the salesman according to his worth 
and we will have that many less new competitors who 
believe that price cutting is the only way to get started. 
The more price cutters we have, the more our industry 
is torn down. Let’s build it up so that in the future our 
industry will be known as one of the best to earn a 
good, happy and prosperous living.” 


“Hoedown” Party Given By Travelers 
On Thursday evening, February 14, a “Hoedown” 


| party was given by the Penn-Mar-Va Travelers in the 
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ELDCO 


we FOR BOTH MARKETS 


Feldco Binders are on the go... salesmen are hitting the pavements 
again... they’re using Feldco... youngsters going to school... 
they’re using Feldco ... Ring Binders made by specialists to 
take the hard service of commercial use... and still main- 
tain their appearance. Binders that can take the pun- 
ishment of teen-agers and yet appeal to the college 
senior ... that’s the Feldco line . . . one Binder 
for both markets! We’ll soon be in a position 
to supply all of your needs for this money- 

making line... contact your jobber. 


FFLDCO CORP 116 W. ILLINOIS STREET 
COdeC @ CHICAGO 10, ILLINOIS 
NEW YORK « 25 CENTRAL PARK WEST « PHONE CO-5-0282 « PACIFIC COAST - 788 MISSION ST., SAN FRANCISCO - PHONE DOUGLAS 8563 
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STARTLING NEW WAY TO 
“SOUNDPROOF”’ YOUR 


TYPEWRITERS! 










Not just an 
ordinary felt pad, 
but a mechanical im- 
provement for every stan- 
dard make typewriter... 

four small screws are all that is required 
to fasten typewriters securely to desks or stands, 
when you fasten it the ‘‘Silent Sentry’’ way. Yet 
your mechanic— without removing a screw—can 
turn the machine on its back, and without removing 
the base. clean and repair inside the machine! 







Write today for full illustrated details. 
Certain territories still available. 


BUSINESS MACHINE PRODUCTS. inc 


96 LIBERTY STREET @ WOrth 2-1823 @ NEW YORK 6. NY 
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“22 Club” room in the Ambassador Hotel. The affair 
| was a real old-fashioned barn dance, and all attending 
| came dressed as farmers and farmerettes. Hats, ban- 
| dannas and false whiskers were provided at the door. 
| Two heifers and live chickens were in evidence at one 
' end of the floor. The chickens were later given as 

prizes for the most realistic costumes. 

A five-piece orchestra, known as “Pop” Johnston’s 
Hill-Billy Orchestra, who are featured on radio station 
WFIL at Philadelphia, provided the music. In addition 
to dancing, entertainment was provided, with Bert Mc- 
Clusky, Eversharp, Inc., as master of ceremonies. The 
Penn-Mar-Va quartette sang a number of songs, Jerry 
Savage of The Carter’s Ink Company swung out witha 
tap dance, and Tom Stagg, Hoskins, Inc., obliged with 
a song. Refreshments were provided throughout the 
evening and everyone had a fine time. 

The entertainment committee responsible for the 
huge success of the fine party, that will be talked about 
for some time to come, included George Harschied, Na- 
tional Blank Book Company, chairman; Stanley Wood- 
ruff, Weis Manufacturing Company; Burt McClusky, 
Eversharp, Inc.; John J. Kerns, Stationers Loose Leaf 
Company; and Edward A. LaGasse, Victor Safe & 
Equipment Company. 


Friday, February 15, A. M. Session 

The Friday morning session, with Governor Sinisgalli 
presiding, got under way with Quartus P. Graves, Ever- 
sharp, Inc., past president of the Penn-Mar-Va Trav- 
elers Club, as the first speaker. His topic was “The 
Expansion and Potential of Post-War Business From a 
Salesman’s Angle.” He started his discussion by turn- 
ing to the period during the war, saying that salesmen 
then experienced one of the most trying periods of 
their lives. 

“With the entire country keyed up to war produc- 
tion, there was very little production of civilian prod- 
ucts. There were plenty of orders with almost no mer- 
chandise to fill them, and as a result, some salesmen 


| were inclined to shun their customers. There was, 


however, another type of salesman who realized that 
courtesy and service would pay dividends in the long 
run. This is the type of salesman who looked forward 
to the “post-war” period with confidence. That period 
is here now, although it is not quite what was ex- 
pected.” 

The picture, in. Mr. Graves’. opinion, looks bright. 
Consumer goods are coming through in ever-increas- 
ing quantities, and will be bought up as fast as they 
hit the market. For today there is plenty of money 
looking for things to buy and it is his belief that the 
demand will not be satisfied in just the next year or 
two. In his opinion it is bound to go on and on, for 
we are in a terrific period of prosperity. “This is your 
day,” he advised salesmen, “your opportunity to broad- 
en your vision. Your potential is great. The spendable 
income for 1946 is estimated at over 125 billion dollars. 
Competition for these spendable dollars is going to be 
very keen and the dealer, that important link between 
the manufacturer and consumer, should avail himself 
of any help offered by the manufacturer.” Clerk edu- 
cation, attractive displays of merchandise, good win- 
dow displays and merchandise helps are some of the 
things he suggested that dealers avail themselves of. 
In closing, he remarked that our companies can cre- 
ate the desire for merchandise and that dealers as 
merchants should do their part to carry through on 
the program. 


Hear NSA President, R. D. Latsch 


R. D. Latsch, Latsch Brothers, Lincoln, Nebr., presi- 
dent of the National Stationers Association, was the 
next speaker. In his opening remarks, Mr. Latsch de- 
clared that he and the officers of NSA fully realize the 
tremendous responsibility that rests with them and 
are meeting to lay plans for the selection of a new gen- 
eral manager for the Association. He announced that 
| Rose Cushman, former assistant to Charles P. Garvin, 


OFFICE APPLIANCES, March, 1946 





OF 





‘air 
ing 
4n- 
or. 
yne 


n’s 
ion 
ion 
Ac- 
“he 
rry 
na 
ith 
the 


phe 
ut 
va- 
»d- 
ky, 
eaf 


alli 
er- 
LV - 
‘he 
1a 
n- 
en 

of 


1C- 
»d- 


en 
as, 
lat 
ng 


‘Si- 
she 
le- 
che 


on- 
rat 
rin, 


946 








7141 


SERIES 


UNIT 
ACCOUNTING 
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In the popular 914" x 11%” size 
.... ruled brown and green on 
“Eye-Ease” green-white high rag 
content ledger paper, to reduce 
eye-strain and errors in posting. 


THE COMPLETE LINE 
7141 SERIES 
100 Sheets to a box—25 Sheets per band 
No. Description 


7141 CR Record of Cash Received 

7141 CD-2 Record of Checks Drawn 

7141 RI Record of Invoices or 
Vouchers 

7141 RJ Journal 

7141 BS Bank Statements 

7141 PC Record of Petty Cash 

7141 CRS Record of Cash Receipts 
and Income Record 

7141 CDP Record of Cash Disburse- 
ments, Purchases and 
Expenses 

7141 GL General Ledger 

7141 FS Financial Statements 
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THE WIDE CHOICE of expertly designed forms available in this new 7141 
Series of Unit Accounting Forms makes it possible to meet the accounting 
needs of practically every business . . . from the small one-man establishments 
to the large corporations. 


For example, forms 7141 CRS and 7141 CDP, illustrated above, provide 
all necessary original entries for the smaller business, with cash receipts and 
sales records on one form, check records, purchases and expenses on the 
other. Eight additional forms in this series, plus a wide variety of twenty-two 
in the larger 11” x 14” No. 7072 Series, fill the need for the more complete 
records of larger businesses. 


The instant availability of these stock forms makes possible the immediate 
installation of complete record-keeping systems. 





WRITE AT ONCE for Folder No. 41 describing the 7141 and 7072 Series 
with complete information and prices. 
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We Sincerely Hope— 


to be able to supply all our dealers with a normal 
supply of PRONTO Fibre Board Files in the near 
future. 


However, fibre board still remains available in 
limited amounts only. Under this circumstance, we 
continue our practice of trying to supply all our 
dealers with enough PRONTO FILES to cover basic 


requirements. 


We know your demands are real and we are deeply 
appreciative of your continued patience and under- 


standing. 


PRONTO FILE CORPORATION 


349 BROADWAY NEW YORK 13, N. Y. 

















FIBRE BOARD FILES 


PRONTO 
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Anyone 
here 


YOU 
know? 


(...you can sell each 
a Victor Portable!) 


HOW ABOUT THE FELLOW who fills 
your gas tank? In little more than 
the time he takes to put five gal- 
lons aboard, you can show him 
how a Victor Portable will make 
his “paper work” a cinch. Just 
about as easy as chinning about 
the weather...and a lot more 
profitable for you, too! 


WHAT OF THE LOCAL BANKER? 
Next time you go in to demon- 
strate your faith in the stability of 
his institution, let him see what a 
solid, dependable job fast-figur- 
ing, accurate Victor Portables can 
do. He likes right answers... and 
you're the man who has them—in 
a neat little carry-around package. 


THE NEIGHBORHOOD GROCER, 
TOO! If he’s using a pencil to push 
himself figuratively behind the 
eight-ball with his customers and 
suppliers, a Victor Portable can 
make his life a lot happier. Maybe 
not to the extent shown in this 
Victor ad running nationally now 
but more than enough to dispel 
those back-room blues! 
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BALANCING THE PUMPS is always a nice trick—yet who wants to 
do it this way? Maybe you're not running a filling station... but if 
you were, you could breeze through your pump-balancing act ‘with a 
Victor Portable Adding Machine. Takes the hea vy work off your hands. 
Figures meter readings, cash totals, stick readings, shift changes... fast! 
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the banker, too when they’re not listed i 

nker, ape: correctly or quickly enough. 
If you're a banker, spare your blushes and blood pressure i reer 
your proving, listing, and balancing rushed through right . . . with un- 
confusing, speedy Victor Portables. 


? OVERDRAFTS, those thorns in the side of the scrupulous, embarrass 














ALLAH! It may never quite come to this. But, if 
you're a retailer, a Victor Portable will help make 
you tops with your trade. A right receipt in every 
package builds good will among your customers 


- + Protects your profits. If you deal with figures 
a 10-Key or Full-Keyboard Victor Portable keeps y i Cc T o » 


ADDING MACHINES 


* them well in hand. Victor Addin i 
3 g Machine Co., 
3900 N. Rockwell St., Chicago 18, Illinois. 
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aha right into HiGH PoINT 
chairs is that stamina and 
strength to withstand constant, con- 
tinuous office use. Yes, HIGH PoINT 
Chairs can really “take it.” 


Into the design and construction 
of every HiGH Point Chair goes all 
the fine points of chair making ac- 
cumulated in more than forty years 
of experience. 


When you sell your customers 
HicH Point Chairs you sell them 
chairs designed right and made right 
—Chairs which will give years of 
comfortable service. 


HIGH POINT senoine & CHAIR CO. 


SILER CITY, NORTH CAROLINA 
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is now the temporary general manager of the NSA, 
and expressed, on behalf of the Association, their sin- 
cere thanks and appreciation for the tremendous 
amount of work she has done. The assembly arose in 
acknowledgement amidst hearty applause. 

Mr. Latsch went on to relate that his experience in 
other endeavors has made him realize that the sta- 
tionery business is a pretty good business. 

When peace came, he said, there was a feeling that 
all troubles were over, “that we would go on to better 
things.” Right now there is an eagerness to get going, 
to do things, he pointed out. “The stationery business 
is no exception, for the dealers, too, are asking if there 
is more to be made than we are making. The answer 
is yes, if there is more in you to give. We Americans 


are proud to begin with handicaps, and overcome | 
them; so let’s roll up our sleeves and go to work. There | 


is ample evidence of a strong consumer demand, and 
dealers can get their share of that business if they will 
carry adequate stocks from which to supply that de- 
mand. 

“Right now is the time to initiate advertising and 
selling programs and go after that business.” He 
warned, “a time will come when shelves are full and 
customers will get choosey.” 

Now is the opportune time for readjustment, the 
speaker advised, and suggested that dealers analyze 


their own market because no two stationery businesses | 


are alike. He reviewed the progress and expansion of 
the stationery business from its early stage right up 
to the present well-equipped establishment. He told 
of how many articles such as filing cabinets, office 
furniture and office machines were added, thereby 
placing the dealer in a position to supply everything 
necessary in furnishing an office, large or small. 

The market for these articles is tremendous, he said, 
and it belongs to the stationery dealer. He again urged 


dealers to analyze their markets to find out the utmost | 
possibilities of their business, saying they are many | 


and there is plenty of room for expansion. In closing, 


he urged dealers to make plans and decide on lines to | 


carry, to seriously consider store rearrangement with 
more selling space and to educate salesmen to be effi- 
ciency specialists and experts in their line. 


Tells of 1946 Paper Problems 


The next speaker, J. Ed Conlon, sales manager of 
Rockwell-Barnes Company, Chicago, spoke on “The 
Stationers Paper Problems of 1946.” In beginning his 
talk he declared that the paper industry affects all 
and the outlook for this year is not good because of 
shortages all along the line. He reviewed conditions 


in the industry from the cutting of pulpwood, taking | 


each factor of the business right on up to the finished 
product. He told of pulp mills being used for other 


purposes during the war, of how labor has reached | 
an all-time low in the forests, of serious floods and | 


the lack of manpower at every stage of the process of 


making paper. He declared that the demand for paper | 


and paper products has increased tremendously, giving 
some examples such as increased circulation of publi- 
cations. 


Other reasons for the shortage, he listed, are the 


ever-increasing use of paper milk containers, the de- | 
mand for pulp wood in the plastic industry, the short- | 
age of sizing and the shortage of old rags. All indi- | 


cations point to rising prices in the paper industry, he 
warned, and costs will go up all along the line in the 
converting department at the mills. The producers’ 
associations are meeting to cut down the number of 
colors and the sizes of lines. In closing, Mr. Conlon 
said that all conditions point to higher prices and 
Shorter supplies in the paper industry. “All in all, the 
picture is not bright, but conditions are liable to take 
a turn for the better, with paper becoming plentiful 
very suddenly.” 

The next speaker was Louis M. Brown, general sales 
manager, Eberhard Faber Pencil Company, whose topic 
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SELLING POINTS 





The Esterbrook is a good fountain pen to promote— 
and an easy one to sell—because it is the only fountain 
pen offering the customer a choice of 33 different point 
styles. These points are detachable and renewable, 
making it unnecessary for you to stock a large assort- 
ment of barrels, and making it easy for the customer to 
keep his Esterbrook in top working condition. When the 
sale is a question of point or price, turn to Esterbrook. 


THE ESTERBROOK PEN COMPANY 
Cooper Street, Camden, N., J. 


or The Brown Brothers, Lid., Toronto, Canada 





NUMBERED POINTS 


RENEW-POINT FOUNTAIN PEN 
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Great Names 
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Marking Devices 


for 


Domestic and Export Trade 
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Line Daters and Numberers. Die Plate 





Daters, Self-Inking Stamps, Time Stamps, 
Stamp Pads and Inks, Notary Seals, Stamp 
Racks, Stencils, Rubber Type Sets, Sign 
Markers, Brass and Fibre Checks, Corru- 
gated Box Dies, Badges, etc. 


PLACE YOUR NAME ON OUR MAILING 
LIST FOR LATEST CATALOGUES. 


CONSOLIDATED STAMP M6. Co., INC. 


MAIN OFFICE AND EXPORT DEPT. 

15 DEY STREET, NEW YORK 7, N. Y. 
FACTORIES IN 

SPRING VALLEY, N. Y.e NORWOOD, N J.+ BRISTOL, CONN. 

CHICAGO, ILL. » PHILADELPHIA, PA. ° NEW YORK, N.Y. 
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was “Reconversion and New Thinking by the Dealer.” 
In pointing out that dealers must change their way of 
thinking to new and different conditions, he warned 
that there will be new merchandise methods, demands 
and trends to contend with, which will necessitate new 
planning if the dealer, the manufacturer and the 
wholesaler are to emerge from this post-war period 
successfully. “Manufacturers are investing tremendous 
amounts of money for plant conversion, new machin- 
ery, expansions, advertising and sales promotion, and 
must be certain of securing a market or they would 
not proceed. It is imperative that dealers be aware 
and maintain an open and receptive mind to such new 
merchandise trends or jeopardize their competitive 
position. If public taste insists on new modern equip- 
ment, then selling activities and techniques will also 
change. This involves re-education of dealers’ inside 
and outside personnel, involving a more intensive 
training and knowledge of the new products, their uses 
and applications. The progressive dealer will make 
plans now to equip his sales force with the necessary 
training and information. 

“There is a scarcity of labor and a higher wage 
trend, two factors responsible for the all-time high 
cost of doing business. The dealer will have to make 
sure that he receives a correspondingly higher return 
for his services and merchandise. One of the ways to 
insure a quicker and greater return is by speeding up 
turnover through standardization. During the war, 
dealers had to scatter their orders to obtain merchan- 
dise and operate on the basis of maximum sales with 
minimum inventory. But since stocks will gradually 
increase, now is the time to do some thinking about 
standardization. By concentrating on a few lines, it 
is possible for dealers to increase their turnover and, 
therefore, increase their return.” 

The speaker recommended good common-sense 
standardization to dealers as a good business practice. 
In regard to obtaining a high return for merchandise, 
he advocated the selling of branded, nationally-adver- 
tised quality merchandise, saying, ‘once a sale is made, 
the goods will remain sold and bring repeat sales.” 
Competition will be plentiful and stiffer, he declared, 
and dealers will have to possess. real merchandising 
skill and management ability. He advised dealers to 
consider modernizing their stores, their displays, and 
other physical equipment to cope with the new trends 
and methods. 


Friday, February 15, P. M. Session 


“My Experience in Training Veterans Under the GI 
Bill of Rights” was the title of a talk given by Woodson 
P. Waddy, president of Everett Waddey Company, 
Richmond, Va., and past president of NSA. Returning 
war veterans, he said, are of an average age of 25 to 
26 years old, and most of them do not know a trade. 
They have been in the armed forces for the past four 
to five years, and all are anxious to learn. Mr. Waddy 
recommended that they be hired whenever possible, 
citing as an example his own company, which now has 
21 apprentice factory workers, all of whom are giving 
satisfactory service. He then went on to tell of how 
the plan works. 

To begin with, application is made to the state direc- 
tor, Department of Labor. Then, a federal director 
comes from Washington and inspects the plant to find 
out how many men are needed. The men are then sup- 
plied and are paid by both the firm and the Govern- 
ment on a sliding scale until their four-year period is 
up. Other than factory workers are eligible, too, he in- 
formed his audience, these including clerks and sales- 
men. The training plan for this type of work is for a 
shorter period, only two years being required. The 
clerks and salesmen, too, are paid both by the firm and 
the Government on a sliding scale for the two years’ 
period of training, and are then on their own. All war 
veterans are eligible, if they wish to avail themselves 
of the opportunity, whether they are disabled or not. 
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COLUMNAR FORMS 


Right now is the time for you to take advantage of our supply of Columnar 
Forms. They are designed for big, small and medium business with rulings 
and sizings to fit every purpose. 


Featured are the following: 


7200 line 
8200 line 
2400 line 
2209 line 


size 11x17 8 to 36 col. 
size914x11% 2 to 20 col. 
size 11x14 6 to 24 col. 
size 714 x 103% 2to 4col. 


white or buff 
white or buff 
white or buff 


white only 


Made from sturdy, rag-content paper, they have a remarkably fine writing and 
erasing surface. When your customers call for forms, answer with Boorum & 
Pease Forms—a sure way to build repeat business! 


FOR FURTHER DETAILS, CONSULT CATALOG 41—Pages 63 to 66 inclusive 








Manufacturers of | 
Loose-Leaf Covers and Forms 

















Product 
FOR EVERY RECORD—A WAY TO KEEP IT 














Standart | Visible Equipment 
= Bound Books 
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The next topic was “Standardization of Lines,” which 
took the form of a round-table discussion led by “Tom” 
Stagg of Hoskins, Inc., Philadelphia. In opening the 
discussion, he informed his listeners that there has 
been much publicity on the idea and that other groups 
affiliated with the industry have taken the subject up 
and are interested in seeing it through. Mr. Stagg took 
the opportunity to thank the trade publicaions for he 
co-operation and publicity they have given on simpli- 
fication of lines. Many manufacturers have new mer- 
chandise coming in, and his suggestion is to discard 
those numbers that are to be replaced by new articles. 
He advised that manufacturers eliminate those colors 
and numbers that they do not need and for which 
there is little demand. He made the suggestion that 
each group of manufacturers making like products get 
together, have meetings and talk over simplifying and 
standardizing their lines in seeking some conclusion 
that would be satisfactory to all concerned. 


Manufacturers Simplifying Lines 


H. B. VanDorn told of the subject of simplification 
of lines being discussed by the manufacturers’ division 
of the NSA. He told of how some manufacturers’ lines 
had been reduced as much as 60 per cent and others 
to a lesser degree. Many manufacturers have simpli- 
fied their lines and find it to their advantage, suffer- 
ing no loss of business volume, he declared. He is of 
the opinion that most manufacturers are for it and 
are experiencing some great advantages. He warned, 
however, that action on the part of manufacturers 
must be individual and not collective. 

Governor Sinisgalli gave as his opinion that some- 
thing should be done about simplification while the 
subject is hot. He remarked that dealers have started 
the ball rolling and gone as far as they can. 

Ed Eisenstein, Shanahan & Company, Philadelphia, 
in an attempt to clarify the subject, told of how easy 
it is to have simplification. Now is an opportune time, 
he said, while stocks are low and lines are slashed. He 
suggested that they be kept that way, saying that the 
dealer is afraid of the danger of increased lines in the 
future. 

Frank R. Curtiss of Frank R. Curtiss Company, 
warned that manufacturers cannot make collective 
agreements, that any action taken must be individual. 
He further advised that price-cutting might become 
a serious factor. 

H. B. VanDorn advanced the thought that the NSA 
represents only a small portion of the stationers 
throughout the country. They can, however, set a good 
example in a high standard of values, good merchan- 
dise, good values and service, thus setting a pattern 
for the industry. Increased membership in the NSA 
would be a great help in raising the standards of the 
industry, said Mr. VanDorn. He repeated that simpli- 
fication can be done individually, setting an example 
which may be followed by others. 


Morgan Talks on Safe Industry 


The next speaker was Hugh Morgan, pinch-hitting 
for Warren A. Mosman, Herring-Hall-Marvin Safe 
Company, who was unable to attend due to illness. His 
topic was “The Safe Industry.” He gave an interesting 
account of how and why the need for safes arose. AS 
man progressed, he needed something to hold his 
wealth and thus safes were originated. He told of the 
first steel safe and improvements that followed and 
of how they were made to withstand heat and made 
burglar-proof. For a long time, he said, most of their 
safes were sold direct to the consumer. The new policy 
will be to put most of their products in the hands of 
the dealer. In the past they have made too many sizes, 
but now the manufacturers are simplifying and 
standardizing their lines and will not carry so large a 
variety. 

The next speaker was Joseph Runnels, Commercial 


Office Furniture Company, Washington, D. C., whose 
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An automatic pencil constructed especially for improved control ot the justly popular 
THIN LEAD. Close fitting, smooth operating tip gives lead extra support, lessens 
breakage, provides full satisfaction in use. The carbon spring-steel, gold plated clip 
will retain its fabric grip permanently. Holds firmly to shirt, vest or coat pocket. 
Will never lose original tension. Popular military type. Unusually long “Big Inch” 
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orders are handled without delay. Investigate this new fast selling writing conveni- 
ence. Sells on sight from attractive counter display card shown above. 
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topic was “Experience of a President of a New Local 
Stationers Association,” Mr. Runnels, president of the 
Washington Stationers Association, which is now nine 
months old, remarked that through the efforts of 
Charles P. Garvin and Charles Sinisgalli they had de- 
cided to revive the Association. In closing, he declared 
that Association contacts cannot help but be helpful, 
profitable and informative. 


Banquet Is Well Attended 


With an attendance of about 250, the annual ban- 
quet got under way promptly at 7 p.m. in the Grand 
Ballroom on Friday evening. Immediately after sing- 
ing our national anthem, the members, their wives, 


| and guests sat down to a delicious turkey dinner. 
After dinner, Governor Sinisgalli asked the president 
of the NSA, R. D. Latsch, to say a few words. Mr. 
Latsch expressed his pleasure at attending such a fine 


UEoA 
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regional convention, and congratulated those who took 
part in making it such a huge success. 
The tables were cleared away, and the balance of 
| the evening devoted to dancing and good music, an 
| evening thoroughly enjoyed by all. 


Saturday, February 16, A. M. Session 


| The final session was devoted to round-table dis- 
| cussions on “How are dealers meeting the over-taxed 
demand on the service end of our business?”, “What 
| are manufacturers doing in applying for new prices of 
OPA to stress the importance of having increases 
passed on by the dealer,” and “What are dealers doing 
to keep up with servicing their accounts under in- 
creased business.” 

Less Crowl, Blade Printing & Paper Company, Toledo, 
Ohio, led the discussion by telling of the shortage of 
manpower and equipment that still prevails. 

Declaring that his company expects to get back to 
a pre-war level on deliveries, he went on to say that 
| men coming back from the armed forces would help 
| to solve the manpower shortage. In discussing manu- 
facturers’ efforts with the OPA on behalf of dealers, 
he told of how they have tried to get the OPA to per- 
mit dealers to get back to a normal mark-up and a 
normal margin of profit. “The OPA will agree to an 
increase on some items after considerable pressure,” 
he said, and suggested that it would be a good thing 
if dealers would go to Washington, contact the OPA 
and try to get an increase. 

H. B. VanDorn gave his experiences with the OPA, 
telling of how permission was granted to raise prices 
all the way from raw lumber to a finished pencil. He 
declared that each stage along the line can add in- 
creased cost plus the cost of doing business but can- 
not add any percentage of profit. All reports must be 
| Submitted in detail to get permission to raise prices. 
| R.N. Wood, Esterbrook Pen Company, declared that 
his experiences had been very much the same as Mr. 
VanDorn’s. 
| Charles Sinisgalli remarked that in some cases the 
| price of an article sold to a dealer had remained the 

same, but the discount had been reduced. ‘New prod- 
ucts can be priced profitably, but standard products 
cannot be raised,” he said. 


Failures Lie Ahead For Some 


Howard Sanders, Stationers & Publishers Board of 
Trade, told of daily visits to his office by fellows who 
wanted to start a new business. He is very much con- 
cerned about the possibility of failures because many 
of these men have a small capital and limited knowl- 
edge of the business. Many things are necessary to 
qualify for starting a new business, he advised, espe- 
cially now that all business enterprises will need better 
management than ever before. The mere fact that a 
man is a salesman is not enough to qualify him to go 
into business, he warned, Besides sufficient capital he 
will need credit and merchandise, things that are not 
too easy to get. He tuld his audience of a mathematical 
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This new KWIK-TWST 
package is now available 
to the trade. Each carton 
contains: 24 KWIK-TWST 
Drills, 24 Templates and 
24 Instruction Sheets. The 
carton is in 4 colors. It is 


compact... measures only 
WA" x 7%" x 5". 




















This new KWIK-TWST 
package will be an effective 
display either on your counter or 
shelf. Order yours today . « « 
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bulletin he has worked out, showing what can be done 
with various amounts of capital, giving facts and fig- 
ures to show a prospective businessman what he is 
up against. 

Charles Lukens remarked that most returning serv- 
icemen do not realize the conditions confronting them 
in starting a stationery business. He advised that in- 
formation is available for GI’s who are interested in 
going into business and this can be obtained if they 
will go to their associations. 

H. A. Cox declared that small stores do keep some 
records, which are generally inadequate, and when the 
owners pay their income tax they find they have made 
less than they thought. His advice was that detailed 
records be kept and constantly referred to so that the 
dealer would know how he stood. 

H. B. VanDorn was of the opinion that war veterans 
starting in business and not getting merchandise 
would think they are being discriminated against. On 
the other hand, manufacturers have obligations to es- 
tablished businesses who employ war veterans and are 
doing a big job in supplying them with merchandise 
instead of helping new businesses. 


Election of Officers Is Held 
“Tom” Stagg, chairman of the nominating commit- 
tee, declared that the committee had decided on three 
lieutenant governors, because the more good men 
working on the job will mean the more work done. 
The following were nominated: 


Governor—William H. Patterson, Johnstown Office | 


Supply Company, Johnstown, Pa. 

First Lieutenant Governor—Joseph C. Runnels, Com- 
mercial Office Furniture Company, Washington, D. C. 

Second Lieutenant Governor—Ben V. Cole, Cole, 
Harding & James Company, Richmond, Va. 

Third Lieutenant Governor—Robert D. Rader, Rob- 
ert D. Rader Company, Kingston, Pa. 

Sergeant-at-Arms—E. Russell Ashley, Ashley-Mc- 
Cormick Company, Bridgeton, N. J. 

All were unanimously elected. 

Governor-elect W. H. Patterson expressed his sincere 
thanks and appreciation for the honor bestowed on 
him in electing him to the high office of governor. He 
called for the elected officers to come forward, and on 
behalf of the entire slate he promised they would do 
their utmost to do a good job. 

Retiring Governor Charles Sinisgalli, in closing the 
convention, expressed his appreciation for the very fine 
co-operation he had received and the many treasured 
friendships he has made during his term of office as 


governor. 
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CHICAGO FIRM CHANGES NAME TO UARCO, INC. 


Announcement of a change in the firm name to | 


Varco, Inc., and a proposed expansion expenditure of 
$1,000,000 during the next year was. made recently by 
W. R. Barker, president of the Chicago firm manufac- 
facturing continuous businss forms. Since its incorpo- 
ration in 1894, the firm has been known as the United 
Autographic Register Company, with present general 
offices at 141 W. Jackson Blvd. 

Uarco was adopted to incorporate the company’s 
trade name in the corporate title, Mr. Barker said. 

Increased reliance on office machines and the grow- 
ing need for elaborate business records were credited 
by Mr. Barker as being responsible for the expansion 
program. 

In addition to the one at Chicago, Uarco, Inc., has 
plants in Cleveland, Ohio, and Oakland, Calif. 

a ee 

ED EUBANKS ESTABLISHES TENNESSEE FIRM 

Ed Eubanks recently established an agency at Col- 
umbia, Tenn., to handle typewriters, adding machines 
and other office equipment and will also operate a 
repair department. The Underwood typewriter will be 
sold. Mr. Eubanks recently returned from the Navy 
and his family resides on the Santa Fe Pike at Colum- 
bia.—CG. 
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IN OTHER LANDS 
(Continued from page 50) 
Wynn Kenrick then supported the toast, speaking in 


| touching terms of his own personal contact with Mr. 


Jackson and telling of how much they all appreciated 
his life of fight and conquest. 

Mr. Edward then called upon members of each of the 
branches represented, commencing with R. C. Tapper 
of London, who spoke of the long period of personal 
contact which he had enjoyed with his chief and of 
the love and affection which he and all of his col- 
leagues felt for him. He then presented Mr. Jackson 
with a piece of silver plate in token of the affection 
of his “boys and girls.” Others then followed in pre- 
senting their felicitations. 

Mr. Jackson replied with profound thanks to Mr. 
Edward and his fellow directors, to the staff and to 
all those who had spoken. 

At the OATA meeting on January 29, another pio- 
neer of the industry was warmly welcomed—Joseph 
Halsby of Halsby & Company, Ltd., and The Todd 
Company, Inc., this being his first attendance at the 
association since his return from the States in Sep- 
tember of 1941. Mr. Halsby was the founder of the 
OATA in May of 1920 and also its first chairman. Be- 
fore World War I he organized exhibitions for the 
industry titled “LSD Exhibitions,” these being the fore- 
runner of the OATA Business Efficiency Exhibitions. 
He was honorary secretary of the OATA from 1924 
to 1940 and from May, 1920, to June, 1945, providing the 
organization with free office accommodations and all 
amenities. The warmth of a deferred welcome to one 
who gave 25 years of service to the industry was suit- 
ably expressed by W. G. Gledhill, T.D., M.A. 


a -——— 


SYDNEY, N. S., FIRM MARKS ANNIVERSARY 


A. C. Davis & Company, Sydney, N. S., recently had 
its first anniversary, although the business has been 
functioning in the office supply field since 1918. It 
was established in that year as a branch of R. H. 
Davis & Company, Yarmouth, N. S., and under that 
name. The branch head was O. L. Davis and in 1929 
he was succeeded by his son, A. C. Davis, who acquired 
the branch as full owner somewhat over a year ago. 

Coverage is made of Cape Breton Island and of 
the counties of Antigonish and Guysboro, on the near- 
est Nova Scotian mainland to the island. 

A. C. Davis goes to Montreal and Toronto twice 
yearly to buy for his Sydney business. The ex-parent 


| firm, R. H. Davis & Company, which was founded by 
| the late R. H. Davis in 1897, operates at Yarmouth 
| under the ownership of S. B. Davis, covering southern 


| and western Nova Scotia for office supplies —WM. 


oe 


ROTTERDAM FIRM LIVES THROUGH BOMBING 

One of the old friends of OrricE APPLIANCES in Hol- 
land surviving the ravages of bombing and Nazi occu- 
pation is J. Timmerman’s Kantoorboekhandel, now ad- 
dressed at Atlantic House, Westplein 3, Rotterdam C, 


| Holland. 


During the first day of bombing the Nazi set the 
shop on the Zwarte Hondstraat 1-11 on fire and some 
three days later during a terrific air raid destroyed 
the three other stockhouses of the concern. 

“Fortunately,” writes Mr. Timmerman, “none of the 
staff members were injured, although some of the per- 
sonnel lost houses and all possessions.” These Dutch 
tradesmen weren’t ready to call it quits and, says the 
proprietor, “The loss of the premises and stock was 
no reason to give it up as a bad job. Within ten days 
after the bombardment, we rented a new shop and 
started again with the sale of stationery, typewriters 
and office furniture. Because many offices were de- 
stroyed and had to be established somewhere else, we 
did a large business in the beginning of the war. Our 
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RECORD STORAGE BOXES © 
23 Standard Sizes 












SOLD BY 
LEADING STATIONERS 
EVERYWHERE 





STORAGE BINDERS 





REG. U.S. PAT. OFF. 











GREAT NAME- NATIONALLY Sa - 
MORE THAN A QUARTER OF A CENTURy 


LEADING BEFORE THE WAR 
LEADING DURING THE WAR 
LEADING AFTER THE WAR, TOO 


BANKERS BOX COMPANY 
Established 1918 : 


536 SOUTH CLARK STREET... CHICAGO 5, ILLINOIS 
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DESK 
IMPRESSIONS 


Have you ever noticed the discrimination with which a company selects a recep- 
tionist? Fortunately most firms realize that a visitor's first introduction to a 
company is made at the reception desk. Greeted by an alert, attractive em- 
ployee seated at a modern streamlined desk, the visitor is instantly impressed. 
Yes ... first impressions are vital. JASPER DESKS, you may be sure, will always 


do their part in making them right. 


THE JASPER DESK COMPANY 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 
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greatest difficulty was to sell everything to the duped 
Dutch population and not to the German war offices. 
From higher authorities we soon had a warning that 
our business would be closed and the employees de- 


2 PESO rt. 
BOMBS DID THIS—Top picture shows J. Timmermans’ 
Kantoorboekhandel, Rotterdam, Holland, before the Nazi 
bombers arrived. The destruction wrought by the air raid is 


graphically portrayed in the lower picture. A new shop was 
rented and the Rotterdam company continued in business. 


ported to Germany. Happily it did not come as far 
as that. The last few years were also very difficult 
for us, especially when food was extremely scarce.” 

The Rotterdam firm now looks forward to resump- 
tion of business with friends overseas. 


coo —__—_ 


ELECTRONIC SPEED APPLIED TO COMPUTER 


An amazing machine which applies electronic speeds 
for the first time to mathematical tasks hitherto too 
difficult and cumbersome for solution was announced 
recently at Philadelphia by the War Department. 

Inventors of the “Eniac,” as the new electronic speed 
marvel is known, say it computes a mathematical 
problem 1,000 times faster than it has ever been done 
before. 

Nothing inside the “Eniac,” with its 18,000 vacuum 
tubes and several miles of wiring, moves except the 
tiniest elements of matter-electrons. 

All problems must first be resolved to their essen- 
tials, punched on cards and run through an Inter- 
national Business Machines unit called a “reader.” 
The reader translates the mathematical language to 
that of the “Eniac” and vice versa. When this is done 
the machine is ready to operate. 

The “Eniac” cost $400,000 and was developed to com- 
pute ballistic data for the Army. 

—————-—-—___—_—_—- 
CAPT. JOE STUART RETURNS TO POSITION 


Capt. Joseph P. Stuart, Jr.. who spent more than 
four years in the Army and 39 months overseas, re- 
turned December 10 on terminal leave and has re- 
joined Cooper Typewriter Company, 97 S. Second 
St., Memphis, Tenn., as salesman. His terminal leave 
expired February 27. 
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The Dealer's 
Suality Line 


OFFICE 
EQUIPMENT 


O 


MANUFACTURED BY 


COLUMBIA 
STEEL EQUIPMENT CO. 
Lincoln-Liberty Ruilding 


PHILADELPHIA PENNSYLVANIA 











© Send for details on ALL Numbers °¢ 
- - - WHERE WASTE ACCUMULATES -.- - 


SELL FIBRCAN 


Gatubidge Fibrean 


“THE BASKET KNOWN TO A CONTINENT" 
DISTRIBUTED BY 


BAINBRIDGE * KIMPTON & HAUPT, Inc. 


218 GREENWICH ST. NEW YORK 8, N. Y. 
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WANT A REAL MONEY-MAKER? PUSH 
VISIBLE RECORDS 


(Continued from page 17) 


office clerks is 50 cents an hour, Mr. Schubert ad- 
vances the following figures: 
2214 hours saved at 50 cents $11.25 each 40-hour week 
In view of these facts, a 12-drawer visible index 
cabinet for size 5 to 8 cards, costing approximately 
$97.00, will soon pay for itself in a little over eight 
weeks, to be exact. As soon as the cabinet is paid for, 
it will begin to realize a profit for the company using 
a visible system. 


Maintain an Adequate Floor Display 


“Just as there is gold in the hills, so there is profit 
in the proper handling of visible record systems,” says 
Mr. Schubert in closing his discussion of what these 
systems mean to the retailer in office equipment and 
supplies. “But in order to get the real profit out of 
these visible systems the retailer should set up on his 
sales floor a display of equipment that does justice to 
the line. Far too many retailers are trying to do a 
visible record system business from a catalog, which 
is certainly not the way to get the maximum of busi- 
ness from this line. A model office or at least a corner 
of the showroom where visible equipment is properly 
displayed will do wonders in lining up business and 
getting it. It would be well for the retailer himself 
to install some visible record systems in his own busi- 
ness to lend weight to the fact that what he is selling 
he believes in himself to the extent that he is using 
it in his business. Along with a display of the equip- 
ment the retailer should install a library of forms and 
sales helps so that his salesmen will never want for 
sales ideas or for forms to show prospects. In closing 
let me say that the sale of visible record systems re- 
quires more time than a salesman usually puts on his 
calls and his sales work. But it will be found, if a 
record of calls and time spent and sales made is kept, 
that visible record system sales will net both the sales- 
man and the retailer a greater profit per hour spent 
on the sales effort than almost anything in the stock. 
Moreover, the sale of a visible record system will give 
the salesman a real reason to visit the purchaser of 
the system frequently for repeat business on Signals, 
forms and the like, as well as the many other items 
that the retailer stocks and that the salesman sells. It 
looks to me as if the visible record system offers a 
real avenue for bigger and continued profits for sales- 
men and retailer alike if both are willing to put just a 
little more effort into the selling.” 


eB 


C. EVAN JOHNSON GAINS HIS DISCHARGE 


C. Evan Johnson, president of the Grand Rapids 
Loose Leaf Company, Grand Rapids, Mich., has been 
honorably discharged from the Navy after 18 months’ 
service as quartermaster on a destroyer escort. Mr. 
Johnson’s duties took him to the waters contiguous 
to Iceland, England and France when his ship took 
part in the convoying of merchant and transport ves- 
sels to the combat zones. 


a 


B. E. RICHARDSON BACK WITH NUCRAFT 

B. E. Richardson is again in active service with 
Nucraft Furniture Products of Grand Rapids, Mich., 
as president and treasurer. For many years, Mr. 
Richardson was chief mechanical engineer for the 
Shaw-Davis Furniture Company. The Nucraft organ- 
ization is preparing a new line which Mr. Richardson 
expects will be ready in about two months. 
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DOMORE CHAIR COMPANY, INC., 501 FRANKLIN ST., ELKHART, INDIANA 
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¢ All Steel Furniture 
Construction 
e Two Drawer—top opens completely. 


Guide Rod, Positive Compressor, attractive 
Metal Handles and Pulls, |!/.” casters. 


e Desk height, 30!/,"; olive green finish. 
Letter size $36.25 list, F. O. B. Chicago. 
Legal size $41.25 list, F. O. B. Chicago. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-A Skokie, III. 
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GILBERT OWEN, JR., NAMED SALES MANAGER 


Gilbert J. Owen, Jr., manager of foreign sales for 
The Todd Company, Rochester, N. Y., disbursement 
equipment manufacturers, succeeded Seneca J. Foote 
as general sales manager January 1, according to an 
announcement made recently by George L. Todd, ex- 
ecutive vice-president. Foote, who left his position for 
reasons of health, will return to the company in the 
future in an advisory capacity. 

A Rochester pioneer in the export field, Mr. Owen 
became manager of foreign sales for The Todd Com- 








GILBERT OWEN, JR. (LEFT) AND SENECA FOOTE 


pany over 20 years ago. At that time the company had 
foreign representation only in Great Britain. Under 
his guidance, the company’s distributing organization 
was gradually built up to include distribution in 175 
foreign countries, with an overseas field force of over 
300 salesmen and distributors. During the war, sales 
activities were stepped up in Latin America to a point 
where the volume of overseas business exceeded what 
it had been at any time in the past, Todd said. He 
added that this was done despite the inaccessibility of 
European, African, and Asiatic markets. 

Mr. Foote, whose leave of absence took effect Janu- 
ary 1, has been a member of The Todd Company for 29 
years. Joining the organization in 1916 as secretary 
to Walter L. Todd, now president and then general 
sales manager of the company, he has held a number 
of executive posts in the sales department and for six 
years managed the company’s branch office in Buffalo, 
New York. He was made assistant general sales man- 
ager several years ago and shortly thereafter succeeded 
to the post of general sales manager. Under his ad- 
ministration, the company has expanded its sales 
volume to several times what it was when he was first 
given a voice in sales department functions. Mr. Foote 
will spend his leave of absence at his country home 
near Rochester. 

Other organization changes announced by The Todd 
Company include the appointment of Earl G. Hicks 
and Lloyd Weir as assistant sales managers, and R. E. 
Hall, Jr., F. E. Rudman, and W. B. Hackett as regional 
managers. All will make their headquarters at the 
company’s home office in Rochester. 


————77 = - O_—__ 


PERDUE BUYS BUILDING IN FLORIDA 


The Perdue Office Furniture Company of Jackson- 
ville, Fla., has puchased the building in which they 
have operated for a number of years.—CG. 
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That’s because Ticonderoga is known by everyone—and liked by 
everyone who uses it! 


There’s plenty to say about this famous pencil! That’s why we 
advertise it so extensively. And here’s where we advertise: All 
year ‘round in the big-circulation books—Life, Time, Liberty, 
The Saturday Evening Post! Day by day over the air with the 
fast-paced radio program ‘“Ticonderoga Minutes’. 


Non-stop, all-out, big-time advertising! And we intend to 
keep it up! 
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JOSEPH DIXON CRUCIBLE CO., 


TICONDEROGA € 


WDERIGCADSEG NO2 





LOOK! 
THE ERASER 
1S LOCKED 
IN PLASTIC! 





PENCIL DEPARTMENT, JERSEY CITY 3, N. J. 

















Repeat” Profita! 


with GUNLOCKE’S BUSINESS BUILDING 
STENOGRAPHER’S CHAIR... 










Here is the stenographer’s chair that satisfies everyone 
—the dealer, the buyer and the user. It will stay as 
smart and modern tomorrow as it is today—and its all- 
day working comfort means all-day cheerful efficiency. 
« Now is the time to use this chair to start new stand- 
ardizations—for repeat business and repeat profits. 


Get a good foothold on this important 


part of a profitable equipment market. 


The 
682 USB 








.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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YOUR PROFITS, 400! 


Slightly exaggerated, of course, but the elasticity of 
VICTOR SECTIONAL EQUIPMENT is almost as 
amazing as the skyscraper illustrated . . . and the results 
on your sales record will be equally startling. 


VICTOR STEEL SECTIONAL VISIBLE lets your 
customers start installations with a small investment, and 
enables them to avoid post war ‘growing pains’ by 
adding section by section as the record grows. Assures 
the dealer repeat business at protected profits. 


Sections lock together into a rigid cabinet. 18 inch 
depth takes little space on the desk—fits standard office 
safes. “Easy Shift'’ pockets, practical signal control, 
combined records—all the high priced features in low 
priced units. Sizes for 5x 3, 6x4, 8x5 cards. 


Catalogs for your salesmen, suffers for your 
mail. Shiament of new orders in 60 to 90 days. 








THE VICTOR SAFE & EQUIPMENT CO., INC. cu 
NORTH TONAWANDA, NEW YORK w, 
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Calendar of 
Industry Activities 











March 25-26. District No. 9, NSA, Buccaneer Hotel, 
Galveston, Tex. Alvin Eisemann, Regional Governor, 
Maverick-Clarke, San Antonio, Tex. 

March 29-30. District No. 8, NSA, Muehlebach Hotel, 
Kansas City, Mo. Ted R. Warkentin, Regional Gov- 
ernor, Southwestern Stationery & Bank Supply, Law- 
ton, Okla. 

April 8-9. District No. 10, NSA, Cosmopolitan Hotel, 
Denver, Colo. Fred B. Robinson, Regional Governor, 
Robinson’s Book Store, Golden, Colo. 

April 15-16. District No. 6, NSA, Congress Hotel, Chi- 
cago, Ill. W. M. Weck, Regional Governor, Haines & 
Essick Company, Decatur, Ill. Joint meeting with Illi- 
nois Booksellers & Stationers Association. P. G. Pick- 
nell, President, Haines & Essick Company, Decatur, 
Ill. 

April 29-30. The Stationers’ Guild of Canada, Gen- 
eral Brock Hotel, Niagara Falls, Ontario, Canada. Fred 
Smart, Secretary-Manager, 210 Dundas Street West, 
Toronto, Canada. 

May 6-8. National Association of College Stores, an- 
nual spring convention and buying conference, Hotel 
LaSalle, Chicago, Ill. Russell Reynolds, Executive Sec- 
retary, 189 West Madison Street, Chicago 2, Il. 

May 10-11. District No. 7, NSA, St. Paul Hotel, St. 
Paul, Minn. Lyle D. Espe, Regional Governor, Mid- 
west Press & Supply Company, Sioux Falls, S. Dak. 

May 17-18. District No. 5, NSA, Cleveland Hotel, 
Cleveland, Ohio. H. C. Wilking, Regional Governor, 
B-C-D Office Equipment, Inc., Detroit, Mich. 

September 30, October 1-3. National Stationers 
Association Fortieth Annual Convention and‘ Tenth 
Merchandise Exhibit, Palmer House, Chicago. Na- 
tional NSA Headquarters, 740 Investment Building, 
Washington, D. C. 


iatiinaaieltMi tanta 

H. G. JOHNSON NAMED WELLS SALES CHIEF 

Harold G. Johnson was recently appointed sales 
manager for Wells Office Furniture Company, Chicago. 
Hal, as he is known to his friends around the terri- 
tory, has been associated with Wells ever since its 
inception. 

Under Mr. Johnson’s supervision, sales representa- 
tion throughout the country will be expanded to per- 














HAL JOHNSON 


mit more intensive coverage of the trade. In addition, 
the company will bend every effort towards adding 
lines that will materially aid in the business of Wells’ 
customers. 

A hearty invitation has been extended by the new 
Wells sales manager to dealers to drop in and say 
“hello” when they are in the neighborhood of the 
Wells showrooms. 
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(front-vision, line-by-line) — 
COPYHOLDERS 
Yes, MR. DEALER, American business employs about © 
6 million Office Typists. Not all are your prospects, 
of course. Many are already supplied with Copy- 
RIGHT Copyholders. But at least 2 MILLION need 
and will eventually buy Copy-RIGHTs. 


Tie in your sales plans with our publication and 
‘mail advertising. It means substantial PROFITS to 
you... steady demand . . . repeat business. Single 
trial sales frequently lead to 
purchases for entire typing — 
staffs! 





What Copy-RIGHT does 


for your Customers: = 


MORE AND MORE 
DEALERS EVERY MONTH 


are stocking and selling 
Copy-RIGHTs as a regular 
item..if you haven't started 
yet, get at least one sample 
and literature with wholesale 
data. 


Saves Eyes, Effort, Errors 
and up to 50% in typing 
time by holding notes 
and copy-work straight 
ahead at shorter reading 
distance . . . thus im- 
proving visibility, posture, 
accuracy, speed. Auto- 
matically points out right 
line, holds place. 











Six Models hold papers up fo 12”, 16", 20”, 
ssl bal 36" wide. 


ee 
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MAIL COUPON NOW! 


Ne aati Tee eP error rer 


Copy-RIGHT Mfg. Corporation 
55 Park Place, New York 7, N.Y., U.S.A. 


: ] Send literature and prices. 
[] Ship a Copy-RIGHT (Stock-Sample) on regular terms. 


SHE iicditielictiiseciens plied actiaisdaistap Ubi ae ate 
(Attach letter head please) 

















PE  — THE GUEST BOOK 


(Continued from page 46) 


“FAVORITE” furniture business in Warren sometime before the 

TWO PIECE “GRIP” PRESSBOARD BINDER first of May. The purpose of his trip was to establish 

sources of supply, in which he said he had been 

| reasonably successful. For several years Mr. Dray 

was in the United States Navy. Prior to that time he 

+! | was sales representative for International Business 

A i | | Machines Corporation, which gave him opportunity to 

~@~ Ss P| | become acquainted with systems and accounting work. 

He expects to spend much of his time in personal 
contact with customers and prospects. 





Harold Gill, J. K. Gill Company, Portland, Ore., in- 
scribed his name in the Guest Book on Washington’s 
Birthday. He had come to Chicago with several other 
members of the Gill staff to attend the Wholesale 
Stationers Association convention and the annual as- 
Ra - sembly of the National School Service Institute earlier 

FAVORITE in the month. While in the city he called on a number 


DESK CLASSIFIER of manufacturers his company represents, including 
the A. B. Dick Company, whose offices he had just left 
before calling on us. In the pleasant conversation 
with Mr. Gill we learned something about the prob- 


lems of the Pacific Coast area brought about by popu- 
lation shifts due to the war. He left us in no doubt, 
however, as to his confidence in the commercial future 


yea rs of Portland and contiguous territory. 








Robert Randazzo, president of National Office Ma- 
chine Dealers Association and proprietor of the Gen- 
, : ; eral Typewriter Company, Kansas City, Mo., passed 
Of service to leading stationers through Chicago en route to Cleveland and, with only 
and now still maintaining the same an hour before train time phoned O. A. headquarters. 
high standard of quality and serv- He reports that the association has developed plans 
ice that has held their good will which will result in substantial progress in service to 
down through the years. Yes, 76 the membership during the ensuing year. Mr. Ran- 
dazzo is a clear thinker and full of energy. 


“FAVORITE” - 4a 
BRIEF COVER years of “know how" is built right 


into every product we sell 
without sacrificing quality, 
workmanship or service. 


Robert Richard of Richard S.A., Morges, Switzerland, 
favored the office of this journal with a visit on Feb- 
A tstandi 4 ruary 26. Mr. Richard operates nine fountain pen and 

ee watch stores in as many Swiss cities. All are attrac- 
of which Sade ese justly tively designed, with modern window displays which 
proud. It is your guaran- served as invitations to many American servicemen 

tee of good saleable who chose to go to Switzerland when on leave. In re- 

merchandise that is sponse to an inquiry about his hotel accommodations 

readily sold whenever Mr. Richard replied that, because he had so many rela- 
tives and friends who wanted to spend some time with 
him when in Chicago, he divided his evenings with 
them, finding scarcely enough nights to meet all his 
4 f+ th social obligations. His purpose was to visit with Amer- 
ee ican manufacturers of pens, mechanical pencils and 
result. related lines. 


and wherever offered 
for sale. 
Quick turnover and 


Alan Erlenborn of Erlenborn’s, Aurora, Ill., dropped 
THE COOKE & COBB COMPANY in at O.A. headquarters for a brief visit on February 
27. His mind and his time were occupied with a service 
Originators of Expanding Specialties for stationers. Finding it thoroughly practical for his 
own business, he plans soon to offer it to stationers 
57 NINTH AVE. NEW YORK 11, N. Y. everywhere, particularly those who do not main- 
tain separate advertising departments. Mr. Erlenborn 
operates a modern store in which he sells all forms 
of commercial stationery, including filing equipment 
and supplies. It will be recalled by some that his is 
the one store in the country unique for its bulb and 
pet shop department. Mr. Erlenborn is a consistent 
user of newspaper space, with an illustration for every 
article advertised. 


H. R. Cole of Commercial Stationers, Anchorage, 
Alaska, favored this journal’s offices with a visit on 
February 28. Located in Anchorage five and a half 
years as credit manager for Northern Commercial 
| Company, he established his own business and was in 
| the States arranging for sources of supply. His type- 

writer repair service is in operation. He expects to re- 
| turn to Anchorage in April and open up the store to 
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Sup, Sonnyboy, WHERE HIN I FIND dis AQ ? 


@ That’s an easy question. A-S-E is known the nation over 
as the All-Steel-Equip trade-mark—a trade-mark for 
A-S-E Aurora files—the durable, attractive line of quality 
files that’s built to build good will and profits! 

Get to know A-S-E Aurora files better. Look into their 


quality features—their many easy-selling points, such as: 


e Smooth-action drawers 


e Improved locking mechanism 














a 
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e Rugged heavyweight construction t 

é 

e Trouble-free follower i 

e Extra filing capacity—actually : 

262 inches of clear filing space f 

a 2 

But this is only part of the story of A-S-E Aurora files. r 

Write today for full information about these quality files 

that are backed by more than 33 years of engineering _— 
; : . os a complete line of steel 

experience in the production of precision products. seneee wut andeea C 

cabinets. Write today 5} 

for full information. a 

ti 

ALL-STEEL-EQUIP COMPANY, INC. a 

) 

600 Cleveland Avenue, Aurora, Illinois tl 
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deal in a full line of office equipment and supplies, 
including files, furniture and machines. Alaskans, he 
reported, are air-conscious. In addition to Anchorage 
he plans to cover various other cities, most of which 
have been in public print in recent years. He will rely 
upon planes for transportation. 


Ben Sanders of J. Wierschem & Company, Amster- 
dam, Netherlands, was a Guest Book signer on March 
1. He had arrived two weeks earlier in New York City 
and spent his time making contacts with manufac- 
turers in the East. His first call on arrival in Chicago 
was on the Ace Fastener Corporation, with whom he 
had business contacts prior to the war. The total 
length of his visit in the United States will probably 
be six weeks. He is now in the process of rebuilding 
an office equipment and supply business destroyed by 
the war. During the period of German occupation, Mr. 
Sanders managed to hide out for two years. Many of 
his friends, not so successful, were placed in concen- 
tration camps. Mr. Sanders finds pleasure in renewing 
former business contacts and reports that he has suc- 
ceeded in obtaining space for his business in the heart 
of Amsterdam. 


Mr. and Mrs. Walt Scheuneman of Norder’s Office 
Equipment Company, Denver, Colo., paused just long 
enough to sign the Guest Book on March 4. On a buv- 
ing trip via automobile, Mr. Scheuneman reports suc- 
cess in obtaining some merchandise in Chicago. The 
journey will be continued by the Scheunemans in their 
car through the East for at least two weeks more. They 
find that a business trip and a vacation combine very 
well. 


Pierre A. Dreyfus, director, Carfa, S. A., Zurich, | 
Switzerland, visited with a member of the OFFICE 
APPLIANCES’ Staff on March 4. Dr. Dreyfus’ organiza- 
tion is in the business of manufacturing ribbons and | 
carbons. He is organizing a sales company to handle 
distribution of his own merchandise, as well as im- 
ported office equipment and machines, throughout | 
Switzerland. Later he plans to establish an export | 
organization which will permit distribution of products 
in other European countries and then throughout the | 
world. He has made a number of contacts and expects | 
to obtain the agencies for several machine and suppl: 
items before he returns to his home land. 


Ross E. Wilson, lieutenant colonel in the United 
States Army on terminal leave, whose home is in 
Havana, Ill., signed the Guest Book March 4. An 
expert in filing systems and supplies from 20 years 
experience in Remington Rand systems division, Shaw- 
Walker, and Yawman and Erbe, he purchased equip- 
ment such as he formerly sold before going overseas. 
He expects to establish himself in Oregon or Wash- 
ington. 


ao 


OPEN NEW TYPEWRITER FIRM IN SHREVEPORT 


George T. Alleman and Patrick O. Burt have opened 
their newly-organized typewriter company, the A. & B. 
Typewriter Sales and Service, at 302-3 Majestic Build- 
ing, Shreveport, La. The new firm will be distributor 
for the Woodstock typewriter in Shreveport and the 
adjoining area. Mr. Alleman, a former repairman and | 
foreman for a typewriter concern, and Mr. Burt, with | 
27 years’ experience in this type of business, are both | 
residents of Shreveport. 


—_——_—_¢- 9 ——_—__—_ 


NEWARK, OHIO, FIRM OBSERVES FOURTH YEAR 








FOR 


SMOOTHER, 
EASIER 
MOTION! 


This revolving, tilting chair control, 
with “EQUI-BALANCED” action, actu- 
ally gives smoother chair motion... 
greater comfort. 

The modern design and all-steel con- 
struction of this patented chair control 


assure lasting comfort and satisfaction. 


un 


The Advocate Store, 27 W. Main St., Newark, Ohio, COLLIER-KEYWORTH CO. 
celebrated its fourth anniversary by using a large- | 


Space advertisement in the local newspaper, The New- 
ark Advocate and American Tribune, to list the na- 
tionally-advertised lines of office supplies, equipment 
and furniture carried. The Advocate store post-war 
organization is geared to serve every post-war need, 
the advertisement declared. 
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Illustration of Counter Card 8'%"x11" 


the page keopon 


THE MOST NOVEL AND USEFUL 
BOOK-MARK 
YOU EVER SAW 
Fits on the corner of the book page. 
Rougish looking ‘‘Elfie’’ looking at you 
from the corner seems to call out — 
‘“Here’s where you left off!” 


Made of genuine leather. Die cut. Vari- 
ous colors. With ‘“‘Elfie’s’’ face and 
whites of his eyes showing. 

RETAILS 25 CTS. 

Usual Trade Discounts 

in dozen lots on attractive 


Mounted 


counter sales cards. 
Minimum shipment 12 cards. 


ORDER THIS ITEM! 
EVERYBODY WILL WANT AN ELFIE 
BOOKMARK 


Columbia Industries 
330 S. Wells St. Chicago 6, Ill. 
Send for bulletin describing other fast selling 


items we make. 
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For Our Country 
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* GOLD STARS 


in the Industry’s Service Flag 











Previously listed as “missing in action,” Sgt. William 
A. Marion, son of Louis F. Marion, secretary of The 
Sun Rubber Company, Barberton, Ohio, has now been 
Officially declared “killed in action.” This was the 
message recently conveyed by the Adjutant General’s 
office of the War Department. 

Sgt. Marion was on his eighteenth mission as a 
member of an Eighth Air Force bomber crew when 
his aircraft received a direct hit by flak over Maxi- 
miliansau, Germany, on January 13, 1945. The plane 
exploded in midair and none of the crew was seen 
to parachute from the ship. 

Memorial services were held for Sgt. Marion on 
Sunday, January 27, at the High Street Methodist 
Church in Barberton, home of his parents. 

Ww 

Cpl. James P. Ward III of the United States Army 
Air Forces, who was reported missing in action Janu- 
ary 23, 1945, over the coast of Leyte Island, was de- 
clared by the Adjutant General on January 24 of this 
year as presumably being dead. 

The young man was the son of Mr. and Mrs. James 
P. Ward, Jr., his father being with McClure, Hadden & 
Ortman, Inc., management engineers, Chicago, and a 
grandson of James P. Ward, Sr. Other survivors in- 
clude sisters Betty Ann and Dorothy. Memorial mass 
was held on Saturday, February 16, at St. Gregory’s 


Church, Chicago. 
2 


CONCILIATION SERVICE PAMPHLETS AVAILABLE 

William D. Smith, chief of the Magazine Service 
Section, Department of Labor, Washington, D. C., in- 
forms OFFICE APPLIANCES that copies of an informative 
pamphlet, “What is the Conciliation Service?’, are 
available for readers of this trade journal. This de- 
scriptive summary is quite informative and lists the 
U.S. Conciliation Service officers throughout the coun- 
try. 

Copies are available without cost for those address- 
ing Mr. Smith or the Concilation Service, Room 6117, 
U. S. Department of Labor, Washington 25, D. C. 
 — 2 


W. V. DAPORE NAMED BOOK FIRM MANAGER 

Appointment of Wilbur V. Dapore as manager of 
Stewart’s, Inc., one of the city’s oldest retail firms, 
operating a book and stationery business at 44 East 
Washington St., Indianapolis, Ind., was announced re- 
cently by C. S. Ober, secretary-treasurer of the firm. 

The company has plans for extensive remodeling 
and addition of several new departments, Mr. Ober 
said. 

A veteran of World War II, Mr. Dapore at one time 
was an associate of the Jonn Shilito Company at Cin- 
cinnati, Ohio, where he served as merchandising de- 
partment manager. 
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HARTER 
BRINGS 
YOU 


Koroseal" is the new upholstery material developed 
by B. F. Goodrich. It is available now in three col- 
ors— green, maroon, brown—on all Harter Steel 
Chairs for the office. 

Completely waterproof, Koroseal can be washed 
as easily and safely as glass! It will not stick or 
crack. Best of all, Koroseal upholstery is highly re- 
sistant to abrasion and possesses permanent flexi- 
bility. It remains perfectly smooth and wrinkle-free 
over the softest foam rubber. 

Koroseal is practically scuffproof, resists ink, per- 


* Trade Mark B. F. Goodrich Co, 
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kuti the Modern Upholstery 


spiration, greases, and weak acids. It does not dis- 
color, has no odor, is not affected by heat or cold. 

Harter brings you Koroseal as an outstanding 
improvement in upholsteries. Ask your dealer to 
show you our Koroseal upholstered models. Write 
us today for a sample of this unusual material. 
Harter Corporation, Sturgis, Michigan. 
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THE COMPLETE ALL-PURPOSE PRINTING OUTFIT...NO TYPE TO SET! 


PRINTS ON WOODEN BOXES, CARTONS, 
SHIPPING TAGS AND LABELS, CLOTH 


...AS WELL AS ON CARDS, PAPER, ON OR INSIDE BOOKS OR FILES, ETC. 


Rubber Stamp Size 
4 for Shipping Tags, for Larger Tags, 
OW TO Use THe Labels, Cards, etc. es ce Labels, Notices, etc. 


a YLTISTAMD The No. 1 MULTISTAMP is a MULTISTAMp ij The No. 3 MULTISTAMP is 


Post Card Size 
























REC. US Par OFFICE 








Po AS ; flexible rubberless hand Orrice the Rocker Type” Duplicator 
oe At | ss stamp that takes the place that prints on practically any- 
am CP ae of rubber stamps. Prints up to thing. Size 5% in. long by 3% 
Cg ay ’ 5 lines of type, 3 in. long. in. wide. A single stencil can 


Len Eliminates retyping and slow 
~antitinned hand-addressing — it has a 
thousand uses around any 
office or shipping department. 


contain up to 32 lines of type. 
No experience required to op- 
erate MULTISTAMP. 


. . , Complete with supplies in 
Complete with supplies in handy, sturdy case. Weight: 
attractive compact case. Weight: 4 lbs. 


2 Ibs 


7.50 Non-Mechanical Outfit. 


15 00 Non-Mechanical Outfit. 
F.O.B. Factory ” 


F.O.B. Factory 








Established 192] 





SN 





Reg. U. S. Pat Off. 














*Every MULTISTAMP Outfit is Guaranteed for 5 Years! Write for Illustrated Folder Showing Other Complete Outfits for $25 to $82.50.* 


M STENCIL DUPLICATOR : Decler Pen! 


MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 
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WARD TAYLOR NAMED WALCOTT-TAYLOR HEAD 


At the February meeting of the board of directors 
of The Walcott-Taylor Company, Inc., Washington, 
D. C., William H. Cravens announced his desire to 
retire from active management of the company. In 
announcing his plans, Mr. Cravens stated his will- 
ingness to continue his connection with the company 
has has so successfully managed for 15 years. He 
will remain with the company, serving in an advisory 
capacity. 

Mr. Cravens has been identified with the stationery 
and office, outfitting industry since 1923, when he 
became associated with H. Seymour Walcott in the 
Safe Cabinet Company prior to its merger with Rand- 
Kardex. After serving as branch manager of Rand- 
Kardex office at Richmond, Va. Mr. Cravens resigned 
in 1927 to become associated with H. Seymour Walcott 
in establishing The Walcott-Taylor Company, Inc. Mr. 
Cravens assumed the direction of that company on 
November 15, 1931, upon the retirement of Mr. Walcott 
from active management. 

Mr. Cravens is well known among the travelers in 
the East. He has always been active in the Penn-Mar- 
Va Travelers Club, serving as secretary of that organ- 
ization for ten years from 1933 to 1943. 

Following Mr. Cravens’ announced intention to re- 
sign as president, the board of directors elected Ward 
Taylor president; Bernard L. Roberts, vice-president; 
John J. C. Macdonough, treasurer, and Glen F. Mon- 
nig, secretary. All of these men have been with The 
Walcott-Taylor Company for a number of years and 
the reorganization of management personnel will oc- 
casion no change whatever in the policy of the com- 
pany. 

Mr. Taylor, the newly-elected president, has been 
with this company since it was organized and has been 
an officer since 1932. He is recognized as an authority 
on the application of posture seating to office opera- 
tions. Mr. Taylor is also vice-president of P. O. Moore, 
Inc., manufacturers of the key recording and filing 
system marketed under the trade name of TelKee. 

The Walcott-Taylor Company has followed an estab- 
lished policy of exclusive representation for a number 
of nationally-known manufacturers of specialty items 
for use in Government offices and. associated enter- 
prises. The company has acted in the capacity of 
a dealer or manufacturers’ representative, specializing 
in the development of sales to the Federal Govern- 
ment. 

This firm has been rated as one of the coun- 
try’s outstanding distributors of posture seating, key 
record systems, visible record equipment and loose 
leaf devices. Among the manufacturers now repre- 
sented are: American Loose Leaf Corporation, Charles 
C. Smith, Clarin Manufacturing Company, Filing 
Equipment Bureau, Inc., The Harter Corporation, 
McMillan Book Company, P. O. Moore, Inc. (TelKee), 
No-Mek Pen Products, Rol-Dex Company, and Victor 
Safe & Equipment Co., Inc. 

——— oe 
HANSON SCALE NAMES REPRESENTATIVE 


The Hanson Scale Company, Chicago, manufacturers 
of spring scales, have announced the appointment 
of Earl S. Rice of Arlington, Mass., to represent them 
in the New England states. 

Announcement was made also that a constantly- 
increasing demand for Hanson scales has made it 
necessary to construct an addition to the factory in 
Chicago, vitally doubling the former output of scales 
made by this company. 

—-_o—m ee 

NEW LOCATION FOR MERCURY PRINTING CO. 

After March the Mercury Printing Company will be 
located at 550 North Western Ave., Los Angeles, Calif., 
it was announced recently. The new building will al- 
low for considerable expansion of the office equipment 
department and will house a full line of office furni- 
ture as soon as a supply is available. 
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PROTECTION 
Must Be Built In 


Meilink Safes have proven time and 
again in actual fires, there are no sub- 
stitutes for the massive Thermo-Cel 
wall insulation and the steel super- 
structure used in Meilink construc- 


tion. 


Thousands of Meilink Safes are pro- 
tecting valuable contents in all parts 
of the world. 


Strength—Quality and Utility 
make Meilink Safes 


a preferred line to sell 
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ee 0 2 So) 


CHICAGO TOLEDO, OHIO 
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REMINGTON WINS BRAND NAMES CERTIFICATE 


Ky  y The name, Remington Typewriters, which has been 
preeatty..-- in constant use by the public for more than 72 years, 
was honored on February 5 by the Brand Names 


[E IN| V [E IL ‘© [D [E ¢ Research Foundation at a testimonial dinner attended 


fre Business Ruilders 





Airmail Envelopes are REPEAT sales items. 
This Modern design will appeal to your 
most discriminate customers. 


ASAusizits r 


Zephyr Weight 
primal Envelopes 





REMINGTON NAME HONORED—J. M. Hackney (right), 
general sales manager of the portable typewriter division of 
Remington Rand, Inc., receives the Certificate of Public Serv- 
ice of the Brand Names Research Foundation from Howard B. 
Snader, treasurer of Vanity Fair Mills and eastern vice-chair- 
man-elect of the Foundation. In the foreground is Donald J. 
Finlayson, sales manager of Lehn & Fink Products Corp., 
who just previously received the Foundation’s Certificates. 


by over 1,200 business leaders and radio, newspaper 
and advertising executives at the Hotel Astor, New 
York, N. Y. 

Only brand names which have served the public 
for more than 50 years qualify for the award, which 
was created by the Foundation to recognize the 
proven value of brand names in their service to the 


* Original Design * Lightweight consumer public. 


The citation, describing the long history of responsi- 








* Opaque * Strength ble service to the world by Remington Typewriters, 
. was made by Henry E. Abt, managing director of the 
* Economical Foundation. J. M. Hackney, general sales manager of 


the portable typewriter division of Remington, Rand, 
Inc., received for his company the Certificate of Public 
Service from the Foundation. 

Principal speaker at the dinner was Senator Albert 


Justrite Zephyr Weight Airmail Envelopes 
are ultra-modern in design, made of 25% 


Rag Laid Finish Bond paper. They are truly W. awhkes of New Jeteey. 
a product of highest quality. 

KIRK GROSS OPENS NEW OFFICES AT WATERLOO 
ig ee - + aa = i ana eo Kirk Gross has opened new offices at Waterloo, Iowa, 
or nt oi gig vir 0 egg le arate sabe. as a northeastern Iowa distributor for the Shaw- 

; ‘ Walker line of office furniture. Mr. Gross and his 

partner, Paul S. Otto, of Waterloo, have discontinued 

Zephyr Weight Envelopes come in three their Personalized Specialty Company, and have re- 
convenient sizes—6'2, 72 or 10. May placed it with a new firm called Personal Gifts, Inc. 


Recently incorporated, the company has a capital of 
$10,000. Mr. Otto is president and secretary and Mr. 
Gross, vice-president and treasurer. 

The general nature of the new business is process- 
ing, manufacturing, printing, engraving, and dealing 


be obtained plain or printed to your corner 
card copy. 


Show this line on your counters—they : : ’ 5» ©! 1 k 

sell on sight. Write today for complete in stationery, novelties, specialties and gifts, either at 
teat toad : wholesale or retail—AL. 

sample sets and pricing information. 





cociipi ili conaicniai 
METALSTAND ACQUIRES WYLAM METAL PLANT 
The Metalstand Company, Philadelphia, Pa., as of 
February 1, acquired the Wylam Metal Products Com- 
pany of Philadelphia, a company which previously 
manufactured steel equipment for factory and office 
institutions. 
Due to the demand for Metalstand products at the 
He Hiteteite present time, J. Wolfe Golden has decided to use the 
’ aS Some facilities of both plants for the manufacture of Metal- 
CHICAGO $f. PAUL stand offerings exclusively, thereby greatly increasing 
manufacturing capacity. t 


ORTHERN CTATES 
Envelope Company 
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Put vour push behind 
QUALITY 


with 


EBERT 
MABEL 





MONGOL <* EBERHARD FABERusA. 482-N02 


MILLIONS swear ny the tomg tasting 


Complastic Lead exclusive with MONGOL 
Neo. 482—“The Business Pencil of the Werld” 





LEADERSHIP IN ie le ae wrRtivtinsG MATERIALS SINCE 
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THE HUB OF THE ‘ghiemeess WORLD! 


The office desk is rightly termed 
the symbol of the business world. 
Around the desks of America, 
rotate the business affairs of the 
nation. Try and picture a busi- 
ness executive without a desk and 
you realize what an indispensable 
tool it is. The purchase of an 




















des 


EVANSVILLE 7, 


Bunappeneizal 


IMPERIAL DESK has always set 
the tempo for smart and efficient 
office living. It is a source of 
never ending satisfaction to know 
that thousands of Imperial Desks 
are the magnets around which 


business offices function. 




















INDIANA 


member WOOD office furniture institute 
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HARRY J. BURK, JR., PURCHASES STORE 
The retail store of Industrial Stationery and Print- 
ing Company at 6700 Pacific Blvd., Huntington Park, 
Calif.. was recently purchased by Harry J. Burk, Jr., 
who will operate the store under the name, Burk’s, 


carrying a full line of commercial and social stationery. | 


A line of electrical appliances and a Kodak department | 


will be added as soon as merchandise becomes avail- | 


able. 
Mr. Burk has assumed active control of the business 
and Ray A. Day, formerly store manager, remains in 


BURK’S, NEW HUNTINGTON PARK STORE 
that post and as buyer for the commercial stationery 
department. Jerry Goodman remains as merchandise 
manager and buyer for the social stationery and gift 
department. 
The store has been in the location for the past five 


| 


years and has a frontage of 57 feet and depth of 125 


feet, not including storage and receiving facilities. 

The organization will have several outside salesmen 
to cover the heavily-populated industrial section which 
surrounds the store. Mr. Goodman and Mr. Day will 
appreciate representatives of all lines calling on them 
and will maintain a buying office at the store. Repre- 
sentatives of the stationery trade will be welcomed, as 
new contracts are being drawn up and a catalog file 
is to be established. 

———_ a  __— 
IBM APPOINTS H. J. RITTERBUSH, JR. 

Harry J. Ritterbush, Jr., has been appointed as gen- 
eral service manager in charge of customer engineer- 
ing, systems, office, and service bureau of International 
Business Machines Corporation, it was announced re- 
cently. Attaining the rank of lieutenant colonel, Mr. 
Ritterbush was recently released by the Army after 
five years of service. He received the Legion of Merit 
for his achievements in installing and maintaining 
machine records systems for the Army. 


es 
NEW MACHINES SIMPLIFY HOSPITAL WORK 


New machines which fill out 11 forms at one time 
have been installed at the Medical College of Virginia 
Hospital, Richmond, Va., to simplify the admittance 
of patients and lessen the chances for error. 

In one operation the machine fills out such records 
as those for the accounting office, besides cards and 
the permanent register of admission. Formerly these 
forms were filled out individually by hand.—GET. 
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STENOGRAPHERS’ 
POSTURE 
CHAIRS 


*Sturgis Posture 
Chair Model 876 MY 


4 


] STURGIS POSTURE FEATURE... an ad- 
vancement in modern office seating—seats 
and backs adjustable to the occupant. 


2 MORE COMFORT AND RELAXATION ... 
Office workers sit correctly without effort. 
Seats of ample size—form fitting backs. 


3 ATTRACTIVE, PRACTICAL UPHOLSTERY 

. well padded seats and backs of rubber- 

ized curled hair covered with leatherette. 
(Selection of five colors.) 


4 ADJUSTMENTS .. . 


out the use of tools. 


5 ALL STEEL CONSTRUCTION .. . uniformly 
bent steel tubing—all joints electric welded. 
Well supported seats and backs. Hardened 
steel swivel mechanism—rubber casters. 


6 BAKED-ON ENAMEL FINISH .. . hard and 
durable applied by the infra-red process— 
five color finishes. 


7 THEY'RE PROFITABLE TO SELL . . . liberal 


dealer discounts—fast turnover. 


are made quickly with- 


*Sturgis Stenographers’ 
Posture Chairs avail- 
able in a selection of 
seats and back rests. 


LUGS 


THIS NAME 
IS GROWING! 


THE STURGIS POSTURE CHAIR CO. 
411 Magnolia Street - Sturgis, Michigan 
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STORAGE BINDERS for all types of 
records make reference easy and quick. 
Bind sales sheets or other papers in 
Wabaco Storage Binders by months and 
file them in order on shelves, as the 
illustration shows, or in file drawers. 


The cost is small. All papers are always 
in exact order. Bound books are square 
and will stack completely or stand on 
edge. Ask your Wabash Dealer about 
Wabaco Binders today. 
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NEWS NOTES FROM NSA DISTRICT NO. 7 





Merrill Hasty, Correspondent 





The McClain & Hedman Company gave a cocktail 
hour and dinner party at the St. Paul Athletic Club on 
February 14 following the successful grand opening 
of their new store at 54 E. Fourth St., St. Paul. Bill 
Smith received a beautiful leather-bound address 


| book and a gold memento in remembrance of the 
| occasion. 


* * * 


Sherm Read is out and around again and was in 


| St. Paul to visit the St. Paul Book & Stationery Com- 


pany, as well as the McClain & Hedman Company 
grand opening. We are very happy to see you, Sherm. 
* * * 


Brewster Towne, newly-appointed western division 
manager of the National Blank Book Company, was 
recently in the Twin Cities with Ray Hammond, the 
local representative. 

co * * 

W. A. McLeod of Spencerian Pen Company is in the 
Middle West calling on the many friends our old 
timer, Albert McClain, made in his many years of 
travel. 

* * * 

Fred H. Geiger, who was with H. A. Rogers Company 
of Minneapolis for a good many happy years, has just 
announced his own business, the Fred H. Geiger Com- 
pany, Blackline Blueprinting and Photocopy Service, 
119 S. Ninth Street, Minneapolis. Richard Pilon joins 
him as the merchendise manager. 

oe ok * 

Warren Carlson, formerly of Joe Crane Company 
and later of the American Lead Pencil Company, has 
joined the sales staff of the Wilson Jones Co. 

ok * * 

Fred Larson of The Globe-Wernicke Co. recently 
made his usual first-of-the-year trip in and around 
the Twin Cities. Nice going, Fred. 

oo * * 


Dick Gingland, Esterbrook Pen Company, has also 
been in the Twin Cities making a flying trip over the 
high spots. 

* * * 

Ray McComb, formerly of W. A, Sheaffer Pen Com- 
pany, is making a change to the jewelry business, 
joining the firm of A. C. Beck Company. We will meet 
Ray in parts of Illinois, Iowa and Wisconsin. 

eo 4 Eo 

W. H. Vose of St. Paul Book & Stationery Company 

is planning a convention and buying trip to Chicago. 
* * * 

George P. Thomas Company, Minneapolis, is most 
modern with show windows, showing a miniature PT 
boat. The boat’s topside equipment is all office sup- 
plies with resemblance to fighting equipment. It has 
been a swell attraction. 

* * * 

Bill Smith, the one and only Chicago Ambassador 
of Good Fellowship, was in the Twin Cities at- 
tending the McClain & Hedman Company grand open- 
ing. He played host to a group at the St. Paul Covered 
Wagon. Guests were Roy C. Clarke, Larry Ackert, 
Herb Fall, Oscar Bertelson, Al Nordstrom, Art Gray- 
ston, Bob Davies, Ed Hansen, Matt Dillon, Joe Lang- 
lais, and Merrill Hasty. 

co a % 

Pete Hoffman, Harold Hoffman’s father, of Smead 
Manufacturing Company, Hastings, Minn., underwent 
an operation recently at the Mayo Clinic, Rochester. 
We wish you a very speedy recovery. 

* 


* * 


C. H. Breckinridge, with the assistance of Jimmy 
Ahern as manager, has recentiy opened a new office 
equipment company in Des Moines under the name 
of Business Equipment Company. They will be very 
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These are the Future Buyers of INDIANA DESKS 








rll 





resident of 1% Trgteiy Tomorrow’ 





Today's students are tomorrow's business leaders. On their shoulders 
will fall the responsibility of creating a better way of life. There's a 
mighty big job to do. New ideas, new plans, new developments . . . all 
will have their effect in bringing about a prosperous and happy 
America. Many an Indiana Deck will be the theatre of planning and 
operation for tomorrow's business world. Rest assured that Indiana 
Desks will keep pace with changing times and increased desk needs. 


INDIANA DESK CO. 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


JASPER, INDIANA 
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5 PLY FIGURED 
WALNUT VENEER TOP 


NO. 3818-S 
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| na" 3 1404" AUTOMATIC DROP ARMS 
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j LEGS FOR STABILITY 





SHIPPED SET-UP 
\ Wo MORE ASSEMBLY TROUBLE 





00 


“Tr 


SHIPPED SET-UP 
1 to a Carton. 
Weight 18 Ibs. 

F.0.B. Chicago 


. See 


w 








725-33 SOUTH 
LASALLE STREET 
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happy to meet all stationery and office equipment 
salesmen. 


* * * 


Mr. and Mrs. Ray Hammond were in Chicago re- 
cently, where Ray attended a sales conference of the 


National Blank Book Company at the Union League 


Club. 
* * * 

Joe O. Popple, general manager and secretary of 
Zaisers, Inc., Des Moines, Iowa, has resigned and sold 
his interest in the firm. He has been with the com- 
pany 22 years and plans to take an extended vacation. 
He will be succeeded as manager by Ralph N. Stuts- 
man, sales manager since 1936. He has been with 
the firm more than 25 years. Miss Betty Bowis, who 
has been with the firm since 1935, has been appointed 
office and credit manager to succeed Virginia Wright, 
resigned. 


* * * 


Gordon Barger of Morris Sanford Company, Cedar 
Rapids, Iowa, was in Chicago recently on a buying trip. 
* * * 

Kirk Gross, owner of Office Supply Company, Water- 
loo, Iowa, will now confine all his efforts to the dis- 
tribution of Shaw-Walker products in several near-by 


counties. 
* * cm 


Sharon Lee Hoffman was born to Mr. and Mrs. 
Harold J. Hoffman at the Mounds Hospital in St. Paul 
on February 7. The father is the well-known general 
manager of the Smead Manufacturing Company, Hast- 
ings, Minn. Congratulations! 

* oa a 

Lt. Robert S. Jerue has been released from the Army 
after 3% years. Upon his arrival home, not only his 
wife and other members of the family welcomed him, 
but also a child he had never seen was talking and 
walking about. Now Bob starts off on a new adventure. 
He was appointed secretary and store manager in 
charge of sales of the McClain & Hedman Company, 
We, the Northwest Travelers, wish you all the luck in 
the world and also wish to compliment you on your 
modern ideas in the new and most beautiful store. 

* * * 

Mr. and Mrs. Ed Erickson of Hibbing, Minn., are the 
proud parents of a new baby boy. Ed is the owner 
of the Hibbing Office Supply. 

* a * 


Norman Seeling, now with Zellmer’s Office Supply, 
Waukesha, Wis., was formerly the “pro” at the 
Waukesha Golf Club. He was recently discharged from 
service and has taken up that very familiar profession 
of stationery salesman. You travelers wishing to better 
your goli game had better get acquainted before our 
next tournament. 

* * * 

Roman Rothe of Office Supply and Printing Com- 
pany, Sheboygan, Wis., is recovering from a recent 
operation at St. Nicholas Hospital. We all will be very 
happy to see the champion cribbage and sheepshead 
player back in action again. 

* * * 

Sheila Field, Harvey Zellmer’s secretary, became 
Mrs. Eickler as of January 5. We, the Northwest Trav- 
elers, congratulate you. 

* * . 


Mrs. Ernest Gruner, of Watertown, Wis., is just re- 


covering from an operation in a Milwaukee Hospital | 


and is feeling fine. 
* * a 





Oshkosh Office Supply has just finished remodeling | 
its store. Something new has been added in a wide | 


and inviting stair case leading to the second floor, 
where office furniture and accessories may be easily 
Shown. The main floor also has been finished in an 


attractive color scheme. 
* a + 


i 
| Boos 


Gruner’s Office Supply, Watertown, Wis., has in- | 
creased its staff by two men, both of whom have | 
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NDER today’s competitive con- 


ditions, smooth, continuous 
flow of mail to and from your office 
is essential. Commercial Controls, 
through its planning service and 
USPM mailroom equipment, can 
put your mailroom on a production- 


eliminating waste— 





line basis 
speeding up every mailing operation. 

Use of USPM Mailroom Systems 
and Machines is important. Equally 
important is scientific planning of 
the mailroom itself so that all mail 
is handled quickly and smoothly. 

Every USPM specialist is trained 
to solve mailroom problems—to 
provide complele mailroom service. 
If you want more production in 
your mailroom, the one nearest you 
will gladly give you the benefit of 


his long and varied experience. 
HERE ARE THE BASIC USPM UNITS YOU NEED: 


1 LETTER OPENER— 

opens up to 400 
letters per minute. 
Gives thin, uniform 
trim. Motor-driven. 


LETTER SCALE — 

computes exact 
postage instantly and 
accurately. Two ca- 
pacities: 20 ozs. and 
3 pounds. Has pat- 
ented V-type platter. 


METERED MAIL MACHINE— imprints post- 

age, postmarks, seals, counts and stacks in 
one automatic operation. Prints on tape for 
parcel post. 


2 SORTING RACKS 
AND TABLES—es- 
sential for fast and 
easy distribution of 
incoming mail. 


4 PAR CEL POST 
SCALE — auto- 
matically weighs and 
indicates exact post- 
age on any package 
up to 70 pounds to 
any domestic zone. 


SEND FOR LITERATURE. If you would like more 
complete information concerning USPM mail- 
room systems, machines and service, simply 
write Dept. OA-36, 


Metered Mail Systems . . . Letter and Parcel Post 
Scales ... Letter Openers . . . Envelope Sealers... 
Multipost Stamp Affixers . . . Mailroom Equip- 
ment . . . Endorsographs . . . Ticketograph 
Systems ... All units now in production. 
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Reputation 


The remarkable reputation of Pawnee Bill 
was earned by the experience and skill with 
which he conducted himself in a frontier 
country filled with hostile Indians. Today 
experience and skill earn reputations for 
firms that have acquired the "know-how" to 
meet today's requirements. 


That is why so many satisfied dealers came 
back to us for modern filing equipment until 
war restrictions took metal files off the mar- 
ket. Our experience in meeting customers’ 
requirements faithfully, our reputation for 
giving the full measure of service were de- 
veloped with the thought of helping you do 
a better job of filing equipment merchan- 


dising. 
Because of limited production we cannot | 
explore new territory today but we con- 
stantly are exploring means of serving you 
better when opportunity is offered. Our | 
output of "Andy units of steel" will improve | 
as the supply of materials permits. Always 
we shall be on the alert to give our dealers 


every advantage the market affords. 





DERSON Hickey Go. | 


INC. 
” 


GENEVA 
ILLINOIS 


Windy i" 
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just been discharged from the service. They are Wil- 
liam Dick (the man with two first names) and 
Paul Hughes. 


* * * 


Ed Stivors is now covering the states of Wisconsin, 
Upper Michigan, Minnesota, North and South Dakota, 
and Montana for the Sanford Ink Company. Ed 
formerly traveled Missouri, Kansas, Colorado, and 
Utah prior to his four-year hitch in the armed forces. 
Welcome to the Northwest Club. 

* * 


* 

Bill Senner is back with S. J. Olson Company after 
a four-year stretch in the Army with about one and 
a half years in Italy. 


* * * 


Ed G. Race is recuperating at his home after a 

serious time with pneumonia. 
* * * 

Sylvester & Nielsen is beginning to look back to 
normal again. Bob Rule has taken up his old job and 
Max Hoolihan, now home from Japan, will no doubt 
be back in the store room. 

* * * 

From a grocery store to three stationery stores in 
about five years is a fine record. Myron Emmons of 
Stevens Point will soon open his No. 3 store in Wis- 
consin Rapids, Wis. The other store is at Wausau, 
Wis., managed by Bill Manthie. ; 

* * * 


Harold Blum, the Esterbrook ambassador, was busy 
in the Fox River Valley in January. 
* * * 


After three years in the Army, Carl Weaver is now 
back on the job with the Office Supply and Printing 
Company of Sheboygan, Wis. 

* * 


* 


A little chatter gathered from the Northwest Office 


| Supply Company, Green Bay, Wis. This chuckle comes 


from a note which this woman left after she had 
finished cleaning the store for Clem Kaster. Quote: 
“O.K. 6:30 to 8:30 P.M.—Mr. Kaster, didn’t clean the 
upstairs steps because I had to watch the door. Can- 
not lock it from inside. So I watched and cleaned 
the store. You may look if you can lock it from inside. 
If not, please fix it that I can lock it and its hard 
to open with the key too since three Mondays ago. 
Don’t know whats the matter with it. Is not easy to 
open no more. Please say the light in the back room 
was on when I open the door. So don’t forget to turn 
the light off when you leave. I tell you for the best. 


* * * 


Harold Switzer, who recently has returned from the 


| Navy, and was formerly with Yelland & Hanes of 
Mason City, Iowa, is now with the Lincoln Office 


Supply Company, Waterloo, Iowa. 
* * * 
Frank Wenner has returned from the Navy and is 
back with Matt Parr and Sons, Waterloo, Iowa. 


0 et 

CANADIAN FIRM GETS AGENCY APPOINTMENT 
Domes Sales, Importers, 108 Charlotte St., Ottawa, 
Canada, have been appointed exclusive distributors of 
Rush FybRglass erasers and FybRglass refills in the 
Dominion of Canada by The Eraser Company, Inc., 


| of Syracuse, N. Y. Ample stocks are carried by Domes 


Sales in their warehouse in Ottawa, ready for ship- 
ment to all parts of Canada. 
Inquiries from retailers and wholesalers are to be 


addressed to the Ottawa address of Domes Sales. 
OO 


OPEN NEW STATIONERY FIRM AT NEW HAVEN 

Raymond C. Scheppach and John G. Goekler have 
announced the formation of a new stationery store of 
Scheppach & Goekler at 30 Elm St., New Haven 2, 
Conn. Office equipment and supplies are being han- 
dled by the new concern. Mr. Scheppach was formerly 
with Bradley & Scoville and Mr. Goekler with Tuttle, 


| Morehouse & Taylor. 
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Carrots and peas! Was the Boss in a dither 
yesterday! His volume was down, his pressure 
up! Employees griping about his temper, 
customers complaining about merchandise! 
Did he need a lucky rabbit’s-foot! I got all 
four busy, hopped in, helped him out. Then 
took him aside. He was all ears! 


“Listen, Boss,” I sez, “you need more good 
items to promote customers’ good-will. Like 
SPEED’s Swingline Team of No. 4 Staplers 
and Staples! That No. 4 Stapler loads light- 
ning-fast, works silky-smooth, without clog- 
ging or jamming . . . those No. 4 Staples are 
100% round, uniform, for clean penetration. 


“Besides, SPEED’S Swingline is a swell 
profit-item, with a fair-and-square dealer 
arrangement. And with the No. 4 Staples 
fitting any standard machine, you’re sitting 
pretty. What say?” 


“Thanks,” sez the Boss. “SPEED’s Swingline 
Stapling Team sounds like real sales — less 
wails! That’s for me!” 

SPEED PRODUCTS CO., Long Island City1, N.Y. 


SPEED Swingline 
Staples fit any 

standard stapling 
machine. 





es 











WORLD'S SPEEDIEST STAPLING TEAM 
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Each Office TAILORED TO FIT 


The Individual Business 


Leo saly om 


Yes, Leopold dealers are completely equipped to plan your entire office in every detail. They 
have the experience and training to suggest just the design and arrangement that will give 
each office beauty, comfort, convenience and efficiency. Leopold designers and craftsmen 
are planning ahead, too . . . developing new techniques of construction, perfecting new, 


exclusive designs and planning new methods of production. 


Leopold desks are outstanding because of their unusual comfort and greater utility ... rounded, 
protective corners, clear mirror grain finishes, adjustable to either 29 or 30” height, 
especially made to make floor cleaning easy. Leopold desks are designed for consumer 


convenience. They seem to say “welcome” to any office visitor. 


Leopold is continuing its policy of handcrafting fine 
woods into articles of beauty and utility. These days 


L E 0 P 0 L I C 0 M PA N Y we cannot guarantee immediate shipment, but we will 


always guarantee craftsmanship and quality. This has 


Burlington, Iowa 


been our policy since 1876. 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 





The Book Nook Building of Walla Walla, Wash., is 
to be extensively remodeled. More than $15,000 will be 
expended upon the second floor, with an additional 
$10,000 to be spent on other improvements, including 
the turning of waste hall space into modern offices. 

x x * 

Richard G. Montgomery, who recently went into the 
advertising business, has added F. B. Burkett, return- 
ing naval lieutenant, as account executive at his 
Richard G. Montgomery & Associates agency. 

* = * 


W. C. Dieter has moved his typewriter company of 
that name from 902 Second Ave., Seattle, Wash., to 
spacious new quarters at 917 Second Ave., in the Office 
Appliance Building. All makes of typewriters are sold 
and repaired. 

* * * 

Mrs. Carl Pettibone splendidly entertained the 
women members of the staff of the Students Book 
Store of Pullman, Wash., recently in her home, giving 
a dessert and card party for their amusement. Mrs. 
Edna Kampfer was tops in pinochle. Award for bridge 
was won by Mrs. Henry Baker, while Mrs. Raymond 
A. Arndt was rummy champ. 

* on Oo” 


Eddie Vine, head of his own pen and card shop in 
Seattle, undertook in February to serve as an instruc- 
tor in the new salt water fishing classes inaugurated 
for young anglers in the boys’ department of the 
Seattle Y.M.C.A. As the secretary and treasurer of 
the Seattle Poggie Club—salt water anglers all—Mr. 
Vine has headed many a servicemen’s angling expedi- 
tion on Puget Sound. 

* 7 ™ 

The University Book Store has been assisting in the 
sponsoring of a popular record hour in Guggenheim 
Hall on the campus of the University of Washington. 

a o” 

The Williams Office Equipment Company at 1005 
A St., Tacoma, Wash., recently announced that “Hank” 
Turcotte has joined the extensive repair and main- 
tenance department of this office equipment or- 
ganization. An expert mechanic with a wide back- 
ground of mechanical experience, he will maintain 
not only typewriters, but all types of business ma- 
chines in Tacoma. 

x x * 

While the Reliable Typewriter Company at Pier 52, 
Colman Dock, Seattle, collects a cluster of spectators 
to view the artist working in its typewriter store, the 
University Book Store along University Way, Seattle, 
had crowds of collegians and co-eds during February 
packing the first floor to view Fritz Zillig in action. 
This Esquire cartoonist made caricatures of the 
young people for St. Valentine’s day. At the Reli- 
able Typewriter Company, Elaine Hedley, in business- 
like slacks, made portraits in beautiful colors and 
authentic likenesses of some of the prettiest girls in 


Seattle. 
—— 9 <9 
MARION H. RENZ PURCHASES BUILDING 
Marion H. Renz, owner of the Waterloo Lincoln 
Office Supply Company, Waterloo, Iowa, has purchased 
the two-story Fisher Building in his city. The purchase 
was made from Fred P. Fisher, Mr. and Mrs. Harry 
Fisher, Mr. and Mrs. Fred Fisher, Mr. and Mrs. Earl 
Fisher, all of Waterloo, and Mr. and Mrs. Frank 
Truman, of Rockton, Il., for $14,500.—AL. 
Oe 
MACEY LINES WILL BE BACK ON MARKET SOON 
According to present plans, the Macey Company, 
Grand Rapids, Mich., will soon be producing again a 
full line of metal office equipment. Reconversion of 
production facilities has been completed and manu- 
facture of pre-war lines is under way. 
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We've taken an old American phrase out 
of moth balls and we’re polishing it for 
everyday use. “AT YOUR SERVICE” hasn’t 
been heard too often during the past few 
years but we're happy to say that it’s back 
and we expect to give it more meaning with 
each passing month. 


Conditions are changing. Production re- 
strictions have been removed. The only re- 
tarding factor is the manpower shortage 
which may continue to interfere with all-out 
service. In spite of this fact, we shall make 
every effort to render maximum service. 
To us at Vail, it constitutes a genuine satis- 
faction to return to a state of business where 


“AT YOUR SERVICE” means what it says. 


VAIL 
MANUFACTURING 


COMPANY 


900 East 95th Street Chicago 19, Illinois 
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THE HOME OF QUALITY PARK ENVELOPES 


* * * 


FACTS avo FANCIES 


By McGillicudy 


The other day | was called into the big front 
office, and on the way in started wondering 
what | had done (or hadn’t done) now. “Listen, 
Mac,” he said, “either you are a pretty darn 
good salesman (which | doubt) or general con- 
ditions are such that we’re getting swamped 
with orders around here.” 


“Well, | have been working pretty hard,” | said, 
taking a 50c cigar from the box on his desk, “and 
I do think I'm entitled to a slight increase in sal—”" 
“Put that cigar back,"’ he interrupted, handing me 
a 6c Ropo from his pocket, “and we'll just forget 
what you were going to say.” 


“What | want you to do,” he continued, “is just 
talk Quality Park, keep people interested in us 
so when they think of quality envelopes they 
think of Quality Park, and don’t try to bring in 
any big orders until this paper situation eases 
up a bit which | hope will be soon.” 


“But wait,” | said, “how about our old faithful 
customers? We can’t just refuse to..."’ “Tut, tut,” 
he interrupted, steering me to the door, “we always 
take care of our old customers to the best of our 
ability. You know that. We're making a whale of 
a lot of envelopes and we're seeing that all our 
dealers are getting a fair share. You just do as | 
say." And | was out in the hall. 


So that’s my job—all | have to do is not ask for 
big orders, talk Quality Park, emphasize the 
idea that when you think of quality envelopes, 
just think of Quality Park, and say that we’re 
doing the best we can and that more envelopes 
will be available soon, we hope. Well, what 
more can | say? 


Yes... Quality Park envelopes are 
sold through dealers only. 





ENVELOPE COMPANY 


General Office and Factory Chicago Office and Warehouse 
Quality Park 564 W. Monroe Street 
St. Paul 4, Minnesota Chicago 6, Illinois 














NEW ENGLAND TRAVELERS CLUB NEWS 

Sam Narcus has reopened his branch store at 230 © 
Washington St., Boston. This store has been closed 
previously because of the shortage of materials and 
help. 














on 


F. M. Lally Company, Woonsocket, R. I., is celebrat- 
ing its 100 years of business. For over 50 years this 
business has been in its present location at 80 Main St., 
Woonsocket. Mr. and Mrs. James Byrne are owners 
and managers and “Jim,” a war veteran of World 
War I, has actively managed the business for more 
than 40 years. 


* * 


















* * * 


The old-timers of the Netclub were grieved to hear 
of the death of George Beale, former president and 
treasurer of F. W. Barry, Beale and Company, sta- 
tioners for more than 50 years. He was a former presi- 
dent of the Boston Stationers’ Association. 

* * ca 

The members were shocked to learn of the sudden 
death of Jule M. Herrmann, sales manager of Robin- 
son Reminders, Westfield, Mass. 

* * * 

Reg Packard, recently of the United States Mari- 

time Service, but an old-time Netclubber, is back in 


New England as a manufacturers’ represeniative. 
* * * 









W. W. Berry and Company, stationers of Waterville, 
Me., have announced a change in location from 103 
Main St., where the business was operated for 46 years, 
to 168-170 Main St., in an advantageous location. The 
company, besides carrying a very complete line of 
stationery items and office equipment, also has a 


typewriter sales and service department. 
* * oe 











Charles F. Crowley of Adams, Cushing and Foster, 
Inc., Boston, Mass., has been appointed for the third 
year as chairman of the stationery division of the Red 
Cross drive. 








* ~ * 
Richard H. Brown, Inc., a modern stationery store, 
was recently opened at 1274 Washington St., W. New- 
ton, Mass. 
































* * * 


M. F. Charles of Reading, Mass., has opened a sta- 
tionery and gift shop on Massachusetts Ave., Lexing- 
ton, Mass., under the name of Charles’ Store. It is 
managed by a daughter. 

x * * 

Mrs. Lord, the buyer of T. P. Wilson Company, Win- 
chester, Mass., had the misfortune of breaking her leg 
from a fall on the ice recently. She will be laid up 
at her home for six or eight weeks. 

x * + 

The Norley Company, 271 Franklin St., Boston, will 
move shortly to a new location at 260 Washington 
St., Boston, Mass. 


(These items were gleaned from the February issue to 
of the New England Travelers Club News.) 
" g' 


EMIL M. SWANSON RETURNS TO TERRITORY 


Bainbridge, Kimpton & Haupt, Inc., has announced 
the return to his territory of Emil M. Swanson, whose 
active war service brought him the rank of lieutenant 
(s.g.) in the Naval Reserve. p 

Mr. Swanson has resumed his former field of opera- 
tions in the service of midwestern customers of the | 
company and is now calling on old friends in the terri- hi 
tory. Included in the area served are the states of hing 
North Dakota, South Dakota, Minnesota, Wisconsin, 
Iowa, Kansas, Missouri, Nebraska and Ohio. 

z enti 
PAUL W. RILEY OPENS MASON CITY FIRM 


Paul W. Riley of Waterloo, Iowa, has opened the 
Business Machines Company at Mason City, Iowa, to 
handle adding machines and typewriters. He was re- 
cently discharged from the Army.—AL. 


ion. | 
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It’s just tops in 
posture chairs! 


It practically 
adjusts itself! 





> of It will never 
is a snag my hose! 


It’s so 
comfortable! 








ae at 


"GIVES THEM 


will 
eum You can't fool a smart office girl when it comes 


issue to choosing a comfortable chair . . . and when she 
gets an Easyrest, she becomes a pleasanter, more 
effective worker. That's because Easyrest is so 
very comfortable, so easy to adjust to any sitting 
posture, and provides such a natural, restful posi- 


ion. Easyrest is the postwar posture chair with every- 


thing: comfort, good looks, sturdiness and top quality. 


2 


dye 


yf 
THE TURE CHAIR 


Manufactured solely by 


METAL OFFICE FURNITURE CO., Grand Rapids 7, Michigan 














Oxford 


ENDAFLEX 


*REG. U. S. PAT. OFF, 











The most important development in filing 


since the invention of file folders 


made only by 


OXFORD FILING SUPPLY CO., INC. 
Brooklyn St. Louis 
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SAN ANTONIO NEWS NOTES 





B. C. Reber, Correspondent 





A survey by your reporter indicates that 1946 is start- 
ing off in good shape for the stationery and business 
equipment dealers in this area, all of whom report an 
improvement in shipments with a resultant increase 
in sales. What is of equal importance is that many 
men formerly associated with these firms, but who 
have been in the service, have received their honorable 
discharges and returned to their former positions. pro- 
viding good organizations ready and willing to go to 
town in sales and service as the demand increases. 

* « * 

At the local branch of Underwood Corporation, 
Thomas J. Bilderback, who served as a _ technical 
sergeant in the service, has received his honorable dis- 
charge and is back at his old post in the service de- 
partment. 

- ~ ” 

E. P. Haye, local branch manager for L. C. Smith & 

Corona Typewriters, Inc., is still confined to his home 


ONLY Ont 
GHll Bt CALLED 
“Tht FNS 





FINEST CUSTOM QUALITY 


by illness. His condition is reported to be much im- | 


proved, however, and it is hoped that he will be at his | 


old post within a short time. 
* *” *” 


Carrying out their program for expansion and pre- 
paredness for increasing business, the Paul Anderson 
Company has made two important additions to their 


staff during the past month. Curtis Grossenbacher, | 


a graduate of Texas A. & M. College, has joined the 
organization and been placed in charge of the engi- 
neering department. Possessing a highly technical 


background, Mr. Grossenbacher has the education, ex- | 
perience and contacts to render a valuable service to | 


this firm in the months ahead. Another addition to the 


executive staff is George Haase, a brother-in-law of | 


G. S. Thorne, general manager, who has been placed 
in charge of the furniture department. Mr. Haase was 
associated with the furniture and interior decorating 
business in Detroit before coming to San Antonio. This 
firm has ten ex-service men who have received their 
discharges and returned to their former positions or 
accepted employment with this organization. 
” e - 


At Maverick-Clarke, five former service men have 
been given positions. Cecil C. Carson has joined the 
sales staff of the local store. 

At the Corpus Christi store, Capt. Bob Gallagher 
and Pvt. Lindsey R. Coons have accepted positions. 

And at the Houston unit, Manager Nathan Tucker 
has added two salesmen, George E. Miller, who was 
in aviation, and W. I. (“Bill”) McIlhenny, who served 
as a second lieutenant in the 90th Infantry Division. 

oe * - 

L. C. Green in charge of graphic arts at The Clegg 
Company, was elected president of the San Antonio 


Graphic Arts Federation at the annual election held | 


this month. R. P. Grieve, in charge of graphic arts 


at Maverick-Clarke, was elected one of the directors. | 


* x * 


W. C. Clegg, a past president of the NSA, has re- | 
turned from a meeting in Washington with officers and | 


directors of the NSA. 
The Clegg Company is to be complimented on the 
fine window they had this month featuring essentials 


for the modern office. What was impressive, and par- 


ticularly to those to whom the appeal was made, was 
the fact that the window was not crowded with a lot 
of little knicknacks, but presented in an effective man- 
ner the desks, chairs, hat trees and waste receptacles 
required in a modern office. The window commanded 
much attention and should have brought this firm 
Some good business. 
* * @ 


The local office of Monroe Calculating Machine Com- 
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In each field of human endeavor, there is one prod- 
_uct which, by reason of its sheer excellence, stands 
_alone . .. the one thing of its kind which may be 
called the finest. 


| In the field of Portable Lighting for Offices, it is 
MIDCO the Perfectlite portable fluorescent desk 
lamps. 


4200 Series 
MIDCO the Perfectlite 
fluorescent desk lamp 





MIDCO 

| Adjustable Clamp-on 

Model 1006-A 
Double Arm 








WRITE FOR DESCRIPTIVE LITERATURE 


MIDWEST NATURLITE COMPANY 


| 228 West Kinzie St. Chicago 10, Illinois 
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BERNARD 





“Triumph” Official Eyelet Punch No. 190 
A precision-built tool. Twin spring 
action. Parallel jaws. Compound lev- 
erage. Adjustable gauge. Opens and 
strips quickly. Nickel plated and 
polished. 





Loose Leaf Vacuum Punch No. 2600 
Standard Dies — 1/8”, 3/16”, 1/4”. 
Light, strong, stationary stripper 
spring, duplex control stops, nickel 
plated and polished, reach 11/16”. 







Staple Remover No. 150 Works like 
a charm, without damaging paper. 
Fits all sizes of staples. Spring action, 
nickel plated and polished. 


These are but three of many famous BERNARD 
office necessities again available ...again the same 
quality, the same bright nickel finish that has 
made the BERNARD line so profitable. To insure 


earliest delivery, order today from your jobber. 


W™" SCHOLLHORN COMPANY 
“Quality Tools Since 1870” 
3503 Chapel St., 
NEW HAVEN 9, CONN. 
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pany reports that 20 men who have been discharged 

from the service have been added to the staff and will 

receive training in the company’s sales-service school. 
* ca * 


A. W. Barlow, western sales manager for Royal Type- 
writer Company, Inc., was the guest of G, L. Davis, 
local branch manager, for two days this month, fol- 
lowing which the two men made a ten-day trip 
through western Texas calling on Royal dealers. Fol- 
lowing their return, Mr. Davis attended a Roytype 
sales meeting held in Dallas for managers of the 
Austin area. 

* * * 

Tom Lang of Remington Rand, Inc., reports receipt 
of a good shipment of ABC machines, and Louis Drom- 
goole reports that he is getting in good supplies of 
typewriters. This branch has installed an automatic 
electric washer in the service department which does 
the work on typewriters and adding machines in a 
quick and efficient manner. M. D. Turner is service 
manager in charge of operations. Miss Margaret Hay, 
formerly associated with the office and later with the 
Quartermaster Department, USA, has returned to her 
old position where she was given a hearty welcome. 
Plans are under way for remodeling the building which 
houses this branch, so that the windows will be flush 
with the floor and sidewalk. The floor will be spe- 
cially laid out for display work, presenting the mer- 
chandise in an effective and constructive manner. 

oe * ke 

Southern Sales and Service have big plans for busi- 
ness when it opens up. This firm has been named ex- 
clusive agents for San Antonio and 20 adjacent coun- 
ties for Standard Business Machines Company of Chi- 
cago, and also have exclusive sales and service for 
Sound-on-Wire. W. P. Southern of the firm has an 
optimistic outlook for the future, with shipments im- 
proving and the business demand good. 

* * * 

James H. Smith, son of J. Andrew Smith, has joined 
his father in the business after receiving his honorable 
discharge from the service. He was in the Air Forces 
and saw action on the Italian front, Fred Lewis, an- 
other young man out of the Air Forces, has joined the 
firm as a salesman. Friends of J. Andrew Smith, who 
has suffered a severe illness for the past several 
months, will be glad to learn that he is much improved 
and hopes to be back at the old stand again soon. 
ok * ca 
C. A. Grosse, service manager for the local branch 
of the Burroughs Adding Machine Company, is receiv- 
ing congratulations on the arrival of a son on February 
15. This is his second child and both are boys. 

——0 =< > 

APPOINT NEW REMINGTON DISTRIBUTORS 

Stanley Kimber of Miiltown, N. J., and Frank Rey- 
nolds of New Brunswick, N. J., have been appointed 
by Remington Rand, Inc., as the New Brunswick dis- 
tributors for the company’s products. 





The two men, both having been associated with the 


operation of business machines in separate fields, Mr. 


Kimber with the Bakelite Corporation and Mr. Rey- © 


nolds with the Navy, plan a full line of business 

machines and a repair and servicing department. 
The new business will be known as the American 

Typewriter and Adding Machine Company and will 


have display rooms and offices at 55 Easton Ave., New | 


Brunswick. 


ene 
J. R. WILLIAMS RETURNS TO DES MOINES 
J. R. (Dick) Williams has returned to his post as 


typewriter manager of the Remington Rand, Inc., | 


branch office at Des Moines, Iowa, a position he held 
prior to February, 1943, when he was sworn into the 


United States Naval Reserve as a lieutenant (j.g.). He 7 
served as an operations officer at several naval air | 


stations and later was made personnel officer, in 
which capacity he acted until his recent separation 
from the service with the rank of lieutenant. 
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eINKING THINGS 
MHROUGH with GUNN 


Nation has just won a war of production. We started 
fight with obsolete factory equipment. Remember the 
battle of the machine tools? That’s where the axis took 
its first decisive defeat. That's where America won the 
production war. 

There’s another battle ahead . . . this time, to distribute 
the peacetime goods made possible by an expanded produc- 
tion potential . . . to provide the creative and professional 
services demanded by a war-starved nation. 


This is a front-office war. And Gunn proposes, with 
the aid of its loyal dealer outlets, to provide America’s 
thinkers, creators, and doers with offices planned for 
modern efficiency — with tools adapted for modern 
accomplishment. 

New, functional offices . . . equipped with new, func- 
tional furnishings . . . these are Gunn’s contribution to 
the efficiency of America’s brain workers. Details are on 


the way! 
4 
Surnituse Company 
PIONEERS IN FINE OFFICE 
APPOINTMENTS FOR OVER 
HALF A CENTURY 


Let us present Gusta who shares with Mrs. G e A od D R A be t D Ss 


Rickson an award years of service to Gunn. 


An old-school fi r man, ¢ if learned C | | 


to use 
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HAT is going to be the condition of 

the wood office furniture market six 
months hence? 

That is a question that frequently is asked, 

but only. a crystal-gazer would attempt to 

give the answer. There are so many “X” 


factors. 

First, we must know what labor is going 
to do. It takes lumber to make desks and 
chairs. The trees must be cut down and 


the lumber processed, conditioned and fabri- 
cated. If labor settles down to steady pro- 
duction, then there will be wood, iron, coal 
and transportation for industry. 

Second, there are the uncertainties brought 
about by price controls. Just as wage earners 
have hesitated in working without additional 
compensation to make up for increased living 
costs, so also may it be expected that 
entrepreneurs will hesitate .in risking their 
capital and their energy only to bump their 
heads on low price ceilings 

But notwithstanding the hazy outlook, it 
would seem reasonable to hope that things 
in the near future will begin to settle down 
and become stabilized. As that takes place 
conditions in. the wood office furniture field 
will improve rapidly. 

x * x 

Many American firms are building up sell- 
ing and distribution personnel to carry on 
the postwar drive for business. Such activi- 
ties should create a substantial market for 
desks and chairs. Although men and women 
engaged in selling work often spend much 
of their time outside the office, usually they 
are provided desks where they can meet cus- 
tomers and make up their reports. 

x x 

Several months ago a national magazine 
showed pictures of the offices of a prominent 
Wall street banking organization. The desks 
were old-fashioned roll-top affairs, causing the 
office and its people to look like a setting 
in a Dickens novel. 

It used to be the fashion of successful men 
to wear old clothes, on the theory that a rich 
man could be indifferent with his dress. But 


now most successful men are trim and well- 
tailored. And for that matter, so also are the 
offices of most business men. The office of 
the Wall street bank is an anachronism that 
is fast disappearing. 

e x 

Retail price maintenance is under fire by 
the Federal Trade Commission, which has 
issued a long report urging repeal of the 
federal law which enables manufacturers to 
prevent their dealers from cutting prices be- 
low established levels. 

Of course, with a shortage of goods, there 
is not much price-cutting now. Some goods, 
as automobiles, are reported as selling for 
substantial bonuses above established prices. 
But when competition is keen and sales hard 
to get, the price cutters and chiselers will be 
active again. 

The present federal law (and the similar 
laws that have been adopted in most of the 
states) does not require a manufacturer to 
set standard resale prices which dealers must 
adhere to. But it does give a manufacturer 
the right to refuse to sell to price cutters 
whose activities often have demoralized a 
market. 

x ok x 

A prominent automobile manufacturer once 
said, “People like to go places—sitting down.” 

It also might be said that people like to 
work—sitting down. During the past half 
century the number of office workers in the 
United States has increased enormously. 
Office work is the preferred type of occupa- 
tion in the United States. The average man 
or woman would rather be an office worker 
than anything else. 

Several years ago it was estimated that 
one out of every ten gainfully employed per- 
sons in the United States is a clerical 
worker. Very likely the number of clerical 
workers will increase substantially during the 
next few years. 

This trend is, of course, pleasing to manu- 
facturers and dealers in office furniture for 
it is one of the things which assures an 
expanding market for wood office furniture. 


WOOD OFFICE FURNITURE INSTITUTE 
730 Fifteenth Street, N. W., Washington 5, D. C. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 


Gene Mitchell, Correspondent 

The regular monthly meeting of the Kansas City 
Stationers Association, was held at the Muehlebach 
Hotel on January 19, with Irving Shockley, of Samuel 
Dodsworth Company, presiding. Reports of the pro- 
ceedings of the recent meeting of the convention 
committees at Joplin, Mo., were presented by Roy 
Moreland of Schooley Printing & Stationery Company, 
and Cliff Talty of Gallup Map & Stationery Company, 
Present at lunch, besides those previously men- 
tioned, were Robert Crowley of Crowley-Reuter Sta- 
tionery Company, Mr. Roberts of Demaree Stationery 
Company, Paul Willson of Kansas City Stationery 
Company, Joe Landes of Schooley Printing & Station- 
ery Company, Lyle Turner of W. A. Sheaffer Pen Com- 
pany, Roy Wood of Esterbrook Pen Company, Matt 








Dimmitt of Wilson Jones Co., Dan MacDougall of Sta- | 


tioners Loose Leaf Company, and Gene Mitchell, man- 
ufacturers’ representative. The honored guest of the 
association was Leonard Wilcox of Roberts Printing 
& Stationery Company, Hutchinson, Kans., a past- 
governor of the region, who was in the city on busi- 
ness for his firm. 

x * * 

To really appreciate the beauty of a smaller town 
stationery store, one must visit the establishment 
of the Junction City Office Supply Company, Junction 
City, Kans., where owners Jim Lang and Gfeller do a 
fine business in most attractive and appealing sur- 
roundings. Mr. Lang recently purchased the adjoin- 
ing store where he operates a drug store. An opening 


at the rear of the stores permits entrance from one | 


to the other without stepping outside. In rooms at 
the rear of the office supply store, Mr. Gfeller has 
installed beautiful offices to accommodate the firm’s 
tax accountant personnel. Kansas should be very proud 
of these progressive and successful businessmen. 

* * * 

Izzy Voda, the popular Wallace pencilpusher, spent 
two weeks of February in Kansas City and Kansas 
and Missouri points explaining that pencils are not 
a surplus commodity—-yet. 

* 


* * 


Walter Weihe, office furniture manager for S. G. | 


Adams Company, St. Louis, and Roger Garver, holder 
of a similar position at Schooley Printing & Stationery 
Company, Kansas City, met in Jasper, Ind., early in 
February, where both were visiting their respective 
sources of supply. George Litchfield, of Jasper Chair 
Company, and your correspondent tagged along to 
keep peace in the party. Also in Jasper on business 
at the same time were Marvin Smith of All-Steel- 
Equip Company and Ed McClure of Kansas City Ware- 
house Company. It looked like “Missouri Day” in the 
furniture capital. 
* * * 

Of interest to many 8th Region stationers and mid- 
west travelers was the opening of the new store of 
McClain & Hedman Company, of St. Paul, Minn., on 
February 14 and 15. Sterley Jerue, a good friend of 
practically all members of this industry, is the direct- 
ing head of this institution and has earned the re- 
spect and admiration of all through his most suc- 
cessful efforts of the past years. Our hearty con- 
gratulations and best wishes to this organization 
for many years of fine business in their new location. 

* * * 

Miss Vivian Fairow of George E. Baird & Son, Kan- 
sas City stationers, spent two weeks in a local hospital 
in February and was last reported as rapidly recuper- 
ating. Good wishes, Vivian. 

a oa * 

Gerry Manning, president of Joplin Printing Com- 
pany, Joplin, Mo., is reported back on the job after 
some eight weeks confinement at home. The attentive 
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fron SPRINGS 
FROM THE INSIDE’ 


Now and then, an "inside story" reveals outstanding merit 
"and deserves spot lighting. Such is the case with the 
motor car. That bright shiny hood is arresting to the eye 


Patent No. 
2248355 and D 128118 


but without a good motor inside, 


there's trouble ahead. 


That too is the case with files and 


filing supplies. A file is only as 








efficient as the supplies it contains 





. without filing supplies it serves 


no purpose. Durability Filing Sup- 
plies are designed to give the 


filing cabinet the greatest useful- 








DURATEX VERTICAL 


so Bet ness. So put Durability Filing Sup- 


plies on the "inside" for utmost 


filing efficiency. 








VERTICAL 


FILE GUIDES OUR 


(. L. BARKLEY & CU. 





Manufacturers of Filing Supple 


»17 S JEFFERSON STREET CHICAGO 7 
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RULERS - TRIANGLES - NAVIGATIONAL INSTRUMERTS - STENCILS + PROTRACTORS - OTWER DEVICES 


Ir 


* FABRICATED OF STURDIER, WATER 
CLEAR PLASTIC 


* BEVELS ON ALL WORKING SUR- 
FACES — GONE FOREVER ARE INK 
SMUDGES IN FRENCH CURVE WORK 


* NON-INFLAMMABLE 

* FAR MORE RIGID.... 
PLASTIC IS .105” THICK 

* NEW LOW PRICES 


C.Thru is constantly developing new and better drafting 
tools, and new production methods to make them less 
expensive. Engineers, architects, advertising men, artists, 
pattern makers, and draftsmen will welcome these im- 
proved French curves. 


337, 338, 339, 341 available for immediate delivery. 
Send for trial order — see how beautiful they are! 


Write for complete information and 
Free C-THRU Catalog. 
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care of his good wife, Neva, was a quicker cure than 
all of his medicine. 
* * * 

Miss Virginia Held, daughter of Mr. and Mrs. Herbert 
F. Held of Blackwell-Wielandy Company, St. Louis, 
was married on February 14 to Robert L. Mueller at 
Hope Lutheran Church, St. Louis. Many friends and 
relatives met the young couple at a reception, follow- 
ing the ceremony, at the Forest Park Hotel. They will 
make their home in St. Louis. 

* * of 

St. Louis was host, recently, to the charming daugh- 
ter, Mary Lee, and son-in-law of Bill Kelley of Office 
Equipment Company, Louisville, Ky., Mr. and Mrs. 
John Burke. Mr. Burke was recently discharged from 
the Navy and quickly thereafter “sold” Mary Lee the 
idea of becoming Mrs. Burke. They were visiting St. 
Louis while Mr. Burke was training with the Victor 
Adding Machine Company sales organization in St. 
Louis, preparatory to entering the office machines de- 
partment of Office Equipment Company. While in 
the city, they were entertained at dinner by Mr. and 
Mrs. Francis K. Adams of S. G. Adams Company, 
George Wilkerson of Smead Manufacturing Company, 
and Mr. and Mrs. Gene Mitchell. 

* * * 


John Uden, formerly of Associated Stationers Sup- 
ply Company, and Roy Kline, recently of Wilson Jones 
Co., have purchased the assets of Security Stationery 
Company, Kansas City, and will soon move their store 
to a downtown location. Both of these men have a 
long and varied experience in the stationery field and 
should meet with ample success in this new under- 
taking. Our best wishes to you, gentlemen. 

* * * 

Jack Gemerick of Comfort Printing & Stationery 
Company, St. Louis, suffered a sudden illness late in 
January and spent two weeks in a local hospital. He 
is again in good health and back on his job of city 
salesman. 

* * * 

Louis Blair, the golfer-salesman of the S. G. Adams 
Company force, spent several weeks of January and 
February in the sunny clime of Florida waiting for 
the settlement of the numerous labor troubles. 

* * * 

Mr. and Mrs. Louis L. Fine, owners of the St. Louis 
Office Supply Company, St. Louis, have eased their 
minds of some serious worries by finding a new loca- 
tion for their fast-growing business. Having been 
quartered in the 705 Olive St. building for these many 
years of the firm’s existence, they were spreading 
throughout the building so fast that new and larger 
space became a necessity and, though it seemed an 
unsurmountable problem, they finally met with suc- 
cess. Their new address will be announced soon. 

* * oe 


Again it happened to old ‘“Neverdie” George Ohland, 
of Metal Office Furniture Company, the most fre- 
quently-hospitalized man in the industry. Following 
his attendance at the Twin City-Northwest Travelers 
Christmas party, George returned to Grand Rapids 
and was immediately confined to his home with pneu- 
monia and was laid up throughout the holidays. But 
you can’t keep a good man down, so George is out 
“among ’em” again. 

* * * 

Among the St. Louisans attending the February 
convention of the National School Service Institute 
at the Palmer House, Chicago, were Russell Hadden 
of Blackwell-Wielandy Company, Wm. Boeppler and 
Billie Schmiederer of Buxton & Skinner Printing & 
Stationery Company, Gene Stolz of Indiana Desk Com- 
pany, E. A. Holscher of Holscher Office Furniture 
Company, and Gene Mitchell of Jasper Seating Com- 


pany. 


* * * 


Midwest Travelers Club committees for the March 
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LET'S look at the file business with “x-ray eyes” and 
see if we can find something new and different. Well 
—there it is! The concealed safe unit—the exclusive 
Invincible feature that opens new and profitable 
angles to metal filing cabinet sales. Just give it a 
second thought. You'll think of lots of prospects who 
need just such a file for executive office or home use. 
Take a profitable tip from File Headquarters. There's 
more to Invincible files than appears on the surface. 


INVINCIBLE METAL FURNITURE COMPANY 


MANITOWOC, WISCONSIN 


VINCE 
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Order NOW from America’s Largest Stock of Art Materials 


GENUINE “SPEEDBALL” PENS 
—in stock for immediate delivery 





(Packed | Doz. of a number to a box) 


Each style pen available in 6 widths from 0, the thickest, 
to 5, the thinnest. 


PRICE $1.00 





DISPLAY CABINET 
ASSORTMENT 


2% Gross Assorted Speedball 








Counter Display Cabinet 








POCKET MAGNIFIERS 


Folds into leather pocket case. 


$7.80 per Dozen 





HAND TALLY COUNTERS 


9999. Designed to fit the hand. 
Easy action lever records the count 
instantly as the object meets the 





Pens $30.00 


Free to Dealers 


A fast selling powerful magnifying 
glass to fit vest pocket or purse. 
Lens diameter 17%” Xylonite rim. 


The three space counter registers 
up to 999 and the four space up to 


SPIRAL BOUND DRAWING PADS 


Good quality white drawing paper 
in the popular spiral bound style. 
Just the right grain to take water 
color, pencil, crayon, etc. 20 sheets 





to the pad. . 
92442... ¥ .....$4.00 Dozen 
12 x ¥6....:.... _.... 8.00 Dozen 


RUBBER INK BOTTLE HOLDER 
Keeps the standard drawing ink 
bottles from tipping. 
No. 7707... ..$4.00 per Dozen 


METAL PRECISION PANTOGRAPH 


Will accurately enlarge, reduce, 
and reproduce drawings, maps, 
etc. This precision pantograph 
has tubular metal arms and is 
adjustable for 21 different ra- 
tios, ranging from 1'% to 8. 


PRICE $10.00 























] 
| 


Write for Free Catalog 


and ask to be put on our list to receive 
our monthly wholesale bulletins. 





DEALERS! 
Write today for 
Wholesale Discounts 


ip 66 ob Bo eee. ee ae 





eye. 

No. 7927A—3 Space ; $4.00 each 

No. 7927B—4 Space . 5.00 each 
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29 and 30 regional convention, as appointed by E. J. 
Mitchell, president, consist of: 

General Convention Chairman—Austin Waterbury of 
The Carter’s Ink Company. 

Entertainment—Izzy Voda, Wallace Pencil Company, 
chairman; Charles Hick, Art Metal Construction Com- 
pany; Eugene I. Biggs, Koh-I-Noor Pencil Co.; Verle 
Lee, G. J. Aigner Co. 

House of Friendship—W. B. Bohart, Eberhard Faber 
Pencil Company, chairman; George Wilkerson, Smead 
Manufacturing Company; Verne Palmer, Columbia 
Ribbon & Carbon Manufacturing Company; and Dan 
MacDougall, Stationers Loose Leaf Company. 

Reception and Program—Roy Wood, Esterbrook Pen 
Company, chairman; Carl Schutz, Eagle Pencil Com- 
pany; Dan Consodine, R. Best Pencil Company; Bill 
Cromwell, Eaton Paper Corporation. 

Ladies’ Entertainment—Mrs. Lyle Turner, chair- 
woman; Mrs. Roy Wood, Mrs. E. J. Mitchell, Mrs. Aus- 


} 


tin Waterbury, Mrs. R. C. Moore, Mrs. George Wilker- | 


son, Mrs. Fred Pitt. 

All who plan to attend this convention should get 
their hotei room reservations acknowledged without 
delay. There will be a shortage of rooms and those 
coming late may be disappointed, so give this your 
IMMEDIATE attention. 


The two-day program is in fine shape and the | 


various topics are matters of vital interest to every 

businessman. The banquet entertainment will be 

better than ever, with the House of Friendship oper- 

ating during the dancing period following the banquet. 
* * * 


The sad news of the passing of our old friend and | 
coworker, Charles P. Garvin, for many years the in- | 


dustrious, energetic general manager of the National 
Stationers Association, was received by the entire in- 
dustry as a very great shock. While it was generally 
known that Charlie had not been in good health for 


quite some time, his passing on February 4 was unex- | 


pected by most of us. Charlie was an interesting 
character, a man of action, a hard worker, a good 
fighter for all that he felt was right, and a strong op- 


ponent of that which he did not favor—a man of | 
many accomplishments for the good of the stationery | 


industry. His leadership and his personality will be 


greatly missed. 
* a * 


Joseph Lipic, Sr., founder and president of Lipic 
Exclusive Pen Store, 813 Locust St., St. Louis, died 


February 5 at a St. Louis hospital, where he was con- | 
fined following a paralytic stroke about a month |-| 
previously. Mr. Lipic opened his pen store 40 years | 


ago and moved to the present address over 25 years 
ago. He is survived by his widow, five sons, all of 
whom were associated with him in his business, and 


two daughters. 
* * * 


Walter Weihe, manager of the office furniture de- | 


partment, S. G. Adams Company, St. Louis, suffered 
a severe attack of acute indigestion recently and was 
confined to home and bed for a week. Walter evi- 
dently isn’t accustomed to such fine steaks, fried 
chicken and cherry pies as served during our visit to 
the haunts of Jasper, Ind., earlier in February. 
musta bin sompun he et! 
* * * 

An old friend of many dealers and travelers of these 
areas, Karl E. Castle, formerly of Weis Manufacturing 
Company, and more recently representing a Wash- 
ington, D. C. dealer, suffered a siege of illness in 
January and February, which kept him confined for 
several weeks. Late reports state he is recovering 
nicely and should be back in the harness before this 
goes to press. His charming wife, Helen, has his case 
well in hand—and hers are most capable hands. 


* * * 


Opening her little eyes on this world for the first 
time, on February 7, was Sharon Lee Hoffman, daugh- 
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Records are 
always safe 
and accessible 


when stored in 


TRADEMARK 


TRANSFILE 


FIBRE BOARD 


FILES 


Records which are worth keeping 
should be stored in TRANSFILE Fibre 
Board Files where they are always 
safe, clean, orderly and ready for 
instant reference. 


TRANSFILE Files are shipped flat 
but they are assembled in a jiffy— 
no nuts, bolts or tools are required. 


They can be stacked into staunch 
batteries with the 2-Way Interlock. 


Check your customers’ requirements 


now. 


GUIDE SYSTEM & SUPPLY CO. 


NEW YORK 13, N. Y. 


335 CANAL STREET 
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A BETTER CHATR CUSHION 


Built Like Fine Upholstered Furniture 





Casing of good LEATHERETTE, a genuine 
upholstered SPRING UNIT with cotton filler, 
WELTED all around and VENTED. 

For LASTING COMFORT and APPEARANCE. 
EXECUTIVE 19x17x2” 





No. 28. All over leatherette $3.15 
No. 18. Leatherette, fibre cloth back .- 2.85 
SECRETARY 18x16x2” 

No. 27. All over leatherette $2.90 
No. 17. Leatherette, fibre cloth back . 2.60 
e 


OUR POPULAR PRICED LINE 
Casing of good LEATHERETTE, cotton 85% moss 15% 
filler, WELTED all around and VENTED. 


SECRETARY 18x16x1%”. STENO 16x14x1%” 
No. 79. Leatherette, fibre cloth back $1.85 
No. 59. Leatherette, fibre cloth back 1.65 


IN STOCK FOR 
IMMEDIATE DELIVERY 


MAY WE HAVE THE PLEASURE 
OF A TRIAL ORDER? 


FISHER MFG. CO., INC. 


Cushions 
92 Montgomery St. Jersey City 2, N. J. 








168 





ter of Mr. and Mrs. Harold J. Hoffman and grand- 
daughter of that grand couple, Mr. and Mrs. Pete A. 
Hoffman, all of the Smead Manufacturing Company, 
Hastings, Minn. Sharon arrived at the Mound Park 
Hospital, St. Paul, and pulled the scales way down 
to five pounds and seven ounces. This Smead addition 
should take care of the bindery girl shortage in 
Hastings. 
* * ” 

The Spies-Bradburn Company, St. Louis stationers, 
recently moved to attractively remodeled quarters on 
the second and third floors at 913 Locust St., where 
Roland Spies and Bill Bradburn and associates will 
continue their successful young business. 

e * * 


Ike Cornish, that prominent Yawman and Erbe trav- 
eler, has again been confined to home because of 
illness. Ike has suffered a lot of such tough luck in 
recent years, but we all hope this will be his last such 
experience for many years to come. He has had his 
share. 

>” * * 

The George Wilkerson family, Springfield, Mo., hied 
themselves off in the family car in mid-February for 
a month at Palm Beach, Fla., where they will occupy 
the apartment of friends and partake of the sun and 
sand. George is the Smead Manufacturing Company 
representative in these and those parts. 

o* o*” * 

Our old friends “Double-pay” John Smith of Ponca 
City, Okla.; and Ralph Kettler of Joplin, Mo., both 
members of that widely-kKnown Southwestern Station- 
ery & Bank Supply crowd, spent a few days in St. 
Louis during February, where they were joined by 
Ted Warkentin of the firm’s Lawton, Okla., store. They 
left St. Louis via chartered plane for a visit to several 
of their factory connections in the East and North. 
Ted will return via Kansas City, where he will meet 
with his several convention committees to complete 
final plans for the March regional meeting. 


+ * 

Our most sincere sympathies to Mrs. Neva Manning 
and son, Jack, and to the Joplin Printing Company 
officers and employees in their sorrow over the 
death of Gerra A. Manning, whose passing occured on 
February 16. Mr. Manning, whose father preceeded 
him as founder and head of the Joplin Printing Com- 
pany, had made many close friends during his years 
in Joplin, both among his fellow citizens and among 
the trades in which he had been most active. The 
heads of the factories with whom he had done busi- 
ness for these many years, as well as the travelers in 
the territory, have been his close friends and no man 
has been held in higher respect. A very fine friend 
will be greatly missed. 

Oe 
INDIANAPOLIS FIRM PLANS REMODELING 


An extensive remodeling program is being planned 
at Stewart’s, Inc., 44 E. Washington St., Indianapolis, 
Ind. The program follows the recent purchase of the 
office supply store by Merritt and Cecil Ober, operators 
of Stationers, Inc. 

Wilbur Dapore, who has been associated in the past 
with the Shillatose department store at Cincinnati, 
Ohio, has been named manager of the Stewart store. 

Installation of an elevator, development of the sec- 
ond and third floors, new display sections, floor cover- 
ings, accoustical ceiling and fluorescent lighting are 
included in the remodeling plans. 

ee 
J. L. MAY COMPANY HONORS AN EMPLOYEE 


The J. L. May Company gave a farewell dinner at 
Manhattan’s famous Latin Quarter recently for Miss 
Camille Parente on the occasion of her retiring to pri- 
vate life, after having spent almost 22 years in the 
service of the New York tag and label concern. The 
guests, all department heads of the J. L. May Com- 
pany, enjoyed a gay time. 
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STRATFORD PEN COR P., 
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Nation vertising 


is the force 
behing the sales of 


STRATFORD REGENCY 


Millions of Stratford sales messages are sweeping the coun- 
try ... sending customer traffic your way. Stratford Regency 
is consistently, dramatically advertised in Life, Saturday 
Evening Post, Liberty, Collier's, N. Y. Times Magazine, Chris- 
tian Science Monitor and rotogravure sections of leading 
American newspapers. Consumers read ... remember... 
and ask for the Stratford Regency. 


DEPENDABLE PENS and PENCILS 


S$ALZ BUILDING, NEW YORK 1, N. Y. 


“STRATFORD” AND “REGENCY” REG. U. S$. PAT. OFF. DESIGN PAT. 140026 
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PRACTICAL 
AND 
EFFICIENT ENGINEERING 


DEALER 
DISTRIBUTION 
EXCLUSIVELY 


SUPERB DESIGN 
AND 
DEPENDABLE FINISH 


SPECIALISTS 
IN STEEL OFFICE EQUIPMENT 
FOR 30 YEARS 


Sa 





W..: you add up these established 
characteristics of Security Steel, you understand why 


this phrase is repeated so often — it accurately describes 
an organization which has “what it takes” in the office 


equipment field. 


SECURITY STEEL EQUIPMENT CORP * AVENEL*N °J° ) S@ 
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AMERICAN STENCIL OPENS PLANT AT DENVER 

The American Stencil Manufacturing Company, 
whose plant building is shown in accompanying pic- 
ture, is declared to be typical of the small-industry 
enterprises which are establishing in and near Denver, 
Colo. The mile-high, dry atmosphere of Denver and its 


* 3 CO. 
snenican Glomce MFG 
ead | 








AMERICAN STENCIL MANUFACTURING CO. PLANT 


geographical location were the prime considerations 
in American Stencil’s decision to locate its new plant 
there. Another important factor was the central loca- 
tion for distribution purposes. 

Basic to the enterprise, of which Moe Aaron is presi- 
dent, is an advanced formula for the coating of stencil 
sheets, and a plastic back carbon paper. 

All machinery in the plant is custom built and all 
mechanical equipment and electrical connections are 
housed in shock-proof and explosion-proof shells. Air 
conditioning completely renews the air every 60 sec- 
onds. 

The firm has been in operation since December of 
last year, specializing on its new Shooting Star plastic 
carbon. The complete line of carbons, stencils, ribbons 
and duplicating supplies is being marketed under the 
trade name of Sure-Rite. 

—e el 
GEORGE B. GRAFF MESSAGE INSPIRES TRADE 

Last January, as is their custom, the George B. Graff 
Company of Cambridge, Mass., sent a brief message to 
their friends in the trade from which, with the writer’s 
permission, we quote some rather thought-provoking 
paragraphs as follows: 

“It is more than the beginning of a New Year that 
we face together; it is the beginning of a new age of 
men living in one world—a time in which faith, under- 
standing, and friendship between the people of all the 
countries take on a new meaning of terrible urgency. 

“The future which lies ahead of us depends much on 
the zeal with which we in America, as well as the 
people of other nations, really and earnestly seek to 
achieve the priceless ingredient of international 
friendship and well being. This ingredient we take to 
be understanding—it has been called good will. 

“A wonderful world has been given to men, and it 
can be a world of peace, progress, and good will if men 
and women everywhere want earnestly enough to have 
it so.” —_———o—<-0—__ 

REMINGTON RAND PROVIDES NOVEL CALENDAR 

A large-size unique calendar featuring ‘This Shrink- 
ing World” has been issued for 1946 by Remington 
Rand, Inc. Lavishly illustrated, with each page carry- 
ing a calendar for two months, the production uses 
this theme: “The actual working size—and living size 





—of any community is measured not in miles but in | 
minutes. This applies to any community, whether we | 
are thinking of a village or of the greatest community | 
of all—the world community. All communities are | 
getting smaller ... much smaller ... thanks very | 


largely to the marvels of modern transportation.” 

The calendar shows how time and space has been 
eaten up by long-haul air transport, inland water- 
ways, motor transport, rail transport, and short-haul 
air travel. 
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Indiana Chair Co. 


No. 451 





TEAMWORK FOR PROFIT 


The steady motion brings the best results! We 
believe conditions will presently permit in- 
creasing our volume and that deliveries will 
improve. We believe the best preparation for 
the tremendous postwar demand is a con- 
siderate, intelligent handling of the customer's 
present problem. We shall not forget the pa- 
tience and understanding of our dealers dur- 
ing these difficult times and, to the limit of 
controls and conditions, we are and shall con- 
tinue at your service. 





Indiana Chair Co. 


JASPER, INDIANA 
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P. J. HUGGINS APPOINTED DISTRICT HEAD 


Howard L. Pfau, general sales manager of The 
eo eat Globe-Wernicke Co., recently announced the appoint- 
ment of Pleas J. Huggins of Birmingham, Ala., as 


This HIGH- ED for fasy Filing! 


district representative. Mr. Huggins will call on dealers 





Pm 








PLEAS J. HUGGINS 


in Alabama, Arkansas, Louisiana and Mississippi. His 
home and headquarters for the present will remain 
in Birmingham. 
Mr. Huggin’s first job after graduation from high 
school in Montgomery, Ala., was that of stock boy for 
| the Mercantile Paper Company in that city. He has 
| been outside salesman for Carither-Wallace-Courtenay 
| Company of Atlanta, Ga., and partner in the Goodwin 
Stationery Company, which is owned and operated by 
| Mrs. May S. Godwin in Birmingham. 
9 
SON JOINS GEORGE S. LONG IN BUSINESS 
George S. Long, 3100 Losantiville Rd., Cincinnati, 
Ohio, has recently announced that his oldest son, 
George, Jr., has been discharged from the Army Air 


[ 
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NO. 30 HANG-A-FILE 


Complete with 25 HANG-A-FILE folders 
and inserts. Folders supported by full 
length chrome finish metal hangers which 
rest on two guide rails. 
_ All metal file, caster equipped, finished 
in olive green enamel. Width 131%, in., 
depth 18 in. height 27 in. 

Shipping weight 33 Ibs. Packed 2 to 
carton. Shipped K.D., easily assembled. 


COMPLETE $] 550 Ea. List 


This is a COMPLETE filing unit. It includes the 

steel cabinet PLUX 25 HANG-A-FILE folders and | Forces and will be associated with him as a manu- 
inserts. Here is a complete filing unit ready to go | facturers’ representative. The junior Long served more 
to work. Recommended for countless uses: cor- | than two years in England, France, Luxembourg, Ger- 


respondence, shipping orders, shop tickets, bills, _™any and Australia as a liaison pilot. 
ai. invoices, etc. An unprecedented sales The combination will be known to the trade as 


. George S. Long & Sons, Manufacturers’ Representa- 
opportunity for dealers everywhere because there aoe! George feo Jr., will travel the Be of In- 
a tremendous need for HANG-A-FILE heats diana, Ohio and West Virginia as his father’s assistant. 
ment. Write—Telephone—Wire. Don't miss this 


opportunity to boost your filing department sales 
and profits. Complete information on request. NEW OFFICE SUPPLY STORE IN MICHIGAN 
Robert E. Engle recently announced the opening of a 


is H. Farb , 
new office supply store on Woodward Ave., in Ferndale, 
Louis » ar er Mich., to service southern Oakland County with type- 
writers, adding machines, office supplies and equip- 
OFFICE AN D SC H 0 OL FU R N ITU R E ment. A repair department for office machines is 
maintained in connection with the store, the only one 


30 E. CONGRESS ST., WEB. 3217, CHICAGO + ILLINOIS specializing in office supplies and equipment in the 


Ferndale area. 











GEORGE S. LONG, JR. 


ae 
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Ta) ) Wa: 
DELIVERY! 






18-GAUGE RIGID STEEL 


SAFETY BOXES 


% 3-PIN BRASS LOCK 


se ogee one paracentric locks of finest quality insure R ETAIL p RIC fr 


& RECESSED BRASS HANDLE 


Strong, attractive handle recessed in lid for easy carrying and 
convenience in stacking. 5 





* HANDY OFFICE SIZE 


Box is 10” x 6” x 4”—the size favored for bonds, cash, securities, 
notes, deeds and other valuables. 


*% ATTRACTIVE GREEN LACQUER LIBERAL DEALER DISCOUNT 
seo napa of olive green lacquer harmonizes with office REPRESENTATIVES! 


* FIRE RESISTANT— WELDED CONSTRUCTION Write regarding territories still available! 


All seams electrically welded. Heavier steel for greater protec- 
tion and fire resistance. 











ORDER TODAY FOR IMMEDIATE SHIPMENT 


WERNER’S MANUFACTURING CO. 


216 SOUTH SACRAMENTO STREET © LODI ¢ CALIFORNIA 
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JASPER CHAIR CO. OFFICE 








Think ahead for success 
________be first with 

Jasper Chair Company 

expert craftsmanship! 





THEIR GOOD QUALITY IS REMEMBERED 


Whatever the postwar months have brought or may presently 
produce, there is satisfaction and contentment for the doer, 
in things well done. If the office chairs you sell have given 
good service supporting the maker’s reputation and filling the 
user's demand, you are on firm ground, ready for and con- 
fident in future business. 


Materials and processes have been improved: Manufacturing 
and distribution conditions will also improve to equal the 
demand, and sales power will again hold the key to success. 
Be ready for the selling market! 


Jasper 
[hair Go. 


JASPER, INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


Geo. A. Litchfield, Sales Mer. REPRESENTATIVES: 
S. H. MacDonald, (West) James S. Fowls, (Southern) Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. z. Piecenam, (Bnaterns 
405 Orpheum Bldg. 327 Sunset Drive, North 3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 383 —. _ 
Seattle, Wash. St. Petersburg, Florida Dallas 5, Texas (Phone ROGers Park 3644) New York, N. Y. 
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NSA FIRST REGION CONVENTION 
(Continued from page 62) 


they are in use the year around, and should be sold to 
every customer. He told of a contest he held in which 
every one of his men sold calendars and diaries to all 
of their customers, without exception. 


The next speaker was J. Ed Conlon, sales manager, 
Rockwell-Barnes Company, Chicago, who spoke on 
conditions in the paper industry. His opening remarks 
were that the outlook for this year is not good because 
of shortages all along the line. In reviewing those con- 
ditions he gave a comprehensive word picture of the 
manufacture of paper, starting with the cutting of 
pulp wood. He told of the shortage of labor in the 
forests and in the mills, and gave a number of other 
reasons for the present and impending paper short- 
ages. Among these are the purchase of several large 
mills by large publishing houses, serious floods, ex- 
treme shertage of rags, chemicals and sizing. He de- 
clared that some mills have stopped making manila 
and bond papers. “The demand for paper and paper 
products has increased tremendously for many pur- 
poses other than stationery, thereby reducing the ton- 
nage for our field,” said Mr. Conlon. “A number of 
paper manufacturers are turning to those other fields 
because there is better profit to be made.” 

Governor Chidsey then called for the report of the 
nominating committee, who placed in nomination Ber- 
nard Willander, Thomas Groom & Company, Inc., 
Boston, Mass., for the office of governor of District 
No. 1 of the National Stationers Association. Thure 
Bengston, Adkins Printing Company, New Britain, 
Conn., then proposed a rising vote of thanks for Gov- 
ernor S. Ford Chidsey, Bradley & Scoville, Inc., New 
Haven, Conn., for a fine administration during his 
term of office. 


Dinner Is Well Attended 
With an attendance of over 150, the annual dinner 


was served on Wednesday evening. A spirit of good | 


fellowship prevailed as the assemblage sat down to 
enjoy a hearty roast beef menu, 


Governor Chidsey introduced Garry Dell, Burt & 
Dell, Hartford, Conn., past president of the Connecti- 
cut Valley Stationery Association; Charles C. Conklin, 
Conklin Office & School Supply Company, Springfield, 
Mass., president-elect of the Connecticut Valley Sta- 


tioners Association; Courtney F. Bird, M. T. Bird & | 


Company, Boston, Mass., president of the Boston Sta- 


tioners Association, who extended greetings of the | 


Boston Stationers Association and made several sug- 


gestions for the co-operation of all the associations in | 
the region. He then introduced Horton Frisby, Roberts | 
Office Supply Company, Portland, Me.; Edgar M. Berry, | 


Loring, Short & Harmon, Portland; J. O. Bonney, E. L. 
Freeman Company, Providence, R. I.; 
Wheeler, OFFICE APPLIANCES and Donald McAllister, 
Geyer’s Publications. The following ex-governors were 


George C. | 


presented: John F. Malloy, J. F. Malloy Co., Meriden, | 
Conn.; Elmer W. Pape, Adkins Printing Company, New | 


Britain, Conn,; Leo Burt, Burt & Dell, Hartford, Conn.; 
Donald D. Macdonald, Bradley & Scoville, Inc., New 
Haven, Conn.; A. F. Rebhan, Blake & Rebhan Com- 


pany, Boston, Mass.; James T. Towhill, James T. Tow- | 
hill Company, Boston, Mass.; Edgar M. Berry, Loring, | 


Short & Harmon, Portland, Me.; and A.L. King, Ward’s 
Stationers, Boston, Mass. 


After introductions were over, the balance of the | 
evening was devoted to the enjoyment of music, songs | 
and sociability. The singing was conducted by that | 


inimitable songster, Tom Stonhouse, W. A. Sheaffer 
Pen Company, who rendered a number of good old 


songs with the entire group enthusiastically joining in | 
the chorus. When it was discovered there was another | 
singer present, John F. Kennedy, Trussell Manufac- | 
turing Company, he too was prevailed upon to oblige | 


with a few selections. 
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The Van brke treed... 


FLUORESCENT 
AT ITS BEST! 


There's good reason why Van Dyke occupies the foremost 
position in the portable fluorescent field. The right combina- 
tion . . . quality parts and smart styling make satisfied 
Van Dyke users. Van Dyke is truly the “Leader of the Light 
Brigade." 





CLAMP MODEL No. 1280 


THE LAMP OF A 1000 USES! . . . because the patented 
features permit the shade to be turned in any direction. 
Arm is adjustable to any height. White Liquid Plastic 
reflector, baked on Morocco finish. A.C. “ 


SINGLE LAMP UNITS TWO-LAMP UNITS 


Model No. 1280 for 15 watt tube No. 1280-2 for 2 - I5 watt; 18" 
— eB go 24", reflec- tubes. Extension 15". Wt. II Ibs. 
or , weig Ibs. 

partly Fe Each $12.75 Less tubes ..... Each $18.00 
ptodet Ne. tan tor 2 walt tube, ie. NS fer 2 
weight Il Ibs.) i tubes. Extension 15". Wt. 13 Ibs. 
Less tube Each $15.00 Less tubes ....Each $21.00 





Side wall mounting fluorescent bracket for bank cages, over 
pictures, bulletin boards, dressing mirrors and bathroom 
cabinets. Two screw-on flanges, adjustable shade, 7" over 
all extension, 18" length. Morocco finish. A.C. 15 watt tube. 
Model No. 118-B for !8'' tube. Weight 8 Ibs. Less tube.......$10.00 
Model No. 124-B for 24'' tube. Weight 9 Ibs. Less tube... $11.25 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts. 


Chicago, Illinois 
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Browstor 


OFFICE CHAIR CUSHIONS 
NOW More Ponutar THAN EVER 


FIBRE CUSHIONS 
STYLE KH 


Woven Fibre 

Water Repellent 

I) Box type—2 inch 
Gusset Beaded Edges 
3 Sizes 


‘2.70 


ea. LIST 






The Above Cushion (As Illustrated) 
No. 7 KH (Executive) Size 17 x 18 
No. 5 KH (Side Chair) Size 15 x 16 
No. 4 KH (Steno.) Size 14 x 15 


RUBBER FLOATING 
CUSHIONS 
STYLE AC 


Luxurious Cushions with 
Latex Rubber imbedded 
in Cotton felt. Box 
type—2 inch Gusset— 
beaded edges. 


$5.00 No. 17 AC (Executive) Size 17 x 18 
ea. LIST ‘eg 15 AC (Side Chair) Size 15 x 16 


$4.50 No. 14 AC (Steno.) Size 14 x 15 
ea. LIST 
LEATHERETTE 
CUSHIONS 
STYLE KA 


Made of Durable leath- 
erette. Box type—2 inch 
gussett Beaded edges— 
3 Sizes 





No. 7 KA Executive Size 17 x 18 
No. 5 KA Side Chair Size 15 x 16 
No. 4 KA Steno Size 14 x 15 


$3.00 


ea. LIST 


CIRCULAR SHOWING ENTIRE 
BREWSTER LINE SENT ON REQUEST 


Brewster MANUFACTURING Co. 
1274 FLATBUSH AVE., BROOKLYN 26, N. Y. 


MIDDLE WEST & EASTERN REP., J. C. SAINBERG 
PACIFIC COAST REP., C. J. SCHUBERT, LOS ANGELES 
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LAWRENCE PRINTING COMPANY REMODELS 

The Lawrence Printing Company, Inc., Greenwood, 
Miss., is completely remodeling both the salesroom 
and office. 

Space is a problem and the firm is attempting to 
utilize every square inch. For that reason, the back 
walls of the show windows will extend to the ceiling 
and the top of the windows will be floored. This space, 
five feet by 23 feet, on both sides, will be used for 
storage of merchandise. 

The mezzanine floors will be eight feet wide on 
the sides and ten feet in the center. Stairways will 
be built to the mezzanine and stock room from the 
shipping room. It is planned to have complete suites 
of office furniture displayed in the wide part of the 
balcony. Shelving and counters in the center of the 
display room will be only 42-inch high, thus not 
interfering with clear vision from the office adjoin- 
ing. Much counter and shelving space will be provided. 

The printing department of the completely air- 
conditioned building will be located in rear. 


———_¢-= 9 





NEW GRAVER-DEARBORN HOME—The Graver-Dearborn 
Corp. has purchased this four-story building at 208 S. Jeffer- 
son St., Chicago, a structure favorably located near manu- 
facturers and wholesalers associated with the stationery and 
office equipment field. D. S. Bell, president, states that the 
new location for Graver-Dearborn will house one of the 
largest and finest office furniture and equipment display 
rooms in Chicago and will aid in the expansion of office 
supply and printing facilities. 


0 ee 


NELSON AND THOMAS OPEN SAN DIEGO STORE 

R. A. Nelson and Derby Thomas, both formerly 
with the H. L. Benbough Company of San Diego, Calif., 
have recently resigned from their positions with that 
company and are opening an office furniture store at 
1160 Second Ave. in the same city. The proprietors 
hope to make their store one of the finest in southern 
California, handling a complete line of office furniture, 
office supplies, school furniture and public seating. 

a 

SIOUX CITY FIRM FILES AS CORPORATION 

The Sioux City Stationery Company of Sioux City, 
Iowa, has filed articles of incorporation with the 
secretary of state, capitalizing at $25,000. Officers are 
R. D. Anderson, president; J. E. Dowd, vice-president; 
M. L. Anderson, secretary; and Joan Collings, treas- 
urer, all of Sioux City. The company will sell office 
supplies and equipment.—AL. 
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“ALL THE QUALITY THE MONEY WILL BUY”! 
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DAVE BLOUNT REJOINS MAGNUS CHEMICAL 
Dave Blount has rejoined the Magnus Chemical 
Company, Inc., of Garwood, N. J., as assistant sales 






? 


DAVE BLOUNT 














manager. Leaving Magnus in 1937, he has more re- 
cently been with the Red Star Yeast and Products 
Company, serving as bakery sales manager during 
the past five years. 

J) jn 


FOLGER FELLOWES RETURNS FROM SERVICE 

After 30 months active duty in the United States 
Army, Folger Fellowes returned to civilian life on 
February 15 and has taken up his duties with the 














FOLGER FELLOWES 


Bankers Box Company, Chicago. During his military 
service, Folger was in England, France, Germany, the 
Philippines, and finally Japan. He is convinced that 
he would rather be a civilian than a soldier. 
ae ae 
R. D. FARLEY APPOINTED AT RICHMOND 

W. B. Murray, recently appointed head of the Stand- 
ard Duplicating Machines Corporation, Everett, Mass., 
agency in Richmond, Va., has announced the appoint- 
ment of a new salesman, Robert Douglas Farley. The 
appointment follows joint service in the Army where 
Mr. Murray, as a colonel, met Mr. Farley, then a cap- 


_ tain working in the same office with him. 


Behind Mr. Farley are 15 years of training in the 
Immigrant Industrial Savings Bank and a complete 
course in the American Institute of Banking. This 
training, plus his experience in the Quartermaster 
Corps, will aid the new salesman in his work at 
Richmond. 





mi” 





Anna Kline (Mrs. Fred Stauber), Toledo, Ohio, cor- 
respondent of the OFFICE APPLIANCES, is the proud 
mother of a daughter, born February 10 in St. Vin- 
cent’s Hospital, Toledo. Diane Sue, weighing in at 
five and one-half pounds, joins a brother, five years 
old. 
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@ FASTER DRYING 

@ LESS PENETRATION IN PAPER 

@ SHARPER, CLEANER IMPRESSIONS 
@ NEVER SEPARATES 


@ EASILY WASHED OFF HANDS OR 
STENCIL WITH SOAP AND WATER 


jor Trial Onder! 


Colorado 


1906 
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FACT No. 2 FOR GREATER FILING EFFICIENCY 





At Browne-Morse Research Laboratory, a test was de- 
vised to learn just exactly how much our famous File 
would “take” without “falling down on the job.” Therefore, 
one of the regular stock Files was chosen at random and 
a 66-lb. load placed in one drawer. Then the file. was 
placed on the “Testing-Machine” and set into action. 


DRAWER OPENED AND CLOSED 50,000 TIMES 
During average office use, a drawer is opened and closed 
approximately 10 times per day. Therefore, test was 
equal to 5,000 work days or over 19 years of continuous 
service. Because the drawer still operated smoothly, the 
test is being continued. 


The major reasons why Browne-Morse Files operate so 
effectively (not only in tests with one file . . . but every 
file we build for you) is design and quality materials. 
Drawers slide smoothly on newly designed channels and 
extension slides equipped with eight heavy-duty, extra- 
wide rollers and two Floating Rollers, which provide 
greater bearing surface. This eliminates possibility of 
scored channels. The technically perfect combination of 
rollers insures smooth drawer action . . . free from bind- 
ing. Solid, one-piece slide is constructed from the finest 
quality material. Years of proven and tested efficiency, 
plus economy, make the Browne-Morse Files the ‘Best 
Buy of the Year’’! 


SEND FOR 
Architects of Efficiency Browne-Morse 
for America’s Office FILE FACTS 


Get the quick facts on 


Browne-Morse Steel Files — 
write for Bulletin 5000. Lists features 
ro Ww n € ve O rs vo and specifications plus a complete table 
of sizes. 
MUSKEGON MICHIGAN 


—— 


MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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VIRGINIA & NORTH CAROLINA NEWS NOTES 





J. F. Howison, Correspondent 





The Southern Stamp & Stationery Company, estab- 
lished nearly 40 years ago by Sam Rosendorf in Rich- 
mond, Va.—a company proud of being steady sub- 
scribers to OFFICE APPLIANCES for 37 years—have an- 
nounced that they have just installed a new electric- 
hydraulic vulcanizer to make possible speedier manu- 
facture of rubber stamps. They can now furnish a 
complete stamp in less than 15 minutes. Incidentally, 
the firm is making extensive arrangements for more 
territory in Virginia and a full force of experienced 
salesmen for the Sound-On-Wire machines early in 
March. L. E. Tucker, formerly with the Richmond Sta- 
tionery Company and at one time connected with 
the purchasing agent’s office of the Commonwealth 
of Virginia, is now with the Southern Stamp & Sta- 
tionery Company. 

*x * * 

The Industrial Tape Corporation, manufacturers of 
Texcel tape, is now adequately represented in the Vir- 
ginia territory by a native Virginian and ex-service 
man, James W. Pollard, who has headquarters in Rich- 
mond at 4821 W. Seminary Ave., and at Stationers, 
Inc., on Seventh St. 

* * * 

William Crowder, manager of Business Equipment 
Company of Richmond, Va., says, “I believe we have 
sold and delivered $3,000 worth of the new Woodstock 
typewriters in the month of January.” 

* * * 

L. M. Dennis, now covering the Charlottesville, Va., 
area for Remington Rand, Inc., adding machines and 
calculators, is well pleased over his sales success. He 
recently made a flying visit to Richmond. 

* OK * 

Irving N. Lamb, welcomed home from the service, 
has joined the sales force of Remington Rand, Inc., at 
Richmond office. 

* *” * 

Sam Iseman, part owner of the Virginia Stationery 
Company at Richmond, set a good example by supply- 
ing the seven clerks in the store with a year’s sub- 
scription to OFFICE APPLIANCES. He requires that they 
read this magazine as an up-to-date manual of the 
business. 

* * * 

It is told that Remington Rand, Inc., upon selling 
one printing calculator to the Royal Crown Bottling 
Company at Knoxville, Tenn., found it necessary to 
sell another machine in order to settle a near feud 
among the operators. 

* * * 

Miller Newton, salesman out of the Charlotte, N. C., 
office of Remington Rand, Inc., can point to a good 
prospect like a good pointer dog does to a quail. He 
asked Manager Hagan to accompany him and they 
sold a model 285B and later a 285D after two hours’ 
demonstration. This man Newton is considerably over 
six feet tall and weighs 240 pounds. They say that he 
can sell adding and calculating machines like they 
were lead pencils. 

* * a 

One of the most genial and experienced demonstra- 
tors of the tabulating machines of Remington Rand, 
Inc., at the recent business show in Richmond was 
G. B. Lapham, who reports a most satisfactory at- 
tendance of interested prospects. 

* * * 

Marchant D. Wornom of Richmond has just bought 
an interest in the Richmond Stationery Company, Inc., 
and is now president and general manager. 

* *” * 

Lipford’s Typewriter Service, Richmond, Va., long 
owned and operated by Luther Lipford, reports good 
business, especially on rentals and the sale of new 
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A PERMANENT PEDESTAL 


Many who bought BOSTON Pencil Sharpeners before the 
War have seen them serve throughout this time when Pencil 
Sharpeners are unavailable. To them, BOSTONS have won 
a permanent place in their office, a pedestal of merit for 
dependable service. 


The BOSTON Pencil Sharpener production is at present 
being distributed as fairly as possible. 


LOM EO} \! 


PENCIL SHARPENERS 





C. HOWARD HUNT PEN CO. 


CAMDEN, N. J. 
SPEEDBALL PENS, HUNT PENS AND ARTIST PENS 
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R. A. STEWART & CO. 


MODERN MARKING DEVICES 





KING OF... 
MARKING DEVICES 
CROWN LINE DATERS 
AnD NUMBERERS 





OTHER MARKING DEVICES 


KNOWN THROUGHOUT THE WORLD 


DEFIANCE MODEL 
SUPERIOR 
STAR TRIUMPH 





metal typewriter tables, 24 inches high. 
aA a ok 

J. B. Ogden, selling dictating machines for many 
years at Roanoke and Lynchburg, Va., has just re- 
turned from Miami, Fla. He reports an active business 
in these machines and is interested in seeing the new 
models. 

* * * 

Jack O’Hare has returned to Richmond after service 
as a Navy pilot with rank of ensign, and is handling 
Diebold, Inc., safes as well as accounting systems and 
other products. He is located at present with the 
Richmond Office Supply Company. 

* * * 


R. Dallek, for many years traveling representative 
of his own Business Machines Company at New York. 
N. Y., recently paid a hurried visit by auto to Rich- 
mond, Va. 

—_———O—-o  - 


UDEN JOINS KLINE IN KANSAS CITY FIRM 

The recent purchase of the Security Stationery & 
Office Supply Company in Kansas City, Mo., by Ray- 
mond D. Kline and the subsequent affiliation of John 
Uden in the business brings together these two men 
for the second time in their lives, although under 
different circumstances. 

At one time both were employed for a number of 
years by the old Burnap-Meyer Company, remaining 




















MANUFACTURED IN ALL LANGUAGES 
For BotH Domestic & Export TRADE 








SEND FOR CATALOG 
ILLUSTRATING AND DESCRIBING 
COMPLETE LINE OF MARKING 
DEVICES, AND DEALERS 
DISCOUNT SHEET. 


R. A. STEWART & CO., inc. 


80 DUANEST. NEW YORK7,N. Y. 

















182 


JOHN A. UDEN RAYMOND D. KLINE 


there until the concern closed, at which time Mr. 
Kline went to the Wilson Jones Co. and Mr. Uden to 
the Boorum & Pease Company in Chicago. Mr. Kline 
later started traveling the north central states for 
Wilson Jones Co., and Mr. Uden returned to Kansas 
City as manager of Gallup Map Company. When that 
business changed hands, he took a traveling job with 
the Associated Stationers Supply Company and re- 
mained there until his resignation on February 1 to 
join Mr. Kline in his new business venture. 

The Security store is located on the second floor 
of the Business Mens Assurance Building opposite the 
Union Station, and has been established for about 
25 years. The expansion program under the new 
ownership includes an uptown salesroom and addi- 
tional storage facilities, looking toward the addition of 


office furniture. 
——o = —_—_—_— 


ASSURANCE COMPANY RE-ELECTS EDISON DICK 

Edison Dick, executive vice-president of A. B. Dick 

Company, Chicago, has been re-elected a director of 

Continental Assurance Company. He resigned the 

directorate when he entered the Navy in 1942. He is 

also a director of the Continental Casualty Company. 
9 


EBERHARD FABER APPOINTS C. M. JAFFER 
Eberhard Faber Pencil Company, Brooklyn, N. Y., 
has announced the appointment of Charles M. Jaffer 
as sales representative, covering the cities of Phil- 
adelphia, Pa., Baltimore, Md., and Washington, D. C. 
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The youngster with a limited weekly allow- 
ance, knows just where to go for the best 
value. That generous ice cream cone merits 
enthusiastic loyalty. We as a manufacturer 
of office desks, are keenly aware that adults 
too like to make a "good buy." That's why 
we've always built JACKSON DESKS on the 


JASPER OFFICE 


JASPER, 


ALWAYS---A FULL MEASURE OF VALUE! 





principle of ‘full value."' Even in the face of 
material and labor scarcities we've held true 
to this ideal and we shall continue to do so. 
It's a satisfaction to us as it must be to our 
dealers to know that every Jackson Desk built 
and sold represents ''A big measure of value.” 


FURNITURE CO. 


INDIANA 


MEMBER WOOD OFFICE FURNITURE INSTITUTE 


REPRESENTATIVES 
James H. Davison, Route 1, Box 120, Los Gatos, Cai. 
Marion VY. Follin, 220 Fairbanks Road, Riverside, Ill. 
George B. Wray, 130 W. 42nd St., Room 819, New York 
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Howard Maley, 115 Tarbell Ave., Bedford, Ohio 

L. H. McDaniel, 1414 West Tucker St., Ft. Worth, Tex. 
Charles L. Pettibone, Bedford, Ohio 

Ralph A. Bender, 813 Bona Allen Bidg., Atianta, Ga. 
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PORTABLE DESK FILE 


Here at last is the answer to the busy executive and 


secretary's prayer. 


A work organizer and a pull drawer letter file combined, 
which will keep private papers really private. 


Upper compartment with lift cover for current records 


and visible data. 


Lower filing drawer for other records plus a utility 
drawer set into the base. Made of heavy gauge furni- 
ture steel. Equipped with four swivel casters. Bright 
smooth cadmium finished hardware. Guide rod operates 
in a depressed groove for eyeleted guide operation. 


Ideal for use with swinging folders. 


Finished in Cole Gray and Olive Green. 


SIZES AND PRICES 


No. 854—LETTER SIZE 
Wide High Deep 
107%,” 4” 


Upper Compartment 13° 

File Drawer 12%) 1034”° 243,” 
Utility Dawer 12144” 354" 243," 
Overall Height 304," 





LOCKS—Cabinets equipped with lock and 
key add $1.75 per drawer to prices below. 


to gray. Cole's new beautiful Cole 
Gray is partially responsible for 
the change in taste. When you 
place your next order for steel 
card cabinets or our New Portable 
Desk File, make sure you order 
enough finished in the Cole Gray 








Public taste is changing from green \ 


No. 858—LEGAL SIZE 


Wide aap, poe LETTER SIZE 
1314" "384" 3434" These prices do not include indexes 
Overall Height 304,” 

$46.95 


STEEL CARD CABINETS 


These cabinets are designed for card record systems and for 
use on desks or tables. Ideal for offices and libraries. Con- 
structed of best grade extra heavy cold rolled furniture 
steel, electrically welded throughout. Rubber legs are pro- 
vided but can easily be removed when the units are stacked. 


Drawers are equipped with bail suspension, to prevent acci- 
dental withdrawal from cabinet. Also, newly improved posi- 
tive lock compressor to keep cards in place. 


Finished in Cole Gray and Olive Green. 





\ color. / 





~ 
ONE DRAWER UNITS 
No. Card Size Capacity Height Width Depth Price 
C335 3x5 1500 cards 5 a 6 nad 16” $3.25 
C346 4x6 1500 “ “ TY 16” 4.00 
C358 5x8 1500 “ @ 9," 16” 5.50 
C369 6 x9 1500 “ Bt,” 1014" 16" 8.00 
TWO DRAWER UNITS 
No. Card Size Capacity Height Width Depth Price 
C3352 3x5 3000 cards $Y g 123,” 16” $6.00 
C3462 4x6 3000 ” 64," 147,” 16” 6.75 
“ C3582 5x8 3000 “ 7,4" 1834” — 9.50 
C3692 6x9 3000 “” 81,” 20 a 16” 12.75 


COLE STEEL EQUIPMENT CO., INC. 


349 BROADWAY 
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PASSED AWA FY 


GERRY A. MANNING 

Gerry A. Manning, president and general manager 
of the Joplin Printing Company, Joplin, Mo., died un- 
expectedly on Saturday morning, February 16 at St. 
John’s Hospital in Joplin. 

Mr. Manning, long prominent in Joplin civic affairs, 
had been a patient at the hospital for less than a 
week. He was 53 years of age. 

A graduate of the University of Missouri, Mr. Man- 
ning became president of the Joplin Printing Company 








THE LATE GERRY MANNING 


in 1938 when the firm was reorganized following the 
death of his father, Bert Manning. He was the father 
of Maj. Jack Manning, who was discharged from the 
Army last week and had returned to Joplin to accept 
a position under his father. At a special meeting of 
the board of directors held February 20, Major Man- 
ning was elected to succeed his late father as president 
and general manager. Other officers of the company 
will remain the same as before Mr. Manning’s death, 
and the same plan and policy of the company will be 
continued. 

Gerry A. Manning was a former district governor of 
the Eighth Region, National Stationers Association. 

Surviving are the widow, the former Neva Winters; 
his mother, Mrs. Eva Manning; son, Jack; sister, Mrs. 
Lela Stewart; and a grandchild, Marion Brooke Man- 
ning. One of the two sons, Gerry A. (Bob) Manning, 
Jr., lost his life in a motor accident on Christmas 
night, 1930. 

+ - - 


JAMES M. ARCHER 

James M. Archer, 50, manager of the International 
Business Machines Corporation office at 254 Madison 
Avenue, Memphis, Tenn., suffered a heart attack in 
his room at a Memphis hotel on the night of February 
6 and died during his removal to St. Joseph Hospital. 

A native of north Mississippi, the decedent served 
overseas in World War I, later was telegrapher for the 
Illinois Central Railroad, and in 1927 became asso- 
ciated with IBM. After serving as manager of the 
Jackson, Miss., offices he came to Memphis in 1941. 

Surviving are a son, Edward Allen, and a daughter, 
Mrs. V. H. Hughes, both of Greenwood, Miss. Another 
son, J. M. Archer, Jr., was killed in action during 
World War II.—CG. 

+: + - 


CARL JOHN HILLMAN 

Carl John Hillman, well-known Spokane, Wash., sta- 
tioner and typewriter supply man who for the past 
several years has been associated with Shaw & Borden 
Company at Spokane, died February 1 at his home. He 
had been in ill health for some time. 

Mr. Hillman had lived in Spokane for 40 years and 
for several years was a department manager with the 
former Wonder store. Later, he was a buyer for the 
Gulbertson-Grote-Rankin Company and in 1919 be- 
came associated with J. S. Lawrence in the Spokane 
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412 N. Orleans St. 


DOPP-KIT 


nationally advertised utility kit. 





Preferred 
By Those 
Who Are 


“Going Places” 


DOPP-CRAFT 


Brief Bags & Business Cases 
CHARLES DOPPELT & CO. 
Chicago 10, Ill. 


Opp. Merchandise Mart. 
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Also 
makers of 








FOR 
IMMEDIATE 
DELIVERY e 


MASONITE 
FLOOR MATS 


SIZE 36” x 48” $5.00 LIST 
SIZE 48” x 54” $7.00 LIST 


COLORS—MAROON, BROWN, GREEN 
NO EXTRA CHARGE FOR COLORS 


MASONITE 
DESK TOPS 


SIZE 72” x 36” $5.40 LIST 
SIZE 60” x 34” $5.10 LIST 
Add 10%, in lots of less than 12 


LARGE STOCK OF OFFICE 
FURNITURE USUALLY AVAILABLE 
TO DEALERS 


OFFICE FURNITURE WHOLESALE 


DISTRIBUTORS 
74 BROAD ST. N.Y. 4,N. Y. 


Bowling Green 9-8231 
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ADDING 
MACHINES 


* 


CALCULATING 
MACHINES 


* 


BOOKKEEPING 
MACHINES 
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Select Rough 
and Rebuilt 






Calculator Equipment Corp. 
Orange, New Jersey 
































| The New and Improvd 
ROTARY 


For speed and accuracy it’s the 
new Speedograph Rotary. 
Where efficiency is required in 
reproduction up to 100 copies 
the Speedograph Rotary has 
no equal. Now available for 
immediate delivery in hand 
and automatic feed. 


DEALERS 
INQUIRIES 
INVITED 








St, New York 11-0.¥. 





TODAY—Write for 
~ fi 
& 
a VJ 











free color brochure 
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Office Supply Company. After a fire did heavy damage 
to the concern in November of 1937, Mr. Hillman sold 
his interests to his partner and for some time con- 
ducted his own business in the Peyton Building at 
Spokane. 


+ & + 


MRS. DWIGHT N. BRIGGS 

Mrs. Margaret Nichols Briggs, 45, for 25 years a 
teacher in New York City public schools, died February 
24 at her home, 44 Sprague Rd., Scarsdale, N. Y. 

The decedent was the wife of Dwight N. Briggs, at 
one time assistant eastern manager of OFFICE APPLI- 
ANCES and who for many years has been functioning as 
a manufacturers’ representative in the New York terri- 
tory, his principal line being that of the Sun Rubber 
Company. 

Mrs. Briggs was born at Camden, N. Y., and was 
graduated from the New York Teachers Training 
School in 1920. 

Surviving, besides her husband, are two children, 
Miss Dorsit M. and Dwight W. Briggs, and her parents, 
Mr. and Mrs. John N. Nichols. 


+ + 


WILLIAM W. NEEL 

William W. Neel, for 76 years an employee of William 
F. Murphy’s Sons Company, stationers at 509 Chestnut 
St., Philadelphia, Pa., died recently at his home, 7810 
Loretta Ave., Philadelphia. He was 89 years of age. 

Mr. Neel went to work for the stationers when he 
was 13, obtaining his job on the recommendation of 
his father, William S., who had worked 68 years for 
the firm before his death in 1915. Mr. Neel’s wife, 
Emma V., died last December. 

+‘ - kk 
JOHN A. AMES 

John A. Ames, who founded the Puget Sound 
Stamp Works, 120 Marion St., Seattle, Wash., died at 
his Seattle home on Olympic Place recently at the age 
of 78 years. 

Born in Faribault, Minn., Mr. Ames came to Seattle 
in 1882 and developed the large stamp business from 
which he retired a few years ago. 

Surviving are a son, Jesse Ames of Petersburg, Alas- 
ka; and two daughters, Mrs. Alice Hall of Long Beach, 
Calif., and Mrs. Fanny Lloyd of Minneapolis, Minn.— 
CML. 

 - 
JULE M. HERRMANN 


Robinson Reminders of Westfield, Mass., have re- 
gretfully announced the death of Jule M. Herrmann 


| on January 11. 


Associated with Robinson Reminders for over 18 
years, Mr. Herrmann was sales manager for the north- 
eastern division and was highly regarded throughout 
the territory. 

+; - - 


CHARLES HERBERT COLES 
Charles Herbert Coles, 87, president of the 100- 
year-old printing firm, De Lang Coles & Company, 415 
S. Wells St., Chicago, died February 14 at his home, 
4734 Highland Ave., Downers Grove, Ill., after a brief 


| illness. 


Surviving are the widow, Gladys; a son, Charles H., 
Jr., and a daughter, Elizabeth. 


- bt t 
MRS. CAROLINE WILLIS 


Mrs. Caroline Willis, 71, wife of T. F. Willis, owner 
of the Willis Sales Company, 933 Mulberry St., Kansas 


| City, Mo., died February 11 at the Research Hospital 
| where she had been a patient for 14 weeks. 


Before owning the sales company, her husband was 
a partner in the Willis and Weber Paper Company of 


Kansas City. 
Mrs. Willis was a member of the Woman’s City Club 
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Very wHer® 


GOOD NEWS 


The Macey Company will soon resume production of 
metal office equipment. Once again, the Macey name 
will lend sales magic to the dealer's quest for business. 
Once again, Macey superlative quality will win high praise 
from the nation's most critical buyers. Yes ... America 
faces a new era of selling but "MACEY Fortified" dealers 
can look forward to the future with confidence. Watch 


MACEY ... there's more good news in the offing. 





Al ee Enchasitie sliced pe AE ises 
Sill Avuithadile. Inquiries Invited 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 





Desks—-Tables—-Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—-Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 


‘Pioneers for Fifty Five Years’’ 
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THINGS TO COME::--NEW MYRTLE DESKS| & 


Cle’ 
One of these fine days, there willbe definite dates but we ask you to be | ™t 


sinc 


a lot of hustle and bustle around the _ patient a little while longer. We as- | vei 
freight office in High Point, N. Caro- 


sure you that the wait will pay divi- | ff” 


lina. That long awaited day will Asal 


have come at last and new MYRTLE dends. We can confidently say, | *» 
“There's a bright future for Myrtle i 


c 


DESK samples will be started your 


way. We wish we could give you’ Desk dealers.” ary 
high 

MYRTLE DESK COMPANY 3 

member WOOD office See furniture institute _E. 

HIGH POINT \@y NORTH CAROLINA “ee 
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and of the Sixth Church of Christ. Before she became 
ill six months ago she had been active in sewing for 
war groups. She_was born in Columbus, Ohio, and came 
to Kansas City from Cincinnati in 1921. Besides her 
husband, she is survived by one daughter, Miss Jane 
Willis, at home—GMH. 


tf i 


MISS MAY C. SULLIVAN 

Miss May C. Sullivan, daughter of Mrs. Bridget 
(Day) and the late Garret Sullivan of 187 Washington 
St., Taunton, Mass., and founder of the Sullivan Office 
Supply Company, died recently at Truesdale hospital, 
Fall River, Mass. She had been ill for a number of 
years and was a patient at the Tuesdale hospital since 
last October. 

The business that Miss Sullivan founded in 1920 is 
known as one of the leaders in office supplies in New 
England. Her brother, Frank Sullivan, was associated 
with her until his death some years ago. When ill 
health compelled Miss May C. Sullivan to relinquish 
her duties, her sister, Miss Gertrude D. Sullivan, took 
over the management of the business. 

In addition to her duties in managing the business 
which she founded, Miss Sullivan took a keen interest 
in the two trade associations with which she was 
affiliated, and served as an Officer, the National Office 
Machine Dealers Association, and the Boston and 
Providence Stationers Association. 


tr bf 


LEWIS C. TOWER 

Lewis C. Tower, 73, retired New York, N. Y., sta- 
tioner, died March 3 at the home of his daughter, 
Mrs. Charles P. Gillespie, Tazewell, Va. Until recently, 
he had lived at Maplewood, N. J. 

Mr. Tower founded Tower Brothers Stationery Com- 
pany at 53 W. Twenty-third St., New York, with his 
two brothers, Walter C., and Peter Tower. He retired 
from the concern in 1929. 

Surviving, besides his daughter and brothers, are 
sons, Lewis R. Tower of Maplewood, N. J., and Clark B. 
Tower of New Brunswick, N. J.; three sisters, Mrs. 
Willis Snyder, of Niagara Falls, N. Y., Mrs. M. J. Brazill, 





of Flushing, Queens, N. Y.; and Mrs. Jessie F. Day, | 


Short Hills, N. J. 
+ - 


EZRA K. BRYAN 

Ezra K. Bryan, for nearly 45 years engaged in the 
office supply and equipment business and sales man- 
ager for the visible record division of the Brooks 
Company, Cleveland, Ohio, stationery and office supply 
house, died on February 22 at Lakeside Hospital, 
Cleveland. His illness was brief. Mr. Bryan, 68, was a 
native of Lexington, Ky., and had been a resident of 
since 1907. 

At one time, Mr. Bryan was associated with Henry C. 
Yeiser, Sr., formerly of The Globe-Wernicke Co. 

Surviving are the widow, Mrs. Katherine Clarke 
Bryan; sons and daughters, Mrs. L. Lockwood York, 
Mrs. Manning E. Case, Jr., Ezra K. Bryan, Jr., and 
Asahel G. Bryan; a sister, Mrs. DeWitt Haddock, and 
a brother, J. Lyman Bryan. 


tk +t 
RALPH D. SLAYMAKER 


Ralph D. Slaymaker, 69, manager of the Baltimore | 


Safe Deposit Company, Kansas City, Mo., died Febru- 
ary 28 at St. Luke’s Hospital. 

Surviving are his widow, Mrs. Mae D. Slaymaker; 
a son, Harry Slaymaker, athletic director at Central 
high school, Kansas City, Mo., and a sister, Mrs. 
Frances McEwen, Kansas City —GMH. 


i: & tk 


E. ROGER UNDERWOOD 
E. Roger Underwood, 66, of Elizabeth, N. J., and his 
sister-in-law, Mrs. Phoebe F. Lewis, about 70, were 


‘killed February 26 in an automobile accident about 12 


miles north of Lynchburg, Va. The auto left the high- 
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THE COMPREHENSIVE “U. S. LINE” 
INCLUDES 


| INKED RIBBONS FOR CARBON PAPER FOR 


Typewriter Typewriter 

Adding Machine Noiseless 

Bookkeeping Machine Billing 

Elliott-Fisher Hectograph 

Billing Machine Fanfold | 
Time Clock Pencil | 
Time Stamp Pen | 
Cash Register Onetime | 
Hectograph Saddleback 
Addressograph 

Multigraph 


Completeness, unsurpassed quality, and real profits make the 
"U. S. Line" the wise dealer's choice. See for yourself... 
WRITE FOR SAMPLES AND PRICES TODAY ... no 
obligation whatsoever! | 


Tabulating | 
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Ribbon Mig. Co. 


Philadelphia Pa 


U. S. Typewriter 
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SIVatsOe7 
CHINA MARKER 


The largest selling, completely effi- 
cient marking pencil for pricing 
all types of products and containers. 
Makes marks that stay—and stay 
legible. The special process by which 
these pencils are encased in paper, 
seals in the ingredients, preventing 
oxidation—keeps them always 


% 
. fresh and ready. Made in 13 colors. 
= 


Sifaisdelf 


PAPER PENCILS 


SVais0e7 Pencil Company, Est. 1893, Philadelphia 44, Pa. 
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take pride in 
offering the IDEAL LINE. 

No other Scrap Book or 
Album line offers so much. 


THE J. L. HANSON CO. 
552-54 W. Adams St., Chicago 6, III. 


MORE THAN MEETS THE EYE 
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S 
RIGHT Pencil For Your ‘© 





Send for Leaflet No. 18 


KOH-I-NOOR PENCIL CO., INC. 


BLOOMSBURY, NEW JERSEY 
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way, traveled about 70 feet, and crashed into a bridge 
abutment, police said. 

Mr. Underwood, who lived at 565 Westminster Ave., 
Elizabeth, N. J., was, until his retirement ten years 
ago, president of the Fulton Specialty Company, a sta- 
tionery manufacturing concern: A student of art and 
collector of curios and antiques, he had traveled ex- 
tensively with his wife, Mrs. Florence Underwood, in 


Europe and Egypt. 
+] oF 


MRS. MARGARET C. YEO 
Mrs. Margaret C. Yeo, wife of Richard Yeo, president 


| of Yeo & Lukens Company, Philadelphia, Pa., died at 
| her home on January 30 after a long illness. She was 
| a member of the First Presbyterian Church and the 
| Ladies Auxiliary Mary Commandery, No. 36, Knights 


Templar. 
ee 
BUCKEYES TAKE OVER BOWLING LEADERSHIP 
The Buckeyes, captained by Dean Baxter of Graver- 
Dearborn Corporation, have attained No. 1 ranking 


_ in the strike parade of the Chicago Stationers in their 
bowling league at the Arena alleys. Holding a one- 





game margin over the Trojans, Wolverines and Wild- 
cats at the close of February, the Buckeyes annexed 
three more games on the evening of March 5 to bring 
their count up to 42 games won and 30 lost. 

So closely have the teams become bunched that a 
bad evening is enough to skid a losing aggregation 
several notches down in the standings. Roy Seaborg 
of Chandler’s at Evanston remains the leading in- 
dividual bowler, holding a 185 average at the close 
of February. Tony Peters of Horder’s, Inc., is com- 
fortably in second place with a 180 average. 

The league schedule closes on May 14 and a banquet, 
plans for which are already laid, will strike out the 
season. 

ee. een 
RUDNER’S BUSINESS EXPANDING ON WEST COAST 

A year ago last May, Sam Rudner severed an 18-year 
connection with the National Typewriter Exchange in 
Montreal, Canada, and went to Vancouver, B. C., Can- 
ada. In that city he established the National Type- 
writer & Office Equipment Company, building it rapidly 














SAM RUDNER 


| to substantial proportions. During the last year and 


a half he has made four buying trips to the East, one 
just completed in February. 

Last September Mr. Rudner took over Mayer & Com- 
pany, distributors of watchmen’s clocks and time 
clocks, and in December he acquired the International 
Office Equipment Company of Seattle, Wash. Both his 


| United States and Canadian enterprises carry full 


lines of rebuilt office machines as well as handling a 
number of new machines on an agency basis. His buy- 
ing trips have been for the purpose of obtaining all 
kinds of office equipment and machine lines, but he 
has a special.interest in wood and steel office furniture, 
safes, office size photographic reproducing machines, , 
coin changers, and intercommunicating equipment. 
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NO SERVICE PROGSLEM 
with the 


Atte 


LIQUID DUPLICATOR 


Dealers tell us that the Copy-rite Liquid Duplicator 





has practically eliminated the service problem . . . that 
the Copy-rite requires a very minimum of service. 
Our engineers designed the Copy-rite that way! They 
have always recognized the importance of making a 
liquid duplicator as FOOL-PROOF as possible—to 


eliminate service calls for the dealer. 





This is one of the many reasons why so many dealers 


now sell the Copy-rite. 





THE Cony-nrile 
LIQUID DUPLICATOR 
HAS: 


Exclusive roller moistening mechanism—longer runs— 
better copies. 


Automatic paper feed—handles various weights of 
stock from post-cards to 9" x 14”. 


Full page printing—I!/16" margin. 

Faster operation—one copy for each turn of the 
handle—copies delivered face up. 

Simplified design—fewer moving parts. 

Fluid supply always visible. 

Fluid drain for fluid economy. 

Accurate registration with timed paper stop. 

Simplicity of operation—anyone can operate it. 


Finished in black stain-proof crackle and polished 
chromium. 


Instant starting—no priming. 


PROFITABLE DEALER PLAN—WIRE OR WRITE FOR DETAILS TODAY! 


WOLBER DUPLICATOR & SUPPLY CO. 


1209 CORTLAND STREET CHICAGO 14, ILLINOIS 
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Double Your Money’s Worth 
with Unipeco! 
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Unipeco’s brand new sales in 


topper, the “DOUBLE 
DECKER” WRITING SET,}| * 







7 eo is ringing up sales on the} ne 

: - al Pencil Desk Set — es e = double quick throughout the aa 
— Decker” Fountain Pen segura (No. 465) $3.95 esc» TS country! Its smooth-writing ‘a 
feng 6” refills. In walnut and ass Genuine Guaranteed Fountain $3 
ads Pen is topped by a streamlined th 


Mechanical Lead Pencil, plus a smart Memo Pad. A perfect follow up to Unipeco’s}] gy, 
2-for-1 value, the amazing “Twin Pen & Pencil Writing Set (illustrated below)! 
Each set is double assured against imperfections by the ACCOMPANYING Guar. sal 


antee Certificate plus Unipeco’s long-standing reputation as makers i 
of fine merchandise! L. 

the 
ORDER TODAY .. . and get DOUBLE for your money with} 1° 
UNIPECO—the name your customers KNOW! exp 


“Twin” Fountain Pen & Pencil 
Writing Set. Simulated Marble 
or Terra Cotta or Green Ceramic. 
Felted Base (No. 350). $3.95 
each, list. 


Write for Complete New Catalog 
and Price List 


iigse= UNION PENCIL C0., Inc. jm 


| 
389-387 Broadway, New York [5, N. ¥. | Boe 
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CANADIAN NEWS NOTES 





S. J. Luddington, Correspondent 





The Munitions Department of Canada, Ottawa, Ont., 
which is being disbanded, recently reported that it 
had in stock, at the end of the year 1945, office furni- 
ture and equipment valued at $10,000. 

* * * 

William R. D’Eve, stationer, suffered a serious loss 
of stock and equipment in a recent fire which did 
$150,000 damage to the building and tenants located 
at 37 Richmond St. E., Toronto. The fire was one of 
the most serious in the city for several years. 

* * * 

The Iroquois Abitibi Power & Paper Company re- 
cently put into operation one of the two paper ma- 
chines at its mill in Iroquois which had been operating 
partially since 1942. E. M. Paukert, manager, an- 
nounced that operation of each of the machines will 
increase production by 100 tons daily. More than 60 
men have been added to the payroll to handle the 
increased production. 

* * x 

Rosenbloom Paper Supply Company, 6744 Hutchison 
St., Montreal, has awarded the contract for an exten- 
sion to its factory at the same address, work to start 
next spring. Estimated cost is $57,500 and plans call 
for two-story addition, 100 x 100 feet. 

* * * 

Police in Toronto are conducting an intensive search 
for a gang of juveniles who recently caused over 
$3,000 damage to machinery and office furniture in 
the Wrigley Building, 245 Carlaw Ave., Toronto. Three 
premises were entered and valuable office machinery 
smashed with sledge and crowbars. 

* * * 

Wilfred G. Webster, proprietor of the Webster whole- 
sale and retail stationery business, Royal Theatre 
Building, Woodstock, Ont., has improved the service 
department of his business and has made Capt. Robert 
L. Magill, formerly of the purchasing department of 
the Harvey-Woods Division of the York Knitting Mills, 
Ltd., Woodstock, his assistant in the department. Miss 
Mary Down, a school teacher who has had three years’ 
experience with Underwood at London, Ont., and 
Robert Donmoyer, recently discharged from the Cana- 
dian Navy, will have charge of the stock and shipping 
departments. The latter was formerly with the L. D.S. 
Paper Company, Woodstock. 

* * * 

Gagnon & Frere, 140 Rue Racine, and R. O. Sweezey, 

132 St. James St. W., Montreal, are interested par- 








Eaton’s Berkshire 
Air Mail Papers 


Have you told your customers 
about Eaton’s Berkshire Air Mail 
Papers’ special feature? The 
paper—as well as the envelope 
—is marked for preferred at- 


tention! 





EATON | 


EATON PAPER CORPORATION 


Pittsfield, Massachusetts 


° 


Fine papers for business and social use 
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ties in the establishment of a new paper mill which | 
is contemplated for a site to be selected near Chicou- | 


timi, Que. 
* * * 


Longlac Pulp and Paper Company, Ltd., subsidiary | 
of Kimberley-Clark Corporation, Neenah, Wis., is | 


proceeding with plans to establish a new $15,000,000 
chemical pulp mill and town site of 1,000 houses, 


schools, stores and community center between Nipigon | 
and Peninsular Bay, east of Pt. Arthur, Ont. Canadian | 


offices will be established at 263 Adelaide St. W., 


Toronto, with H. S. Craig, manager and B. J. Donovan, | 


assistant manager. 
* * * 


E. B. Eddy Company, Ltd., Bridge St., Hull, Que., | 


has purchased about two acres of land adjacent to 


the Interprovincial Bridge in Gatineau Point, Que., | 
and is planning to move its paper-making plant to | 


the new site. The cost to move the plant from Hull | 


is estimated at several million dollars. 
* a * 

The Office Specialty Manufacturing Company, with 
Ottawa office at 201 Queen St., is planning to erect 
a new offce building at 150 Albert St., in that city. The 
structure will likely be two stories high, fireproof con- 
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You'll Never Know 
Until You Try It! 


Nev-R-Kurl Carbon Paper is superior in so many 


ways you deserve to profit by every one of them. 
Before you've used one box you'll notice the big 
difference—cleaner, sharper copies—far easier, 
faster to handle—less waste and longer lasting. 


Try a sample sheet. You'll order a supply. 


RRS 
NEV- R-“KURL 
it's plastic backed! 


Will not curl, tree, wrinkle or 
smudge. Its plastic back pre- 
vents off-setting on rolls or 
platens. No slipping or sliding 
in typewriter. Gives up to 50% 
more copies per sheet. Same 
sheet works equally well in bill- 
ing or bookkeeping machines. 
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PROCESS CO., INC. 


192 MILL ST., ROCHESTER 4, N.Y 
* PROTYPE 
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BIG MAPS 


For Little Money 


DISPLAY BOX 


Free 


WITH ORDER 
FOR6 DOZEN 








CramA Modern Series Maps 


Show 
‘em 
and 
you'll 
sell 





THE GEOR 


41 large size, large scale maps, beautifully 
printed in contrasting colors a:d bound in 
pocket-size folders for convenience. This series 
includes maps of all the important countries, 
oceans, islands. These convenient, 
practical, up-to-date maps retail at 35c or 3 
for $1.00 and are year round sellers—if properly 
displayed. Get them out where people can see 
them and you will se// them. The handy little 
display box shown above will be sent free with 
order for 6 dozeh maps. Write for descriptive 


circular and list of maps. Address Dept. MS-4. 


GE F. CRAM COMPANY, INC. 


continents, 


730 E. Washington St., Indianapolis 7, Indiana 








U. $. Patent Nos. 


Sliding 


2,345, 450-2 1256,606 


Squ 
Safety” Non 
emovable Stee 


ea Se) ee 


Fred Deutsch. Texas, 


3528S Southwestern Bivd., 


CHICAGO,I6 ILL. 





Representatives 


Okla.. La., Ark. t.. & W. Zeagier, 1709 W. 
Dalias, Tex. Signth Fem “Los Angeles, Cal. 


Milton Stone, 320 Broadway, oe — R. E. Horter, —-. tll., Mich., Ohio, 
New York City, covering New York 2523 W. 109th Pi.. Chicago, il. 
Marry Henkel, 163 Second St., on S. Lichenstein. 1228 Locust Ave., 
Francisco. Calif. Philadeiphia, Pa. 
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struction, with stone facing. Estimated cost is $40,000. 
* OK * 

Alterations of an extensive nature to various build- 
ings and replacement of equipment is now under way 
by the Consolidated Paper Corporation, Ltd., 1615 Sun 
Life Building, Montreal, at its mill in Grand’Mere, 
Que. Estimated cost of the work is $1,353,300 and it is 
being done by the firm’s own forces. 

+ * * 

The Kalamazoo Vegetable Parchment Company of 
Kalamazoo, Mich., is expending the sum of $10,000,000 
on the once-idle mill at Espanala, Ont., erected by 
the Spanish River Pulp & Paper Company, and later 
the property of the Abitibi Power & Paper Company. 
It is expected that it will be in production this year, 
and will have a 200-ton daily capacity. 

* * a 

Maj. Geo. Stottwa was recently appointed manager 
of the Alberta branch of Barber-Ellis of Canada, Ltd. 
He joined the non-permanent militia during 1939 and 
transferred to the active service in 1941. He went 
overseas aS a lieutenant in July, 1942, joining an 
anti-tank company. He served on the German and 
other fronts before returning to Canada last year. 

* *~ * 

C. E. Smith, one of the oldest travelers in the 
Canadian stationery trade and a member of the 
branch of W. J. Gage & Company, Winnipeg, Man., 
recently retired after 30 years with the company. 
On his retirement he was presented with a handsome 
gift by members of the Winnipeg staff, W. E. Buck, 

| western manager, making the presentation. 
* * * 

Thomas A. Derrick is now operating the firm of Kirk- 
land-Larder Stationers, Kirkland Lake, Ont. Mr. Der- 
rick served for three years in the accounts and finance 
branch of the Royal Canadian Air Force. 

* x ca 

W. F. Wardley, managing director, DeLaRue Sta- 

| tioners, London, England, and a director of Thos. 
DeLaRue and Co., London, and Norman Watson, man- 
aging director of John Waddington, Ltd., Leeds, Eng- 
' land, were recent visitors from Great Britain to 
Canada. After visiting Toronto and Montreal they 
_ went to New York, N. Y., Cincinnati, Ohio, and other 
| U. S. cities. 


* * * 


Jack Dickinson of Walter Dickinson & Company, 
stationery and office supplies distributors of Toronto, 
| recently joined the benedicts. The new Mrs. Dickinson 
| was formerly an artist with a well-known Toronto 
| engraving firm. 
| * a * 
| J. C. Irvine, Willson Stationery Company, Winnipeg, 
| Man., was elected president of the Stationers’ Associa- 
| tion when the association in that city recently held 
| its annual meeting. C. Vernon Nobbs, of Luckett 
Loose Leaf is the new secretary and F. J. Dool of G. R. 
| Bradley & Co., treasurer. A. Gregory, the retiring 
| president, was presented with a gift as a token of 
| the members’ appreciation of his efforts during his 
| term in office. 
| * * * 
| The Stratford Pen Co. recently appointed D. J. Mac- 
Donald, Ltd., 307 Commonwealth Building, 21 King St. 
| E., Toronto, as its representative for the Dominion of 


| Canada. 
| ih. + 


Armand Toupin, formerly of Montreal, was recently 
appointed manager of the stationery and gift stores 
| operated by Librarie J. A. Kirouac, Que. He has had 
| 20 years experience with the T. V. Bell Co., Montreal 
| stationers, and was until a short time ago associated 
with E. Doucet, Ltd., of the same city. 
a ate oF 


G. A. Davidson, sales manager of the Howard Smith 
Paper Mills with headquarters in Montreal, Que., re- 
cently retired from his office in order to take a well- 
earned rest. He was born in Hudson, Que., in 1879, 
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This ad was one of a series 
introducing Neutra-tone gray 
early in 1940. 


oy 
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e e e Laboratory analysis showed that gray was an excellent 
color to reduce light absorption. 


e e @ The Y and EK” Neutra-tone soft, warm gray finish decreases 
glare and reduces noticeable finger markings. 


e e e Color harmony, created by ““Y and E” Neutra-tone gray 
finish, lends a pleasing dignity to any office. 


e ee A“Y and E” exclusive Franchise includes the Style Master 
line of desks. 


YAWMAN“'D FRBE MFG.(@. 


1015 Jay Street, Rochester 3, N. Y. 
FOREMOST FOR MORE THAN SIXTY-FIVE YEARS 
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REDECORATING? 


The design of your office is important to the success of your daily business procedure. 
Paneling and wood design adds to the beauty and dignity of your office. Today, the New 
England Woodworking Company is prepared to work with you in the development of a 
distinctive office design. We have, for many years, designed and decorated private offices, 


libraries, laboratories, and other special features for schools, offices, and public buildings. 


We manufacture special equipment and cabinet work from architects’ drawings 
and specifications, or we will gladly submit drawings prepared by our designers. 


We will accept projects anywhere in the United States. WRITE US TODAY! 





| New England Woodworking Co. : 


512 East 137th Street New York 54, New York = 
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and after a lengthy experience in retail work and com- 
mercial traveling he joined the Howard Smith Mills 
in the fall of 1913 as sales manager. He has been most 
active in the Canadian Pulp and Paper Association, 
the Canadian Manufacturers Association and the 
Toronto Board of Trade. 


* * * 


Frank Edward Richards, 1621 Queen St. W., Toronto, 
Ont., since 1931 representative in that city for the 
Ratcliffe Paptr Co. Ltd., died recently at the Toronto 
General Hospital, where he had been a patient for 
a short time. Many years ago he was assistant circula- 
tion manager of the now defunct Toronto World, 
having joined that noted newspaper’s staff when a 
youth. 

Born in Toronto, Mr. Richards received his educa- 
tion at Dufferin Public School. He was a member of 
the Dufferin Old Boys’ Association, a sidesman in 
the Church of the Epiphany, Beaver Loyal Orange 
Lodge, and Zeta Masonic Lodge, and was also active 
in the Queen’s Own Rifles. 

Surviving are his wife, two daughters and one sister, 
all of Toronto. 

*« * * 


Mrs. Herbert Webster, mother of Wilfred G. Webster, 
wholesale and retail office and general stationer, 
Woodstock, Ont., died recently in that city in her 
seventy-sixth year. The deceased was active in the 
First Baptist church and the King’s Daughters. Her 
husband died a number of years ago. Surviving are 
two sons, Wilfred G. Webster, Woodstock, and S. Web- 


ster, Tillsonburg, Ont., one daughter, and a sister. 
a eI 


LT. TED KAUFMANN JOINS EXPORT COMPANY 

Now on Army terminal leave, Lt. Ted Kaufmann 
has joined the Richard Eisemann Export Company 
of New York, N. Y., as general manager. He has just 
returned from the Jeffersonville quartermaster depot 











LT. TED KAUFMANN 


in Indiana, where his duties included the procurement 
of food preparation machinery and equipment. 

Previous to enlisting in 1942 as a private, Lt. Kauf- 
mann was general manager of the Reliance Pencil 
Corporation, Mt. Vernon, N. Y. 

Richard Eisenmann, who served with the quinine 
procurement program of the Board of Economic War- 
fare, in Peru, has reoriented the business he estab- 
lished in 1936. Reporting on his 90-day air market- 
survey trip in Latin America at a recent manufac- 
turers’ conference, he specially advised that, “Scarcity 
of materials and other irregularities of the present 
should not affect aims. Long-term sales programs must 
Start immediately.” 

= 2 

TEC OCCUPYS NEW FACTORY IN CALIFORNIA 

Dorothy Fargo, proprietor of the TEC Pencil Com- 
pany, has announced the company occupied a new 
factory located at 3512 Helms Ave., Culver City, Calif., 
in mid-February. 
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METAL CASH BOXES 





18 gauge fire-resistant steel; paracentric lock, 2 keys; 1042" 

wide, 6" deep, 4” high; approx. shipping wt. 65 lbs. per 

doz. $8.00 list each; 5-till removable cash tray, $1.00 each. 
(NOT A WARTIME PRODUCT) 


ALSO 
Std. No. 2 metal wastebaskets, green and brown; harp and 
stick files; metal bookends (green); metal letter racks; all 
kinds of ticket punches, Sav-A-Stamp Postal Scales. 
In Stock for Immediate Delivery. 
All Prices F.0.B. Los Angeles. Liberal Dealer Discounts. 


Western Wholesale Stationers, Ltd. 
333 East Third St., Los Angeles 13, Calif. 





Precision-made Darnell 


Casters with the DOUBLE 
BALL-BEARING SWIVEL 


assure a long life of effi- 


cient, economical service 


DARNELL CORP LID 

















ALL METAL 'TECHNYSCOPE 











THE OUTFIT CONSISTS of the Scope Table and T Square; also a separate, 
Movable Lamp. The four legs with rubber feet are all removable. The longer 
legs may be placed on the right side thereby tilting the scope at a different 
angle for work the long way of the stencil. e T Square is provided with a 
woeden locking device which holds it tightly in. position wherever set. 


The Movable Lamp is placed under the Scope and can be adjusted to bring the 
greatest light right under the working area. The Plastic Diffusion Shield 
avoids glare and does not accumulate heat. It-also protects the lamp from being 
accidentally broken. 


The Scales in each side of the table are divided into sixteenth inches and 


standard typewriter spaces for the entire length of the stencil. Scales, top and 
bottom, show regular typewriter pica and elite spaces. Technyscope is 16% 


inches wide by 21% inches long. 
$1450 


aint 
mee went 


TECHNYGRAPH CO. recuny, mx. 


Price, complete with Lamp, Ball Point Stylus, 
Flexible Writing Plate and Four Manuals 




















in ali metal... 


Dealers and stationers will find this item 
a ready seller in all metal construc- be 145 
tion, including 10" eye guide, at. 


The Rite-Line Copy 
Holder is portable, com- 
pact, efficient and attrac- 
tive. It reduces errors 
and speeds production. 
Rite-Line with extension 
eye guide, at right. 





Rite-Line Sales Co., Inc. 


PARTICULARS. sg, Maitegabann Mee Beth: Bk 


WRITE FOR FULL 





ITE-LINE 


. U. S$, Pat. OR. 


COPYHOLDER 
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MEETINGS—CONVENTIONS—DINNERS 
(Continued from page 66) 


wheels of industry could start turning again. R. B. 
Booth, The Leopold Company, gave his opinions on 
conditions in the office furniture industry. One of the 
principal reasons for slow production, he said, was the 
shortage of manpower. D. J. McKnight of the Lacka- 
wanna Leather Company spoke on the present situa- 
tion in the leather industry, telling of the many dif- 
ficulties to be overcome in that field before conditions 
are again back to normal. 

Bernard Nemlich, Regan Office Furniture Corpora- 
tion, New York, as social and financial secretary, sug- 


_ gested that the club hold four golf outings during 
_ the coming summer, naming June, July, August and 


September. The suggestion was greeted with enthu- 


| Slasm, and Mr. Nemlich was appointed chairman of 
| a committee to make all necessary arrangements in 
| advance. 


The guest speaker of the evening was E. G. Donohue, 
training officer of the New York region of Veterans’ 


| Administration. He was accompanied by Russell C. 


Parr, his superior officer. Mr. Donohue, who is a 
war veteran himself, has temporarily given up his 


| insurance business in order to work in the interests 





of war veterans. He told of the workings of the Vet- 
erans’ Administration plan in the rehabilitation of 
disabled war veterans, and the benefits they are en- 


| titled to under public law No. 16, enacted by Congress. 


One example cited by Mr. Donohue was that of the 
Embassy Office Furniture Company of New York, em- 
ploying four veterans, the last of whom was Samuel 


| J. Fish, since the close of the war. Another example 
| was that of Frank Whitehead, who is with the Man- 


hattan Desk Company, New York. Both Mr. Fish and 
Mr. Whitehead were present at the meeting. 
At the close of his talk, Mr. Donohue answered a 


| number of questions from the floor to the complete 


| satisfaction of all. 


Mr. Parr also spoke briefly, saying 
he would be very glad to assist in placing veterans 
with any of the members who had vacancies. 

To round out a very interesting and instructive 
meeting, a moving picture was shown, entitled “Furni- 
ture Design and Manufacture”, depicting the complete 
process of modern methods of furniture making from 
rough lumber right on up to the finished article of 
furniture. 

At the close of the meeting, President Nathan an- 
nounced that the next meeting would be held on 


March 11. 
——— a -o 


NAME OFFICERS FOR CANADIAN OMDA 


The members of the Canadian Office Machine Deal- 
ers Association, Manitoba division, held their usual 
monthly luncheon and meeting in January, at which 
time the following officers were elected for 1946: 

President, for a second term—A. (Bert) Harriman, 
General Typewriters and Service, Winnipeg. 

Vice-president—W. L. Cordingley, W. L. Cordingley 
Typewriter Company, Winnipeg. 

Secretary—H. DeMossiac, Reliance Typewriters, Win- 
nipeg. 


— ———_9= 


WESTERN PENNSYLVANIA STATIONERS MEET 


William “Pat” Patterson of the Johnstown Office 
Supply, Johnstown, Pa., and Ed Little of the Wabash 
Filing Supplies, Inc., Wabash, Ind., were the guest 
speakers at the February 18 meeting of the Stationers 
Association of Western Pennsylvania. 

Mr. Patterson, the newly-elected governor of the 
Third Region, NSA, told about the recent convention 
at Atlantic City, N. J. Ed Little presented his familiar 
bag of magic tricks and gave an enjoyable talk on 
fellowship. 

Twenty traveling salesmen attended the meeting. 
An invitation has been extended to the travelers to 
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FAIR CHAIR CUSHIONS 


#62 Steno size, list each....................$2,70 


All cushions are made with fibre matting (on one side) and 
gabardine (on the other) and are available in brown or green. 


De luxe line (50% genuine flaked foam 
ibber and 50%, cotton felt) 


FA | FURNITURE COMPANY 


1197 McCARTER HIGHWAY, NEWARK 2, N. J. 


OFFICE APPLIANCES, March, 1946 199 








A LETTER OF INTEREST TO... 
THE OFFICE FURNITURE & EQUIPMENT TRADE 














ITEM OF SPECIAL INTEREST TO FURNITURE MANUFACTURERS: 


We have entered into negotiations for the importation into this country of many varieties of fine hard woeds suitable 
for use in the manufacture of OFFICE FURNITURE. We invite your inquiries and shall be pleased to furnish full particulars. 





STERLING EXPORT & IMPORT CORPORATION 


149 Broadway, New York6,N.Y. Cable Address: Sterlitone, N. Y., Phone Cortlandt 7-0642 
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attend the next meeting on March 18. It has been an- 
nounced that the annual spring banquet will be held 
on April 23 and salesmen will also be welcomed at this 
affair. 

———— © =a 9 ‘ 
CONNECTICUT STATIONERS MEET AT HARTFORD 

Preceding a meeting at the Hotel Bond, Hartford, 
Conn., on January 30, the Connecticut Valley Station- 
ers Association held a cocktail party at the offices and 
showroom of Burt and Company, affording the men- 
bers an opportunity to inspect the newly-decorated 
salesroom. 

President Garry Dell presided at the meeting, at- 
tended by 46. Elected to membership were Scheppach 
and Goekler, Fred T. Bowes of Eagle Pencil Company, | 
Joseph F. Fitzgerald of Eberhard Faber Pencil Com- | 
pany, and Charles W. Hennion, Jr., of Mattatuck Sta- | 
tionery and Furniture Company, Inc. 

A card of thanks was received from Mrs. J. O. Ho- 
bart and family and also a note of thanks for the 
flowers sent to Mrs. Crayton Carpenter. It was voted 
that the secretary send a letter to O. F. C. Giddy, who 
has been ill. The members were advised hat William 
S. Donnelly of the Modern Stationer had died on Janu- 
ary 11 and the secretary was instructed to send a letter 
to Mrs. Donnelly. The secretary was also instructed to 
send a letter to Charles H. Everly of OrricE APPLIANCES, | 
who is ill in Chicago. 

A resolution was spread on the minutes and sent to 
the family of James O. Hobart, expressing the grief of 
the association over his death. 

Appointed as the nominating committee to present 
a slate of officers at the annual meeting on February 
27 were James E. Feeley, Edward S. Granfield and Leo | 
Burt. 

President Dell, through means of an auction and 
passing the hat, succeeded in raising $150 for the | 
March of Dimes. 

Speaker of the evening was H. Grover O’Connor, 
president of the W. H. Gunlocke Chair Company, who 
discussed chairs and upholstery material, Maurice Ken- 
nedy, purchasing agent of the Aetna Life Insurance 
Company, spoke briefly regarding the problems of the 
returning servicemen. Tom Cole of the General Fire- 
proofing Company branch in Hartford was introduced. | 
Ford Chidsey made a report on arrangements for the 
regional meeting February 27. 


——_— <a —__ 


PENN-MAR-VA CLUB HOLDS ANNUAL MEETING 

The annual meeting and first post-war session of 
the Penn-Mar-Va Travelers Club was held in the Am- 
bassador Hotel at Atlantic City, N. J., on Wednesday, 
February 13. 

President Quartus P. Graves, Eversharp, Inc., spoke | 
of the death of Charles P. Garvin, treasurer of the 
club, reflecting on what a fine job Mr. Garvin had | 
done for the NSA and for Penn-Mar-Va as one of the | 
officers. All present stood in silent prayer for one | 
minute in tribute to the memory of a departed friend | 
and fellow member. 

A moment of silent prayer wds also held in respect 
to the memory of Clayton F. Powell of the J. L. | 
May Company, death taking him from the club ranks | 
during the past year. 

George Harschied, National Blank Book Company, | 
chairman of the entertainment committee, gave a re- | 
port on the annual outing held last summer. He also 
divulged plans for the “hoedown” party to be held 
the following evening. 

J. Kip Edwards, manufacturers’ agent, called for a 
rising vote of thanks for the entertainment committee | 
and this was given in the usual’ Penn-Mar-Va enthu- | 
Siastic fashion. Mr. Edwards then offered to take on 
the job as editor of the ‘“Penn-Mar-Va Traveler” and 
he was promptly accepted for the post. 

William F. Vogel, Sengbusch Self-Closing Inkstand 
Company, reported for the membership committee | 
that the rolls now list 152 members. A number of | 





| 
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TYPEWRITER & BOXED PAPERS 


LIVE WIRE LINE because 


the EAGLE-A line is a complete line of 
uniformly high quality. We help you sel! 

) it by furnishing you fourteen dealer 
‘| __shelps and promotional ideas at no cost. 


) The COMPLETE Line — 


BONDS ONION SKINS 
MIMEOGRAPH MANIFOLD 
“PRINTED COPY” MANUSCRIPT COVERS 
BRIEF FOLDERS 


PLAIN AND LEGAL RULED 
EAGLE-A 


FINGER-TIP FACT CONTROL 


Instant access to needed data instead of a frenzied attempt 
to “dig out’ rush information becomes easily possible with 
Cook’s Steel File Signals. Attached to card and ledger 
records of Stock, Production, Purchasing, etc., they group 
important facts under readily usable headings. Accurate 
reports can then be made out quickly by minor 
clerks—expediting a department’s work and 
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saving the valuable time of key men. 
Card of samples on request. 


COOK’S 


STAINLESS STEEL 
FILE SIGNALS 


Make Files “Talk” 
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The RUSH-FybRglass-ERASER is the 
finest eraser for ink and typewriter ever 
made. 


DEALERS TELL US: ‘’Fastest Selling and 
Most Profitable Eraser on Market.” 
USERS SAY: ‘Leaves paper clean’’— 
“Nilo smudge on carbon copies’’— 
“Erase single letter without erasing 

shield.”’ 

WE SAY: “Every RUSH-ERASER is guar- 
anteed to satisfy, or we will refund 
the purchase price.” 

LIST PRICES 
RUSH-FybRglass-ERASERS $6.00 Dozen 


FybRglass REFILLS $3.00 Doz. Pkgs. 
(each pkg. contains 2 Refills) 


LIBERAL TRADE DISCOUNTS — AND WE PAY THE 
SHIPPING CHARGES. 


THE ERASER CO., INC. 


233 West Water Street, Syracuse 2, N. Y. 


Carry Your Own State 
and Surrounding States 
in Stock 


COLORPRINT 


FOLDED POCKET MAPS 
SHOWING 
ROADS—RAILROADS—WATERWAYS 


. ‘tad "hoo 


Mi, CLEARTYPE 

\\ CgRPRn MAPS 
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THIS HANDY DISPLAY RACK SUPPLIED 
FREE WITH ORDER FOR SIX DOZEN MAPS 


MAPS 


OF EVERY DESCRIPTION AND 
FOR EVERY PURPOSE 


Write For Catalogue and Dealers Discounts 


AMERICAN MAP CO., INC. 


16 EAST 42nd ST., N. Y. 17, N. Y. © MU 2-7581 
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new members have joined during the past year, in- 
cluding three present who were introduced by Presi- 
dent Graves. These were A. R. Bergeron, The Globe- 
Wernicke Co.; Henry A. McNease, The Carter’s Ink 
Company; and George Munn, Eversharp, Inc. 

Secretary Williams, as chairman of the committee 
on bylaws, read the revised set of bylaws and, after 
considerable discussion and some changes, they were 
unanimously adopted. 

The secretary read a letter from Tom Connery, 
Garity-Adrian Manufacturing Corporation, telling how 
proud he was of his membership and expressing ap- 
preciation to all who had helped him during his late 
illness. Another letter, from Herbert J. Walsh, Ace 
Fastener Corporation, expressed his regrets at not 
being able to be present. 

Rose Cushman of NSA read a letter from Charles 
P. Garvin’s lawyer telling that Mr. Garvin had be- 
queathed the sum of $100 to a number of associations, 
one of which was the Penn-Mar-Va Travelers Club. 

R. D. Latsch of Latsch Brothers, Lincoln, Nebr., com- 


| plimented the group on the fine organization, saying, 


“When we meet together, we think together.” 

Unanimously elected after their nomination from 
the floor were these officers: president, John P. Em- 
hardt, Columbia Steel Equipment Company; first vice- 
president, Jerome J. Savage, The Carter’s Ink Com- 
pany; second vice-president, Earl H. Prentzel, manu- 
facturers’ agent; secretary, A. W. Williams, Stationers 
Guild of America; treasurer, Rose Cushman, NSA. 

Following a rising vote of thanks for the outgoing 
officers, retiring president Graves thanked all members 
for loyal and helpful support during his term of office. 
John F. Emhardt, incoming president, thanked the 
club for the high honor bestowed upon him and paid 
tribute to the retiring officers. 


————- 


COMDA HEARS SURPLUS PROPERTY REPORT 


The latest information on surplus property, as fur- 
nished by James P. Ward of Shipman-Ward Manufac- 
turing Company, proved of interest to the Chicago 
Office Machine Dealers Association at the February 
12 meeting. 

Mr. Ward declared that he had recently contacted 
the Reconstruction Finance Corporation in Washington 
and had been informed that Harold Smith, with 40 
years of experience in the office machine business, 
had replaced Howard W. Reilly, who has resigned from 
the. Office Machine Division. Although 23,000 type- 
writers were turned over as surplus property in the 
last quarter of 1945, all were absorbed by Government 
agencies, veterans and holders of priority. None, there- 
fore, were available to dealers, who probably will not 


| get machines until April or May, Mr. Ward explained. 


Because of complaints received from dealers and 
the NOMDA, typewriters will be sold through whole- 
salers at the same price the dealer would pay if he 
purchased direct from the Government. Wholesalers 
will not be permitted to sell or rent to the retail 
trade, but must sell to dealers at ceiling prices “as is,” 
or at ceiling prices complete. It was pointed out by 
Mr. Ward that there are now 1,500 Gothic pica port- 
ables at the RFC in Milwaukee, Wis., which have not 
yet been turned over to the Office Machine Division. 

President Jack Weiner, Belmont Typewriter Sales & 
Service, complimented Mr. Ward on his report and 
suggested that he follow up with any further informa- 


| tion he may receive from time to time. 


Burns Marvil, Ames Supply Company, asked that 
names of veterans who want jobs in the industry be 


| sent to his company and to Shipman-Ward Manufac- 


turing Company for publication in their house papers. 

President Weiner brought up the question of chang- 
ing the meeting night to Monday, but in the discussion 
which followed Wesley Beutler made a motion that 
meetings should continue to be held on Tuesdays. 
Harry Kingery, Kingson Service, made an amendment 
to the motion that postcards be sent out to all mem- 
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STENCILS OF SUPERIOR QUALITY 


Complete laboratory control in POLYCHROME's modern plant assures YOU 
of Stencil Papers (blue, white or yellow) that will give a maximum of quality 
reproductions. Now available in unmounted sheets, or completely mounted and 
boxed. Special label business is one of our specialties, remember. 


CLEAR, CRISP COPY 








POLYCHROME Black Inks in 











three wanted types . . . are 
quick - drying, free - flowing, 
non-oil separating, non-clog- 
ging, non-firring. They pro- 
duce clean, legible copy and 
are decidedly an ultimate 
economy. Thousands of sat- 
isfied users. Samples may be 
had on request. 




















We are research and development specialists in 
Reproduction Papers. Our diversified lines include 
scientifically controlled output of Electronic Record- 
ing Paper, Electronic Stencil Paper (fac-simile), Car- 
diograph Recording Papers, Encephalograph 
Recording Papers, Heat-sensitive Recording Papers, 
Electrolytic Recording Papers. Your inquiries in- 
vited. 


Po lychrome Klonctls 
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POLYCHROME CORPORATION 


2 Ashburton Avenue, Yonkers 2, N. Y. 








INKS + STENCILS + CORRECTION FLUID » INSERTS 
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otchkiss Starts 
lts Second Half -Century 


Half a century ago Hotchkiss perfected a machine which would fasten 
papers together with staples formed from a continuous steel strip. This 


first machine, known as Model | is shown at the left. Many of these early 





models are still in use by those who require a permanent fastening for papers. 


Model No. 1 


Hotchkiss also pioneered in producing ' 
a wire stapling machine. The Hotchkiss | 
Model 1A, shown at the left, was fitted 
with a positive feed for the steel wire | 
staples and opened the way for suc- , 
cessful mechanical stapling of papers 


with wire staples. 


Since the production of Model 1A, 





Hotchkiss has produced many models 


each incorporating changes which 





aia No. 1A | have kept Hotchkiss in the forefront 


of every major improvement in stapling. 


The march of Hotchkiss progress up to World War II cul- 
minated in the line of Hotchkiss Palmfit models, typified by 
Model 101A, shown at the right. This stapler, featuring the 


> a. ae le ee ee ee ee ee ee ae 


Hotchkiss fast front loading, the quadriclinch anvil and the 








palmfitting silhouette, has been well called “the world’s finest : 

stapler.” s 
Model No. 101A 

During World War II much of Hotchkiss production was diverted to the armed : 

forces. However, work never ceased in the Hotchkiss engineering labora- : 
tories. New ideas, new designs and new principles were tested and developed. 

Hotchkiss dealers can rely on Hotchkiss to continue, as in the past, to produce : 

the finest in stapling machines and staples. : 
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NORWALK, CONNECTICUT : 


“PIONEERS IN ALL THAT'S BEST IN STAPLING" 
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bers asking their opinions on this proposal. Fred 
Gamrod, All Types Office Supply Company, seconded 
the motion, which was carried. 

Earl Thompson, Thompson-Zegrel Typewriter Ex- 
change, was asked for a report on progress made in 
securing typewriters to be donated to Vaughan Gen- 
eral Hospital. He again emphasized the need for these 
machines and stated that very few have been re- 
ceived. Members of the OMDA were urged to make 
an effort to get idle machines from customers, only 
standard keyboards being acceptable. Hazen Ames, 
Ames Supply Company, read a report from Rockola 
Manufacturing Company indicating willingness to 
donate an L. C. Smith machine. Secretary L. M. Wolf, 
Pruitt Company, offered his resignation, explaining 
that due to his transfer from Pruitt to the Utility 
Supply Company he will no longer be able to perform 
the duties required by the cffice. Burns Marvil of 
Ames Supply Company was unanimously elected and 
he asked that Miss Swimmer continue as assistant 
secretary. 

Russ Brown of Evanston and Loran “Tiny” Parker 
of the portable typewriter division, Underwood Cor- 
poration, were introduced as new members of the 
association. 

A proposal to join the Chicago Association of Credit 
Men was dropped. The treasurer reported a substan- 
tial balance. He urged all members to send in their 
1946 dues promptly. 


—_oe— 9 —————— 


GREAT LAKES TRAVELERS CLUB NEWS 


The February business meeting of G.L.T.C., held 
on Washington’s Birthday in the Sherman Hotel, 
Chicago, exactly 11 years after the date of founding, 
was unusually well attended. Dealer visitors from out 
of the city, as well as several manufacturers’ rep- 
sentatives who seldom get to Chicago, helped to swell 
the total to well over 50. Dealers on hand were Bill 
Kelly and Eddie LeBlanc of the Office Equipment 
Company, Louisville, Ky. Gene Mtichell, St. Louis, 
represented the Midwest Travelers Club and Merrill 
Hasty, Wayzata, Minn., did the honors for the North- 
west Travelers Club. Other manufacturers’ repre- 
sentatives present were Henry Huette, Autopoint Com- 
pany; Folger Fellowes, Bankers Box Company, who 
has returned home after 30 months in military service, 
and Harry Venet, Reyburn Manufacturing Company, 
who reported a record of 26 months overseas. 

Bill Smith, Ace Fastener Corporation, immediate 
past-president of the club, was reported as in the 
hospital with a severe case of flu, but was responding 
satisfactorily to treatment. 

The following resolution was read and approved: 
“A great loss was sustained by the Great Lakes 
Travelers Club on Monday, February 4, 1946, when 
CHARLES P. GARVIN, 
honorary life member, passed away in Washington, 

D. C. 

“As general manager of the National Stationers 
Association, Charlie Garvin has had a connection with 
the Great Lakes Travelers Club since its inception as 
Wis-Ill Club in 1935. At each annual luncheon meet- 
ing prior to the NSA conventions in Chicago, Charlie 
was among those present. In 1937 he was made an 
honorary member. 

“A man of widely varying talents, Charlie resides 
in our memories as a humorist, orator, organizer, poet 
and progressive leader. A self-made man in the true 
sense that he developed his native abilities to the 
full, he earned our esteem and that of the industry at 
large. Sympathetic, thoughtful, considerate, an ever- 
welcome visitor, Charlie spread the gospel of good 
cheer. His going leaves us with deep sense of loss 
and a realization that his contributions to us and 
everyone in the stationery industry were great. 

“Therefore— 
“BE IT RESOLVED that we rise and stand in 
reverent appreciation of Charles P. Garvin and 
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“ | 
The continued scarcity of materials and labor still impose a 
severe handicap to our ability to serve our many good cus- 
tomers in the prompt and efficient manner which has been our n 
custom. We are sincerely grateful for the patience and under- | 
standing which you have given us, and we do want you to know 
we will continue to do the best we can for you at all times. 
Sorry, No BRIGHT catalogs available. A new catalog will be 
published just as soon as the material situation becomes settled. 


BRIGHT CHAIR CO., INC. 


127-133 BLEECKER ST. NEW YORK, N. Y. 
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THE NEW Compeo 


ALL METAL 


SAND 
URN 


As decorative as it is 
practical, this modern 
new Compco ciga- 
rette urn is ‘“‘must” 
equipment as a fire- 
proof disposal unit. 
Available now 
through recegnized 
distributors. 


Specifications: 
* 20 inches high x 10 inches dia. 


* Baked on wrinkle finish 
*Highly polished rustless top 
and trim. Removable top hos 
ample sand storage space 
underneath. 

Two colors available: 

No. A84— Wrinkle Black 

No. A95— Wrinkle Brown 


CORPORATION 
2255 W. St. Paul Ave., Chicago 47, Ill. 
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INVESTIGATE | 
ITS MERITS | 


} 
The Quality five action, all steel 
and Nickel, Numbering Ma- 
chine. | 


% Capacity for ten wheels. 


% Priced competitive to ordi- 
nary machines of four and 
less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 





THE Roserts Numperinc Macuine Co. 


694-710 JAMAICA AVE. BROOKLYN, NEW YORK 
Western Distributor LOUIS MELIND COMPANY 


362 W. Chicago Ave., Chicago 10, Ill. 
593 Market St., San Francisco 5, Calif. 


LE CADDY 


EASY TO FILE—EASY TO SELL! For sure, 
quick profits put one of these popular caddies 
in your window . .. Show it on the floor. Everyone 
wants one! An 
amazingly effi- 
cient’ file, the 
Caddy is rec- 
ommended for 
sorting papers, 
correspond- 
ence, invoices, 
etc. 

All steel, fin- 
ished in olive 
green, equip- 
ped with cas- 
ters. 1317," 
wide, 18" deep, 27" 
high. Shipped 2 to car- 
ton, knockdown. Easily 


assembled. 
SEND FOR CIRCULAR 
Nationally Advertised $4 450 


10% higher West of Rockies 


AMBERG FILE & INDEX CO. 


Filing Specialists Since 1868 
1608 DUANE BLVD. KANKAKEE, ILL. 




















25 sturdy, red fibre folders | 


SWINGING 
FOLDERS 

with steel tops slide along 

the side rails. Folders remain upright 


whether empty or packed full. In- 
sertable celluloid tabs. 
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| the founding of the club, 


honor his memory by a moment of silence; 
“AND THAT this recognition of our high esteem 
be recorded in the minutes of this business meet- 
ing; 
“AND THAT, with assurance of our deep sympathy, 
a copy of these resolutions be sent to those near 
and dear to him, whose sorrow we share.” 

Nine new members were accepted into the club. 

Their names and connections are given below: 

E. F. Cote, Reyburn Manufacturing Company 

J. Brown Hardison, Modern Stationer 

William Robinson, Robinson Reminders 

Albert A. Eadon, C. Howard Hunt Pen Company 

A. J. Beiring, W. A. Sheaffer Pen Company 

Richard P. Steedding, Wallace Pencil Company, 

Herbert L. Sime, OFrricE APPLIANCES 

William H. Wingert, General Pencil Company 

Louis P. Wingert, Jr., Defiance Sales Corporation 

As the meeting was held on the anniversary of 

it seemed appropriate to 


| celebrate in some way. This was done by drinking a 


toast to the continuing success of the Great Lakes 


Travelers Club as a final action before adjustment. 


ee 
CONNECTICUT STATIONERS IN SESSION 





Elect Charles C. Conklin As President 





The annual meeting of the Connecticut Valley Sta- 
tioners Association was held on Wednesday morning, 
February 27, at the Hotel Kimball in Springfield, Mass., 
with President Garry Dell, Burt & Dell, Hartford, 
Conn., presiding. 

The annual report was read by Secretary Thure 
Bengston, Adkins Printing Company, New Britain, 
Conn., who reviewed the association’s activities of the 
past year. He stressed the fine showing they had made 
at all meetings, attaining an average attendance of 
43 members. 

President Dell, in making his report, declared he was 
well pleased with the splendid financial standing of 


| the association. He thanked all committees for the 
fine job they had done, and all members for their 


hearty support and co-operation. 

In the absence of Jim Feeley, chairman of the nom- 
inating committee, who was unable to attend, the re- 
port was read by Leo Burt, Burt & Dell, naming the 
following candidates: 

President, Charles C. Conklin, Conklin Office & 
School Supply Company, Springfield, Mass.; first 
vice-president, William Bleech, Gustave Fischer Com- 
pany, Hartford, Conn.; second vice-president, Ronald 


| E. Daley, Ronald E. Daley Company, Waterbury, Conn.; 


| New Haven, Conn.; 


third vice-president, Joseph Yates, Peter Paul Service, 
fourth vice-president, Julian B. 
White, Adams, Cushing & Foster, Boston, Mass., for 
the “Travelers”; secretary, E. A. MacKinnon, Standard 
Office Supply Company, Hartford, Conn.; treasurer, 
Burt Mulford, Kilbourn Brothers, New Haven, Conn.; 
auditor, C. A. Burt, Burt & Dell, Hartford, Conn.; di- 
rectors, Garry Dell, Burt & Dell, Hartford, Conn.; Har- 
old Stahl, Gustave Fischer Company, Hartford, Conn.; 


| Thure Bengston, Adkins Printing Company, New Brit- 


| New Haven, Conn.; 


ain, Conn.; Edward Granfield. Edward Granfield, Inc., 
S. Ford Chidsey, Bradley & Sco- 
ville, New Haven, Conn.; Sidney Challenger, The Frank 
H. Fargo Company, Bridgeport, Conn.; Nils Anderson, 
Anderson’s, Bridgeport, Conn.; James E. Feeley, 
Springfield Office Supply Company, Springfield, Mass.; 
Arthur Johnson, Johnson’s Book Store, Springfield, 
Mass., and John F. Malloy, J. F. Malloy Company, 
Meridian, Conn.; membership committee, Tom Ston- 
house, W. A. Sheaffer Pen Company; O. C. F. Giddy, 
Eberhard Faber Pencil Company; and Frank Valleau, 
Wilson Jones Company. 

All were unanimously elected. 

Applications were read and approved for the follow- 
ing new members: Dave Horovath, Industrial Tape 
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trouble-free writing. S 
Wait until you see the rich, aristocratic 
look of these brand-new styled “Autopoint” ct “Au 
Pencils ... with cap, clip and tip in gleaming ¢ sw appearing in lead- 
tines. ‘ alog and prices. 


BETTER PENCILS 
Lo AU TOPROINT COMPANY, 1801 Foster Ave., Chicago 40, Ill. 
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USE IT IN 
THE MAGNUS “TW” AJA-DIP CLEANING MACHINE 


(Patented) 


HE value of Magnusol in cleaning type- 

writers and business machines has been 
widely recognized for many years. This eco- 
nomical concentrate has been setting new high 
standards in the field for a long time. 


BUT ... when this same solution is used in 
the new Magnus Aja-Dip Cleaning Machine 
(Type “TW” for typewriters and business 
machines) it really goes to town. 


It is not necessary to brush or blow off dirt 
before cleaning. Just remove the carriage and 
immerse the entire chassis in the machine. The 
many times repeated up and down motion of 


Cleaners and Machines 


OFFICE APPLIANCES, March, 1946 





the work IN the machine insures a positive, 
active contact of the solution on every surface 
of the typewriter, even inside all normally 
hard-to-reach recesses. Moreover, the solution 
has a vigorous “shearing” action on all dirt 
deposits which insures their being dislodged 
and removed as the Magnusol solution does its 
task of penetrating and loosening them. 

No heat is necessary. Units are thoroughly 
cleaned in ten minutes. One machine can 
handle up to ten typewriters per hour, or sixty 
or more per eight-hour day. Faster and better 
cleaning is assured when this combination of 
Magnus Cleaner and Machine is in use. 


Let us send you complete data on this new and 
thoroughly proved method of speedier, better 
cleaning of typewriters and business machines. 


MAGNUS CHEMICAL CO., 88 SOUTH AVE., GARWOOD, N. J. 
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Corporation; Winfield H. Gregg, F. S. Webster Com- 
pany; W. B. Keppie, Eaton Paper Corporation; O. L. 
Server, Amberg File & Index Company; William A. 
Miller, General Pencil Company; R. L. McGlynn, Metal 
Office Furniture Company; Snyder Typewriter Com- 
pany, Holyoke, Mass.; James F. Baker, Brattleboro, 
Vt.; Barnett & Baker, Greenfield, Mass.; and George 
C. Holt, W. A. Sheaffer Pen Company. 

Secretary Thure Bengston read the following reso- 
lution: 


“Resolved, that we, the Connecticut Valley Sta- | 


tioners, express our sincere sorrow in the death of our | 


general manager and friend, Charlie Garvin. As he 


came from New England we are inclined to feel his | 


loss more deeply. 
“In his passing we are fully conscious of the deep 
loss to our national association and all affiliated 


groups. We appreciate the unity he has inspired, the | 


success his untiring energy and judgment which made 
possible our national conventions and the service he 
rendered in the “National Stationer” as its founder and 
editor. His loss imposes a circumstance that requires 
faith, energy and creative thought to insure in the 
future provision for that community of interest as be- 
tween dealers and manufacturers so well provided by 
Charlie Garvin. 


“Be it further resolved that a copy of this resolution 


be mailed to the National Stationers Association.” 


He then read a letter of acknowledgement and 
thanks to the group from National Stationers Associa- | 


tion for the flowers they had sent, and all stood for a 
moment of silent prayer in reverence to his memory. 
President Dell then introduced the following guests: 
Courtney F. Bird, M. T. Bird & Company, Boston, Mass. 
president of the Boston Stationers Association; H. S. 


Sanders, Stationers & Publishers Board of Trade; F. | 


H. Caswell, F. S. Webster Company; Harry Tehan, Hig- 
gins Ink Company; J. Ed Conlon, Rockwell-Barnes 


Company; James T. Towhill, James T. Towhill Com- | 
pany, Boston, Mass.; E. M. Berry, Loring, Short & Har- | 


mon, Portland, Me.; Horton Frisby, Roberts Office Sup- 
ply Company, Portland, Me.; and George C. Holt, W. 
A. Sheaffer Pen Company. 

He then turned the chair over to the president-elect, 
Charles C. Conklin, who expressed his appreciation to 


the association for the honor accorded him in electing 


him to the office of president. 
Oo 


STATIONERS SQUARE CLUB HOLD DINNER DANCE 


The swanky Starlight Roof of the Waldorf-Astoria 


hotel was the scene of the annual dinner dance of the | 
Stationers Square Club of New York City on February | 
2. Because of the difficulties of obtaining dining and | 


dancing facilities in New York’s crowded hostelries, 
the attendance was restricted to 200, just a comfort- 
able number for this beautiful room. 


The evening started with a friendship hour, giving | 


all an opportunity to meet, talk, swap stories and 
experiences with one another, The presence of the 


ladies added just the right touch to the occasion. The | 
freedom with which the group intermingled was evi- | 
dence of the spirit of the fellowship that exists among | 


the brethren. 


In marked contrast with former affairs, dinner was | 
served without delay—turkey and all its trimmings— | 
in the delectable Waldorf-Astoria style. Of course, the | 
orchestra was in there pitching between courses to | 
the delight of all, who lost no time in making good | 


use of their services. 
Although the frivolity of these annual Square Club 


dinners is never interrupted by speech-making, Presi- | 


dent William A. Mayers, David Kahn, Inc., did take a 
few minutes to welcome the diners on behalf of the 
club. He also gave very sincere thanks to the com- 


mittee whose hard work had made possible the en- | 


joyment of the swell evening in a truly swanky back- 


ground. 
The president then introduced George F. Griffiths, 
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thorough tests in 


board. 


Companion products needed in every 
office. ROLTONIC cleans and gently 
naps the rubber platens of all business 
machines. New gripping surface 
carries file folders, envelopes, etc., 
through, holds them straight. 
TYPTONIC actually flushes away ink, 
eraser dust, office grime from metal 
and rubber type, then disappears 
entirely. 

Both ROLTONIC and TYPTONIC are 
made to the same high quality as 
GRIPPIT. 


WRITE FOR SAMPLES AND PRICES 


4 
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Gripl pper al 
GRIPPIT is accepted and used as the 


standard Non-Inflammable Paper Cement 
by great industrial firms who buy only after 


Non-Wrinkling, ‘Detachable. Excess rubs 
off. Needed on every desk and drawing 









their own laboratories. 








All three products are 
Non-inflammable, Non- 
Poisonous, Harmless to 
skin and clothing. 





HARRIMAN - WELTS, INC. 


403 RIVER ST.,- HAVER 





HILL, MASS 





CARDINELL CORPORATION + MONTCLAIR, NEW JERSEY 
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Revolutionary NEW 
Dictating Machine 





@ No records or needles to buy 
@ Wire may be re-used indefinitely 
@ 1 unit plays back, records, erases 


e@ Transcriptions last indefinitely 


W e “7 FOR FREE 
nee DESCRIPTIVE BROCHURE 


STANDARD BUSINESS MACHINES CO. 
542 S. DEARBORN STREET « CHICAGO 5, ILLINOIS 





SORRY .. 


No Typewriters yet! 


BUT . 


We still have better ribbons and car- 
bons—at better prices. 


REGALRITE . 


Carbon Papers 
Typewriter Ribbons 





FaXo lob belo Mm \/(ocodebbeC- Mm att osele) ot-; 
| sTole) d:<-1-) ob belo mm \/ Co cedebbel- we atte) ele) er 


HEADQUARTERS . 
Royal Typewriter Parts for Dealers 


ae 
You should try REVIVO; it renews 
platens and cleans type amazingly! 


ANTICIPATE . 
The manufacture of a limited produc- 
tion of new typewriters has been re- 
lb heel -te Bm doco (mo bel-M-selolet lo Mel-Moa Zot tlote)(-) 
soon. List your needs with us to be 
notified as soon as they come in. 


REGAL TYPEWRITER COMPANY 


(INCORPORATED) 


200 Hudson Street New York 13, N. Y. 
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Noesting Pin Ticket Company, whose fluency and wit 
are always a delight. In rare form on this occasion, 
Mr. Griffiths pieced together some beautiful phrases in 
making a presentation of a beautiful traveling case on 
behalf of the club to the retiring president, William 
P, Beck, Art Steel Company, Inc. 

Mr. Beck responded with an appreciation for the 
thought which impelled the gift. He said it had been 
an extreme pleasure to serve the Stationers Square 
Club as their president. 

The unusual expansiveness about the chest of Mr. 
Griffiths was duly noted in the announcement that 
but a few days previous his daughter-in-law had pre- 
sented his son with twins, thus making him grand- 


| pappy once again. To him, and for the twins, were 
| presented two kiddy seats. Fred Griffiths, the father 


of the twins, being present, was given a round of 
applause. 

Then the dining and dancing continued until all had 
had a very enjoyable evening which, as has been pre- 
viously stated, was due to the efforts of the hard- 
working committee. 


—__—_ —9-<i 


BOSTON STATIONERS HOLD ANNUAL BALL 

It was a big night in stationery circles in Boston, 
Mass., on February 11, date of the annual ball of the 
Boston Stationers Association. Year after year, this 
event has increased in popularity, requiring more and 
more room. This year, the spacious Grand Ballroom 
of the Statler Hotel was chosen and some 400 people 
were comfortably seated, with plenty of floor remain- 
ing for dancing. 

The reception for members and friends preceded the 
dinner, The informality and good fellowship, in which 
the ladies joined, made the time slip away remark- 
ably fast. 

As coffee was being served, the chairman of the en- 
tertainment committee, Al Rebhan, Blake & Rebhan 





sy mr ; * 4 
BOSTON STATIONERS ANNUAL BALL 


Company, Boston, Mass., welcomed the guests on be- 
half of the committee and expressed the hope they 
found all the arrangements and the turkey dinner 
entirely to their satisfaction. He expressed his sincere 
thanks to his committee for their whole-hearted co- 
operation, and recognized them individually as follows: 
Mrs. Gertrude Nelson Eckman, L. E. Muran Co., Bos- 
ton, Mass.; Ray Fletcher, National Blank Book Com- 
pany; John Dwyer, manufacturers’ agent; Arthur 
King, Ward’s Boston, Mass.; and Philip Bird, M. T. 
Bird & Company, Boston, Mass. 

President Courtney F. Bird, M. T. Bird & Co., Bos- 
ton, mass., in responding to the introduction, welcomed 
the diners warmly and-expressed his personal appre- 
ciation for the untiring efforts of the committee. 


| “While we dine here with one another, it is fitting,” he 


said, “that we recall the memory of two of our faith- 
ful and beloved friends who have crossed over the 
Great Divide.” Accordingly, his listeners rose and de- 
vote.a moment of silence to the memory of Charles 
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NOW AVAILABLE 
Ariston 


Truly the ARISTOCRAT of Stencil Duplicators 





3 Mi d I Beginning at *3 2°? plus tax 
4? e ra all legal size—automatic roller release 
A FEW OF THE ADV ANTAGES— 


e Steel Welded Frame throughout (no Castings) 


e Modern smart Lines Dark Brown Durable Crackle Finish 


Exposed Steel Parts Bright Nickel Finish—Easy to use Turn Handle once for each Copy 


Any size paper from Post Card to Legal—Phosphur Bronze Impression Roller Bearings 


Simple Mechanism all precision Built Parts 





Engineered by an organization Whose Precision Products were used by the Navy and Army all over the world Dur- 
ing the War and have now Converted to peace time Products — Namely the ARISTON Duplicating Machines and 
Supplies. 











Dealers—wW rite or Wire for Attractive Discounts 


The ARISTON DUPLICATOR COMPANY 


2448 LARPENTEUR AVE., WEST ST. PAUL 8, MINNESOTA 
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ANNOUNCEMENT 





THe Ever Ready Calendar Mfg. Co., 
has prepared a post war line which we 


know will meet consumer acceptance. 


As in the past we will maintain our 
leadership by producing better merchan- 
dise made possible by the removal of 
war time restrictions. 


A new line of Gift Calendars will 
be available, and the commercial line 
with additional items will excel our 
previous standards. 


CATALOGS WILL BE READY MARCH 15th | 
SEE YOUR JOBBER OR WRITE US 
BEFORE PURCHASING CALENDARS 





EVER READY CALENDAR MFG. CO. | 


160 MAPLE STREET JERSEY CITY 3, N. J. | 
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P. Garvin, formerly general manager of National Sta- 
tioners Association, and James Hobart, formerly of 
Eberhard Faber Pencil Company. 

The diners were then treated to several vaudeville 
acts, which they applauded vigorously. The last act 
proved extremely interesting as a make-up artiste 
transformed the visages of several members to repre- 
sent entirely different characters. The remainder of 


the evening was given to dancing. 


22a ot 5. SERVIC: CO. 
a — ’ 


} 2 


“MARKET ST. SINCE (908° 
W. double ' AA. Johnston. Says 
TYPEWRITERS & ADDING MACHINES 
» HAVE BEEN RELEASED FROM WPB © 
LC Smith Typewnters - (orona Fortobie \ypewriters é Adding Macks. 
Ri Allen Adding and Calculating Machines. 





DOUBLE A BUSINESS—Release of typewriters and adding 
machines from WPB restrictions on production inspired W. 


AA. Johnston, proprietor of W. AA. Johnston Sales & Service | 


ARE One 


Co., Knoxville, Tenn., to tell the world (bottom picture). Two | 


new machines were displayed as proof of the pudding, aleng | 
with some old model machines, not visible in the picture. 
Posing proudly with his staff is the Knoxville veteran (top | 
picture). Left to right—Miss Gladys Arnold, W. AA. Johnston, 
M. W. Mercer, A. H. Adams, Jr., Earl McGinnis, Charles Ezell 
and Earl McGinnis. Two new employees, Dillard Meridith 
and Edward Barrett, are not shown. Miss Arnold has been 
Mr. Johnston’s secretary for 13 years. 
<2 —____ 

W. J. SCHROEDER NAMED REPRESENTATIVE 

William J. Schroeder is a new representative of 
Bainbridge, Kimpton & Haupt, Inc., New York, N. Y., 
beginning February 1. A native of Charleston, S. C., 


Mr. Schroeder was for many years buyer and store | 


manager for one of the largest office supply dealers in 
the south. For the past year he has been assistant 
to Mortimer H. Chute, Jr., president of Bainbridge, 
Kimpton & Haupt, Inc. 

In addition to the complete line of commercial sta- 
tionery and office supplies carried by Bainbridge, 
Kimpton & Haupt, Inc., Mr. Schroeder will display 
the fine boxed stationery line of Pratt and Austin, for 
which Bainbridge, Kimpton & Haupt, Inc., is exclusive 
distributor throughout the southeastern states. 

————.-— 
FRED STANDLEY OPENS STORE IN OKLAHOMA 

Fred Standley has opened the new Standley Office 
Machines Company at 521 Chickasha Ave., Chickasha, 
Okla., with the Remington Rand, Inc., dealership.— 
EWF. 
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Are Recognized 
f 
Standard for if 


over 30 years 





Consistently high quality 
...Up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Inquire about our Franchise 
Sales Plan—the short cut 


to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK 7 











Supreme Curl-Proof 
Carbon Paper 


1896 oe 1945 


Sharp! Ye ye All weights 


Clean! 6% iT] Pp R € nit All finishes 


CARBON PAPER 


Durable! For only 
those who 
No Curl! demand the 
opened baamaaalin best! 





and 


SUPREME RIBBONS 


“The Standard of the Industry” 


Send for Samples and Prices 


The Buckeye Ribbon & Carbon Co. 


1458-68 East 55 Street Cleveland 3, Ohio 
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THE ORIGINAL 


NORTA 


PLASTIC 
TYPE CLEANER 





Efficiency in cleaning typewriter type, stamps, etc. is 






judged by the speed with which it is done and the clean- _ ° . 
wail f og. a with which it Is done and the clean See seat att th Brito 
rabie, ese 
NORTA solves the problem . . . NORTA has what COR 3 ser ate J Poa sare made ; 
it takes. Molded plastic my aps F 
Cc Patented) of a beautifully grained’. 
No dirty, inky hands, no soiled clothing, no scrubbing -Orner ( aren plastic material that com- 
and rubbing. NORTA is clean, efficient and quick; just binds tray together b: exivémne Uahinest 
press, roll gently back and forth and the job is done. with vise-like grip. — . 9 
with exceptional strength. 
Dealers are re-ordering NORTA constantly. Material actually improves 
with use. 
NORTA No: 912—Letter Size | No. 915—Legal Size 
(10%x 1242" x2%", inside) (10% x 15” x 2%”, inside). :. 
| DISTRIBUTING ...-List $1.50 Ea. ...-List $1.75 Ea. 





| Co. 


119 WEST 40th ST., 
NEW YORK 18, N. Y. 


SERVICE PRODUCTS, Inc. 
2035 So. Calumet Ave. ° Chicago 16, Ill. 


Sewice Office Procbucta. 
Newly Designed || <«&2°So lualdty Ciame 


GLASS —FIBEROK 


ibe E S K PA D S mi : Sturdy, sightly units for office 


and home ... built for enduring 
service. All wanted sizes, many 
finishes. This famous line presents 
a real merchandising opportunity! 































Send for Literature 






Made in Green, 


Brown or Maroon 


Made of LYNO Board with a 3%" frame of LYNO Board 
all around. Smoothly rounded corners and edges. Con- 
venient lifting arrangement that allows glass to be raised 
and papers changed. Back covered with felt. 


Overall size 1934” x 2434” (Glass size 18” x 24°’) 
with Ye” glass $4.00 list. 


Geo. E. Fox & Company | W7.. dy? 
Office Specialty Manufacturers Since 19117 F E D E 34 A L F I B R E © oO R P. 


412-420 ORLEANS ST., CHICAGO 10, ILL. 3704-10 Tenth Street Long Island City 1. N. Y 
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 satisfacti 


These two words—Canode 
and Satisfaction — have 
been trade “buy words" 
for forty-five years. 


Shrewd buyers know that 
if oi owes can make good 


duplicating inks it is 

Canode. 

Canode's is always the 

best buy. 

For the finest duplicating DUPLICATING 
ink made—try CAN- BLACK 


ODE'S PREMIUM INK. sco 


For a good, low priced ink 
—as good as some peo- 
ple's best—try Canode's 
Bulletin Ink. 


Samples and Prices on Request 


INK SPECIALTIES CO., >, 





519 N. HALSTED ST., CHICAGO 22, 





ASK ADIRONDACK ! 


FOLDING 
CHAIRS 


TABLET ARMCHAIRS 
AND FOLDING TABLES 
Many Styles 


Don’t Turn Down 
Chair Inquiries! 


All styles Folding Chairs; 
Tablet Armchairs—ideal for 
classrooms, cafeterias, sales 

meetings, etc. 


IMMEDIATE SHIPMENT 
FROM N. Y. STOCK OR FACTORY 


ADIRONDACK 


CHAIR COMPANY 
Dept. No. 15-1 
1140 BROADWAY 
NEW YORK 1, N. Y., 
Corner 26th Street 
Telephone: Ashland 4-1385 
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CARBON PAPERS® 


SN \ 





TYPEWRITER RIBBONS 
Made right— Priced right — 

Sold right. Here’s a ribbon 

and carbon proposition you | 
can turn into real profit. | 
You can always count on our 
cooperation. 


EXCLUSIVELY for 
DEALERS *» STATIONERS 


Complete details on request 


ALLEN & COMPANY 


DEPT. M 
11-13-15 VANDEWATER ST. 
NEW YORK 7, N. Y. 
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TusuLar Comv Wrappers 
Stationers! It's your Line—Exclusively! 


"Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Coin Wrappers Lead Seals 
Bill Straps Seal Presses 
Coin Bags Teller’s Moisteners 


Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Currency Bags 

Draw String Bags 

Metal Clasp Bags 

Night Depository Bags Sorting Trays 

Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 











HANNIBAL, MO. 


THE C. L. DOWNEY CO. 
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POSTAL © 


SCALES * 





No. 1509 (illustrated) 


@ Capacity, 5 lbs. by 
yy aon. Computes 

tage for air mail, 
first class mail and 
merchandise up to 4 
Ibs. Easy to use, simply 
place mail matter on 
the platform and 

inter automatically 
indicates the correct 
weight and omens: * 

ostage required. 
y pene and durable. 

List $7.75 


SPECIFICATIONS 
: 614" diameter, glass 
a Red and black 
res on white, red for 
postage, black for 



























weight. os 
Platform: 512” square. R 
Dimensions: 642” x 612 PARCEL —- 
x 942". oO. 
king: One to a carton. city 50 Ibs. by 1 
Ponveight packed 6 Ibs. gunce. Computes. Lown 731 
andl 
See your supply house. Ibs. "for all. postal zones. 
Dial 8” diameter. a 
form 7” square. Over 






i ions 8” x 742" = 
do". Weight packed 9 Ibs. 
List $9.50 











HANSON 
SCALE CO. 


525 North Ada Street, Chicago 22, Illinois 





Superiority 





ENGINEERING MANUFACTURING CO. 


Sheboygan, Wisconsin 
Pioneer Manufacturers of 
Plastic Drafting Equipment 


SOMETHING VERY NEW! 
A REMOVABLE HEAD T SQUARE 


Send for descriptive Bulletin 










Drawing Kits Drafting Tables 
Straight Edges Drafting Benches 
Artists Boards Stools 

Paper Dispensers Scales 
Triangles 


VISIT OUR CHICAGO PRODUCT EXHIBIT 
426 N. Michigan Ave. — First Door N. of Wrigley Bldg. 
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ar 
WOODSTOCK 


TYPEWRITER 


WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK, ILLINOIS 
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SOLID BRONZE 


HONOR ROLLS 
AND 


WAR MEMORIALS a 


Once again you can sell honor rolls, signs, tablets and me- 
morial plaques of International Solid Bronze. Quick, profitable 
sales to your regular customers — businesses, churches, insti- 
tutions, fraternal organizations, etc. Dignified, imperishable, 
modest in cost. 


ROVE aba ads, va Absit bas baled Wal a eed 12 


< : 2 


For the ultimate in economy, we continue to make handseme 
International Simulated Bronze honor rolls — mounted on 
solid, hand-rubbed walnut. 


Many standard designs available in both solid and simulated 
bronze — or we submit sketches of custom designs without 
charge. Every cooperation given dealers. Write for complete 
details and free Catalogue A, 


INTERNATIONAL BRONZE TABLET COMPANY, INC. 


36 East 22nd Street, New York 10, N. Y. 
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SWEEPING 


the Country like 


WILDFIRE! 


PLASTIC 
FONEHOLDER 


FEATURES 
LIGHTWEIGHT, only a lit- 


tle over two ounces. 


. 
NON-SKID—Note the ridges 
on top to prevent skidding 
off shoulder, non-marking. 


* 
EASILY ATTACHED—No 
tools needed. Can be ad- 
justed to individual's con- 
venience. 


= 
HANDSOME, DIGNI- 
FIED, ARTISTICALLY 
> raat atti fin- 
ish. 


a 
ECONOMICAL. Firms 
and individuals can af- 
ford to equip every 
phone in the office and 
home. 





Mr. Retailer! If you have not yet or- 


RETAIL 60° FAIR dered, better contact your jobber, or 
PRICE TRADED write us at once for details. Substan- 


It's like an EXTRA HAND tial dealer's discounts. FAIR-TRADED. 


Non-Marking—Non-Slipping Cuts for newspaper or circulars, Enve- 
Write TODAY! lope Stuffers, Display Easels, available. 


RFYA PLASTIC PRODUCTS§CO. 
1525 E. 53rd ST., CHICAGO 15, ILL. 
Easy te Sell! 


because it’s EASY-to-USE 


* “i y 














eu j Mise. Folder Name Folder 





ABC Systems ai are easily assembled from stock 
Guides and Folders. Write for free circulars 
and sample kits. Price $4.70 and up. 


Veetabs Celluloid Indexing 


Plastic Viztab Folders 
Loose Leaf Multibinding 
OFFICE APPLIANCES, March, 1946 


Cellotab Catalog Indexes 
Transparent Celvelopes 

























PROOF 
of a 
GOOD STENCIL 


Is when they come back for more 


MAGIC PRINT STENCILS 


ARE THE KIND “YOU SWEAR BY, NOT AT” 


Run 25,000 copies and you still have a 
stencil. Clear cut duplication, weather 
resisting, durable. 


PRICES RIGHT 


MAGIC FLOW DUPLICATING INKS 


DO A FINE JOB TOO 


Non-Separating, Dries Quickly, Intense Color 


CONTINENTAL INK CO. 


3142 S. AUSTIN BLVD. + CICERO, ILL. 

























( Pproducts are in 


! i ww important to 
. dealers who carry the best 
in office supplies. Graffco 
signals and maptacks never 
forget. A reminder to check 
your stock. 


GEORGE B. GRAFF 


COMPANY 
54 Washburn Avenue 
Cambridge 40, Mass. 














Looking for the BEST Duplicating Ink? 


One that will give you a dense black color, that 
will dry quickly with a minimum of penetra- 
tion and a maximum of copies with one inking. 


Don't look any further-Try 





Sinclair and Valentine (lo. 


—* 






-_ 
=F 


DUPLICATING B L 


iMATE-F ree 





—_— *cL 





and be convinced! 





Sinclair and“Valentine Co. 
611 W. 129th Street ‘INKS) New York 27, N. Y. 


Albany Philadelphia Dayton New Orleans Detroit 
Baltimore Chicago Charlotte Cleveland Nashville 
New Haven Boston Birmingham Dallas Kansas City 














Changeable Letter 
Bulletin and 
Menu Board Signs 


SPECIAL 
TO DAY 


for all purposes 


FRESH ROAST HAM Send for illustrated 
RED CABBAGE 


literature showing 
large variety of uses. 


ACME 


Bulletin Board Corp. 
37 East 12th St., 
New York 3, N. Y. 


SWEET POTATOE 
APPLE SAUCE 
BREAD °, ROLLS & BUTTER) 
DESSERT 
COFFEE TEA OR MILK 


35¢ 




















Made 
especially for 
Stationers, 
Gift Shop, 
Window and 
Store Display 





Three Styles—Nine Numbers 














THE 
GIFT DEPARTMENTS 
P| F R C F A Complete Line of Plate, Platter and 
Cup and Saucer Holders for Resale. 
COMPANY 


Write for Dealers’ Price List 


911-913 Marquette Ave., Minneapolis 2, Minn. 
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SELL LIBERTY 
WAR 





Provides for all legally required 
Income Tax Records, Federal and 
State, under one cover. Place 
samples of all Income Tax Records side by 
side, regardless of price, and 9 customers 


out of 10 will BUY the LIBERTY. 





$5 * 


RETAIL PRICE 


Generous Discounts 
for high Mark-up. 


Commonwealth Publishing Company 


508 So. Dearborn St. Chicago 5, Ill. 








FOR THE FIRST TIME 
STATIONERY STORES CAN NOW SELL 


GENERAL MOTORS ACCOUNTING 
SYSTEMS 


Used by General Motors, Chrysler and 
Many other Automobile Dealers 


Write for Samples and Exclusive Agency Terms 


Lewis N. Pemberton Printing Company 


Manufacturers & Distributors 
717 W. Olympic Blvd. Los Angeles 15, Calif. 











MAIL BAGS 


Line of Canvas 


lete 
Comp ail Bags- 


and Leather M 


Send for Descriptive Circular 


Canvas Products Corporation 
Canvas and Leather Specialties 

Pp. O. Box No. QNE 

vets pu LAC, WISCONSIN 


aes Record 


Any Record Easy 
Sales Quick ( 500 $345 








Stock Saves Cards 
Credit Time 


Cost ‘Flexible Complete 
Ise Cards only. Join together. File sheets of 
Cords on edge in correspondence folders—Half 
inch visible margin. Send order. 
500 Cards 6x4 inch Blank and Ruled...... $3.45 
500 Cards 8x4 inch Blank and Ruled...... $4.40 
500 Cards 10 x 4 inch Blank and Ruled...... $5.30 


Use Visible Indexing, Color Signaling, Visible 
Tabulation of vital information. Ten years na- 
tional use. Send no money. Satisfaction Guar- 


Je! Write for Catalog 


oieend Gould Co. ST. LOUIS 
313 N. Tenth Street 


HANDIFAK 
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G-++-BANDS Re 
ae RUT: Be To Rubber 


Bands 





Holds papers, deeds, mort- 
gages, insurance policies, can- 
celled vouchers, ete., neatly 
and in order. Obtainable in 
lengths from 6” to 54”. Used 
by manufacturers, retailers, 
commercial institutions, banks, 
etc. Write for samples. 


Rochester Wire-0-Binding, Ine. 
Rochester 4, N. Y., Dept. 2-0 














e 
A 
F comin? 


DAYTON STENCIL 
WORKS CO. "2338" 








Double “feature 
MOORE 


PUSH-LESS HANGERS e PUSH-PINS 


Advertised and sold 
Nationally Since 1900 


MOORE PUSH-PIN COMPANY « Sicace 7900 
113-25 Berkley Street, Philadelphia 44, Penna. 
























ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 





end for Folder 
and prices. 








Manufactured by 








I. D. COTTERMAN “"isicxco'o. 
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. Attention Dealers 


SATIN FINISH 
EXECUTIVE  ristons 


Meet the maximum expectations of users of silk ribbons. 


SATIN FINISH EXECUTIVE Typewriter ribbons were in- 
troduced ten years ago as successtul competition to silk 
ribbons for sharpness of write as well as maximum dura- 
bility. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something un- 
known heretofore with cotton ribbons. 


SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. This ribbon is an 
outstanding cotton product and as far as we know, there is 
no similar ribbon on the market. 


SATIN FINISH EXECUTIVE is YOUR OPPORTUNITY to 
meet all the demands heretofore supplied by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribons and Carbon Paper” 


oA. . ITTLE. 


e 
MANUFACTURERS Cc 


1888 Factory, Rochester, N. Y. 1946 




















GRAPHIC 
GELATINE 
ROLLS 


for 


DOMESTIC 
and 
EXPORT 
Trade 


In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 
Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK 13, N. Y. 
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POST CARDS 


FREE! DEALERS: Send for free illustrated book of money making ideas 
and complete unique advertising plans. Learn how thousands of these 
Cardmasters have been sold. Write today. 


CARDMASTER COMPANY ‘zn esos att 


DESIGNED TO SELL! 


Appealing lace-patterns 
in non-inflammable plastic. 


New bound edge will not cut or 
bind. Large size for 
Retails profitcbly 
for 29c pair 


a added sleeve 
LLY protection. 
3 dz. to box. , Easy to 


x CUFF SHIELDS 


PROTE 















Prompt delivery. << 


PLASTEXT C0. 


4 “Things Plastic” ) 
525-535 EAST 137th ST., BRONX 54, N. Y. 
MElrose 5-9786 


RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


SPEZDIMO 


“12 WAYS BETTER” 
STAMP PADS 


Outlasts 5 ordinary pads. Gives 
sharper impressions with full 
inking. Can be re-inked indefi- 
nitely. Silent, dust-proof 
sag-proof. Available in a wide 
range of models and sizes for 
every stamp pad purpose, in 
office, factory, etc. Write for , 
new catalog and prices. : 








ONLY PAD MADE ; 
OF SPONGE RUBBER } 
Surface “self- } 
seals” a | 
' 
' 
' 


i ag te ae 
li 


RIVET-O MANUFACTURING CO., 96 Jason St., Orange, Mass. 


e time” pad. 
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COMPLETE 


SNS Se ee 
OF 
FILING SUPPLIES 





Filing 
Folders 


Printed and Ruled 
Stock Forms 


Filing 
Systems 
* 


Guides and Indexes 





SPECIAL FORMS FOR YOUR SPECIAL NEEDS 
THE DACO CARD & INDEX CO. 


9 Federal Court Boston, Mass. 


PERSONAL 


SKY-RITE'S novel form of Advertising Aunt Emma letters is seen 
everywhere—is being commented upon everywhere. It is out- 
standing just as SKY-RITE Lightweight Stationery is outstanding. 
Write for information on SKY-RITE No. 6, SKY-RITE VANITY, 
SKY-RITE ''*Frills’ and the new No. 74 a Stationery for 
Gentlemen. 


SKY-RITE 


The Very Finest in LIGHTWEIGHT STATIONERY. 











COPYRIGHT 1946 — Agency Paper Co. 
74 Varick St., New York 13, New York 
New York ¢ Chicago ¢ Los Angeles 








* Trade Marked 











ALMA DESKS 
ARE GOOD DESKS 


ALMA DESK COMPANY 


HIGH POINT, N. C. 








MASTER 
SPEED KEYS 


FINGER FITTING 
PLASTIC TOPPED 


YOU CAN SELL THEM SPRING CUSHIONED 
PROFITABLY & REPEATEDLY TYPEWRITER KEY 
WRITE FOR FULL INFORMATION 


SPEED KEY CORPORATION 


Formerly Speed Key Manufacturing Co. 
337 COLUMBUS PLACE BROOKLYN 33, N. Y. 
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Masonite 
CLIP BOARDS 


Guaranteed against warping. 


ALSO: TYPEWRITER RIBBONS that 
meet overnment specifications 
ARBON PAPER of 100% 
rag content and made of genuine 
Carnauba wax... and a vt 
variety of First Quality MIME 
GRAPH and STATIONERY SUP- 
PLIES, including many specialties. 


Write for Price List No. 104-B 





Pengad Bldg. 


PENGAD 


Bayonne, N. J. 











THESE UTILITY LABELS 
ARE EASIER TO USE! 


EUREKA SPECIALTY PRINTING CO 
Stat onery Div Dept OA 


|W. 42nd St.. New York 18. N.Y 


HEAVY DUTY 


did you say? Then your 
answer is the sturdy 


ACME NO. 1 


HEAVY DUTY Hand Stapler 







Ideal for fastening voluminous correspondence, 

sample swatches of paper, leather and fabric, for 

stapling of catalogs, programs, etc. Adjustable Full details 
guide for accuracy. ACME No. 1 can handle three in our 

leg lengths: 4, 5/16 and %” without mechanical Silverstreak 
change and can be especially equipped to take 12” Folder. 


ACME STAPLE CO. 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. 2—SURESHOT—SIMPLEX — MIDGET 





Hi-Speed Changers 


MAKES CHANGE QUICKLY 
ACCURATE—Easy 








Prevents loss; modern hi-speed 
efficiency. Durable, long-lasting; 
well made of cold rolled steel. 


4 TUBE 
$3°5 MODEL 


Also made in 3 & 5 Tube 
Models. Easy to operate. 
DEALERS: Write for prices and 
illustrated folder “F’’ 
Quick Selling, Profitable Item 
J. L. GALEF & SON 
75 Chambers St. New York, N. Y. 
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BETTER CUSTOMER IMPRESSIONS 


WITH Longhorn Carbon | ZA 


Top-quality Longhorn carbon brings 
greater profit—more repeat sales. 
@ WON'T CURL 
© LONG WEARING 


@ CLEAN ERASURES 
@ SHARP IMPRESSIONS 


Find new profit and greater sales 
with the complete AMCO line. 


Write for new AMCO catalog with full information 
AMERICAN CARBON PAPER MFG. CO. 


ENNIS, TEXAS 












MEILICKE CALCULATORS 


Users say Meilicke 
Calculators are a 
necessity where pay- 
roll and tax calcula- 
tions are involved. 
With a Meilicke you 
just tip a card and the 
answer you want is right in 
front of you—to the fraction. 
No levers—no machine ad- 
justments. You just tip a card (if 

and save time—worry and mistakes. Meilicke Calculators 
are compact, attractive, handy. Dealers should acquaint 
their customers with Meilicke Calculators. 


Meilicke. Systems, Inc. it Nott cla st 











\ wr 
CELLULOI0 PRODUCTS 


Loose- leaf envelopes, punched; cord-conet, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent 
cellulose. We build to fit your particular need. 
Write us for details. 

Markilo Company, Mfrs. 


3633 S. Racine Ave. 


NEATYPE 


TYPE & PLATEN 
CLEANER 


Highest Quality 

Large Bottle 

Fast Easy Seller 

Wonderful Repeats 

Large Profit 

AND—Mr Dealer 
NEATYPE is sealed in such 
a way that there is NO 
EVAPORATION IN STOCK 


For Fuil Particulars and Samples, Write 


STARKEY: Peeem & SUPPLY CO. 


3800 AGNES AVE. , ® KANSAS CITY 3, MO 


Chicago 9, U.S. A. 
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x 
FAULTLESg 


FLEXI-POST 


REG. U.S. PAT. OF F. 


THE BEST BINDER FOR ALL WRITTEN RECORDS 








INCHES 
OF WORKING SPACE 


ALWAYS AVAILABLE STATIONERS 
LOOSE LEAF CO 


MILWAUKEE 1, 524 N. Broadway 
NEW YORK 3, 114-116 E. 13th St. 

















They te Good /. OES 


_RUBBER BANDS 


TRaoe 











It’s here! 
The RUBBER BAND the trade has 


RUBBER added. 


Write on Company sta- 
tionery for liberal somples 


PENCER RUBBER F ae COMPANY 
of Keualityy Rubber Banda 


MANCHESTER, CONN. 









been waiting for, with NATURAL 
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Two all-purpose items in the complete 
Weldon Roberts quality line for all 
erasing requirements. 


No. 399 Two Sizes 
TRI-PLY - .. The standard all-purpose 
The leading —_ red rubber eraser 
typists’ eraser 


Correcl Mistakes ty Any Language 


gp ‘ SANA QR eat 
PML PAS 8 0? de NAS so Wis 2s UN VMN NYY : 
SSIIFIIIF SLIP ILE EO Omwoe : : 
a ¢ aos . Sk Suh WANES 



































WELDON ROBERTS RUBBER COMPANY 


3. Newark 7, New Jerse 
NYS itis itacs Wiss : r. at tags no een 





CARBON PAPERS 


Sei! 0d 


TYPEWRITER RIBBONS 


WARSHAW ee 
sora] COLORED LABELS | @qp,) 








COLORS 
s They ere reliable and uniform. Smooth, 
even gumming and perfect perforations are 












ee assured because they are made on fully 
GREEN automatic machinery. 

—- In use the year around. A fast moving 
BLUE item, with good repeat business and a 
WHITE steady profit. 








Put them on display and watch them go! 


IS ALWAYS RIGHT— 
especially when he asks for WRITE! 


@ EXTRA, CLEANER COPIES 
e SHARPER, MORE LEGIBLE ORIGINALS 


Guaranteed quality that means more repeat 
business, more profits for you. 





eS ¥ 
GUNG Send Today for Samples 


LISTS.eT°: and Discounts, 
IMMEDIATE DELIVERIES — NO DELAY! 





THE WARSHAW MFG. CO., INC. 


420 Lexington Avenue 
1 MAIN STREET, BROOKLYN 1, N. Y. WRITE ee) ae 
GUIDES INDEX CARDS FOLDERS Pei) New 
PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS INCORPOR 


= NR IRI RRR 
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FACTORY: Bridgeport, Conn. 























A CONSISTENT 
LEADER : 





PEERLESS STEEL OFFICE EQUIPMENT 


PEERLESS STEEL EQUIPMENT CO. 


cl 


UNRUH AND HASBROOK STS., PHILADELPHIA 11, PA. 























i Towns FOR BRIGHTER, 
CLEARER COPIES... 


Antscopy PRODUCTS 


LONG SERVICE LIFE WITH AUTOCOPY GELATIN ROLLS 

AUTOCOPY Gelatin Rolls, made by an exclusive formula, are com- 
pounded to insure longest efficient use under varying climatic condi- 
tions and to prevent completely the introduction of foreign matter. 
There are no bubbles, indentations or irregularities. AUTOCOPY Rolls 
are available for ALL makes of duplicators. Although the rolls you are 
now using may appear entirely satisfactory, we urge you to try 
AUTOCOPY Rolls and learn the difference! 


STAINS REMOVED IN 30 SECONDS! 

AUTOCOPY Cleansing Cream is the answer to the duplicating ma- 
chine operator’s principal complaint —removing stains from the hands. 
Stains acquired through hours of duplicating work are completely 
removed in 30 seconds with AUTOCOPY Cleansing Cream. This all- 
purpose cleansing cream acts gently, leaves the hands soft and smooth 
and does not affect nail polish. 


AUTOCOPY DIRECT PROCESS SPIRIT FLUID 

INSURES BRIGHTER, CLEAN-CUT COPIES! 

Long runs or short, AUTOCOPY Direct Process Spirit Fluid will give 
brilliant performance. There is no danger of messy offsetting because 
the copies dry instantly. Practically odorless, this exactingly com- 
pounded duplicator fluid is non-injurious to machines. In gallon jugs 
or in the economical 54-gallon drums. 


Anleccpn, Onc. 


462 WEST SUPERIOR STREET + CHICAGO 10, ILLINOIS 





























uw 
/ 








SPiniT FLUID 





WRITE FOR LITERATURE AND PRICES 
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FINGER-TIP 
CONTROL LEVER 


Today, a product must have plenty “on the ball" to impress 
the critical buyer . . . and the Precise Trimming Board has 
just that! It's the first major improvement offered the user 


in years. 





Simplified control. makes precision cutting quick and easy. 
No mechanical gadgets to manipulate . . . just a finger-tip 
flip of a single lever adjusts and locks the guide for 


precision cutting! 


High grade steel is used for both cutting edges and a 


kiln dried hardwood base is finished in durable black with 


i clear-cut white measurements. 


Write Today for Further Details and Prices 








PRECISE PROOUGIS Peewee cEe PROFITS 


»m- 
ndi- 
ter. 
olls 
are 
try 


ma- 
ids. 
tely 
all- 
oth 


zive 
juse 


om- 
jugs 





\orttiic Zane 


\ ~~ PLYMOUTH RUBBER COMPANY, INC. 


1S FOUNDED 1896 The Largest Rubberizers of Cloth in the World cANTON, MAss. 
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_ DUPLICATING INKS 


ed quick drying — free flowing 


© CORRECTION VARNISH = TEMPOSCOPE 


for quick, clean corrections and complete accessories 





NO MAKES TRANSCRIBING 


EASIER THAN WATCHING THE CLOCK 











Error-No line-by-line copyholders make transcrib- 
ing far more pleasant, far less fatiguing—faster, 
easier! They keep minds focused on work, not on 
the clock. They keep copy at eye level. No dancing 
characters, no skipped words, no missed lines—no 
doing work over. 

Error-Nos are all-steel, silent, vibrationless. Their 
quality construction stands up. 

Error-Nos are again available. Equip your office. 
You'll be amazed how they help melt away piles and 
stacks of tedious transcribing and record copying. 


SPEEDRITE—the checkwriter you see 
everywhere. 


Some territories are open in which sales 
franchises will be granted to dealers. BivisiOe oF 


Investigate. You may uncover tremen- 
dous profit possibilities. Hi a i i y Welter Co. 


ROCHESTER 7, N.Y. 
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> BICKBTT 


FULL FRONT 
DESK MAT 


“RUFBAK” 
Type 
FF 


Bickett specializes in the 
manufacture of mats for 
use in offices. Made of 
high grade rubber, col- 
ors—black, maroon, 
brown, light green, dark 
green, marbleized stocks. 
A complete range of 
sizes. Mat held in posi- 
tion by desk legs which 
rest on edge of mat. For 
double use desks place a 
Bickett Full Front Mat 


on each side. 


Write for stock chart— 
price list. 


The advantage of a Full Front Desk Mat is clearly demonstrated by the illustra- 
tion. A Full Front Desk Mat makes a very beautiful and serviceable installation. 


L. M. BICKETT COMPANY, WATERTOWN, WISCONSIN 











Rubber Manufacturers 











Above: Small size, for models 3V, 
4V, or 5V. With or without knobs. 


Right: Intermediate bar for 
additional extendibility of 
either size above. 





Above: One intermediate bar extends any Kleradesk one 
to five compartments more than original capacity. Sev- 
eral intermediate bars may be added, if desired. 


Extendible Steel Bars 


for the steeless < 


y KLERADESK by Sengbusch 





... adding new sales-appeal iv this 
already fast-moving item 


... providing an opportunity for sub- 
stantial replacement sales 


Flexibility that permits any number of plainly indexed 
compartments — that’s the kind of sales-making story 
you can tell your customers about the steeless Kleradesk 
with Extendible Steel Bar and plastic knobs. That’s the 
kind of sales argument that helps you write more orders 








Large size, for models 6V, 7V, 8V, 
With or without knobs. 





for first-time purchases of Kleradesk. The Extendible 
Steel Bars fit steeless Kleradesks originally purchased 
with wood rods and porcelain knobs, permitting addi- 
tional expandibility of models now owned. Added to the 
utility, durability, and pleasing appearance of Klera- 
desk, this new feature puts you in a strong position to 
build volume sales and win satisfied customers. Stock 
up now. Write for circular. 


Sengbusch Self-Closing Inkstand Co. 
336 Sengbusch Bidg. Milwaukee 3, Wisconsin 
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Brings You BEAUTY 





that’s more than skin deep!.... 








y* New Royalchrome A//-Metal Chairs are de- 
signed to be “sat in” as well as admired! From any 



















angle, their beauty is practical, long-lasting and trouble- | 


Exploded view of seat construction shows 
free. That’s because they’re A//-Metal without an inch metal bottom pan, leatherette-covered metal =| 
apron as well as leatheretie upholstery cov- i 
of weakness anywhere. Rear back panels are leather- ering springs and metal foundation. A truly : 


important advancement in All-Metal desigm 
ette-covered steel; seat frames are metal, and bottoms 


are closed with aluminum-finished steel panels. 


This is a quality chair—one of several styles current- 


ly being made. Be sure to see it—and watch for others, { 
to be adapted as production permits. The Royal Metal 
Mfg. Co., 175 N. Michigan Avenue, Chicago 1, IIl. | 


LINE OF TOMORROW 


Metal Furniture Since ’97 














' ~A \ \ ny wae, 
Royal Steel Folding Chairs + = <6 Steel Furniture 


DISTINCTIVE FURNITURE 
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HEYER & atl. STENCILS and INKS 
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(A COMBINATION THAT CANT BE BEAT 
a” 











Individually they improve the work of any stencil 
| duplicator. But when used in combination with 
we 4 each other, they produce the finest possible re- 
| sults—plus that added touch of perfection which 
: only 42 years of experience could accomplish. 





The Most Complete Line of Duplicating Equipment 





Pm thes 


ALWAYS 


‘ Quality 
8/1 SATISFIES 

















guring that _ 


faithfully yours, 


Half a Century of Service... 


Phe 


To Secretaries, Underwood has long meant the very 
last word in typewriter performance and conve- 
nience of operation. 

This confidence started that day fifty years ago... 
when Underwood's forward-minded founders hit 
upon the design that made the typewriter possible 
in its present form. 

It freed typists forever from struggling with the 
blind-writing handicap of its predecessors. 

Visible Writing let typists see the progress of their 
work for the first time ... everything from “Dear 
Sir” to “Yours truly.” 

The speed and efficiency of this revolutionary ma- 
chine was regarded as one of the wonders of the day! 

Business clamored for Underwoods ... and yearly 
production zoomed from 500 to hundreds of thou- 
sands. But, Underwood’s pioneers have never 
stopped improving. 

This spirit ... enriched by their inventive genius 


and engineering talent made Underwood the 


“Typewriter Leader of the World”... 

... won Underwood new laurels for its mass pro- 
duction of carbines and other war essentials .. . 

.. will again thrust Underwood ahead of all com- 
petition in the quality and quantity of its production. 

Today’s Underwood . . . a masterpiece of type- 
writer engineering ... challenges all other machines 
to match its brilliant, effortless performance. 

It has advantages that every secretary likes and 
looks for in a typewriter ... touch, speed and ac- 
curacy ... with a score of time and effort-saving 
features to brighten and lighten her day. 

It symbolizes the spirit of the entire Underwood 
organization to serve ... to help speed your day’s 
business ... to remain “Faithfully yours.” 


UNDERWOOD 
CORPORATION 
One Park Avenue 
New York, N. Y. 


Copyright: 1946 Underwood Corporation 


.- TYPEWRITER LEADER OF THE WORLD 





